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ANNUAL MESSAGE 
to ‘Webster Dealers 





F* years have witnessed greater stress or produced greater changes ~~ nationally and inter- 


nationally than 1952 


We have, all of us, been caught in the spiral of mounting prices and costs. We have seen 
a year of uncertainty, war abroad, and economic and political strain at home. 

Yet, we have also seen a fresh new spirit sweep the American people. From all sections of 
the nation, from the cities and country alike, the desire of America for a change has been felt | 
— and the change has come about. 

Throughout 1952 the demand for Webster products showed a steady increase, as did our 
sales volume. But, as is true for all of us, the burden of taxation has been heavy. 

For you and for us the year 1953 promises to be one of tremendous opportunity. America 
has renewed its faith in the private enterprise system. In it lies our greatest strength and the 
hope for a free world. 

It is our firm belief that the F. S. Webster Company and the office equipment dealer can 
enjoy a lasting profit only from giving the customer a superior product at a fair price. That is 
our responsibility to you and to our industry. We will meet this responsibility even in the face 
of competition from suppliers who are willing to cut quality to cut price. 

Your business and ours face the challenge of a new year, a year in which America will 
continue to gird for the defense of freedom. We must exert every effort to achieve that goal 
while defending the way of life that has made America the world’s hope. 


Americans are accustomed to challenge. With intelligence, with energy and with faith, we will 


not fail in this one. May 1953 be a year of greater prosperity for you and of peace for the world. 


CLL.) a 


Vice President 


F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Massachusetts 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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differences of opinion, the publishers obvi 
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Scerbo, Frank, & Sons, Inc 
Shaw- Walker Co 
Shepherd Chair Co. 
Sturgis Posture Chair Co 
Taylor Chair Co. 
U.S. Chaireraft Mfg. Corp 
Wells Chair Corp. 
Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
General Fireproofing Co 
Gunlocke, W.H., Chair Co 
Hamilton Mfg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co. 
Johnson Chair Co 
King Posture Chair Co 
Marble, B.L., Chair Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Ohio Chair Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co. 
Taylor Chair Co. 
Welch Industries 
Wells Chair Corp. 
Chairs, Tablet Arm 
Adirondack Chair Co. 
Jasper Chair Co. 
Wells Chair Corp 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Cheekwriters and Signers 
Hall-Welter Co, 
Safeguard Corp 
Clipboards 
See Arch & Clipboard Files) 
Coat & Hat Racks 
Crawford Metal Craftsmen Co 
Tubecrafters Sales Div 
Vogel-Peterson Co, 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co 
Continuous Forms 
Hano, Philip, Co. 
Copyholders 
Acco Products, Ine, 
Bankers Box Co 
Hall-Welter Co 
Int'l Office Appliances, Inc 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell, Inc. 
Hedges Mfg. Co 
Imperial Methods Co 
Maso Steel Products Co 
Peerless Steel Equipment Co 
Security Steel Equipment Co 


Sengbusch Self-Clos. Inkstand Co. 


Shaw-Walker Co. 
Stempel Mfg. Co 
Valeo Co. 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Globe-Wernicke Co 
LaSalle Products Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co. 
Security Steel Equipment Co. 
Tubecrafters Sales Div 
Valeo Co 
Vogel-Peterson Co. 
Welch Industries 
Wells Chair Corp 
Covers, Loose Leaf 
Smead Mfg. Co 
Crayons 
Rowles, E.W.A., Co 
Cushions & Pads, Chair 
Fox. George E., & Co 
Perfect Rubber Seat Cushion Co 
Dating Stamps 
Amer. Numbering Machine Co 
Force, William A., & Co. 
Fulton Marking Equipment Co. 
Rivet-O Mfg. Co. 
Desk Bumpers 
For, George E., & Co 
Desk Lamps 
General Lamps Mfg. Corp 
Industrial Lamp Corp 
Wells Chair Corp. 
Desk Name Pilates 
Force, William A., & Co 
Kutch, Walter E., Co 
towles, E.W.A., Co 
Desk Pads & Tops 
Fox, George E., & Co 
Wilson Jones Co 
Desk Pen & Ink Sets 
Esterbrook Pen Co 
Sengbusch Self-Clos. Inkstand Co. 
Desk Side Files 
Amberg File & Index Co. 
Cole Steel Equipment Co. 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Farber, Louis H., Co. 
Rockwell- Barnes Co. 
Yawman & Erbe Mfg. Co. 

Desk Trays 
(See Correspondence Trays) 

Desk Work Distributors 
Advanco Products Div. ASB 
Fox, George E., & Co. 
Globe- Wernicke Co. 

Victor Safe & Equipment Co 
Wilson Jones Co. 

Desks 
Alma Desk Co. 

Art Metal Construction Co. 
Bentson Mfg. Co. 
Browne - Morse Co, 

Corry -Jamestown Mfg. Corp. 
Farber, Louis H.. Co. 
General Fireproofing Co. 
Haskell, Ine. 

Imperial Desk Co. 

Indiana Desk Co, 

Invineible Metal Furn. Co. 
Jasper Desk Co, 

Lehigh Desk Co., Ine. 
Myrtle Desk Co. 

Orna Metal Products Co. 
Peerless Steel Equipment Ca. 
Scerbo, Frank, & Sons. Inc 
Security Steel Equipment Corp 
Shaw- Walker Co. 

Standard Furniture Co. 
Victor Safe & Equipment Co. 
Wells Chair Carp. 

Worden Co., The 

Yawman & Erbe Mfg. Co 

Diaries 
(See Memo Books) 

Dictating Machines 
Soundseriber Corp. 

Dictating Machines, Used 
Int'l Office Appliances, Inc. 
Shipman-Ward Mfg. Co 

Drafting Instr its & Equipment 
C-Thru Ruler Co. 

Cardinell Corp. 
Haskell, Ine. 

Drafting Tables 
Engineering Mfg. Co. 
Stacor Equipment Corp. 

Drafts, Notes & Receipts 
Duplicate Receipt Book Co. 

Drills, Paper 
Smead Mfg. Co. 

Duplicating Machines & Supplies 
Addo Machine Co., Inc. 
Amer. Stencil Mfg. Co. 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp. 

Columbia Ribbon & Carbon Co. 
Heyer Corp., The 

Ink Specialties Co., Ine. 
Manifold Supplies Co. 
Mittag & Volger, Ine, 

Old Town Corp 

Peerless- Imperial Co. , Inc 
Print-O-Matiec Co., The 
Queen Ribbon & Carbon Co 
Smith, L.C., & Corona Typws 
Speed-O-Print Corp 
Technygraph Co., The 

Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 

Envelope Openers 
Mackenzie, Arnoid, Inc 

Envelopes 
Northern States Envelope Co 
Quality Park Envelope Co 
Wilson Jones Co 

Envelopes, Plastic 
Markilo Co 
Smead Mfg. Co. 

Eradicators, Ink 
Sanford Ink Co. 

Erasers, Rubber 
Roberts, Weldon, Rubber Co. 
Rowles, B.W.A., Co. 

Expense Books 
Beach Publishing Co. 
Boorum & Pease Co 
Dome Publishing Co., Ine 

Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co. 

Files Boxes, Fibre Collapsible 
Bankers Box Co. 
Globe-Wernicke Co. 

Guide System & Supply Co 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co. 
Mosler Safe Co 
Shaw-Walker Co. 

Victor Safe & Equipment Co. 

Filing Cabinets, Metal 
Advanco Prods. Div. ASB 
All-Steel Equipment Inc 
Art Metal Construction Co. 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Browne-Morse Co 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 


(Continued on page 6) 
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Farber, Louis H., Co. 

Geller, J.R. 

General Fireproofing Co. 
Globe- Wernicke Co. 
Guardsman Safe Co. 
Invincible Metal Furn. Co. 
Keystone Steel Equipment Co 
Parker Steel Products Co. 
Remington Rand Ine. 
Rockwell- Barnes Co. 

Security Steel Equipment Corp 
Shaw- Walker Co. 

Top Flight Products Co 
Victor Safe & Equipment Co. 
Wels Mfg. Co. 

Western Mfg. Co. 

Yawman & Mfg. Co. 

Filing Cabinets, Wood 
Globe- Wernicke Co. 
Imperial Methods Co. 
Wels Mfg. Co. 
Wells Chair Corp. 

ie Supplies 

Acco Products, Ine. 

Advanco Prod. Div. ASB 
Amberg File & Index Co 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Berkley, C.L., & Co. 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp. 
Farber, Louis H., Co. 
Globe-Wernicke Co 
Grand Filing Supply Co.. The 
Guide System & Supply Co 
Imperial Methods Co 
Northern States Envelope Co. 
Oxford Filing Supply Co 
Parker Stee] Products Inc 
Quality Park Envelope Co 
Rockwell-Barnes Co. 
Security Steel Equipment Co 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Warshaw Mfg. Co. 
Wels Mfg. Co. 
Yawman & Erbe Mfg. Co 

Fountain Pens (inel. Ball Pt.) 
Autopoint Co. 

Esterbrook Pen Co., The 

Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 

Gummed Cloth Rings 
Aigner Index Co. of N.Y 
Dennison Mfg. Co. 

Gummed Tape & Sealing Machines 
Dennison Mfg. Co. 
Minnesota Mining & Mfg. Co 

Hardware, Office Desk 
Nat'l Lock Co. 

Honor Rolls 
Kutch, Walter E., Co. 

in and Out Boards 
Lit-Ning Products Co 


index Card Signals 
(See Signals, Index Card) 
Index Tabs 
Amberg File & Fagen Co 
Barkley, C.L., 
Elbe File & iinase Co., Ine. 
Globe- Wernicke Co. 
Graff, George B., & Co 
Guide System & Supply Co 
Markilo Co. 
Shaw -Walker Co. 
Victor Safe & Equipment Co. 
Warshaw Mfg. Co. 
Inks, Adhesives, ete. 
Dennison Mfg. Co. 
Fulton Marking Equipment Co. 
Higgins Ink Co., Ine 
Ink Specialties Co., Inc 
Rivet-O Mfg. Co 
Sanford Ink Co 
Union Rubber & Asbestos Co 
Inkstands 
Cushman & Denison Mf¢. Co 
Sengbusch Self-Clos. Inkstand Co 
Labels 
Dennison Mfg. Co 
Imperial Methods Co. 
Oxford Filing Supply Co 


Warshaw Mfg. Co. 
Wells Chair Corp 
Ladders, Library, Store & Vault 
Cotterman, I. D 
Leather Goods 
Bristol Mfg. Co. 
Canvas Products Corp 
Letter Trays 
(See Correspondence Trays) 
Library Equipment 
All-Steel Equipment Inc. 
ne- Morse Co. 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co. 
Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Art Metal Construction Co 
Browne- Morse Co 
Commonwealth Steel Prods. Corp 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Parker Steel Products Corp 
Security Steel Equipment Corp. 
Shaw-Walker Co 
Supreme Steel Products Inc. 
Yawman & Erbe Mfg. Co 
Loose Leaf Books & Devices 
Amberg File & Index Co 
Boorum &Pease Co. 
Elbe File & Binder Co., Inc 
Ideal System Co., The 
Neiman Loose Leaf & Bary. Co 
Willson Jones Co, 
Loose Leaf Metals 
Elbe File & Binder Co.. The 
Willson Jones Co. 


Loose Leaf Sheet Covers, Plastic 
Markilo Co. 
Neiman Loose Leaf & Bdry. Co 
Smead Mfg. ¢ 
Wilson Jones Co. 


Leese Leaf ned Binders 





wting Equipt 
s son Jones ( 
Mail Bags, Canvas or Leather 
nvas Produ Co 
Mail Distributors 
4 neo Prod D ASB 
( e- Wernick 
v r Safe & Eq ent Co 
Manifold Books & Business Forms 
Hano, Philip, ¢ 
Map Tacks 
Graff, George B.., ¢ 


Marking Devices 


For Wil maA., & ¢ 
Marking Pens, —aenery 
I in. San ( 


Matched Office Suites 
Carlton-Surrey Ir 
Frank, & § 


Standard Fur ( 


Memorandum Books 
ell- Barnes ¢ 


Memorandum Devices 

( Ace Mia. ¢ 

Mending Tape 
Dennison Mfg. ¢ 


Minr ta M ne & Mf Co 


Metal Badges, Checks, Tokens 
da S Works 
Moisteners 

R O Mrz. Co 

: Self -< k 


Numbering Machines 


Ame S ring Macl Co 
For Ww mA., & ¢ 
t N er M e Co 
Stewart, R.A., & ¢ 

Office Furniture, Custom Built 
( Surr . 


Office Furniture Sectional Units 
G Wernicke ¢ 
R Barnes ¢ 
Office Partitions and Railings 
r Co 


Office Printing Outfits 
y 


For \ r \ & ( 
Mar} } nt ¢ 
Pads, Figuring 
Roorum & Pea ( 
W n Jor ( 
Paper 
Riel R ‘ 


Paper Clamps 
5 one Product 


iY P S ‘ ri 
( an & D M ( 
I & ( I 
I t kP 
Paper Clips 
man & D M Co 
ry Pin Ticket ¢ 
r Cut Wire ¢ 
Mfz. Co 
Paper Fastening Machines 
4 Fastener Co 
4 } r r T 
\ P s ( 
Mart Mfg. ¢ 
( t T 
8 & I ‘ 


Parcel Post & Postal Seales 


Paste 
- Inks, A 
Pen & Ink Sets 
. Deck 1 ® Ink & 
Pencil Sharpeners 
4 mt P ~! ( 
iM ( 
Pencils, Imprinted Wood Cased 
B rd P r 
Pencils, Mechanical 
\ noint ¢ 
Pens. Steel 
~ h & ( | nd ¢ 
Pins and Pin Containers 
‘ Pp ‘ 


we 
[ ( 


Plaques 
} \\ yr F 
Piatens, Typewriter. ete 
S Ward Mfe ( 
Posting Trays & Stands 
zee I I I R 
Presentation Covers 
\ I & I ( 
we ‘ 


Price & Sian Markers 


wW Wt 
Wear } t¢ 
R. A & ¢ 


Price Card Holders 


0 h ¢ 


Punches 


\ I xt 
‘ Ir Y 
| &P ( 
e-Wer ke ( 
Fx ( 
M ( 
‘ T | 


Ribbons and Carbons 
~ Mf 


R & « r 






fold Supplies Co 
Mittag and Voilger, Inc 

1 Town Corp 
Peerless-Imperial Co., Inc 
Phillips Process Co. 
Queen Ribbon & Carbon ( 
Regal Typewriter Co 
Remington Rand I 
Royal Typewriter Co 
Shipman-Ward Mfg. Co 
Storms, H. M., ¢ 
Underwood Cort 





U.S. Typewriter Rit Mfg. Co, 
Webster, F.8., Co 
Write, Ine. 


Rubber Bands 
Alliance Rubber ( 


Roberts, Weldor R ( 
Rubber Stamp & Plate Mfg. Mchs. 
Amer. Evatype Corp 
Rubber Stamps 
Bankers & Merchant I 


Rubber Stamps Interchanagable Die 
I r, Inc 
Rubber Type 
ree, William A., & ¢ 
Stewart, R. A., & ¢ 
Rulers, Transparent 
C-Thru Ruler Co 
Safes, Office 
Art Metal 





Safe ¢ 


Sand Urns 
V » Co. 
Seales, Postal 
H ale Lo 
Scrapbooks 
Elbe File & Binder ¢ I 
Globe-Wernicke ¢ 
Weis Mfg. Co 
Ww m Jones Co 
Shelving 


4 Stee 





bauer Mfg. Co 
Supreme Steel Prod 
Signals, Index Card 
Graff, George B.., ¢ 
* r Safe « Eq ul) ‘ 
Signs, Changeable Letter 
Rowles, E.W.A., Co 
Slide Rules 
k neering Mfg. ¢ 
Smoking Stands, Office 
LaSalle Products Co 
Royal Metal Mfg. ¢ 
Valco Co 
W s Chair Corp 
Sues Devices 
g File & I x { 
. wman & Erbe Mfg. ¢ 
Spindle Files 
y s Chair Corp 


Stamp Pads 
F William A., & ¢ 


k m Marking Equi i 
Phillips Process Co 

I t-O Mfg. Co 

S art, R.A., & 


Stands for Office Machines 


Steel Equipmer ] 





W s Chair ¢ 
States and Stapling Machines 


tener ¢ rT 


Arrow Fas er Co., I 
Markwe Miz ( 
N a-Clog Product I 
Vail Mfg. ¢ 

Stencils, Brass 
Dayton Ster 


Stenographers’ Notebooks 





4 Ba ( 
Stools 
} ( 
H e 
R al f ( 
W Industries 
“ cr Corp 
Storage & Transfer Cases 
All-Stee quipment I 
rg File & I ( 
\ Meta! Constr ( 





& Carb. Mfg. Co., 


Hall’s Safe Co., The 
Hall-Marvin Safe ( 
op: ) 





tal Furn. ¢ 
z Supply ( 
Products 
Steel Eq me ( 
‘ rt 
Barnes ( 
S ty Ste Eq < 
Shaw-Walker Co. 
Top I Products Co. 
Vanguard Engin. & Mfg. ¢ 
Wels Mfg. Co 
Yawr & Erbe Mfg. C 


Store Fixtures & Equipment 
A Sr } nr nt me 


Strong Boxes Fire Protected 
He 


rr H farvin Safe Co 

M k Steel Safe Co 

Vi r Sa & Equipt ( 
Tables 

Ar ri tr n ¢ 

I M Co 

Cor wn Mf ( 

I I H.. 

q W ke ( 

Hask I 

la 1 ‘ Ir 

Maso 8 Products 

t | Mf ( 

Se Steel } ( 

Shaw -Walk Co 

S rd } re ( 

U. 8. ¢ ft Mfg. ¢ 

Vi rs & F ( 

Wells ¢ Cort 

Yaw & Erbe Mf ( 
Tables, Folding 

Adir Chair ¢ 


Tabulating & Statistic Machines 
B Adding Ma ‘ 
R Rand Ir 

Tags 
D Mire Co 

Tax Rec rds & Forms 
Dome ge ( I 

Telephone eee 
I I &B er Co., I 
G 
Re \ Co 
V rs & Eq ( 

Thumb Tacks 
G T, « B., ¢ 
Noe I I ket ¢ 
Vail M ( 

Ticket Holders 
Sy id M ( 

Time Clocks and Reeorders 
J A.D., Mfg. ¢ 

Trimming Boards 
4 I I 
P MI e C% 

Type, Typewriter 
s n-Ward Mfc ( 


Typewriter Cleaning Material 
Car Cor 


( ‘ar Co Ir I 


M & ¥ r, I 
Norta Dist t g ( 
R ul T riter ¢ 
R Ome Co 
Sa rd Ink ¢ 
s Vard Mfg. Ce 
W F_.S., Co 
Typewriter Covers 
Ss Ward Mfg. ¢ 
Vupeurtter Guetien Bases & Knobs 
I I “o Co 
Pe r I 
R W.A ) 
re rd Mre ( 
Typewriter Cushion Keys 
I’ I rial ¢ I 
"\ iMfe < 
S K ( 
Typewriter Parts & Tools 
S rd Mfg. ¢ 
We | tA ( 


Typewriters, Mfrs. of 
\ ( r 


G Lthr. I ‘ 
I ather F 

] S g Co 

I Ml th ( 

See I k, & 8 

U.S. ( Mfg. ( 

W Cort 


Visible Systems Equipment 
Ml ( tr nm ( 


W ( 


Wardrobe Racks 


Waste Baskets 
Arts s Cor 
( . } , ( 


OFFICE APPLIANCES, December, 1952 





SALESMEN AVAILABLE 





SMI YEARS R 


rmed force 


41 


l ing ¢ 
thing carTi 
earning 


M-96, car 


ETAIL EXPERIENCE, most 
s, desires to travel for manu- 
quipment, or stationery las 
ed in commercial stationery 
s. Good references. For addi 


e Office Appliances, Chicago 





LESMAN LNUFACTURER AVAILABLI for new connection 
i I ea, Rocky Mountain territory, or Pacific North 
Qua product merchandised through stationery and 
ding system Excellent record of results in 
Young man, capable aggressive Address 
Chicago ¢ 
ENTION MANUFACTURERS 
/E EXPERIENCE selling adding, calculating and 
‘ to represent inufacturer as agent of 
g in Sacrament California Will consider 
system, mechanical or otherwise, for the 
essfull is branch manager for two leading 
es and sales training Equipped to produce 
M-91, care Office Appliances, Chicago 6 








OFFICE MACHINE MECHANICS AVAILABLE 


BINA NG MACHINE 
t lding machir 
! Liles 


neces, Chk 


EXECUTIVES 








und Typewriter Mechani Experi 
es and typewriters. 25 years ex 
and service Southwest preferable 
azo ¢ 

WANTED 





RE} d Adding Machine experience preferred 
for steady ber man with initiative. Idea 
ed Typewr Company, 439 S. Spring St 

[ arg iffice ipply and equipment house 
1 rea pportunity if you have the ability 
ul rganizatior Box BY-124, Chicago ¢ 


SALESMEN WANTED 


i two outst 


Dallas, 7 


NARY LIFI 
ORM N Wholesale a 


ribbon m 


the acdadit 


FURNITURI FIRM n growing Spokane area 
experienced ale in interested in improv 
ent I y plant, and location 

t gt ur References required 
i s { cay 
RESSI\ N FOR CITY accounts in Dallas, Texas, selling 
rinting ind lithographing for large estab 
I ( and drawing account 
Le | iz 
ather New England, Souther 
Box BY ire Office Appliances Co 
\ Re a 
f Statement and Ledge 
hograpl f t Commission deal kre 
I ! Kal 4 
\LESMAN, Bookkeeping Machines Salary and 
Apply BY : Utfice Appliances, ¢ 


OFFICE APPLIANCES, 


nd Ret Salesmen are needed 
anufactur Aggressive sales 
lor f several top-notch men 
Ex ent immediate Earnings 
e it Retirement 
Tut r Active wholesale 
Big retail opportunities in 


December, 





1952 


inding f en for city accounts 

ire and off supplies or specialists 

interested in a system specialist 
ind age Bennett Printing Com 
eXxas 

TIME OPPORTUNITY 


by 


ex 
de 


ter 
New 
o and Los Angeles 


care Mittag & Volger 


The rate for classified advertise- 
ments is fifteen cents a word, minj- 
mum charge $3.00, payable with 
order. Add six words if box address 


. is used. 





EXPERIENCED ADDING MACHINE & TYPEWRITER SALESMAN 
to handle six counties in fast growing South Texas area. Ideal living 
conditions and fine climate. Salary, commission and traveling expense. 
Must be reliable and good worker. Box BY-129, care Office Appliances, 
Chicago 6, 





GOOD STORE SALESMAN WANTED for attractive location in 
Southwest. Excellent opportunity for man experienced in retail 
operations. Send complete information including references to 
BY-140, care Office Appliances, Chicago 6 








MECHANICS & REPAIRMEN WANTED 





WANTED: TYPEWRITER AND ADDING MACHINE MECHANIC by 
Smith-Corona Typewriter and National Adding Machine Dealer, Top pay, 
good working conditions, permanent position. Typewriter Service Com- 
pany, 118 Third St. NW, Albuquerque, New Mexico. 





WANTED: ADDING MACHINE and Typewriter Mechanic. Good Salary, 
Working Conditions and Climate. Permanent Employment for Experi 
enced, Sober, Industrious Man. Leon W. White, 406% E. San Antonio 
Street, El Paso, Texas. 





SERVICE MAN WANTED who can repair typewriters, adding machines 
ind other business machines, in Finger Lakes area. Please submit ex- 
perience, photo and any other information which would help. Box BY-130, 
care Office Appliances, Chicago 6. 





rYPEWRITER MECHANIC—IBM experience preferred. Good wages. 
Bright future for steady, sober worker. Ideal working conditions. Guar 
anteed Typewriter Company, 439 So. Spring St., Los Angeles 13, 





EXPERIENCED NATIONAL 3000 and 2000 class mechanic wanted—also 
Sundstrand and Remington. Confidential. Los Angeles. Write BY-131, 
care Office Appliances, Chicago 6 





WANTED: Combination typewriter mechanic and salesman, experienced 
ill machines. Good opportunity for First Class Man. Ames Stationers, 
Ames, Iowa. 





EXPERIENCED REPAIRMAN, Typewriters, Adders; Royal Dealers in 
California’s best city. Salary, bonus, advancement for good man, Ad- 
dress Mr. Cleveland, 735 Broadway, San Diego, Cali 





WANTED TYPEWRITER & ADDING MACHINE Mechanic, also help 
sell; salary and commission. Confidential. Los Angeles. Box BY-132, 
care Office Appliances, Chicago 6 





r'YPEWRITER & ADDING MACHINE MECHANIC: Steady employment, 
iberal proposition. One with sales ability preferred but not necessary. 
Muncie Typewriter Exchange, Muncie, Indiana 








EXPERIENCED ADDRESSOGRAPH MECHANIC WANTED-—also selling. 
Los Angeles. Write BY-133, care Office Appliances, Chicago 6. 








SALES REPRESENTATIVES AVAILABLE 





WASHINGTON, D. C. REPRESENTATIVE Available; 15 years’ experi- 
ence in selling to Federal Government Departments. Contracts, Specifica 
tions, Priorities and Financing. James F. Hardy, Barr Bidg., Washington 
f D ( 








LINE WANTED: COVER FROM MAINE THROUGH VIRGINIA EX- 
CEPTING METROPOLITAN NEW YORK AND NEW JERSEY, CALLING 
ON OFFICE FURNITURE DEALERS, STATIONERS, DEPARTMENT 
STORES. Have one top grade line and can handle and do a good job 
on one additional line. Have over 500 accounts. What have you? Write 
full information. Box M-93, care Office Appliances, Chicago 6. 





JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co., 
428 So. Sth St., Minneapelis 15, Minn 








AFTER JANUARY 31 I will interest myself by calling on commercial 
ind Federal Government buyers of household and office furniture in the 
Rocky Mountain Empire. Well informed on laws and regulations per 
taining to Federal procurement Manufacturers of office desks, chairs and 
kindred items may find my services valuable 40 years’ experience. Box 
M-04, care Office Appliances, Chicago 6 








SALESMAN WITH 20 YEARS’ EXPERIENCE in office equipment and 
upplies with leading dealers in Southwest and as operator of own busi 
ness plans to establish himself as manufacturers’ representative effective 
first of new year Will cover all or any part of area including Texas, 
Louisiana, Oklahoma, Arkansas, and Kansas test of references. Address 
M-95, care Office Appliances, Chicage 6 


WANTS AND FOR SALE, Continued on page 8 


7 








WANTS AND FOR SALE, Continued from page 7 











SALES REPRESENTATIVES WANTED 


DIRECT FACTORY REPRESENT ATIV E for PHONOMATIC for sales 
directly to user. Simplifies dialing, holds the receiver, frees both hands, 
and automatically connects and ned ts phone Valuable exclusive 
sales franchises available. Phonomatic, 159 New Montgomery St., San 
Francisco 5. 








TERRITORY REALIGNMENT LEAVES CHOICE Territories open. Repu 
table New York Manufacturer of Leather Desk Pads, Desk Sets, and 
Accessories, catering to Office Furniture Dealers, Stationers, and Depart 
ment Stores, will consider men calling on this trade with one or two 





other lines, on a commission basis Interested only in high calibre men, 
willing to work. Write BY-134, care Off Appliance Chicago ¢ 

LARGE MFR. (EST. 43 YEARS) of I se-Leaf Products, desires Sales 
Representatives. Commission bas Write stating experience, territory 


desired, etc. Box 951, Fall River, Mas 





FULL OR SIDE LINE—Complete lin er 1,000 printed signs for all 
businesses; beautiful display; sold or thru store on Open account; 
territory protected; 3123 Broadway, Chicago 14 


MANUFACTURER WANTS SALESMEN t ill 





" ffice furniture dealers 


and jobbers with amazing, new, patent WHIRL-O-MATIC ashtray 
When plunger is pressed, revolving disk throws all ashes and butts int 
receptacle, completely sealing in all smoke and odors. Available in floor 


and table models in 5 attractive finishes. Write fully in first letter. All 
replies confidential. Box BY 135, 100 E. 42nd Street, New York 17, N. ¥ 





RETAIL BUSINESS FOR SALE 








AVAILABLE FIRST OF YEAR, Profitable Office Supply, Stationery and 
Typewriter Store in thriving Ohio city 40,000 and thickly populated com 
munity. Established 40 years. Credit good. Largely walk-in business 
Sales can be doubled. Prominent n, 50 ft. from P.O., extremely 
low overhead. Inventory varies $12,000 to $15,000. Proprietors retiring 





Address ‘“‘Good Investment,’ BY ire Office Appliances, Chicago ¢ 
FOR SALE—OFFICE SUPPLY and Equipment Business in large Florida 
city. This company is recognized throughout the state of Florida and 
South Georgia for its wholesale su; busir Owner will sell stock 
and equipment at his cost, which between 75,000 and 85,000 dollars 
This amount could be reduced by sellir some of the equipment This 
is not a distress sale—the owner enjoying very high profit. Box 


BY-136, care Office Appliances, Chicag 





FOR SALE: Complete Stationery and Office Supply Business. One of the 
most beautiful stores in the West. Leading Franchises—Well Established 
Grossing $125,000 per year. Will sell for Cost of Inventory plus Fixtures 
Owner has other business interests. Inquire Box BY 7, care Office 
Appliances, Chicago 6. 





BEAUTIFUL OFFICE SUPPLY—furnitur tore in southern city of 21,000 
All better lines. Have two business« t se ne. Furnish proof of 
financial ability, then take inventory s at book und make offer 


BY-138, care Office Appliances, Chicag 





FOR SALE, A SMALL OFFICE SUPPLY business in outlying Chicag 
area. Excellent opportunity to take er well established neern at 
only moderate investment. Excellent opportunity for expansion. Address 
BY-139, care Office Appliances, Chicago ¢ 


BUSINESS OPPORTUNITIES 











OFFICE EQUIPMENT AND SUPP LIT S sales and services—in town of 
62,000 near Galesburg, Illinois. Esta hed accounts. A going business 
for the past 33 years. Grossing over $88,000. Good net. Room for expan 
sion. A wonderful opportunity to get a fine busi: HEINZ. JOHNSON 
DUNN, & ASSOCIATES, 1 N. LaSa Dept. 8341, Chicago 2 





WANTED TO BUY RETAIL BUSINESS 





WANTED TO BUY, established commercial stationery business 




















in small community. Iowa or Illir preferred Will consider 
other Middle West areas Send part ur to BY-141, care 
Office Appliances, Chicago 6 
RBIiSTts 
WILL SELL CHEAP list of 5M commercial stationers and office appliar 
dealers. Also list of app. 5M typewrit a : ng machine deale 
Names not duplicated. The Kraus ‘( 18-02 4 St., Woodside, N. ¥ 
ADDING MACHINE PARTS, TYPE, ETC. 

LARGE STOCKS of new and used Adding and Ca ating Machine Parts 
available. Quotations furnished on specif parts n request. I. A 


Dehn, Jr., 1643 10ist Ave., Oakland, Ca 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 2ist St., Chi- 
cago 6. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
nachines. Must be over 270,000 serial number. Accounting Machine Serv 
ice Co., 605 W. Washington St., Chicago 6 





BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold 
Give serial number and model in request for quotation. Business Equip 
ment Co., 160 W Larned, Detroit 26, Mict 














ELLIOTT- FISHER AND SUNDSTRAND machines. Comptometers, Bur 
rhs, Friden, Marchant, Monroe Calculators Electromatic typewriters 
Ac iding machines and all office machines bought, sold, rented, rebuilt 
reeter-Warsh Co., 849 N. 3rd St., Milwaukee Wis 
NATIONAL BOOKKEEPING MACHINES wanted, 3000 C 4 and 6 total 
ichines, with typewriter and front feed carriage, above 40,000 serial 
nber; als 100 Model, Adding Machines, Caiculators, Comptometers 
Advise serial and model numbers. Office Machines In 619 Pine St., 


St. Louis 1, Missouri 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Machines, 








Comptometers, all makes calculators bought and sold Dorrell Office 
Machines Co. (Inc.), 93 So. 11th, Minneapolis, Minn 
NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Calculators, Ad- 


dressing Machines, bought & sold. Send fu description. Pan-American, 


S. Olive Los Angeles. 








WANTED—ALL MAKES calculators and adding machines. State make, 
model, serial number and adding capacity. Internati l Appliances, 
Inc., 826 Broadway, New York 7, N. ¥ 





WANTED TO BU Y—Sundstrand ideas machines, Mode C and D 
Give complete model number, serial, size carriage and whether front 
feed or back feed. International Office Appliances, Inc., 326 Broadway, 
New York 7, N. Y. 





BURROUGHS, MOON 








HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. Stat« iodel, serial 
number and we will quote highest cash s Internat | Office Ap 
pliances, Inc 26 Broadway, New York 7, Y 








WANTED: Burroughs or N.C.R. Bookkeeping and Billing wr ae Cal- 
lators, Comptometers, Adding Machines, et uny sty te m- 








’ 
plete description and best price. AMERICAN "BI SINESS MAC HINES, 
Inc., 573 Broadway, New York 12, N. Y 
I LLIOTI FISHER machines, calculating machines idding machines 
ill office equipment, bought and sold. W. J. Crowley ¢ iny, 906-908 


N. Water St., Milwaukee 2, Wis 








BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
ilculators, bookkeepers, billers, comptor ters A I Steen, 47 SO 
Dearborn, Chicago 5, II. 








BURROUGHS ACCOUNTING MACHINES Bought and § Dearborn 


Equipment Company, Inc., 301 West Lake Street, Chicago 6, Ill 








CLOSING OUT! 


750 LATE MODEL REMINGTON and UNDERWOOD NOISELESS TYPE 


WR ITERS, complete and in good operating condition BURROUGHS 
ELECTRIC FAN FOLD MACHINES. 250 RIBBONWRITER ATTACH 
MENTS, new, for 10” and 14” carriages kes an original and tw 

ypies—eliminates use of carbon paper All above items can be im- 
ported into the U.S.A. DUTY FREE. Write, Wire Phone Crown 


Equipment Co, Ltd., 1011 Bleury St., Montreal 1, Quebe Phone PLateau 


) 





VARITYPERS, IBM’S, all kinds office machines sold, bought, wholesale, 
export All-Languages Typewriter U0.,. ) West 28rd Street, . - 
H 8086 











CASH FOR NIAGARA 
del Underwood and Royal Typewrite Housel, B 
Ridge, N. J 


BX2M and A. B. Dick 90 Mimeographs and late 
x | Basking 


CASH PAID FOR MULTIGRAPH, MULTILITH, Varity; Mimeograph, 
Addressographs, Typewriters, Presses. A trade and sell. Write 
Dixie Service, King, North Carolina 








WANTED: BRANDT CHANGE MAKERS, A Models, N 60-61-100-101 








200-201. Bob Grossman, 5327 Alton Road, M Beach, Florida 
KARDEX, ACME, all makes used visib filing equipment. Thousands 

reconditioned cabinets, panels, books, always on hand. Special services 
ind prices to dealers for purchase or sale. Get our quotations. Chas. 5 
Nathan, In 48 Broadway, New York 12, N. ¥ 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in re 
built Kardex, Acme and international Visible Factograp! 
well as other makes. Write and tell us what Visible Equipment you need 
r have for sale Special prices to dealer Heineman Office Equipment 
Co., Dept. OA, 4 N. 8th St., St. Louis 1, M 








LARGE AMOUNT used visible cabinets, KARDEX, ACME AND RAND 
Variety of sizes and styles. A-l conditi very reasonable. Eversteel 
Equipment Company, 6% Spring Street, New York 12 





KARDEX, ACME, POST INDEX, ET¢ 
SPECIALISTS IN VISIBLE Filing Equipment for 30 ear Full co 
peration offered to dealers on sales r purchases All juipment 
thoroughly rebuilt and guaranteed. Commercial Card System Co., 135 
Grand St., New York 18, N. Y 
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Paten bs Sites 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted October 7, 1952 


2.612.721. Bookholder. Willard L. Poliard, Evanston, Ill. 
2,612,834. Duplicating Machine. Herbert P. Sherman, Chicago, II! 


2,612,865 opyhoide John L. Macaulay and Alfeo Dal Favero, Corte 
2.612.866. Copyholder and Bookholder and Line Follower. Haze! B. At 


2,612,867. Fountain Pen. Marlin S. Baker and Harlan H. Zodtner, Jane 


WV Parker Pen Co anesville. Wis. 
2,612,977. Type Bar Operating Mechanism for Stenographic Typewriters 
M. V Nilmington, Del., assignor to New Dictatyfe C 
Ww t Illustration 
2,612,978. Typewriter Carriage Control Means Support. Giuseppe Prezios 
‘ signor to Paillard S. A. Sainte-Croix (Vaud), Swit 


Illustration 
2,613,033. Register Transfer Mechanism. Frederick W. Pfleger, Paulinsk 
k Newt Monroe Ca sting Machine Co., Orange 
IIlustration 


Granted October 14, 1952 


2,613,389 ombined Cc 


Foot and Spring Supported Caster. Roy A. Cramer 

2,613,597. Sheet Feed Device for Rotary Duplicating Machines. Edgar Ru 
Z Illustration. 

2,613,598. Code Printing Attachment for Tape Dispensing Machines. James 

2,613,623 nsulated Filing Cabinet Construction. Herbert C. Behren 


J, Inc., Cantor 


2,613,643. Mechanical Pencil. Carl Merryman, Melrose Park, Ill., assigr 
? Melrose Park | 
2,613,644. Eraser and Cap Assembly for Pencils. Louis H. Hansen, Sar 
2,613,645. Pen t Sharpener Wellma von Kameniczky, Elm 
2,613,745. Comt Punch and Pencil Device. Sam B. Wimberly and 
R Ala 
2.413.795. Chinese Typewriter Yutang, New York, N. Y., assignor t 


Brooklyn. N. Y 
sly Rotary Characterwheel Printing Machine. Lawrence 


2.613,79%. C 
2,613,797. Typewriter Operating Apparatus. Reuben T. Hogg, Chicago, I!!! 
2,613,872. Split Mechanism. V 3m C. Brown, Dayton, Oh assignor ft 
‘ * Navion 
Day ; 
2,613,898. Cushion Support for Typewriters. ork H. W sms, New York 
2,613,938. Backspacing Mechanism. Charles L. Bossmeyer, Rockford 
Bridgeport, ¢ Illustration. 

2,614,011. Typewriter Support for Desks. Charies Maicoim Abrahar 
2,614,016. Inte king Filing Cabinets. Hans W. Regenhardt, W 

f ‘ A a } 
2? 614.019 Filin sbinet Drawer Herbert H n, Jamestown, and M 

® y <cia A V/ } Constr + . 

2.614.177. Telephone Holder. Fra rrr Ak 


Granted October 21, 1952 

2,614,523. Gummed Tape Serving and Moistening Mechanism. Robert A. 
Havemann and Donald S. Bruce, Troy, Ohio, and Charlies B. MacRae, New 
York, N. Y., assignors to The Gummed Products Co., Troy, Ohio. Ilustration. 

2,614,566. Leaf Holder for Desk Calendars. Walter H. McConnaughy, 
Washington, D. C. Illustration. 

2,614,567. Binder. Edward C. Kinney, Chicago, Ill. 

2,614,631. Chip Remover for Tag Notching Machines. Arnold R. Bone, 
Needham, Mass., assignor to Dennison Mfg. Co., Framingham, Mass. Iilus- 
tration. 

2,614,676. Guiding and Feeding Mechanism for Endless Typewriter Rib- 
bons. Augusto Leite Pessoa, Rio de Janeiro, Brazil. 

2,614,749. Totalizer Actuator Control Mechnism. James Wallace, Man- 
chester, England, assignor to The National Cash Register Co., Dayton, Ohio. 

2,614,750. Apparatus for Comparing Statistical Record Cards. Arthur 
Thomas, Wallington, England, assignor to Powers-Samas Accounting Ma- 
hines, Ltd., London, England. 

2,614,751. Unexpired Time and Maturity Date Calculator. Edward N. Heinz, 
Sr., Oak Park, Ill. 

2,614,753. Zeroizing Mechanism in Calculating Machines. Heinrich Suter, 
Zurich, Switzerland, assignor to H. W. Egli A. G., Zurich, Switzerland. 

2,614,865. Manifold Set. Alexander G. Shennan, Oak Park, Iil., assignor to 
International Tag & Salesbook Co., Chicago, Ill. 

2,615,093. Phone Call Recorder. William Frank Weyrauch, Elmwood Park, 


Hl 


Granted October 28, 1952 

2,615,333. Record Card Verifying Machine. Elliott W. Gardinor, Conklin, 
Raymond E. Cheney, Endicott, and Lorin T. Blever, Vestal, N. Y., assignors 
to International Business Machines Corp., New York, N. Y. IUllustration, 

2,615,391. Rotary Duplicating Machine with Multiple Feed Trays. Ronald 
Max Ford, Sparkbrook, Birmingham, England. Illustration. 

2,615,426. Pencil Sharpener. Gilbert N. Fryer, Arcadia, Calif. 

2,615,427. Pencil Actuated Pencil Sharpener. William R. Lehmann, At 
lanta, Ga. 

2,615,546. Means for Changing the Direction of Carriage Movements in 
Typewriters. Enzo Ascoli, Yverdon, Switzerland, assignor to Paillard S. A., 
Sainte-Croix, Switzerland. 

2,615,547. Keyboard Key. Jon E. Grobl, Oakland, Calif., assignor to 
Friden Calculating Machine Co., Inc. 

2,615,550. Form Feeding Mechanism for Typewriters. Arthur H. Sharpe, 
West Hartford, Conn., assignor to Underwood Corp., New York, N. Y. Ilus- 
stration. 

2,615,552. Tabulating Mechanism. Elmer L. Wise, Bridgeport, Conn., as- 
signor to Underwood Corp., New York, N. Y. Iilustration. 

2,615,568. Sorting Machine. Jack J. Constance, Bartlesville, Okla., assig- 

r to International Business Machines Corp., New York, N. Y. 

2,615,623. Automatic Old Balance Pickup Means for Accounting and Like 
Machines. Richard W. Pitman, Laverock-Hilicrest, Pa., assignor to Under- 
wood Corp., New York, N. Y. 

2,615,624. Multiplying and Dividing Machine. Samuel! Brand, Binghamton, 
snd Francis V. Adams, Endicott, N. Y., assignors to International Business 
Machines Corp., New York, N. Y. 

2,615,632. Decimal Point Indicator for Calculating Machines. Anthony 8. 
Machado, San Leandro, Calif., assignor to Friden Calculating Machine Co., 


2,615,633. Ten-Key Keyboard Mechanism for Accounting Machines. Frank 

Furman, Endicott, Harold L. Read, Vestal, and Harold J. Kistner, Endi- 
ott, N. Y., assignor to International Business. Machines Corp., New York, 
N. Y 

2,615,714. Sheet Receiver for Duplicating Machines. Frank Ronald Ford, 
Birmingham, England. 

2,615,730. Memorandum Device. Harvey Lathrop, Forest Hills, N. Y. 
2,615,731. Carbon Paper Holder for Manifolding Typewriters. Joseph Car 
r Doyle, Rochester, N. Y., assignor to Kee Lox Mfg. Co., Rochester, N. Y. 
2,615,968. Telephone Dial Cleaner. Homer VY. Martin, Lincoln, Nebr. 








2,613,938 


2,612,977 
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2,613,597 










2,614,523 
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In December of 1882, when: 


Thomas De LaRue & Co., New York, N. Y., placed on the market a 
new penholder called the “Anti-stylograph It consisted of a tube 
fitted with a screwed carrier holding a movable barrel pen covered 
with an India-rubber nozzle. . The president, in his annual message 
recommended that Congress reduce the rate of letter postage to two 
cents. . . . A Cooke & Cobb specialty was the Patent Renewable 
Memorandum book. . . . President George L. Pease called the annual 
meeting of the Stationers Board of Trade for January 2, 1883. 
Buxton & Skinner Stationery Company, St. Louis, Mo., featured the 
Elwood file. . . . (From files of the American Stationer 


In December of 1892, when: 


Samuel Ward Company, Boston, Mass., introduced a popular ‘‘Line 
a Day” diary. The American Stationer reprinted the menu for 
Thanksgiving Day at the Palmer House, Chicago. Meat courses in 
cluded roast beef, turkey, young pig, lamb chops, chicken pie, roast 
saddle of venison, striped quail, smoked ox tongue, and so forth 
The Milwaukee Journal announced a new daily morning edition. 
Plans were advancing for the World's Columbian Exposition the com 
Thayer & Jackson Stationery Store, Chicago, 
. Walter F 


From files of 


ing year in Chicago. .. . 
showed a display of more than 200 styles of inkstands 
Cushing was elected an alderman in Medford, Mass 
the American Stationer). 


In December of 1902, when: 


A national association of stationers’ groups was proposed. There 
were then 11 local associations in the nation C. E. Gowdy was 
the Richard Best pencil representative in Chicago The new Rival 
fountain pen retailed for $.75. . The Chicago Copyholder sold for 
$1.50. . . . C. Howard Hunt Pen Company offered dealers a “‘silent 
pen salesman” display device. The Chicago Stationers Association 
planned a banquet for Saturday evening, January 17, 1903, at the 
Auditorium Hotel. . . . Thaddeus Davids Company offered the David's 


Perfection paste jar. . . . (From Files of the American Stationer 


In December of 1912, when: 


A German firm marketed the Franconia, sealing and mailing ma 
chine. . . . The old mansion of Eberhard Faber, lead pencil manufac 
turer, was destroyed by fire at 40 Davis Ave., West New Brighton 
Staten Island, N. Y. William H. Brooks was elected president 
of the Philadelphia Stationers Association Miss Florence E. Wilson 
was acclaimed as the world’s fastest typist, winning a hold on the 
Office Appliances trophy at the New York Business Show. She 
wrote for one hour averaging 117 words a minute and in the one 
minute typing test wrote 127 net words From files of Office 
Appliances). 


In December of 1922, when: 


Glenn J. Barrett introduced the ‘Portable’ adding and listing 
A potent was granted fo D. W. Beaumel & Company 
A. W. Faber 
was marketing Pencilaid, a novel pencil sharpener which remained 
Ivan E. Allen 
purchased a modern store and office building for use by his firm in 
Atlanta, Ga. 
member of the Illinois State Senate 

came head of the Pacific Desk Company 
claimed George |. Hossfield as the world’s champion typist with a 
C. H. Harris 
was appointed manager of the western sales division of the Corona 
Typewriter Company, Inc. . . 


machine. . . . 
New York, N. Y., on a self-filling fountain pen 


on the pencil until a new pencil was necessary 
M. R. Carlson, Moline stationer, was re-elected a 
Theodore Fiske Peirce be 

Underwood ads pro 


record of 144 net words a minute for one hour 


From files of Office Appliances). 


10 


lates to 


March 2-5. A show 


March 19-21. Dist N 3, NSOEA. Hot N k Nev k N. Y¥ 
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Reminiscence 


W. Herbert Blake 
Born 1879, Died 1919 


HINKER, preacher, writer, re- 
OC pte iramatic critic, adver- 
tising write! i, for a time, member 
yf the editorial staff of Orrice AP- 
PLIANCES WI! through 15 of his 40 
mundane sphere,” 
wrote the ite Hobart W. Martin, 
associate editor of this journal, 
following the gleam of his own 
1ughed at conventions 

aughed at himself; 

r scoffed at sham and 

hurled invectives at sordidness. In 

would have been an 

sopher, daring to do 
vished to do.” 

Northwestern Uni- 


voar ) 
years Of 


personality 


Graduate 


versity, Evanston, Ill. First job, re- 
porter Chi Tribune. Then city 
editor, Elgin Courier; then dra- 


matic edito1 Angeles Herald; 
then copy writer for advertising 


agency; then editorial staff of 
OFFICE APPLIANCES 

Some place between these ap- 
pointmen took the theological 
course at Northwestern University 


Ordained a priest and sent by the 
1 to a mining town 
Within four or five 
three churches. Be- 
tween two of the appointments he 
advertising field 
y OA Service Bureau 
mpany, Owensburg, 


Episcopal ¢ 
Colorad 


years serve 


returned to the 
and Was S¢ 
Stenotvpe C 





being a 







review of 

some events at 
the start and in 
the progress of the 
OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 
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Kentucky. But desire for the pulpit 
did not desert him and by the end 
of a year he wrote: “God is as 
imminent in Owensburg as else- 
where. I am resigning.” 

Having occasion for a trip to Bos- 
ton, Blake was given a letter of 
introduction to Tom Drier of “Vaga- 
bondia,” a one-family settlement 
suburban to that city. 

The two had some fine ideas in 
common and some at variance that 
would make acquaintance interest- 
ing and might resolve some of the 
difficulties of mankind. 


But one or two of Blake’s experi- 
ences might not have been of Tom’s 
choice despite similarity of their 
viewpoints: 

Beautiful autumn night—sky 
agleam with stars—air fragrant 
with the odor of harvested grain— 
corn in the shock—straw in the 
stack—Blake afoot on the road oc- 
casionally swishing with a cane the 
bordering ragweed—then the lights 
out in the farm homes passed and 
an inviting straw stack near one of 
them brought an end to the night 
travel and afforded a comfortable 
sleeping bed. Reminder perhaps of 
the closing line of Robert Louis 
Stevenson’s morning appeal, “and 
bring us to our resting bed at night, 
weary, content and undishonored.” 
But “Robert Louis’” great trek was 
with a donkey. 

With his letter to Tom Blake was 
given a copy of the letter written to 
Tom in which was the following 
passage: 

“Being a preacher is neither for 
nor against Blake. He could no 
more help being a preacher than 
Ike Wier, the Belfast spider, could 
help being a prize fighter.” 

Immediately came a note from 
Blake, “I want that Ike Wier pas- 
sage put on my tombstone.” It is 
not on the stone but was put in the 
obituary notice just a few years 
later when a fellow priest of the 
Episcopal church, standing at the 
the head of the casket—observed— 
“Herbert Blake! Restless spirit, at 
rest at last.” 





Wallace Herbert Blake (one time 
member of editorial staff of 
OFFICE APPLIANCES) as part of the 
first article series, “The Day’s 
Work,’ August, 1916, issue: 

Busins is an individual man’s 
essential industry. It may be his 

ecessity < t may be his luxury 
is excitement. It is steady ap- 

plication enthusiasm. It is 

heroic restr t. It is science 

Treat your work as something 

ore than br and-butter-earn- 

as sometl real and worth- 

in it san art—and you 

you make it 
s your Vision 

that is, the fruit 

vour contribution 

the sun f human endeavor. It’s 

what you ft into the common 

melting-pot of the world’s work. It 


7 wan WROTE the late Reverend 


Duild somethi real 


T 
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belongs to you, and yet in a sense 
it belongs to everyone but you. 

“If you love your business, you 
never think of it as merely business. 
It may be a vocation. It may be a 
glorious game. It may be a mathe- 
matical battle, like chess. It may 
even be a joke, or a colossal play- 
thing, like a gold mine. But which- 
ever it is, if your heart is in it, it is 
more than a job. It is a joy that no 
man taketh from you. 

“Right at that desk you are front- 
ing rises your greatest opportunity 
for increasing the sum of human 
happiness. 

“Are you a manager? What, then, 
do you manage? Not dollars and 
cents. You manage the stuff of 
which souls are made. 

“As you give, so shall you receive. 
But that is the one thing you must 
forget if you are either to give or to 


1952 


receive, just as you must forget the 
myth that ‘Business is business,’ to 
make business go. 

“It is better to give yourself than 
to lose yourself. It is better psychol- 
ogy. It is better business. It is a lot 
more fun. As you find, with the 
wreathing years, that you are giving 
more and more, that you are less 
and less aware of what you receive 
and more and more conscious of the 
giving, you shall hide behind a pru- 
dent and thrifty hand the smile of 
the spendthrift. Seen for a moment 
the colossal and Gargantuan humor 
at the heart of all things. I mean 
the profound fact that you can give 
away nothing that does not come 
back to you. The love you spend is 
yours forever. The service you give 
is your perpetual servant in the 
house. The business you build for 
others, others shall build for you.” 
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® Solving “Help Wanted” Problem. Address- 
the annual meeting of the Office Equipment 
Manufacturers Institute recently in New York 
‘ity, President A. C. Howard of The Globe- 
Wernick: ‘0. declared that conversion of 
modern and efficient work 


lve “help wanted 


problems 
Howard 


nt the cost of lost minutes, add- 
t hours. We can measure the 


lless movements, excessive traf- 


cks in the office routine 


ot measure the cost of indiffer 
rale, nervous tension and con 
observe them, but we can 
the constant toll they exact in 


ind in extra operating costs 


® 1953 Allotments. NSOEA reports that the 
has announced 


~+} Aa, ari tu 
tion Authority 


tments for the first quarter of 


same as fourth quarter allot- 
ents are set at 50% of base 
n and aluminum at 55% of 


steel for an initial 
base for most civilian-type 
litional steel will be available 

manufacturer's fourth quarter 


rhich he did not receive during 


@ See Heavy Yule Business. It is also reported 
sk Sheet that record sales are 
vecrir ¢ Chrictrn: 
year’s Christmas season. 
attending the Boston Con- 
tribution predicted increases 


to l1( in both dollar and 


good reading 





this month 


Page 16. . . In Review and Forecast Office Appliances 
offers an annual feature. Here are the statements by 
heads of the office equipment organizations. Review- 
ing the progress made and looking ahead to 1953, this 
is good year-end reading. 


Page 23 . . . Profits depend upon sales personnel, says 
V. N. Vetromile in another of his stimulating articles 
about this industry. He advises proper training of 
the men who must move a nation’s goods 


Page 24... The Adding Machine Service & Sales, 
Indianapolis, Ind., has found that service spells suc- 
cess. Using maintenance contracts this firm has built 
an expanding business. It's another dealer experience 


story 


Page 26... There’s a good market for forms used 
by small hotels and Jacob Schiff has capitalized on it 
Here are tips which other dealers can profitably adopt 


Page 28 .. . Charley H. Broaded, director of industrial 
relations for Fisher Flowing Mills Company, Seattle, 
Wash., points out some ways by which employee errors 
can be remedied or eliminated. It's a study in diplo- 
macy and good business. 


Page 30 .. . Sometimes small towns offer big oppor- 
tunities. At least that has been the experience of the 
G. G. Carpenters in Scottsbluff, Nebr., a city of 12,000 
population. Read how this firm has found its niche in 


the industry 


Page 32... Here are outlined suggestions from three 
lecades of stationery store experience. Harry Herket 
tells about the operating methods he has used success- 
fully in Boulder, Colo., since 1921 


Page 34 . Joseph Leroux is the subject for this 
month’s Old Timers’ Party. Read about this distin- 
guished veteran in the printing & stationery industry. 


Page 35... Once again Irving Settel provides worth- 
while information in the Ad-Viser column. He tells how 
good sales letters can aid promotions 


Page 40... Aiding the office furniture dealer are two 
experience articles on this and succeeding pages. One 
tells how a well-equipped refinishing plant means 


trade-in furniture profits and the other explains how 
jetailed surveys can build loan office sales 
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And the angel said to them, “Be not afraid; for 
behold, | bring you good news of a great joy which 
will come to all the people; for to you is born this 
day in the city of David a Savior, who is Christ the 
Lord. And this will be a sign for you: you will find 
a Babe wrapped in swaddling cloths and lying in 
a manger.” And suddenly there was with the angel 
a multitude of the heavenly host praising God and 
saying, 

“Glory to God in the highest, 

and on earth peace among men of good will.’ 
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JOY AT CHRISTMAS TIME 


® SINCE the advent of the Prince of Peace 2,000 years ago, a world 
weary of war and “man’s inhumanity to man” has been holding 
high the torch that lights the way toward universal amity. Despite 
the cynic’s scoff, in the heart of mankind resides persistently the 
assurance that the goal is attainable. Undaunted, man nurtures 
a quenchless flame of hope in ultimate brotherhood and senses a 
culminating joy at Christmas time. May that joy, that assurance 
be yours this year as the bells of Christendom ring out glad mes- 
sages of good will. 


SALUTATION OF THE DAWN 


® LOOK to this day, for it is life—the very life of life. 
In its brief course lie all varieties and realities of your existence: 
The bliss of growth, the glory of action, the splendor of beauty. 
For yesterday is already a dream and tomorrow is only a vision; 
But today well lived makes every yesterday a dream of happiness 
and every tomorrow a vision of hope. 
Look well, therefore, to this day! 
Such is the salutation of the dawn. 
(From an ancient Sanskrit writing.) 


INVENTORY 


® THE WISE custom of businessmen to make thorough analyses of 
records and physical assets and liabilities at least once in 12 
months, usually at the end of the calendar year, is a practice 
that needs no special urging. Its values are self-evident; its results 
tonic. But it does not tell the whole story. A logical extension of 
the usual inventories and a process that can be of even greater 
significance, concerns the evaluation of the personalities and indi- 
vidual characteristics of the working staff of any enterprise. Firms, 
companies, corporations are made up of people, and unless the 
people are properly adjusted to their working environment, cor- 
rectly fitted to their duties, and effectively challenged to function 
at their best, the business organization is failing to achieve its 
greatest potential. Inventory from the standpoint of the person- 
alities of the personnel is difficult, but the rewards are substantial. 
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A. H. PEMBROKE JACK WEINER V. L. CALDWELL E. W. BLEVINS 
National Staty. National Office National Office Wholesale 
& Office Equip. Machine Dealers Furniture Stationers 
Association Association Association Association 





W. T. POWELL A. B. DICK Ill E. L. MAAG 
Wood Office Office Equip. Canadian Office 
Furniture Manufacturers Machine Dealers 
Institute Association Association 
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Statements by several chief executives of principal associations 


serving the office equipment and supply industry. 


U. S. STATIONERS 


@® STOP—LOOK—LISTEN—and then advance. As we approach the new 
year, 1953, no other words of advice seem as timely nor as sensible. It is 
good that at least once in every 12 months we pause mentally to evaluate 
and adjust our position both as individuals and as business men. It is the 
time when we should take an objective point of view. It is a good time to look 
back and ask ourselves these questions: What was good? What was bad? 
What was effective? What was valueless? It is a good time to challenge 
our business policy and practice as to their worth. 

However, the thing which is important is that we look forward. It is only 
then that we can become creative in our thinking and planning. It is then 
that we recognize the great truth that we cannot live with the same old ideas 
of the previous year. Our ideas and plans must be constantly renewed and 
our responsibilities must be fully recognized. Our responsibilities are three- 
fold. First we must gain success for our business. Next, we must contribute 
to the forward march of the industry, which has been good to us. And finally, 
we must accept full responsibility as an employer, as a citizen, and as a valu- 
able member of the community in which we live. 

As we move into the new year, our success or failure will depend on our 
attitude toward the future. Our industry, unlike many which are tired and old, 
is on the threshold of greatness. Careful analysis will show a fabulous in- 
crease in the potential of the office supply and equipment industry. The re- 
quirements for sharing this expanded sales volume must be recognized, for 
maximum success will belong to those who prepare. 

Our plans for action could be described in military terms—for the strategy 
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of running a business successfully is similar to a military campaign. Our 
plans for action divide into two phases which could be labeled as an offensive 
in breadth and a defense in depth. 

In moving on to the offensive, we must be realistic if we are to capture 
our share of the expanding market for our products. It will require sweat and 
toil. The pace of all business has quickened; it will no longer wait for those 
who try to do it the same old way. Maximum success will be denied those 
who are not alert and progressive as dealers, as salesmen, and as manu- 
facturers. 

The directions for the offensive seem to be as follows: 

1. A new and fresh merchandising approach to our products and services. 
From now on the word merchandising will be used more frequently by 
the stationer, for in this field lies great growth possibilities for all. In 
this area is the problems of store modernization and more effective dis- 
plays. Advertising must be more effective and better aimed at specific 
targets. 

2. The next part of the advance to the offensive must be in employee 
development, particularly the sales people. No plans are complete un- 
less they include an increasing concentration on training, for not only 
will our direct competitors step up the tempo of personnel improvement, 
but all other types of retailers, who seek to share our customer's dollar 
with us, are also on the move. As an example “Sears” expects to spend 
in excess of 25 million dollars in 1953 for employee instruction. 

No military plan fails to include a defense in depth. All forward movement 

of our dealers must be safeguarded .with defensive strength. This is the 


survival action every dealer must take. 
The economic future remains clouded and uncertain. The world play is 
still an important determining factor in the future of our business. It is hoped 


that the new government leaders can regain some control over our country’s 
destiny—but regardless, for the immediate future the only certainty is un- 
certainty. Therefore, our defensive position must be secure. The first lines of 
defense are adequate finances. Before everything else, a safe cash position is 
a must. There never was a better time to be free from burdensome debt. 

Inventory management is the next line of defense. The quality of the in- 
ventory is the touchstone of the stability of a dealer. To clean up an inventory 
would seem to be as important as the production of adequate and safe profits. 

The final defensive positions are in internal management. We should look 
hard at every function of our business, with an eye to improving service and 
cutting costs. Our industry, like all others, must face the possibility of rising 
costs and decreasing profit margins. All signs point to the absolute need of 
a better management practice by all dealers. The new year must lead us all 
in this direction. 


ADRIAN H. PEMBROKE 


President, 
National Stationery & Office Equipment Association 


U. S. OFFICE MACHINE DEALERS 


= IN FORMER YEARS, office machine dealers functioned primarily as service 
men and the portable typewriter business went to department stores, credit 
houses, and mail order houses. Today, even small dealers can compete with 
such enterprises and also sell machines on the basis of small down payments 
or no down payments. They can turn their contracts over to a manufacturer 
or a local bank. Also, there is one finance company with offices in various 
parts of the United States which has specialized in serving independent 
merchants, carrying papers for all makes of office equipment. I believe that 
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the office machine dealer today is eligible for the same sort of financial service. 
If he lets his community know what he has to offer in the way of financial 
plans, he can obtain a large share of the potential market because he can 
also supply immediate mechanical service. Today, people want prompt and 
skillful service. 

Never before has the office machine dealer had a greater opportunity. He 
can handle all makes of adding machines, both hand and electric models, and 
recently manufacturers have made some calculators available for dealers’ 
distribution. Why not get on the band wagon? 

The National Office Machine Dealers Association will keep you posted 
on anything new that may develop in our industry. Membership in NOMDA 
is becoming increasingly valuable. 


JACK WEINER 


President, 


National Office Machine Dealers Association 


U. S. OFFICE FURNITURE DEALERS 


= THIS PAST YEAR has been one that brought out the best or worst in most 
people engaged in the office furniture business. It has been a period of trials 
and tribulations—one that tested individuals and companies on their business 
forethought and acumen. 

Most of us were confronted with inventory problems forced upon us by 
heavy government buying and oversold conditions at our factories. This 
necessitated buying months ahead to insure service to our customers when 
and if their needs might arise. Suddenly, dealers were faced with a drop 
in buying, resistance to high prices and “go easy” orders from top manage- 
ment in corporations. 

Early this year these problems and many others reached their peak and 
it was necessary to face them openly. Some decided to panic and cut prices 
severely, hoping thereby to reduce inventories quickly. Others took the long 
range view and freshened up their displays, re-trained their salesmen and 
endeavored to increase the services rendered to customers. This second 
method is the one that is paying off. 

As we come into the fourth quarter of this year and look ahead to next 
year my personal opinion is that our customers will and should demand 
services that are above and beyond anything offered before. We must gird 
ourselves with balanced inventories, arm our salesmen with knowledge as 
to the latest selling techniques, office layouts and planning. They must be 
equipped with decorator assistance to include use of colors on wails, in 
draperies, in floor coverings. And last, but not least, our representatives 
must have the ammunition of good merchandise, furniture well designed, well 
made and finished, from well established factories. It must be attractively 
displayed in salesrooms so that prospective buyers can visualize without 
the use of too much imagination, how it will look in their own surroundings, 
and whether it will be practical and meet all of their individual needs. 

The office furniture dealer has a wonderful opportunity for service and a 
business. That is, to say the least, satisfying. World and local conditions 
seem confused at the moment. We should realize this and see that we can 
ease the tensions by making working conditions at the office for the large 
and small businessman more pleasant, restful and efficient. 

Business is good and has been good. It will continue that way if we put 
ourselves into it and give our best. 


V. L. CALDWELL 


President, 
National Office Furniture Association 
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U. S. WHOLESALE STATIONERS 


= THE YEAR 1952 has been satisfactory from a volume angle but pleasing 
to a somewhat lesser degree from the standpoint of net profit. Operation costs 
have risen, transportation charges alone have become a very great problem 
from a cost angle. One of the most difficult tasks facing us during the coming 
year is the problem of reducing operating costs. If we can make progress 
in accomplishing a lower cost of operation, keep our inventories under con- 
trol and guard against the allowance of unwarranted discounts, we need not 
fear the outcome for the year 1953. 

In passing, we believe the manufacturers in our industry are due great 
commendation for the fine job they are doing, not only in the field of pro- 
duction, but also for the fine spirit of helpfulness and co-operation which has 
brought about a much better relationship between themselves and distributors. 
It is a fine thing to know your supplier is always willing to offer good advice 
in the many perplexities of operating a business today. 

For the future, let us go forward in accomplishment with the full knowledge, 
in this great land in which we are privileged to live, that we do our very 
best, nothing can stop us. Let us keep faith in our Government, faith in our 
abilities and faith in our own particular industry. If we try hard enough we 
can top 1952 in 1953. 

E. W. BLEVINS 


President, 
Wholesale Stationers Association 


U. S. WOOD OFFICE FURNITURE 


= THE NORMAL RETURN of our national economy to a buyers’ market follow- 
ing World War II was interrupted by the Korean war, but it is now entirely 
evident that we are back in a buyers’ market—probably to stay for the fore- 
seeable future. This means that the business of the consumer who decides 
spontaneously to buy office furniture will not be sufficient to maintain our 
volume levels. It will be necessary for dealers and manufacturers to work 
together to create business for office furniture through intelligent marketing 
and modern selling techniques. The members of the Wood Office Furniture 
Institute expect the sale of wood office furniture to be good in 1953, but they 
recognize that orders will not be awarded but will have to be sold. 

The new and improved designs in the products exhibited by Institute mem- 
bers at the NSOEA convention in October gave evidence that our membership 
has prepared for this period. Not quite as evident, but nonetheless important, 
are the new construction features in wood office furniture which have been 
made possible largely through technological improvements developed through 
Institute research, such as improved adhesives, finishes, and construction 
methods 


The Institute membership recognizes the necessity for equipping the dealers 
of the country with the proper selling tools to create business for wood office 
furniture by operating as professional office planning specialists. We also 
recognize the necessity of advertising on a large scale basis to the consumer 


the important advantages of modernizing offices with functional wood office 
furniture. To answer these needs, we are presently applying the finishing 


touches to a tremendous new merchandising program to be made available 
to office furniture dealers. This program will be known as the “WOFI Certified 
Office Planning Service” and will be introduced to the trade next February. 
This program will furnish to dealers who subscribe to it a host of selling tools 
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and aids of proven effectiveness in creating business for wood office furniture. 
Subscribing dealers will also be furnished with a completely co-ordinated 
color program, including paint colors, upholstery, fabrics, and floor coverings. 
An important phase of the program will be full page spreads in leading 
business magazines advertising to the consumer the services which subscribing 
dealers will have available. 

This program is the combination of years of study and planning and the 
members of the Wood Office Furniture Institute are satisfied that it will tre- 
mendously increase the sale of wood office furniture for the dealers who 
subscribe to it. 

In a number of other related ways, the Institute will continue its program 
of taking our story to the consumer in order to create business for wood office 
furniture for the dealer. 

Opening in January will be the Institute’s “Office of Tomorrow” permanent 
exhibit at the Museum of Science and Industry in Chicago. The “Office of 
Tomorrow” will be a part of the gigantic Hardwoods Exhibit now being in- 
stalled at the Museum. Approximately two million persons per year will see 
this exhibit and will gain a new appreciation for the advantages of office 
modernization with wood office furniture. 

The Institute will also sponsor exhibits at the National Office Furniture Asso- 
ciation convention in April and at the National Stationers & Office Equipment 
Association convention in September. 

Our monthly magazine, TRENDS, is now being mailed to thousands of key 
office executives, as well as to dealers. Through the pages of TRENDS, we 
will continue to endeavor to sell these important consumers on the advantages 
of wood office furniture and on dealer services. The dealer copies of TRENDS 
include each month a supplement with suggestions as to how dealers can best 
utilize the information each issue contains. 

Space does not permit discussion of many other important Institute projects 
aimed at helping the dealer to sell more wood office furniture, but these 
include editorial promotion in consumer magazines; circulation of promotional 
pamphlets and folders; showing of our motion picture, “The Magic Touch,” 
before live audiences and on television; the Office Furniture Merchandiser 
sales manual, and others. 

The Institute has recently added to its staff Robert A. Spelman as assistant 
secretary. Mr. Spelman brings with him an extremely valuable background. 
He will specialize in the fields of sales training and sales promotion. Dealers 
will be getting acquainted with Mr. Spelman at an early date through his 
work in the field. 

In summary, we feel that for wood office furniture dealers 1953 will be 
a selling year! The Wood Office Furniture Institute is prepared to help dealers 
sell the products of its members! 


W. T. POWELL 


President, 
Wood Office Furniture Institute 


U. S. OFFICE EQUIPMENT MANUFACTURERS 


= TAKING THE SHORT-RUN interpretation of “Review and Forecast’ means 
simply—how have we done in ‘52, how will we do in ‘53? 

The latest Federal Reserve index of industrial output has reached a post-war 
high, and, along with a majority of American industry, the members of the 
Office Equipment Manufacturers Institute have participated fully in the high 
level of business in 1952. The year has been characterized by strong cross- 
currents—Korea, inflation, wage and price controls, manpower and materiel 
shortages, “guns and butter” demands, and eventful political decisions. But 
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through this maze of a changing and dynamic economy the members of the 
Office Equipment Manufacturers Institute have faced and fulfilled their two 
major responsibilities—the continued supply of office machines and business 
equipment to normal users, and the continued production for defense. With- 
out doubt, the year behind has been a challenging one, and we have been 
equal to the challenge. 

But what about 1953? Looking at the over-all picture we find, as is 
customary, that the economists are divided in their opinions. One group 
continues to warn of inflationary dangers—they say that we are trying to 
accomplish too much in too little time, and that the economy simply cannot 
digest it. With the high level of business activity now reaching unprecedented 
length, they continue to ask that uneasy question—can it last? Other econ- 
omists, equally qualified, looking back over more than a decade of full em- 
ployment and flourishing business, see no down-turn in sight. They say, we 
have survived——perhaps this is normal after all. 

Probably the answer, as usual, lies somewhere between the two points of 
view. In any event it would seem that in 1953 the office equipment industry, 
as an industry, occupies a strong position in the over-all economy. Cost re- 
duction is a continuing operation and it is still true that a large amount of 
possible savings exists in the area of office administrative costs. In 1910, 
clerical jobs as a per cent of all jobs was 4.6%; in 1950 it was 12.6%, and it is 
still going up. We used to increase clerical and administrative production 
by adding more people. But the alert management realizes that a better an- 
swer is to increase the efficiency of their present staffs by supplying them 
with office machinery and business equipment. The speed and complexity 
of modern business demands a vast “nerve system” of planning, guiding and 
controlling which can be attained only through efficient and essential office 
tools. 

The companies which are members of the Office Equipment Manufacturers 
Institute are meeting the urgent need for their products today, and their ex- 
panding research and development activity promises that the needs of the 
future are already anticipated and will be fulfilled. 


A. B. DICK Ill 


President, 
Office Equipment Manufacturers Institute 


CANADIAN OFFICE MACHINE DEALERS 


= IN THE NATIONAL SPHERE of the Canadian office machine dealers, the 


most outstanding event took place at the beginning of the current calendar 
year, when the law concerning the prohibition of retail price maintenance 
was enforced. This legislation forbids the setting of minimum selling prices 
for branded merchandise by importers or manufacturers. It was designed 
to stem the inflation but although it has been in force for almost one year, 
there has been no significant evidence that the rising tendency of prices has 
levelled off. On the other hand the forecast that this new law will help large 
department stores and nation-wide chain store retailers to the detriment of 
the small, individual dealer, so far has proven false. The reason that inde- 
pendent retailers can look back on a fairly prosperous year is to be found 
in the lifting of credit restrictions last spring, which gave a needed impetus 
to the retail trade in general and counteracted harmful influences which the 
abolition of retail price maintenance may have had. 

One significant development during the last few months has been the 
complete reversal of policy on the part of certain office machine manufac- 
turers who formerly marketed their products exclusively through their own 


branch offices and have now announced their readiness to sell through inde- 
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pendent dealers also. It is not difficult to discern the motives which prompted 
such radical a departure from former sales methods: increasing pressure by 
sales of machines of European origin through the channels of independent 
dealers, over-production in certain lines in the U.S.A., and consequent desire 
to broaden the market and increasing costs of distribution for large operators 
who deal exclusively with specialized equipment. It is difficult to foresee a 
solution to the obvious problem of reconciling the conflict between the interests 
of the existing sales staffs of nationally controlled organizations, bound to 
a rigid price list, versus the independent dealer who is protected under present 
law to sell the self-same merchandise at whatever price he thinks he can 
afford to sell. The salesmen of the factory-controlled chains are here definitely 
at a disadvantage and only time can tell what the outcome of this tug-of-war 
will be. 

The office machine trade in Canada is looking back upon a satisfactory 
year thus far, and the prospects for the remainder of 1952 are also good. It 
can be safely forecast that the first quarter of 1953 will continue to show 
an upward trend in the general sales curve. What lies beyond that is every 
man’s guess. Sales will be influenced by the possibility of a tax relief which, 
although promised in view of general elections, can not amount to much. The 
commitments for continued defense programs are on such a high level, that 
a substantial reduction in taxation is not to be expected. By the same token, 
these expenditures for defense will keep the wheels of industry humming, 
give added zest to consumer spending and thereby tend to stimulate trade in 
all commodities. General elections sometime during the coming year will, 
as usual, upset the regular flow of business and there will be a tendency on 
the part of spending bodies in all strata of national economy to hold back 
with orders until the outcome of the elections is known. Another factor in- 
fluencing the wait-and-see attitude of buyers will be the possible lifting of 
“Deferred Depreciation” in force since April 1951. Under this law it is for- 
bidden to write off any capital expenditures for a period of four years. It is 
hoped in business circles that this restriction will be lifted. 

The difficulties of a sound forecast for 1953 are enhanced by two more 
uncertainties, as far as Canadian business is concerned. It is reported that 
the wheat crop in Canada is the biggest ever, and there are few hard-currency 
markets that can absorb the surplus at profitable prices to the farmers. On 
the other hand, there are at present conferences with sterling area countries 
for the purpose of finding a solution to the sterling difficulties. The Canadian 
dollar, now at a premium in comparison with the U.S.A. currency, may be 
seriously influenced by any decree, which, in itself would not be a novel 
experience. But both problems must be solved by measures which will have 
a decided repercussion on the trade possibilities on the home market. Fair 
bodings for the Canadian outlook, however, can be seen in the continuing 
oil boom in Western Provinces, in the discovery of vast ore bodies in the 
Province of Quebec and in northern Ontario, and in the sustained influx of 
people by immigration. In assessing the national wealth of a country too 
much emphasis is usually given to its natural resources and not enough stress 
is placed on the human element. The true value of a nation lies in the ability 
of its inhabitants to make the best use of those tools which human intelligence 
can forge for a better life. 

Canada has a bright future; of that there can be no doubt. The curve of 
development is climbing at an unprecedented rate. No other country has ever 
experienced such an unfolding of progress as the present generation of 
Canadians has witnessed. The tasks are many, the hands are but too few. 
Satisfied with the accomplishments of the past, full of the energy of a young 
country and bent on the conquest of new frontiers, the coming year will afford 
new and even brighter horizons than ever before. 


ERNEST L. MAAG 


President, 
Canadian Office Machine Dealers Association 
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Profits depend upon sales personnel 


Invite Them to Judge Present 
Selling Ability According to 
Principles Set Forth in This 
Thought-Provoking Article 


by V. N. VETROMILE 


feature writer 


mg ALL OTHER THINGS being equal, 
the stationery and office equipment 
outlet that is generally known to 
transact the largest and most- 
profitable volume of business in its 
trade area is certain to be the 
store that has the most-experienced 
and the st-exrpert sales ergani- 
zation 


It is not strange, of course, that 
the foundation stone of financial 
success in a merchandising business 
should be the ability to obtain 
profitable sales from the largest 
possible percentage of the daily 
contacts with the traffic that comes 
te the salesfloor. Not every dealer, 
however, sells to that “largest pos- 
sible percentage” of his daily store 


traffic 

Those salesmen whose _ services 
are the best investment for the 
office machine dealer and stationer 
are thi esourceful exponents of 
creative selling who combine with 


their aptitude for selling the right 
personality for public relations in 
retailing. 

This combination results in the 
caliber of service that rings up 
many extra profit-dollars for the 
business every day. It also out- 
Shines the mediocre sales and serv- 
ice impression that the community 
finds in the ordinary store that 
is functioning with the so-called 
“clerk” type of counter-jumper or 
order-taker as distinguished from 
the real salesman who has had in- 
tensive and specific training for 
the selling of office machines, sun- 
dries, and stationery wares. 


Some Unconvincing 


We have all run across salesmen 
(so called), who could not convince 
us of the honest weight of a load of 
hay. We also met members of that 
other tribe who have not been 
trained sufficiently in the selling 
points to be able to give us basic 
information about the construction, 
use, or care of an appliance or 
fixture in which we were interested. 

Every worth-while salesman has 
always seemed to me to register 
almost instantly a hard-to-define 
yet very apparent impression that 
he knew his product. He knew 
much more about it than any 
prospective buyer could ever be ex- 
pected, ordinarily, to know. He like- 
wise impressed me with the gen- 
uineness of his desire to serve his 
customer, thereby fostering friend- 
ship from the very start for the 
firm he represented. 





Here's a Good Rebuttal for Use by 
Salesman When He's Well Cornered: 


There is no excuse for any salesman not knowing everything possible about 
his proposition, yet it is difficult to imagine in advance some of the peculiar 
points of objection that a certain type of “hedging” prospect can “dream up” 


to complicate a selling canvass. 


When a salesman finds himself ‘‘cornered’’ by some unusual objection or criti- 
cism, for a specific answer to which he is “lost,” he can at least always fall 


back on the tactic of responding: 


“Well, that particular problem (or situation) has never arisen thus far in all 


my experience 


| can only say that the manufacturer guarantees this machine 


(or fixture) unconditionally and that our company reinforces that guarantee with 
its own so that you have double protection on the service warranty for the first 
year. We made our decision to promote this particular machine, out of the 
many that we could have chosen to represent, because we believe there is no 
better value in such an appliance anywhere in the market.” 

Such a rebuttal will usually put the prospective buyer on the defensive—or the 


well-known 


‘spot’’—and will practically drive him into proving whether he is 


really interested, financially able, and willing to buy the machine, or is merely 


a chronic 
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1952 


Every efficient and constructive 
salesman leaves his customer sat- 
isfied, and if he doesn’t meet that 
buyer again until next year, he 
finds him still satisfied. This sort 
of customer is the best advertise- 
ment and the best friend that any 
Stationer and office fixture dealer 
can ever have. 

Crude or “bad” salesmen engen- 
der prejudices against the houses 
that employ them. Who hasn't 
heard of a certain salesman giving 
his company the proverbial “black 
eye”—that is, while such a sales- 
man lasts? 

This is quite as true of the retail 
Salesperson as it has always been 
true of the factory agent or the 
traveling representative of the 
wholesaler and manufacturer. The 
reason is simply that the average 
person judges the whole organiza- 
tion of any business by the one 
representative with whom he is 
brought into contact. 


Matter of Reputation 

A stationer and office machine 
dealer may employ 10 or a dozen 
sales personnel, but if the first 
transaction of some new buyer in- 
volves meeting only one salesman 
and that one man out of 10 or 12 
makes an unfavorable impression 
upon the buyer—because of default 
in either courteous treatment or 
competence as a salesman—the 
reputation of the entire sales or- 
ganization suffers. In consequence, 
the store will probably receive no 
more business from that buyer. 

The buying public, no less than 
the sales personnel, however, has 
faults, presenting difficult problems 
in so-called “public relations.” 
Salesmen, even when selling non- 
technical goods in comparatively 
small retail outlets, find their big- 
gest difficulties—their most vexa- 
tious problems—in dealing with 
persons of comparatively little edu- 
cation. 

It is always those persons with 
the fewest ideas who hold on to 
them tightest. They are often the 
hardest prospects even when the 
price involved is not large and 
the commodity or article is not so 
unusual or so technical as to require 
much understanding in judging its 
value and what it can be expected 
to do. 

Nevertheless, no matter how 

(Turn to page 181, please) 
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Service spells success in Indiana 


Indianapolis Office Machine 
Dealer Builds Big Business 


in Maintenance Contracts 


@ NEARLY 4,000 REGULAR main- 
tenance contracts a year on adding 
machines, calculators, and book- 
keeping machines spell success for 
a large independent office machine 
dealer in Indianapolis, Ind. 

Adding Machine Service & Sales, 
215 S. Meridian St., has been in 
business for 28 years. It was organ- 
ized by two adding machine repair- 
men in 1924 to do service work only 
Today it employs 24 servicemen, six 
salesmen, one _ instructress, and 
seven office people. 

The present owner, Louis I. Bland, 
has been with the company since 


L. I. Bland 





1926. An expert repairman himself, 
Mr. Bland said, “We regard service 
as the lifeblood of our organization. 
Our business was founded on serv- 
ice, it was built through service, and 
our good service reputation has 
made it possible for us to establish 
a profitable sales organization.” 
The company has been the au- 
thorized sales agency for Allen- 
Wales (now National) adding ma- 
chines since 1928. The franchise for 
Friden calculators, which was se- 
cured in 1938, has been a valuable 
addition to the firm’s business. In 
addition to adding machines and 
calculators, the company also sells, 
rents and services typewriters. 
Howard R. Bland, nephew of the 
owner, and the assistant manager 
said, “After we got the Allen-Wales 
(now National) adding machines 
for sale we really began to go to 
town. Its reputation, helpful adver- 
tising, and trouble-free service gave 
us the prestige we needed in order 
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Distinctive Front Creates a Lasting Impression on Passersby 


to compete with other adding ma- 
chines. The National is a natural 
for our yearly maintenance agree- 
ments. We know we won’t get stuck 
by too many service calls or expen- 
sive repairs. 

“The most successful office ma- 
chine dealer today offers both sales 
and service. One is incomplete 
without the other. If an indepen- 
dent is to survive, he must not only 
sell machines, but must provide for 
their servicing as well. Fast service, 
excellent workmanship, and re- 
liability are the corner stones for 
a successful office machine dealer.” 

A SALE—A RESPONSIBILITY. It 
is this philosophy which has made 
the business grow. The company 
doesn’t feel its responsibility to a 
customer ends after a sale is made 
or the year’s guarantee is past. 


Ten days before the guarantee on 
a machine expires, the owner is sent 
a personal letter with the yearly 
maintenance agreement. If the 
agreement is not returned within 
30 days, another letter and another 
copy of the agreement are sent. If 
that doesn’t bring the owner into 
the fold, a final letter is sent 60 days 
later. These letters impress the 
owner with the company’s thorough- 
ness and account for a high per- 
centage of its yearly contracts. 

KEEPING CUSTOMERS HAPPY. 
Whenever possible the company 
provides one hour or one-day serv- 
ice on all machines. If a service job 
is brought into the shop, the com- 
pany sends out a substitute ma- 
chine, preferably the latest model 
adding machine with a new ribbon 
on it. This “silent salesmanship” 
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interest in new equipment, 
obsolescence and gen- 
the owner think twice 
re okaying expensive repairs on 

an old machine. Mr. Bland said, 
Regardless of the age or make of 
riz s long as it is econom- 

he interests of the cus- 
to repair his old machine we 
we tell him why, and 
then try to interest him in a new 


creates 
: fioht 
helps figh 


erauy 


Teaches Customers 


Two years ago the company added 
ition girl to its staff. She 
tomers how to operate 

machines correctly. 
company initiated this 
was thought of only as 
customers. Today it is 
ynne of the finest sales 
She spends her time in 
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SALESMEN. The company’s six 
salesmen are on a straight commis- 
sion basis. Three of the salesmen 
have been with the company 19, 15 
and 12 ye respectively. Each of 
them has enjoyed a considerable 
measure financial success. 
DIRECT MAIL FOR SALES. A 
continuous hard hitting direct mail 
campaign with first class person- 
alized lett stuffers, and return 
trongest feature in the 
advertising program. A 
record each of the businesses 
reached lirect mail is kept on 
3x5 These cards are given 
to the men in whose territory 
the busi are located. He fills 
n the n f the people he wants 
material. All stuffing 
ind add ing is done by the com- 


cards is the 


company 


SERVICEMEN THE KEY TO 





Part of 160 x 12-Foot Service Area of Indianapolis Firm 


SUCCESS. A man is known by his 
friends, a company by its employees. 
Mr. DeMoss, the service manager, 
said, “The men we send on outside 
jobs know National or Allen-Wales 
adding machines thoroughly. We 
figure they are ‘good will’ ambas- 
sadors as well as repairmen and if 
we send out men who don’t have 
experience they may destroy the 
confidence our customers have in 
our work.” 


Servicemen Happy 


A 40 hour week at prevailing 
wages plus desired overtime at time 
and one-half, a two-weeks paid va- 
cation, hospitalization, and a share 
of the yearly profits help Adding 
Machine Service & Sales keep its 
servicemen from job-jumping. 

Eighteen servicemen are kept 
busy inspecting machines on con- 
tract. Each man averages between 
six and 10 inspections a day. A daily 
schedule of visits and work per- 





Well Stocked 


1t0rs is key 
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An ample supply of National adding machines and Friden calcu- 
nd at all times at Adding Machine Service & Sales, Indianapolis, Ind. 
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formed is the only report a service- 
man has to turn in. Six servicemen 
work full time in the company’s 
modern service department. 

EXPERIENCE SPEAKS OUT. 
Louis Bland said, “You hear a lot 
of talk today about the death knell 
of the independent office machine 
dealer. Some people say that a man- 
ufacturer’s branch office, because of 
its size, the resources of the com- 
pany, and its superior selling tech- 
niques will eliminate the need for 
the small man. Well, don’t believe a 
word of it. They were saying the 
same thing a quarter of a century 
ago. There will always be a place 
for the independent who is willing 
to provide outstanding personalized 
sales and service. 


Franchises Valuable 


“The best way an independent 
can get stature in his community is 
to secure the sales franchise for a 
reputable, well-known office ma- 
chine. This constitutes his ‘Acres of 
Diamonds.’ He gets prestige, knowl- 
edge, and the selling and servicing 
experience of the manufacturer, yet 
at the same time retains his inde- 
pendence. 

“There’s plenty of competition 
for adding machine business in In- 
dianapolis. Practically every manu- 
facturer has a branch office here. 
But they don’t worry us. We keep 
doing our job and our business 
keeps growing. 

“In my opinion, the independent 
office machine dealer has a rosy fu- 
ture. Mechanization of office pro- 
cedures and records is a must if 
costs are to be lowered. The inde- 
pendent together with the manu- 
facturer can provide the tools of 
mechanization.” 
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used by small hotels 


Jacob Schiff Finds Profit 
by Specializing in Often 
Neglected Field; He Aids 
Customers in Problems 


@ MANAGERS AND OPERATORS 
of small hotels and rooming houses 
have need of many different types 
of forms in small quantities. When 
this business is totalized, it amounts 
to a sizeable volume, for these same 
form buyers are in need of other 
stationery, office equipment and 
machinery. 

“We have always catered to the 
small hotel or rooming house oper- 
ator because it has meant big busi- 
ness to us,” says Jacob Schiff of 
Schiff Stationery, Atlantic City, N. J 
“Month in and month out, they 
have represented a fairly large per- 
centage of our over-all business 
We keep this repeat business be- 
cause these customers know that 
they can rely on us to help them 
with all their necessary forms in 
any quantity needed.” 


Know His Forms 


Mr. Schiff knows the type of 
forms that his customers need be- 
cause he has studied their require- 
ments. Some of these forms are 
based on room rentals, others on 
maintenance and operating costs, 
others on over-all expenditures, and 
so on. Many of these forms were 
adapted for larger hotels, but with 
minor changes, they can be easily 
fitted to use of the small hotel 
operator. 

As an example, Mr. Schiff has 
made up a form based on room 
rentals. This is a 5 x 7-inch card 
that is headed with the room num- 
ber across the top. It is then col- 
umnarized for every day in each 
given month. The dates for each 
month are listed. Besides, there 
are columns for the occupant’s 
name and address, rate, payment 
date and remarks. If a reservation 
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There’s a good market for forms 
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A Selling Point . . . Jacob Schiff of Schiff Stationery, Atlantic City, N. J., shows how 
room rental cards can be kept in a visible file drawer. This feature is popular among 


small hotel proprietors. 


is recorded for this room, the guest’s 
name is noted next to the dates and 
the reservation noted in the re- 
marks column. In this way, the 
hotel operator knows the exact 
rental status of every room in the 
hotel for every day of every month 

“In this resort town of ours, we 
have numerous hotels, rooming 
houses, motels and other assorted 
hosteleries,” says Mr. Schiff. “These 
are too small to have bookkeeping 
or accounting systems set up for 
them, but nevertheless must main- 
tain accurate records to keep their 
business operating properly. By 
supplying them with these neces- 
sary forms, and in the quantities 
that they need without having them 
printed, we have built up a large 
following.” 

In many cases, Mr. Schiff will 
work out a form with a customer. 
He will take a card and start mark- 
ing down the items that the cus- 
tomer wants noted on it. As soon as 
the rough draft has been made up 


Mr. Schiff will make a finished copy 
on a stencil and run it off on his 
mimeograph machine set up for 
just this purpose 

The dealer has set up a “forms 
section” at the front of the store 
where he has two duplicating ma- 
chines and sample forms, files and 
related equipment. After he has 
drawn up the form that is found 
suitable to the customer, he pro- 
ceeds to run it off on the duplicat- 
ing machines. The customer is just 
charged for the paper and supplies 
consumed in the operation. Actual 
running of the machines is free 


Accommodates Buyers 

“We may run off a ream or two 
of certain forms that have been 
either drawn up especially for the 
customer or duplicate some that 
we have on hand,” says Mr. Schiff 
“Small hotel or rooming house oper- 
ators can’t use forms in thousands 
and many others just need hun- 
dreds or so. We will naturally ac- 
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commodate them with the number 
that they need.” 

Customers know that the firm is 
doing this as an accommodation 
is almost an impossibility 
to get someone to work out a hotel 
or rooming house form that they 
thout charge. In ap- 

this service, they 
make other purchases, such as reg- 
ular hotel stationery, desk pads, 
pens and related stationery mer- 
chandlise 

“We have also sold a surprisingly 
large number of duplicating ma- 
chines to some of these customers. 
They not only decided to always be 
in a position to run off forms that 
they need, but many like to main- 
with their guests and 

letters from time to 
time. In this way our service has 
paid off 

In many cases where the cus- 
tomer has found the form to be 


because lilt 


may needa Wil 


preciation 


tain contacts 


send out torm 


exactly what is needed he has had 
Mr. Schiff print them. These same 
forms have been sold to other small 
hotel operators so that the form 
business has worked out very well 
in this capacity. By helping these 
customers make up the forms as 
they need them, and permitting 
them to buy in any quantity de- 
sired, Mr. Schiff has built up an 
enviable business from this follow- 
ing. 

“We have also been very success- 
ful in selling single visible file 
drawers, single filing cabinets and 
other office equipment in single 
units,” says Mr. Schiff. “Small hotel 
and boarding house operators have 
always used make-shift file cabinets 
and other containers because they 
didn’t need large size or costly office 
equipment. By offering them single 
units, we have created a lot of busi- 
ness along these lines.” 

As an example of the use of these 


single items, many have been in- 
cluded in the “form section.” One 
visible file drawer has been attached 
to the wall to show prospects how 
room cards may be kept in it. A 
cardboard transfer file illustrates 
how inexpensively files can be pur- 
chased. All these help to promote 
the single unit purchase. 

Every stationer can offer these 
appreciated services to small hotel 
operators, boarding house manag- 
ers, motels, trailer parks and related 
operations. At the start of every 
Spring, when Atlantic City enjoys 
a heavy vacation business, Mr. 
Schiff sends out a letter to all these 
prospective customers, telling them 
that he will help them design 
forms, and make as many for them 
as they need. This has brought in 
many new owners and operators 
who have since been purchasing all 
their other stationery and office 
needs from him.—PL 


Do your salesmen have a complex? 


by GEORGE M. DODSON 


special write: 


@ IN THE OFFICE APPLIANCE 
field, big orders are likely to come 
only as the result of long and hard 
work on the part of some salesman 

Even the signed order may only 
mark the half-way point in the 
transaction. There will be the de- 
i with preparing the 
follow ups to the sup- 
does not come 
claims against 
rtation company if 
s occurs in transit, a 
instructions for 
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salesman’s mind, they put a serious 
crimp in his enthusiasm at the very 
moment when he should be using 
all his energy in closing the deal. 
While he goes through the motions 
of trying to win the order, he keeps 
remembering the work still ahead. 
More often than you might suppose, 
the salesman feels a distinct relief 
because a difficult order got away 
from him. 

I recall an experience of my own 
many years ago. I quoted on some 
equipment because it was my duty 
to cover the job. Actually I lacked 
information (which may have been 
in the book but assuredly was not 
in, my head!) on how to write up 
an intelligent order and advise or 
aid with the installation. The suc- 
cessful bidder could not have been 
any happier than I was to let him 
have the order! Since then I have 
had reason to suspect that other 
salesmen occasionally perform their 
duty without any real desire to 
secure the particular order on which 
they are working. 

This leads to the first suggestion 
about how to overcome this complex 
on the part of your salesmen. Make 
certain they have available time 
and material to become acquainted 
with a product until they can dis- 
cuss it with complete assurance. If 
writing up the order demands any 
special skill, go into those details 
until they are no more than simple 
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routine. Teach your men to write 
up the order in advance, omitting 
only those details which cannot be 
filled in until the last minute. This 
creates confidence that nothing will 
be overlooked in completing the 
transaction. 

Complicated arithmetic can dis- 
courage some salesmen, causing 
them to back down at the moment 
when the order is almost theirs. 
Help them figure out possible an- 
swers in advance. Train them in 
handling figures quickly and ac- 
curately. What if this subject re- 
quires all the time set aside for 
your next sales meeting? Those who 
protest most loudly may be the fel- 
lows whose hesitation about tack- 
ling difficult figuring is costing 
them orders. 


Give Salesmen Time 


Let your salesmen be as free as 
possible for actual selling. Try to 
arrange your program so someone 
else takes care of follow ups, loss or 
damage claims, and collections. 
Certainly you still have a right to 
expect aid from the salesman, but 
just remember that while almost 
any good clerk can be taught to see 
routine duties through, finding 
good salesmen is quite another 
matter. 

Above all, avoid giving your 
salesmen a complex by acting as if 
everything that goes wrong with an 
order was their personal fault. 
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Charley H. Broaded 


Director of Industrial 
Relations for Fisher 
Flowing Mills Company 
Seattle, Wash. 


@ THE OFFICE APPLIANCE dealer 
who expects perfection of his em- 
ployees—or himself—will be doomed 
to disappointment every day of his 
working life. Nevertheless, the mis- 
takes which are made by your em- 
ployees will have a very definite 
bearing on the success of your office 
supply and equipment retailing op 
eration. 

If employees make a relatively 
small number of insignificant mis- 
takes, little damage is done. If they 
make a great many serious mis- 
takes, operational efficiency is seri- 
ously impaired. A firm whose 
employees make few mistakes is in 
a very favorable position in relation 
to a competing firm whose em- 
ployees make many mistakes. 


Depends on Type 


Assuming a normally intelligent 
and adaptable employee, mistakes 
which are due to lack of informa- 
tion, skill, or training indicate in- 
adequate supervision and do not 
call for a reprimand. The fault in 
such case is that of the owner or 
the subordinate supervisor. 

Where the mistake results from 
carelessness or negligence, however, 
the employee is clearly at fault. In 
such case, the owner must correct 
the employee’s attitude or continue 
to be plagued by careless, negligent, 
and mediocre performance. If the 
offense is ignored, the employee 
loses respect for his employer and 
continues to make more mistakes 
because he feels he can get away 
with it. 

There is a method for correcting 
such mistakes which is effective in 
the vast majority of cases. This is 
a step-by-step technique for rep- 
rimanding. That technique is sim- 
ple and easy to remember and 


apply. 
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The method should be exercised 
only by the employee’s immediate 
supervisor. Only the immediate su- 
pervisor has a first-hand oppor- 
tunity to get all the facts, and to 
observe the mistake when it is 
made. He is the only one who can 
determine if the mistake was actu- 
ally made through carelesness or 
negligence. In small and medium- 
size firms, of course, the immediate 
supervisor is usually the owner. 

In using this method, the super- 
visor or owner must realize that 
he is dealing with individuals whose 
sensitivity varies greatly. One per- 
son may be so sensitive that his ego 
is hurt easily; another may be so 
insensitive that it is difficult to 
make any kind of impression on 
him. When reprimanding, these 
differences must be considered if 
proper results are to be achieved. 

Regardless of the type of indi- 
vidual being censured, a properly 
administered reprimand using the 
following six-step technique, is usu- 
ally effective. 

1. Cool off (but not too long). 

A supervisor’s first impulse when 
an employee makes a serious blun- 
der, is to become angry and “bawl 
him out.” This tendency is aggra- 
vated if the supervisor is under a 
mental or physical strain caused by 
overwork, a succession of critical 
decisions, or other factors. The ten- 
dency may also be aggravated by 
a feeling of insecurity or inferiority 
on the part of the supervisor. 


Don’t Show Anger 

Although he may have many rea- 
sons for becoming angry, the super- 
visor should not under any circum- 
stances permit himself the luxury 
of this entirely natural reaction. 
The employee who is “bawled out” 
becomes irritated, disgruntled, up- 
set, and discouraged. He will later 
communicate his feelings to other 
employees, causing them to become 
upset. The entire working force can 
become adversely affected. 

Though you should always be 
mentally calm when reprimanding, 
you should not “cool off” for too 
long a period. An offending em- 
ployee who is not corrected within 
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Correcting mistakes 


Here Are Some Ways by which Employee 
Errors Can Be Remedied or Eliminated 


a reasonable length of time will (1) 
think up a lot of excuses, (2) begin 
to think his boss did not know a 
mistake had been made, or (3) 
make more mistakes. In general, 
the shorter the interval between the 
mistakes and the reprimand, the 
better. 

2. Talk to the offender in private. 

No one likes to have his faults 
discussed in the presence of his 
fellow employees. If the mistake is 
corrected publicly, the offender’s 
personal worth is lowered. He loses 
prestige with the group and may 
begin to feel insecure. Those who 
witness the reprimand may subject 
the offender to further criticism, 
lowering his morale further. 


Talk in Privacy 


If the reprimand is not deserved, 
on the other hand, by giving it in 
public you may cause other em- 
ployees to take the reprimanded 
employee’s side against you. The 
witnesses may also feel embarrassed 
by the lack of tact displayed, and 
may develop an insecure feeling 
about their own jobs. Whether just 
or unjust, nothing may be gained, 
and much may be lost by pub- 
licly reprimanding employees. You 
should therefore always talk in pri- 
vacy with the employee whose mis- 
take you are correcting. 

3. Make certain that the repri- 
mand is deserved. 

Nothing will more quickly destroy 
an employee’s confidence and re- 
spect for his supervisor than an 
undeserved reprimand. You should 
first determine by talking to the 
employee in privacy, whether or not 
the mistake was made through 
actual carelessness or negligence. 
After obtaining all the facts rela- 
tive to the case, you should then 
obtain an admittance of fault from 
the employee. He will not accept 
even a deserved reprimand unless 
he is convinced that he was at 
fault. At the same time, you should 
find out why and how the error was 
committed. 

4. Show the seriousness of the 
mistake. 

To make your reprimand con- 
vincing, you must yourself be fully 
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aware of the importance in terms 
of dollars and cents, of preventing 
costly mistakes. It may help in fos- 
tering the correct attitude toward 
costly mistakes, to keep a separate 
record of the cost in dollars and 
cents, of mistakes made by em- 
your supervision. 

If the mistake is serious enough 
to warrant a reprimand, the em- 
ployee should be shown the full ef- 
fect of his carelessness even though 
the immediate damage is apparent. 
The subordinate should be informed 
of the bad results in a straightfor- 
ward manner so that he will realize 
exactly how you feel about it. If an 
apparently small mistake has wide- 
spread consequences, these should 


ployees under 


be explained fully to the employee. 
Otherwise he will feel that the mis- 
take was unimportant. 

5. Encourage the offender to do 
better the next time. 

Any normal individual will feel 


dissatisfied with himself upon being 
deservedly reprimanded. This dis- 
Satisfaction is all to the good as 
long as it is directed toward en- 
couraging the employee to do a bet- 
ter job in the future. Again, the 
personal characteristics of the in- 
dividual must be considered in 
determining the severity of the 
reprimand. The reprimand should 
not destroy the foundations of the 
employee’s self-esteem or he will 
become discouraged and his en- 
thusiasm for the job may be killed. 

Since your objective is to correct 
the mistake and make the man a 
better worker, you should encourage 
the offender by indicating your be- 
lief in his ability. An expression of 
confidence in his trustworthiness 
implants a resolution to improve 
his work. An employee who knows 
his employer has confidence in him 
is unlikely to continue making 
thoughtless mistakes. 


6. Demonstrate the right to your 
supervisory position by showing 
how to prevent a recurrence. 

Proper execution of this step calls 
for exercise of your superior job 
knowledge acquired from previous 
experience and greater know-how. 
It may also call for exercise of 
some original thought to explain 
the techniques which you under- 
stand, in terms of the employee's 
experience and ability. Unless this 
final step is carried through con- 
vincingly, your previous efforts may 
be wasted. By doing this you prove 
your worth to your subordinates—a 
necessary accomplishment whether 
you are the owner or an employed 
supervisor. 

Wherever possible, of course, the 
real supervisor prevents faulty work 
by means of thorough instruction 
and superior job knowledge. In this 
way, he prevents his subordinates 
from making possible mistakes. 


Office supplies and printing are 


“natural combination” 


by ROBERT A. STEFFES 


special writer 


g THE COMBINATION of an office 
supply firm and a job printing office 
is a “natural,” in the opinion of 


Marshall and Glen Sherer, who 
operate such a business in 
Bowling Green, Ohio, under the 
name of the Wood County Republi- 
can Office 

The name stems from a weekly 
newspaper which also was part of 
the concern until about a year ago. 


Talents Are Suited 


The partnership of the brothers 
has been doubly worthwhile because 
Marshall’s talents best suit him as 
the office manager, while his brother 
foreman of the job 
printing shop in the rear. 

Located in a university town of 
about 12,000, with the competition 
of nearby Toledo (22 miles) as an 
incentive keep standards high, 
the firm -essfully combines 
equipment i stationery merchan- 
lising and printing to the benefit 


of both enterprises 


Glen acts 
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Taking as an example the college 
student trade, Marshall points out 
that often customers come in for 
simple consumer items—typing pa- 
per, ribbons and ink—and became 
aware of the fact that printing also 
is available. The university’s twice- 
a-week newspaper is printed in the 
plant, thus student staffs (and they 
are large ones) think first of this 
concern when they need office sup- 
plies. Student printing most often 
takes the form of fraternity and 
sorority dance programs, personal- 
ized stationery, and imprinted per- 
sonal cards. 

“It’s a toss-up which end of the 
business seems to bring in the most 
trade,” the brothers agree. “But 
whichever one it is, it helps the 
other,” they say. 

The sale of paper has proved to 
be especially convenient because 
the print shop is just a step away. 
With a powerful paper cutter avail- 
able, there is hardly an order which 
can’t be filled in a hurry becfuse 
theyll cut it to size and take it from 
well-stocked printer’s shelves if 
something unusual is needed. 

The “back shop” also provides 
convenient work space, tools and 
compressed air for the repair of 
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typewriters and other office ma- 
chines. 

The printshop, in turn, benefits 
by the presence of a modern show- 
room in which to greet customers. 
This is not always present in the 
“front office” of many printing 
establishments—especially the older 
ones. A neatly-arranged display of 
desks and other equipment gives a 
highly business-like appearance to 
the establishment. 


Secret of Success 


The most careful observer would 
note, however, that the printshop- 
office supply store combination is 
not the only reason for the success 
of the firm. Both ends of the busi- 
ness are efficient in themselves, and 
their combination merely provides 
a more convenient location to shop 
for products which are linked 
closely to each other. “The printing 
customer almost invariably is also 
an office equipment customer, and 
vice versa,” is Marshall’s explana- 
tion. 

That seems to be the philosophy 
of the Sherer brothers. To handle 
the individual departments as sin- 
gle units—but with a wide open 
door between them. 
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Sometimes small towns offer 


big opportunities 


by ERNEST W. FAIR 


special writer 


@ “THERE ARE EXCELLENT op- 
portunities for complete office sup- 
ply and equipment firms in many 
small cities and towns throughout 
the country that are today un- 
tapped because experienced office 
supply and equipment men believe 
these areas offer no opportunities. 
They are very wrong.” 


So declares G. G. Carpenter 
whose Carpenter Office Supply 
Company at Scottsbluff, Nebr. (pop - 
ulation approximately 12,000) is on 
a par with any average metropoli- 
tan city firm in the same field. He 
does “a very satisfactory business” 
in this western Nebraska town 
around which cattle, agricultural 
and other pursuits have been de- 
veloped. 


Offer Complete Store 


“Since my wife and I started in 
business here in December of 1937, 
we’ve learned the most important 
thing is to offer the business firms 
of our area a complete store,” he 
points out, “for without a complete 
store you cannot hope to hold the 
business in your territory against 
big city competition and once firms 
go to these outlets for one item 
they acquire the habit of buying 
everything from them. 


“As the years went by we found 
the more complete our inventory 
could be the better customers we 
were securing. One of our big turn- 
ing points was acquiring the agency 
for Remington Rand business ma- 
chines for with that we had the 
equipment to fulfill the business 
machine needs of even the biggest 
firm in our area. With that sort of 
a set-up we could go after not only 
this profitable business but all of 
their office supplies and equipment. 

“Today I would never think of 
trying to operate an office supply 
and equipment firm in a small city 
such as ours without such a dealer- 
ship . . . it’s the open door to the 
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Mrs. & Mr. G. G. Carpenter in their Office Supply Firm 


really worthwhile business that 
otherwise would go out to the bigger 
metropolitan cities and dealers.” 

Carpenter covers 11 counties in 
Western Nebraska and two in Wy- 
oming or a 200 mile square radius 
with eight people on his staff, four 
of whom are salesmen. Thirty-five 
per cent of the business he does, he 
declares, is in the city of Scottsbluff 
itself, the rest in that 13-county 
area. 

“There’s another weak point in 
many small city firms,” he points 
out, “and that is failure to go after 
all of the business in the territory 
surrounding their location. Today, 
as more and more big business goes 
to smaller towns and cities, these 
opportunities are becoming greater 
and greater. 


A “Vicious Circle” 

“It’s a vicious circle. If one de- 
pends entirely on one’s local busi- 
ness one cannot build the kind of a 
store that will get all of that local 
business in a small city such as 
ours. The answer is to go after all 
of the business in one’s territory 

. to have the lines that will get 
that business ... and to offer your 
big city competitors for the top 
business the same machines and 
equipment and better service than 
they can give.” 

A small town location and opera- 
tion enables the dealer to do a bet- 


ter service job, Mr. Carpenter be- 
lieves, because of lower overhead in 
operation and more time for his 
organization to concentrate on each 
of its customer’s problems. 

Service is of prime importance 
in selling accounting machines and 
other types of business machines, 
he points out, and unless the serv- 
ice organization is thoroughly effi- 
cient the dealer would be better 
off sticking to filing cabinets and 
desks. 


Need Training 


“You must have trained men,” he 
emphasizes, “and these men must 
be the kind who have great pride 
in what they are doing ... not 
shade tree mechanics. You can sell 
an installation and then if you are 
unable to give top-notch service you 
can be sure that installation will 
ruin every possibility for more sales 
in your area. 

“But sell one such installation 
and see that they receive the 
world’s finest service and you'll 
have that firm rooting for you to 
make more sales. Once the big 
business firms operating in your 
area become convinced that your 
small city firm is as capable as the 
big city one from every standpoint 
your problems of competition will 
grow less and less.” 

Mr. Carpenter has been in the 
office equipment field since 1923 
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when he started in the service de- 
partment of Burroughs at Denver. 
Today his Scottsbluff store is 50x125 


feet and offers every item in office 
equipment and supplies one could 
find in any average metropolitan 
city office supply store. His major 
lines besides Remington Rand in- 
clude Royal portables, L. C. Smith 
and he is the largest Sheaffer pen 
dealer in his city 


A Store Asset 
A big pen 


an asset 


department is always 
the small city office 
supply store Mr. Carpenter ob- 
serves, “because these are not only 
very profitable and worth handling 
but they are also wonderful traffic 
builders. We have a 12-foot show- 
case devoted to nothing but pen 
displays. This is lighted at night 
and it’s right in front of the store 
entrance where it’s working for us 
day and night.” 

Guarantees are something else of 
great importance to the small city 
dealer, he has found, for customers 
depend mort 1 small city dealers 
than big city ones to fulfill guar- 
antees to the letter of the war- 
ranty 

I don’t know why it is,” he says, 
but that’s t way it is. Through 
a small city operation the customer 
all interested in a manu- 
. . he’s only 


is not al 


‘ 


facturer’s guarantee 


interested in the dealer’s guarantee. 
I suppose the main reason is that 
under our set up there’s a much 
closer personal relationship than 
there is in metropolitan city mer- 
chandising. 


“When we sell a man a machine 
we give him service no matter what 
the requirement may be and we do 
it speedily and cheerfully. We know 
they depend on us to make manu- 
factures’ warranties good and we 
see that the job is done all of the 
time.” 


Has Big Inventory 


Mr. Carpenter carries a $35,000 
inventory in his present store. His 
warehouse and shops are housed in 
a separate building out of the main 
district. One day, he explains, he 
looked at the space at the back of 
the store devoted to his repair shop 
and realized that he could rent an 
entire store in an outlying business 
district for $50 a month. 


“Could I make more than $50 a 
month out of turning that shop 
space in my store into display 
space?” he asked himself. He was 
sure that he could. Now, after a 
year of testing he considers it a 
very wise move for the space for- 
merly occupied by the shops earns 
a great deal more than the rental 
of this separate building. 


“It also gets the men away from 
the store and keeps those cleaning 
fluid odors out of your store,” he 
further explains, “which is another 
reason it’s a good idea. 


“The number of the shop is an 
unlisted telephone so we accept all 
calls through the store in order to 
simplify bookkeeping. Then we just 
call the shop and relay the service 
order since the line will always be 
open. This way we are also sure of 
keeping absolute control over serv- 
ice calls.” 





Make Surveys 
Work for You 


A retailer said recently that he would 
bet that there were more surveys going 
en than there were people who made use 
of them. The first impulse of anyone 
who believes in the survey idea is to 
check up on the business methods of 
one who makes such a remark to see how 
he rates with the average guinea pig used 
in surveys. Usually the individual who 
denounces facts rates low on the list. 
Facts and figures are meaningless unless 
the retailer can interpret them into 
methods and results. When a retailer 
knows what his own score is in relation 
to the trade, he knows where to look 
for improvement. 

—New England Grocery and 
Market Magazine 





THE SALT LICK 


Monthly Musings on Salesmen 








and {heir Problems 


by L. R. ADDINGTON 


Vice-president 

Dealer Sales 

Art Meta! Construction 
Company 


# YOU DO NOT need to 


be rich to be well groomed. 
To be well groomed 
means doing and being 
many things. Many sales- 
men feel that shined shoes, clean shirt, a shave and 


pressed sui 
pressed by 

Back of the person who is really well groomed 
are reasonable habits away from work. Enough 
good health, bodily cleanliness, good hair 


sieep 


t are all that people see or are im- 
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cuts, clean clothing, well fitted clothes, shined shoes, 
a quality case for the material which you regularly 
carry into the customer's office, plus the orderly ar- 
rangement of your presentation material. 

Customers are aware within a very few minutes 
after the interview starts as to whether their new 
acquaintance is quality or sham, both by what they 
see and sense in a person’s appearance. 

A really well-groomed salesman has a feeling of 
well being and confidence in himself which soon 
transmits itself to the prospect and is reflected back 
by the interest the person being interviewed shows 
in the salesman’‘s story. 

Many potentially good salesmen have sunk into 
dismal mediocrity because of some careless bad 
grooming habits. Many salesmen are ineffective 
in their work because they have become the butt 
of unkind remarks regarding some careless groom- 
ing habits. 

Good grooming takes discipline and the develop- 
ment of some pleasing habits in personal care and 
dress always make a better salesman out of the 
man who is determined to make selling his profes- 
sion. 

A good salesmanager should set the example for 
his men and never hesitate to discuss this very im- 
portant subject with his salesmen. 

NEXT MONTH—Plan Each Day’s Work Carefully 
the Day Before. 
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Interior View of the Herkert Staty. & Office Supply Co., Boulder, Colo. 


Suggestions from three decades of 


stationery store experience 


Harry Herkert Tells About 
the Operating Methods He 
Has Used with Success 
Since 1921 


@ THE HERKERT Stationery and 
Office Supply Company, of 1810 
Broadway, Boulder, Colo., of which 
Harry Herkert is the proprietor, is 
a store which has made continued 
progress for the 31 years since its 
establishment. There are many 
things about which Mr. Herkert has 
definite ideas in the running of a 
store. 

He declares that newspaper ad- 
vertising just about heads the list 
of his advertising. The Boulder 
Daily Camera, the Silver and Gold 
—university newspaper which 
prints four issues a week, the year 
around—and the weekly High 
School Owl all carry ads for this 
stationer. This is supplemented 
with radio programs for several 
weeks at the Christmas season and 
again before graduation in the 
Spring. 

The newspaper reaches the great- 
est number of persons and the cost 
is not prohibitive. Besides, Mr. 
Herkert uses systematic direct 
mail advertising which is directed 
toward potential customers. The 
material, which is put out by the 
manufacturers of typewriters, add- 
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ing machines and office furniture, 
is, of course, the very highest type 
of advertising obtainable. It is pre- 
pared by experts in this particular 
field. 

Display windows are also not 
overlooked by Mr. Herkert, for his 
location is on one of the main busi- 
ness streets in Boulder, but a few 
doors from the main street which 
crosses Broadway. 


Had Modest Start 

When Mr. Herkert was only 23 
years of age he opened what he 
calls now, his first “hole in the 
wall” on a capital of $700.00. Today, 
his store represents a capital stock 
of $25,000.00. He declares that he 
never would have withstood the de- 
pression but for the fact that his 
bookkeeping system is very thor- 
ough. This includes, first of all, his 
inventory, carefully and accurately 
done. He declares that many busi- 
ness people (despite the fact that 
the Government makes careful 
check of it) are careless in inven- 
toring, saying, “Well, about the 
same as last year.” But at Herkert’s 
every item is inventoried carefully, 
and nothing is guessed at and 
nothing neglected. “That way a 
man knows, and does not have to 
guess,” said Mr. Herkert—“how cer- 
tain items have sold, what has been 
slow, and so forth.” 

For instance, I talked to Mr. 
Herkert just part of a week after 
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Mothers’ Day, and found that all 
the cards in that category were in- 
ventoried and stored until that sea- 
son comes around next year. And so 
it is all over the store. But to get 
back to other phases of his book- 
keeping: 

He has his store divided into 11 
departments, and keeps careful 
books on each one. The minute a 
department doesn’t show the proper 
activity, he looks into it from every 
angle to determine what is wrong. 
He gives that particular department 
a “push” through special emphasis 
to bring it to the front in activity 
and profit. This very thing illus- 
trates what astute and alert busi- 
ness acumen a man must have in 
business these days. 


Trains Recruits 


Much of Mr. Herkert’s help comes 
to him “raw,” and his training of 
these new recruits is also worthy of 
note. He takes these beginners and 
puts them through special training, 
first for the special department into 
which they presently will work. And 
when they have acquired a pro- 
ficiency in that department, they 
are trained in the various other de- 
partments. Thus, they can “take 
over” in any part of the store at 
any time there is such a need. 

This training, Mr. Herkert says, 
is largely done through text books 
supplied by the various companies 
with which he deals. Mr. Herkert is 
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a member of NSOEA and through 


this association has access to the 
textbooks put out by the various 
houses which he represents. For 
instance, there are books on “How 
To Sell Fountain Pens,” “How To 


Sell Visible Records,” “How To Sell 
Blank Books,” and so on, right 
down to “How To Sell Posture Seat- 
ing Office Chairs.” It is quite plain 


that not one angle is left unstressed 
in these textbooks, because they are 
developed by experts whose business 
it is to know the different resistant 
angles which can be presented. 


Another policy which Mr. Herkert 
follows strictly is that in stocking 
merchandise he doesn’t buy pro- 
miscuously, but finds what he con- 
siders an excellent line and stays 
with that line. For instance, he 
says he has carried one line of bond 
typewriter paper for 30 years. He 
also carries exclusively the Schaeffer 
pens. That way, he makes his busi- 
ness interesting to the pen com- 
pany; whereas, if he carried half a 
dozen lines of pens his line could 
not be complete, and he couldn’t 
give any one of the companies the 


amount of business that would keep 
salesmen interested. 

Mr. Herkert maintains a repair 
service for typewriters, and thereby 
picks up many sales through this 
service offered to students at the 
university. All students have to 
pass his office whether they walk, 
drive, or go by bus, in order to go 
to town from University Hill. Nat- 
urally, if they go in for repairs or 
for typewriter supplies, they prob- 
ably get acquainted, and go there 
for a typewriter later when they are 
ready to buy—or rent.—UPTS 


Profit by “Last Minute Gifts” display 


mw HOLIDAY GIFT merchandising 
which will pay extra returns for 
the stationer is achieved in a 
“Last Minute Gifts” display shown 
through the entire Yule season, ac- 
cording to Harland Cash, owner of 
the Cash Stationery Store, Dothan, 
Ala. 


shopped in the store, remember the 
display late in the Yule season, and 
not only come back for forgotten 
purchases, but likewise mention the 
display to their friends.” 

The “Last Minute Gifts” display 
begins gathering momentum after 
December 15, and by the 24th re- 


“If the gift recipient was over- 
looked until late, the chances are 
that he was only a minor consid- 
eration with the gift buyer,” Mr. 
Cash smiled, “Thus, the purchaser 
isn’t anxious to spend too much. He 
remembers the $1 figure, a nice 
round sum, and comes back for 


Experimenting with many ideas 
in boosting gift sales has led to 
some definite conclusions on’ Mr. 
Cash’s part. 

“We've found it important to re- 
mind customers of last minute gifts 
from November 15 on,” he pointed 
though there is, of 
of shopping time left. 

value of the idea is 
who have already 


the table. 


out, “even 
course, plent} 
The principal 
+h 
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what the courts say— 


(Case Histories Reported 
by Albert Woodruff Gray) 


FAILURE TO FILE SALE CONTRACT 


@ THE PURCHASER of a cash register in New York State under 
1 conditional sontract was declared a bankrupt three weeks 
1fter the contract was signed and the register delivered. Fur- 
ther, the contract in this instance had not been filed as notice 

creditors of the buyer that the seller had retained title to 
the machine 

When the tr e in bankruptcy took possession of the register 
the seller petitioned the court for possession of the machine. The 
trustee, on the other hand, maintained that the failure of the seller 
to file the contract forfeited the right to retake the register. 

The United ttes Court of Appeals last March held that if 


the seller « w that all the creditors of the bankrupt had 
he rights of this seller under this agreement, then the 
lle S el possession. 

The authority on which this determination was made was an 
earlier decisior f that same court in which it had been held 

c itions of this character 

ed that the creditors of this bankrupt knew 
nditional, then the petition for repossession 
should prev t it remains true that the trustee in bankruptcy 
ig] y creditor and that the burden is on the con- 
seller t w that no creditor was without notice.” 


es ff. 
ed. 2d 988 
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quires constant restocking. Its mere 
presence insures that many better- 
priced gifts are sold to customers 
who came in originally for the $1 
gift items which Mr. Cash offers on 


The decision to feature all last- 
minute gifts at $1 price levels came 
through a simple study of buying 
habits, the Alabama stationer in- 


knick-knack gifts. Also, he is 
bound to mention the price bracket 
to others. That display serves as 
the springboard for the sale of more 
expensive items elsewhere in the 
store, but above all, it brings cus- 
tomers inside in large numbers.” 
Dollar gifts include boxed sta- 
tionery, pen-and-pencil sets, desk 
pads, memo books, novelties, games, 
and other classifications.—RAL 


PURCHASE CONTRACT UNENFORCEABLE 
@ ORDERS TO A FURNITURE manufacturer by a Chicago dealer 
were acknowledged by a form letter with the name, address and 
order number of the buyer, stamped, “Acknowledgment of your 
order only. This is not an invoice,” and below, “All prices are 
subject to adjustment in prices at the time of shipment.” 

A letter from this manufacturer two months after the receipt 
of the last order, written in reply to the buyer's protest at the 
delay in deliveries, was, “We are entirely at the mercy of our 
raw material suppliers and our steel situation not only has not 
improved but has actually declined which we hope is only a 
temporary condition. All we can do is to go along to the best 
of our ability which we are doing.” 

A lawsuit was brought by the purchaser against this manu- 
facturer for breach of contract in failing to deliver the furniture 
ordered. The United States Court of Appeals in its determination 
of the liability of the manufacturer for this failure to deliver, said 
that here there was no contract and with no contract there could 
be no breach for which the buyer was entitled to damages. 

“We consider it a close question whether the manufacturer's 
acknowledgment of the dealer's orders constituted an acceptance. 
Plainly printed on each acknowledgment was, ‘Acknowledgment 
of order only.’ The use of the word ‘only’ cannot be ignored. 
Every acknowledgment of the receipt of an order is not in law 
an acceptance thereof. It is not enough that the words of a reply 
justify the probable inference of an assent.” 

This the court supplemented with the further objection to 
this buyer's contention, “A contract for the future delivery of 
personal property is void for want of mutuality if the price is 
conditioned entirely on the will of one of the parties.” 


Reference: 
Lipman v. Arlington, 192 Fed. 2d 93 
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Old. Jimors’ Party 


56 years with same concern, 


Joe Leroux scorns retirement 


@ THE FRANKLIN Printing & 
Engraving Company of Toledo, 
Ohio, has been the only business 
love of Joseph Leroux for 56 
years. He has never worked for 
any concern. 

But this vice-president and di- 
rector of a veteran institution is 
not yet ready to retire. He is 
proud of the fact that he has 
never been ill and he expects to 
be “going strong” for a “good 
many years to come.” 


Still Learning 


It is interesting too, to note 
that Joe doesn’t feel he has ab- 
sorbed all there is to know about 
the stationery business. He says 
“I was graduated in the industry 
but am still learning every day.” 

He is proud, too, of his attend- 
ance record at the conventions 
of NSOEA and its predecessors, 
having never missed one of these 
sessions. It was a happy moment 
in his life when he was privileged 
during the 1951 convention to 
accept his certificate of honorary 
membership from General Man- 
ager Paul Burbank. 

“I can remember all our gen- 
eral managers down to Paul 


SUOUEEOOUOR EDEN EAOUDESUEEEOOEDODEEEDEC REDE EERE reriree 


Joe’s Main Hobby 
is Everyday Work 

Joseph Leroux, subject of this 
sketch, says he has no hobbies. 
He once played golf but he quit 
the game several years ago. 
He does, however, like to watch 
baseball and football. 

He is a member of the Toledo 
Chamber of Commerce and 
Toledo Lodge of Elks. He is an 
honorary member of the Knights 
of Columbus. 


Burbank,” says Joe. “I think he 
is the greatest manager that we 
have had and my praise also in- 
cludes the work of Rose Cush- 
man.” 

Mr. Leroux’ devotion for NSOEA 
had an early start because his 
first boss was Charles N. Bellman, 
who was president of the asso- 
ciation for two terms. 

Fifteen at the time, Joe began 
work in the stock room after 
finishing grade school. It was 
his duty to get out the paper for 
the Franklin printing depart- 
ment and he recalls, “In those 
days we carried a large stock of 
printing paper on hand as it 
had to be shipped to us. We 
did not have any paper jobbers 
in our city. Later, several large 
jobbers became established here 
so that we could then cut down 
on our inventory of the printing 
paper.” 


Went Up Ladder 


It took only six months in the 
stock room for the hustling 
young Leroux to graduate to a 
clerkship on the floor. And only 
two years later he was placed in 
charge of the purchase of office 
supplies. 

A year afterwards, the 
Franklin Printing & Engraving 
Company went into the office 
furniture business and Joe re- 
calls the purchase of the first 
carload of roll top desks. Few 
flat top desks were used at that 
time. In the next carload to ar- 
rive after the enthusiastic en- 
trance into office furniture, wood 
sectional files, four-drawer letter 
and legal files were included. 

The blank book business has 
changed considerably, Mr. Le- 
roux reports. At one time his 





Joseph Leroux 


Toledo concern carried more 
than 900 blank and memoran- 
dum books of different numbers 
and thicknesses. However, he 
notes, this has all been changed 
because of the growth of loose 
leaf. 


Knows the Industry 

Says Mr. Leroux, “In all these 
years we have carried only one 
line of blank books made by the 
National Blank Book Company 
and since this company has de- 
veloped in the loose leaf business 
we are now carrying its blank 
books and loose leaf.” 

His knowledge of the industry 
and his acquaintance with the 
men who make it tick have been 
part and parcel of the Franklin 
Printing & Engraving Company's 
progress. Joseph Leroux has well 
qualified to become a partici- 
pant in Orrice APppPLIANcEs’ Old 
Timers’ Party 
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by Irving Settel, authority on retail advertising 





27. Good sales letters aid promotions 


@ NO ADVERTISING campaign is complete 
without the frequent use of sales letters along 
with other direct mail material. This advertis- 


medium has very often put the finishing 
ouches on a promotion. It has performed tasks 
which no other mailer can do. It has sold mer- 
chandise where nothing else can sell. Hence, its 
importance cannot be overestimated. 
For the office appliance retailer, the sales let- 
can do an excellent job of creating addi- 
tional traffic. In addition, it is commonly used 


1. Stimulating immediate and future sales. 

2. Opening new accounts. 
3. Selling new merchandise. 

+. Collecting bills, and so forth. 
‘onsequently, it will not be amiss here to dis- 
iss this vital subject and review some of the 
important principles necessary for successful 
sales letters. 

Let us remember first, that the sales letter 
makes its way into the home of a “prospect un- 
invited.” This means that it must do its job of 
selling with “two strikes against it.” A store 
customer comes in for one specific purpose .. . 
to buy. The selling job is comparatively easy. 
When the same person receives a sales letter, 
suspicion shrouds his mind as he opens it. 

Our first main task, then, is to get the recipi- 
ent to open the letter ... then read it... and 
finally, act upon its suggestion. 


To Get The Letter Opened: 

The envelope is the prime factor in getting a 
on to open the sales letter. If it appears to 
be “just another ad,” there is a grave possibility 

t the message may be discarded unread. If, 
wever, there is a message of importance in the 
envelope, the contents will be eagerly read. How 
can we achieve this? There are a number of 
ways which have been tried successfully. 
you can afford to use “first class’ mail 
ometimes the quantity is too large), the sales 
ters will do an excellent job of attracting at- 
tention to the inside message. When a person 
sealed letter, containing a 3-cent 
np, he will undoubtedly open it... for 
tensibly it appears to be a letter from a friend. 

[If first class is too expensive, some stimulating 
nessage must be placed on the left hand side 
ff the envelope. To be stimulating, the message 

ist be short. It must offer effectively, some- 


eceives a 
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thing which the reader needs. An example of 
one successful message is “HERE'S A NOTE 
THAT WILL SAVE YOU MONEY.” It arouses 
enough curiosity to compel a person to look into 
the envelope. 


The Sales Message Within: 


Let us assume that we have solved the prob- 
lem of getting the reader to open the envelope. 
Our next problem is to get that message across 
in no uncertain terms. Yet, we must be subtle 
enough not to “scare” the potential customer 
away. Naturally, there is no formula for an 
absolutely “fool-proof” sales message. 

Ideas which have been successful in previous 
years are no longer “pulling.” In addition, there 
is always the “human factor” of change with 
which to contend. Nevertheless, we can list 
here some common ingredients of a strong sales 
letter . . . which, if used, will contribute mate- 
rially toward successful promotion. 

THE OPENING PARAGRAPH—The first sen- 
tence or paragraph is of great importance. It 
is here that the writer will gain and maintain 
the attention of the reader. It is here, that 
enough curiosity must be aroused to carry the 
interest into the next paragraph. To do this, it 
is necessary to use a sentence which packs a 
wallop and at the same time offers the reader 
something he needs or wants. For example, 
offer him merchandise or services which will 
satisfy basic desires for “convenience, quality 
and economy.” 

THE SALES MESSAGE—The second section 
of the letter should be devoted to the actual 
“sales message.” Here is where you tell your 
story ... about your store .. . about the mer- 
chandise you are trying to sell. It is important 
to use “reason why” copy .. . to show the reader 
why he should make this purchase. Tie-in the 
items with “self-interest” by showing how they 
will contribute to his well being or gain. 

THE INDUCEMENT AND CLOSE .. . If pos- 
sible, get the reader to act at once. Immediate 
action is very necessary, especially while the 
message is taking effect. “Don’t delay .. . act 
today” or “A limited supply of these supplies 
are available ...so get yours while they last” 

.. and so forth, and so forth ... are examples 
of slogans which will hasten the act of pur- 
chase. 

(Turn to page 178, please) 
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George BD. Taylor 


A suggestion for month of January 


by GEORGE D. TAYLOR 
display specialist 


@ WE PRESENT ANOTHER photo- 
graph showing a display installed 
last January by Hans Andres. This 
display did a good job selling calen- 
dar pads and refills for Stationers 
Corporation, Spring St., Los An- 
geles, Calif. 

The interesting thing about this 
particular display is its simplicity. 
One cannot pass by the store front 
without being attracted by the 
large, well-executed sign used as 
the center of the display. The let- 
ters 1952 command attention just 
as the letters 1953 will be the cause 
of conjecture next month. “How 
quickly time flies’ runs through the 
mind of the shopper who is imme- 
diately reminded that he needs a 
calendar or a refill for the new 
year. 


Simple Arrangement 

The simple arrangement is at- 
tained through the use of blocks. In 
your store there are several things 
that can be used temporarily for a 
display of this sort. Waste paper 
baskets, easels, bookcases, boxes of 
various sizes can all be put to good 
use in an attractive arrangement 

In this case, Mr. Andres covered 
his props with striking striped pa- 
per and used a comprehensive as- 
sortment of calendars and refills 
to complete the picture. New Year's 
bells added a touch of interest to 
the display. 

The small manufacturer’s display 
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This Window Sold Calendar Pads and Refills in Large Numbers 
for the Stationers Corp., Located in Los Angeles, Calif. 


of diaries carries a persuasiveness 
all its own. Aside from the general 
display it is doing the job the man- 
ufacturer intended it to do. It is 
suggesting diaries for professional 
use in a concise, easy-to-grasp man- 
ner. The message is there with the 
merchandise and the colors add to 
its attractiveness 

Take advantage in your store of 
every useable manufacturer’s help. 
It would cost money to have this 
display duplicated locally. The only 
cost to Stationers was a little effort 
It will sell diaries 

We appreciate the contributions 
made by Mr. Andres and Stationers 
Corporation to this column. Many 
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useable ideas have been presented 
and coming from such a leading 
authority in the field of office sup- 
ply they have been eagerly antici- 
pated and put to good use by many 
of our readers all over the country. 
That is the purpose of this column. 
To present workable ideas to those 
dealers who are so situated that 
ideas are not the easiest to procure. 

We in the larger cities do not al- 
ways stop to consider the plight of 
the merchant in the smaller com- 
munities. A little assistance from 
those who are more fortunately 
located will be of immeasurable 
value and aid to the dealer in the 
smaller communities. 
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1902 office contrasts modern office 


furniture in clever display 


by BERT MERRILL 


correspondent 


g REMINDING THE PUBLIC that 
office furniture, machines, and sup- 
plies have progressed equally with 
all other types of furnishings was 
the purpose a clever, humorous 
display used recently by Hutch- 
Line, office urniture dealer of 
Hutchison, Kans 

The occasion was the world pre- 
miere of the movie “Wait ’Til the 
Sun Shines, Nelly,” which was 
filmed with Hutchison as locale. 
Many of the city’s merchants sur- 
prised the public by offering mer- 
chandise at 1902 prices and* by 
dragging out relics of 50 years ago 
for store display 

The unusual event, which at- 
tracted more than 100,000 people 

Kansas city, was 
ideal for demon- 
s in office furniture 


into the southern 
seized upon 


Strating advance 


Stick-to-it-iveness pays off 


@ EVERY YEAR at this time, with 
the forbearance of our readers, the 
writer (George D. Taylor) has in- 
dulged in a little philosophizing of- 
fered with an eye to the new year. 
Let it be understood that this par- 
ticular article written with an 
open mind. It is offered for what it 
is worth with the spirit of good will 
towards the reader and the hope 
that the thoughts here presented 
will be the means of more profits in 
the year to com«s 

The inspiration for this article 
came from an article which ap- 
peared in the September edition of 
Pageant magazine under the cap- 
tion “How to Open a Closed Mind.” 
I quote from this article: “When I 
graduated from engineering school 
and entered the field of engineering 
research I was under the impres- 
sion that all I had to do to ‘open 
the mind’ of those who opposed me 
was to (1) Be sure I was right, and 
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by Lee Hausam, owner of the 
Hutch-Line firm. With Arthur 
Stockham, salesman, Mr. Hausam 
worked out a colorful window dis- 
play which depicted an average 
business office as it appeared in 
1900. 

From various sources, including 
antique shops, barns and storage 
warehouses, the Hutch-Line firm 
was able to obtain a cord rug, an 
old-fashioned, roll-type desk, brass 
cuspidor, dip pens, wire waste bas- 
ket, wooden files, and similar items, 
all of which had actually been used 
in the Hutchison area. 


Costume Was Fitting 

To add more to the display, Sales- 
man Stockham was “recostumed” in 
a brilliant striped shirt, stiff cellu- 
loid collar, handle-bar mustache, 
arm garters and green eyeshade. 
During the promotion, Mr. Stock- 
ham appeared in the window daily, 
dictating to a “Gibson Girl” secre- 
tary, wearing the flowing blouse 
and skirt of yesteryear. During the 
evening hours, coal-oil lamps and 


(2) keep pounding my opponent 
with facts until he saw the light 
and came around to my point of 
view. But I couldn’t help noticing 
that this method wasn’t successful. 
I found I was developing a genius 
for making people ‘furious.’” There 
are many well-meaning people 
(myself included) who at times 
seem to be developing this same 
“genius.” 


Puzzles Employer 

From the employer’s standpoint 
in many instances, a situation ex- 
ists among the employees in his 
organization which puzzles him and 
at the same time is cause of mis- 
understanding. Sometimes this un- 
certainty arises because of the atti- 
tude described in this Pageant 
article but more often it is because 
of the determination of the em- 
ployee whose previous experience 
has taught him the importance of 
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gasoline lanterns were used to light 
the display. 

Contrasted inside the store was 
an office of similar size, but packed 
with brilliantly-hued, efficiently- 
designed new steel desk, office chair, 
waste basket, and files. The hun- 
dreds who stopped at the display 
daily were visibly impressed, and 
it was noticeable that many old- 
timers stared wistfully into the win- 
dow, nostalgia carrying them back 
to the business offices of half a cen- 
tury ago. 

Office Supply Dealer Hausam en- 
joyed the event as well as any he 
has staged in two decades of office 
furniture retailing, and was par- 
ticularly happy with the fact that 
an all-time record number of 
visitors entered the store. 

Included were many youngsters 
who can reasonably be expected to 
become office furniture customers 
themselves a few years hence. The 
display was given a lot of publicity 
in local newspapers, and while no 
“1902 bargains” were offered, it 
drew many visitors. 


sticking to a program and seeing it 
through to its successful conclusion. 
Stubbornness is one thing and stick- 
to-it-iveness is another. 

From the viewpoint of advertising 
and display it is agreed that the 
success of these important factors 
in modern day merchandising de- 
pends upon the adoption and the 
CARRYING OUT of a definite pro- 
gram. REPETITION is a key to suc- 
cess in these fields and many 
businesses are successful beyond 
the fondest hopes of their owners 
because they have planned a defi- 
nite program. They placed this 
program in the hands of those em- 
ployees who, in their opinion, will 
carry it out to the letter. 

The fact that these people have 
the ‘determination to let nothing 
get in the way of the successful 
culmination of the planned store 
program should not be interpreted 
as stubbornness. Unfortunately, 
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this is too often the case. In dis- 
play other things are often allowed 
to creep in that will spoil the pro- 
gram and windows that should 
have been changed on schedule are 
neglected because of the “project 
at hand.” 

This is fatal to the success of the 
display program and is the result of 
over enthusiasm perhaps for one 
phase of the business which has 
been “sold” to the employer by an 
equally enthusiastic and capable 
employee. The dovetailing of these 
two important business factors 
should be closely watched so that 
the enthusiasm for the one does not 
interfere with the performance of 
the other. 

Some merchants are described as 
“Hot and Cold.” They get very 
enthusiastic about some idea and 
this interest overshadows every- 
thing else in their business proce- 
dure FOR A TIME. It is during this 
period that the harm is done and 
business which should have been 
theirs is lost in spite of this en- 
thusiasm. 

The writer would like to suggest 
that an important factor in the 
progress of any business depends 
upon the merchant’s desire to find 
out what it is that makes an em- 
ployee tick. He may not respond 
favorably to the first observation of 
that employee’s attitude but if he 
will take the trouble to devote some 


Those important final days 


by GEORGE D. TAYLOR 
display specialist 


@ THE THOUGHTS which follow 
have been presented before in these 
columns at this time of the year. 
They are so important, however, 
that the writer has decided to offer 
them again. 

We are at the threshold of the 
most important business season of 
the year and most merchants rely, 
sometimes too heavily, on the last 
days of Christmas shopping for that 
desired extra revenue so impor- 
tant to ultimate seasonal success. 
There are several procedures which, 
if carried out will assure at least a 
minimum of success and they are 
so important that they will bear 
repeating. 

Watchfulness is a must in order 
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of his time to an analysis of what 
originated that attitude, he might 
find that the employee has the suc- 
cess of the business at heart and 
that his seeming stubbornness is 
not stubbornness at all but a de- 
termined desire to see the program 
through to its successful conclusion 
In the opinion of the writer this 
success can be attained only by 
regular changes in the window and 
regular advertising (controlled as 
far as expense is concerned) in the 
newspaper. REPETITION is the 
key to success and this repetition 
can only be assured by the consci- 
entious application of effort. 


Not Stubbornness 

Don’t make the mistake of in- 
terpreting this conscientious appli- 
cation as STUBBORNNESS. In the 
fighter, determination is a must, 
and if this be referred to as stub- 
bornness then stubbornness in his 
case is a virtue. The runner sticks 
tenaciously and stubbornly to the 
nearest distance between two points 
because he knows that if he adheres 
faithfully to this line and is ahead 
of his competitor he will win the 
race. The same thing applies to 
your business. Plan the program 
and then see that it is followed to 
the letter. This is the impetus that 
will carry you to final success. 

My final suggestion therefore is 


that you do not carry over mer- 
chandise that a little advance 
thought would have sold. Here are a 
few rules that will help you dispose 
of it: 


Sell From Stock 

1. Sell from stock and not from 
display. I refer to the larger items 
of gift nature. For example, lamps. 
Too often in the bustle and hurry 
of the Christmas season the floor 
sample is sold (in order to save 
time) and it is several days before 
it is discovered that the item is not 
on display. Someone runs and gets 
another for display. It is too late, 
however, to recall the sales that 
might have been. It is reasonable 
to assume that one or more of the 
lamps might have been sold had 
they not been hidden for that not 
brief, but important period. Let us 
be sure to sell from the stock room, 
not the floor display. 
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this: If you are not meeting with 
the success that you think your 
business warrants, look at the rec- 
ord. Go back over the experiences 
of 1952. Criticize YOURSELF with 
an open mind. Be sure of these 
important facts: 

1. Did you adopt a program in 
1952? 

2. Did you plan it well? Steady 
advertising? Continuous display? 

3. Did you entrust the carrying 
out of this program to those upon 
whom you could rely and in whom 
you had confidence? 

4. Did you back up these people 
and stand behind them as they 
worked hard to ensure your success? 

5. Did you make every effort to 
avoid petty jealousies and the 
wrong kind of competition between 
these employees? 

If you did not pay particular at- 
tention to these five pertinent facts 
in the opinion of the writer you are 
depriving yourself of profits which 
are rightfully yours. Business can 
be likened to the marathon race. 
Keep to the straight and narrow 
path, exert every effort, and you 
will be assured of maximum profits 
in 1953. It is the heartfelt wish of 
OFFICE APPLIANCES that this be true 
in your case. We submit these 
thoughts for your consideration. 
Experience has shown that they 
have helped others. May they help 
you in like manner. 


2. Watch the windows closely 
during these last few days. When 
you sell the last of a certain item 
from the window be sure to replace 
it at once. You may have discov- 
ered a hot spot in the display which 
could mean a lot in sales to your 
organization. 

3. Be sure that all your Christ- 
mas items are shown at some time 
in the windows. Trim the windows 
in units so that this may easily be 
accomplished. A few minutes each 
day is all that will be required for 
comprehensive display if you do 
this. The more you show the more 
will be the demand. 

4. Let the “gift” motive pre- 
dominate in your displays both in- 
terior and window. Gifts for Men, 
Gifts for Women, Gifts for the 
Boss are captions which should be 
used in our business at this period. 

5. Don’t be afraid to show the 
price at this time of the year. The 
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customer who is looking for a $20.00 
gift will not be influenced by the 
$1.00 sign on the one dollar item. 
By the same token the one who is 
looking for the $1.00 gift will not 
be influenced by the $20.00 price. 
He will however pass you by if he 
does not see the price he is looking 
for in your displays. 

6. Keep your displays fresh and 


clean even if your window man does 
have to forsake the floor for an 
hour or two. Gifts are very special 
things and customers want to give 
the best they can for the money. 
They will not consider your mer- 
chandise the best if it is covered 
with dust or soiled from careless 
handling. You will not have very 
concrete evidence of this because 


they will not come in at all. 

All these things bear watching. 
They are very important to the 
success of your Christmas selling. 
You will be very busy all the time. 
Do not however be so busy that 
you let the “unseen irritations” 
drive your potential customers to 
your competitor. Get on the ball 
and stay there until December 24. 





Drug Store Stands Help to Trim This Window Effectively 


New arrangement for art supplies 


g THE PHOTOGRAPH SHOWS an- 
other arrangement attainable with 
drug store stands” and boards. As 


has been mentioned before, there 
is no limit to window arrangements 
and the same props may be used in 
many and various ways calculated 


merchandise with 
and to stop the 


to present you 
a new approach 


passerby 

It will be noticed that the main 
attention-getter in this display is 
a large hand-lettered card men- 
tioning seven of the services offered 
by this progressive store. The card 
is mounted on a frame, covered, 
in this instance, with green ma- 
terial. The combination of green 
and black is very striking in the 
display 

As usual, plenty of crisp new 
merchandise was shown with items 
[rom several departments featured. 
A graduated merchandise arrange- 


ment was achieved by commencing 
with the slanting board showing 
drafting equipment. Another board 
a little higher on 


was raised just 
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two boxes and covered with match- 
ing cloth. A continuation of the 
drafting equipment was used on 
this “table” and the center unit 
was completed with the two stands 
and the sign as shown in the pho- 
tograph. 


Use Separate Unit 

A display of art materials was 
shown in a separate unit to the 
right of the display. Drafting 
equipment and the typewriters were 
shown on boards as is usual in 
Belcher & Schacht’s windows. The 
reason this type of display is used 
so frequently is because it is a 
tested and tried method of showing 
this drafting material and has been 
the means of promoting this popu- 
lar department. 

In an attractive front on a busy 
street beside the Pacific ocean, 
these displays have been the means 
of attracting thousands of cus- 
tomers into Belcher & Schacht’s 
through the years. Business has 
been built and maintained through 
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the continuous use of up-to-date 
displays. 

Along with thousands of other 
merchants throughout the country 
Mr. Schacht is primarily interested 
in his display windows as a me- 
dium of advertising. It comes first 
in his promotional program. 

He says that of all the advertis- 
ing mediums the windows stand out 
in first position and they deserve 
the proper attention in view of the 
job they do for the stationer. His 
office furniture windows are at- 
tracting many new customers 
because he does not leave the fur- 
niture arrangements to the imag- 
ination of the customer but actually 
presents the merchandise as it will 
appear in the customer’s office. 

This visual furniture merchan- 
dising is a big factor in promotion 
and is heartily recommended to our 
readers. The nearer you can come 
to presenting office furniture in 
your show window as it will appear 
in your client’s office the better 
will be your sales results. 
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trade-in furniture profits 


by ROBERT LATIMER 


special writer 


@ DEVOTING MOST of its second 
floor to a beautifully-equipped office 
furniture refinishing plant has 
spelled the difference between low 
turnover and constant profit for 
the J. Andrew Smith Company at 
504 Main St. in San Antonio, Tex. 

Andrew Smith, president of the 
firm, moved into his impressive new 
building two years ago, and since 
that time trade-ins have been con- 
sistently important in every phase 
of selling. Specializing in office 
furniture alone, the big store is par- 
ticularly proud of the fact that it 
is able to turn out “custom-built 
furniture” to match the products 
of any wood furniture manufac- 
turer in the country. 

As a result, the J. Andrew Smith 
Company is constantly called upon 
to build unusually shaped or sized 
desks, tables and chairs, to fit pe- 
culiar office requirements, or to re- 
finish already-manufactured furni- 
ture to match that already in use 
in the customer’s office. 


The Main Subject 

Custom furniture is far and away 
the major “conversation piece’ 
when new customers enter the big 
showroom, and much of the firm’s 
reputation for versatility has been 
built upon this fact. A _ photo- 
graph of Mr. Smith, with three 
custom-made specialty desks, is 
shown herewith. Each of these 
typewriter desks was constructed to 
fit into a narrow space, and to pro- 
vide facilities for several out-of- 
the-ordinary operations which had 
to be carried out. 

As shown, every desk included a 
special typewriter platform, with 
adjustable glides, dove-tailed, guid- 
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ed drawers, a set-back overhang 
to permit interviewed customers to 
sit comfortably with their knees 
below the desk top. The investment 
on the part of the customer was 
$435. 

The output of the custom-manu- 
facturing section, in the hands of 
a veteran employee whom Mr. 
Smith enthusiastically calls “the 
best custom furniture man in the 
southwest,” is by no means lim- 
ited to desks and tables, however. 
Turned out to date have been such 
unusual jobs as a judge’s posture 
chair, huge couches, adjustable 
chairs for many unusual purposes, 
and “massive executive desks’ more 
than twice normal size. 

Some samples of custom work are 
always on display on either the 
second or first floor, and Mr. Smith 
or his seven employees regularly 
take visitors “on tour” of the ex- 


Custom-Made . 
his upstairs reconditioning plant. 
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Well-equipped refinishing plant means 


cellent trade-in furniture refinish- 
ing plant on the second floor. 
Here are located the woodworking 
shop, equipped with such modern 
power tools as table saw, planer, 
jigsaws, routers, sanding equip- 
ment, gluing presses, and a stock 
of hardwoods to match those used 
in basic manufacture by most office 
furniture suppliers. Behind this is 
the paint shop, which is particu- 
larly outstanding. Measuring some 
10 x 10 feet, the paint shop is 
equipped with a high-velocity ex- 
haust fan, which whirls away paint 
fumes as fast as they are collected. 
Overhead is a sealed-in-glass safety 
light, which can never light inflam- 
mable gases through a spark. A 
steel door which provides ventila- 
tion into the paint shop, is sus- 
pended by a “fusible” link, which 
will melt, dropping the door if the 
temperature in the paint shop ever 
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.. J. Andrew Smith checks over custom-made desks turned out 
All three of the desks shown were built from raw 


hardwares to meet an unusual size problem. 
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reaches above a safe 90 degrees. 
Likewise located on the second 
floor is a large showroom area, in 
which trade-in furniture can be 
displayed and sold. While it is not 


necessary to refinish all of the fur- 
niture which comes through, the 
ability to take a scarred, discolored 


desk-top and bring it back to glow- 


ing new appearance, has a lot to 
do with sales turnover, Mr. Smith 
has found. Therefore, much of the 
furniture taken in trade is routed 
through the repair department. 


Space Not Tied Up 

The chief advantage of such ex- 
cellent facilities in trade-in han- 
dling is the fact that it is not 
necessary to tie up valuable space 
with traded-in furniture, and be- 
cause the J. Andrew Smith Com- 
pany can give better allowances on 
furniture which will, in turn, com- 
mand a far better price after being 
refinished. The J. Andrew Smith 
Company frequently gives allow- 
ances many percentage points 
above those which would be per- 
mitted by other dealers, merely be- 


Detailed surveys build loan 


by ALBERT S. KESHEN 


staff write 


@ SHOW A CUSTOMER how he 
can save money in his present office 
arrangement stepping up effi- 


ciency and more than pay for new 
reduced operating 


equipment 





Checking Up 


N. J., uses the teleph 
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. . Morris H. Schlain, president of Business Furniture, Inc., Elizabeth, 
one in his expanding business. 


cause Mr. Smith can readiiy see 
what the final sales price will be 
after the furniture has been com- 
pletely dressed down, pore-sealed, 
and refinished. 

“We like to think that the San 
Antonio businessman, as a rule, has 
a high appreciation of our refin- 
ished furniture, and is willing to 
pay more for it because he knows 
that it has been well handled,” Mr. 
Smith smiled. 


Here’s an Example 

As an example, some months ago, 
Mr. Smith cheerfully offered $75 
in trade on an old, ornate desk, 
which the owner had likewise of- 
fered to several other dealers. None 
of the latter had been willing to 
offer as much as $50, because the 
desk bore several bad nicks and 
mars on its surface. 

Mr. Smith instantly recognized, 
however, that it would require little 
work to completely remove the top, 
down to the depth of the deepest 
nick, and to refinish it. The result 
was that the huge desk came out 
of the shop in perfect condition, 


costs, and you have a strong sales 
convincer. Even the most dubious 
prospect can hardly ever fail to 
seriously consider a proposal by 
which he stands to benefit in this 
way. 

Acting on the principle that fig- 
gures based on actual individual 
office operations have a more pow- 
erful effect than generalities alone, 
Business Furniture, Inc., Elizabeth, 
N. J., has built up a heavy volume 
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and was sold for $245. Such ex- 
amples are by no means rare in this 
progressive San Antonio office fur- 
niture dealership, and naturally, 
they have paved the way to many 
more new furniture sales through 
the ability to take in the far-greater 
amount of trade-in furniture. 


Play Up Service 

“We play up our repair facilities 
in about 50% of our newspaper ad- 
vertising,” Mr. Smith said. “I ven- 
ture to say that most businessmen 
who have expanded their offices, 
and who have needed additional 
furniture, are well familiar with 
us.” 

Surprisingly, instead of complain- 
ing about the number of trade-ins 
which are necessary to consider in 
maintaining new furniture sales vol- 
ume, Mr. Smith has found too lit- 
tle of it available since mid-1951. 
Shortages in supply have made the 
demand for used office furniture 
increase, and the store is definitely 
on the lookout for any and all 
serviceable furniture which can be 
refinished. 


office sales 


in sales to personal loan companies. 
This dealer has developed a nation- 
wide business with a clientele which 
includes the largest firms of this 
type in the country. It is a volume 
that is progressing steadily as the 
supplier’s reputation grows. An in- 
dication of its spread is shown in 
the latest sales figure in this fleld 
alone which are 27% over the pre- 
ceding year. 

This, however, represents only 
about 50% of Business Furniture’s 
volume, with the remaining 30% 
industrial accounts and 20% school 
furniture. 

“We've gone out for loan com- 
pany business with slide-measure 
precision,” explains Morris H. 
Schlain, president. “That means 
presenting prospects with facts 
geared to their own set-ups and 
based on a two to three days 
study of their office procedures 
which I make personally by first- 
hand analysis there. 

“My survey is all-inclusive. I 
thoroughly investigate office furni- 
ture equipment and bookkeeping 
systems and then make a compari- 
son with the changes I propose to 
increase efficiency. In large offices, 
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for example, I show them that un- 
der my-plan one girl can increase 
her account records from 100 to 175; 
that less personnel may be required 
all-around, and that the savings 
in salaries and increased working 
tempo more than offset the costs 
of the new equipment and business 
forms.” 


Presents Layout 

Mr. Schlain presents a blueprint 
layout of his proposed furniture 
set-up and printed samples of the 
business forms suggested. This is 
submitted to the head of the pur- 
chasing department of the home 
office, who in turn passes it on to 
members of the board of directors 
of the loan companies for a deci- 
sion. 

There is no charge for this sur- 
vey and no obligation to follow up 
with an order. While Mr. Schlain 
admits that he does not make a 
sale every time he carries out an 
undertaking of this type, neverthe- 
less he has managed to garner a 
high percentage of orders which 
makes the effort worthwhile. He 
spends most of his time traveling 
about the country making these 
surveys. 

Another strong inducement for 
an immediate decision is the ability 
of Business Furniture to send the 
equipment immediately to custom- 
ers in any part of the country from 
rented warehouses strategically lo- 
cated on the West Coast, Texas, 
Florida and Detroit. At the latter 
city a man is stationed for serv- 
icing and minor repairs. These are 
in addition to the two warehouses 
in Elizabeth. 


Fast Delivery 

“Through these facilities a cus- 
tomer is assured of immediate de- 
livery,” says Mr. Schlain, “resulting 
in cost saving to him by enabling 
fast installations. This speed is an 
essential factor for loan companies 
which need renewal stock for ex- 
pansion and for opening of new 
branches. It also results in econo- 
mies for us as well since manu- 
facturers ship directly to these 
warehouses and deliveries to distant 
points are reduced.” 

Concentrating on sales to this 
market are three outside repre- 
sentatives who devote their exclu- 
sive time to it. These men are paid 
a straight draw and in addition get 
a bonus for sales over a set quota, 
based on monthly sales. They make 
their calls provided with bulging 
portfolios containing photographs 
of other installations and the usual! 
specifications and order blanks. Un- 
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der an exclusive set-up policy, Busi- 
ness Furniture guarantees that an 
exact duplicate order will not be 
made out to another loan company. 

Leads are obtained by sending 
letters to all loan companies in the 
country. These vary in content from 
time to time. A typical letter will 
offer assistance in obtaining hard 
to get office furniture. The sugges- 
tion is made that Business Furni- 
ture be contacted for a salesman’s 
appointment either through self- 
addressed prepaid postcard en- 
closed, or a phone call. Then if no 
answer is received after a brief 
waiting period, the salesman will 
call offering his services. 


Getting School Business 

In developing school furniture 
business, a similar type of direct 
mail approach is used. The letter to 
principals, however, may point out 
the service to other schools by mak- 
ing immediate deliveries. Specific 
types of desks and chairs for stu- 
dents are mentioned, and again the 
postcard is enclosed leaving boxes 
to be checked off on the items in 
which the principal is interested. 

To further explain school furni- 
ture available, Business Furniture 
has prepared its own extensive 
catalog on this equipment which 
together with the letters are sent 
out continuously. The catalog, of 
course, is changed frequently in ac- 
cordance with market changes, or 
supplementary sheets added. 

Executives of the firm attend all 
school conventions in their areas 


as well as office furniture and na- 
tional stationery conventions. 

Responsible for school sales are 
four more salesmen who dovetail 
this work along with calls on in- 
dustrial accounts. In the latter field 
the men diligently look for leads 
among the Dodge and building re- 
ports or make cold canvasses among 
the various factories in that area. 
These firms also purchase industrial 
shop equipment. Included in the 
accounts is one of the largest oil 
refineries in the country with ex- 
port as well as domestic require- 
ments. 

These customers are heavy users 
of filing equipment and safes of 
various sizes together with visible 
records, file folders, and so forth. 


Giveaway Novelties Used 

Business Furniture is generous in 
preparing a variety of giveaway 
novelties, finding that the costs en- 
tailed are more than made up in 
good will engendered. These include 
playing card packs, small tool kits, 
plastic canes, leather-covered ash 
trays, desk diaries, and six-inch 
rulers. All of them carry the sig- 
nature line imprint and most have 
the slogan, ‘Everything for the of- 
fice.” 

Located some distance from the 
main business center, the company 
does not find this a disadvantage. 
However, customers who come to 
the showroom find a generous as- 
sortment of furniture samples on 
the main floor with school furniture 
downstairs. 











Model Office . . . One of the arrangements of Executive Guild furniture designs for 


a model office at the S. G. Adams Co.,, St. Louis, Mo. The firm recently celebrated its 
77th anniversary and the opening of new executive furniture display galleries. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE ... COUR. 
AGE CO-OPERATION 


g FROM AUTOMOBILE row comes 


this month’s winner of our Mr. I 
Will Pepper-Upper Department. 
Our illustrious genial friend chan- 
nels its message across the column- 
wide TV screen of your OA: 


‘Budget: A 
method of wor- 


rying before you 
spend instead of 
afterward.” 








? > * + * . * 

We all have long sensed TIME- 
SAVED as a commodity we office- 
equippers sell, but it took a North 
Dakota stationer to put it this way 
and win the following department 
honors 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT: 






—— 


ae 5 


“If time is golden, then office 


equipment selling time is plat- 
inum inlaid 1 
rubies 


vith diamonds and 
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MODERN EQUIPMENT 





I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 

"~ the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 





* Yours for your idea-exchanging: 
Business Builder No. 12-52-1: “A 
simple, direct, and sound formula 
for better office equipment adver- 
tising.” This by an aggressive pio- 
neer Detroit office outfitter, who 
will inspire you, too, in seeking the 
news values of your wares and pro- 
claiming them! 


* Yours for your idea-exchanging: 
Business Builder No. 12-52-2 from 
a most enterprising New Jersey sta- 
tioner, who starts his message this 
way: “Mark-up is what you hope to 
get; gross margin is what you 
actually accomplish so:— (To re- 
ceive the rest of his message you 
will have to send in a comparable 
Business Builder—and we know this 
will produce many profitable ex- 
changes—so rush yours in!) 


* Yours for your idea-exchanging: 
Business Builder No. 12-52-3 dis- 
patched from a West Virginia office 
outfitter who has a paying hobby of 
better business letters, who outlines 
for you his tested findings in this 
ever-changing, ever-improving art. 
Purchase it with your B. B. and 
you'll forever thank us for calling 
this potent message to your atten- 
tion. This West Virginian presents 
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some very startling angles —SO 
ANGLE FOR THEM NOW! 


From a Pacific Northwest Rem- 
ington Rand friend of the BUSI- 
NESS BUILDERS co-ordinator 
comes this pertinent forceful and 
timely message as ably expressed 
by his company; and we want to 
give it a special space on this 
month’s OA television screen .. . 


“THE FIRST STEP—SELLING 

It takes a capital investment of well 
into five figures to build the facil- 
ities for a single industrial worker. 
But that’s only the second stage 
in creating a job. The first step is 
selling, building the demand that 
will keep the factory and its work- 
ers busy. Cut down on selling and 
you cut down on jobs. Step up 
your selling and employment in- 
creases. In direct proportion to how 
well it’s done, selling builds a better 
standard of living for all.” 


> > * * . . * 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 


It is our pleasure to report a 
quadruple tie ALL PRIZE WINNERS 
and ALL oddly this month from 
Pennsylvania—good old William 
Penners who used their pens and 
penned us these TERSE TRAILERS: 


* “Henry Clay said, ‘I’d rather be 
right than president. IS THERE 
ANY LAW AGAINST BEING RIGHT 
AND PRESIDENT?” 


* “NOWADAYS a businessman is 
judged by the company he keeps— 
solvent.” Sunshine Magazine. 


* “LIBERALITY consists less in 
giving a great deal than in gifts 
that are well timed.” Jean de la 
Bruyere. 


* “WHITE COLLAR WORKER: One 
who carries his lunch in a brief case 
instead of a lunch box.”’—Call 
Workman. 


3, 38, 3 


Office-efficiently yours! 
RALPH B. ORTEL 
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recent 
installations 


Shaw Walker .. . Modernized offices 
of Bekins Van & Storage Co., Oakland, 
Calif., are equipped with Shaw-Walker 
desks, chairs and files. Installation at this 
branch office was by Oltmans Office Fur- 
nishings, Oakland. 





Leopold Desks .. . The officers’ space 
of the beautiful Merchants National Bank 
of Port Arthur, Tex., is equipped with six 
of The Leopold Co.'s Master Streamline 
conference desks, finished in bleached 
Autumn walnut. A secretary desk is also 
included. The walnut paneling is finished 
in the same Autumn shade, contrasting 
with pine green drapes and green marble 
counter tops. Maverick-Clarke Co. of San 
Antonio, Tex., made this imposing instal- 
lation. 


G-W Equips Court... The Globe- 
Wernicke Co. craftsmen blended walnut 
and bleached walnut in the new U. S. 
District Court House’s Court of Appeals in 
Washington, D. C. Form-fitting curve of 
benches is shown in this photo. Uniform 
grain is seen throughout the room which is 
“dressed” with dark panels mounted on 
bleached walnut in the rear corners. Fabric 
on rear wall is sound-absorbing glass cloth. 
In two years, Globe-Wernicke built and 
installed more than a million pieces of pre- 
fabricated wood panels, rostrums, benches 
and 1,560 doors for this court house. 
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Dallas Installation ... Stewart Of- 
fice Supply C of Dallas furnished this 
office of the branch manager of Eastman 
Kodak Co. in that city. Featured is the 
General Fireproofing Co.'s Mode-Maker 
executive series with mist green tops. 


Goodform aluminum seating is upholstered 
in Indian rust Bedford cord. The rug is a 
Bigelow-Sanford Cushionlok in light green. 
Drapes of rose, eggshell, dark green and 
rust highlight the office 
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Another by Stewart .. . Southern 
hospitality is highlighted in this unusual 
office equipped by Stewart Office Supply 
Co., Dallas, Tex., for Sales Manager L. V. 
Proctor of Lederle Laboratories, Inc., 
Dallas, a division of American Cyanimid 
Co. The cool, restful effect is created by 
use of tan walls and rug, light walnui 
desks and red, green and gold upholstered 
seating. Desks are products of Standard 
Furniture Co., chairs by W. H. Gunlocke 
Chir Co.; sectional lounge by Niemann, 
Inc. 


For Efficiency ... Wrigley Stores, 
Inc., operators of 60 supermarkets in the 
Detroit area, recently completed their new 
headquarters building by installing The 
Globe-Wernicke Co.'s Techniplan equip: 
ment throughout their offices. Illustrated 
is G-W’'s “production line” setup of work 
stations which permits fully efficient cler- 
ical operations. R. L. Young of Ideas, Inc., 
Detroit, Mich., handled the installation. The 
color scheme of the office actually was 
designed around the Techniplan equip- 
ment. Chairs are upholstered in pepper 
red, the floor is beige tile, and the walls 
are green. 
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recent 
installations 


Gunlocke Seating ... An installa- 
tion of chairs in the popular W. H. Gun- 
locke Ranger series was made by Calley 
Henderson & Stewart of Boston, Mass., in 
equipping new offices of Jemney Mfg. 
Co., Newton, Mass. Desks are by The 
Leopold Co. Noteworthy is the use of wall- 
to-wall carpeting, acoustic ceiling and built- 
in lighting. 





Wiltshire Modern ... Thomas 
Brothers, Inc., Lubbock, Tex., installed this 
Imperial Desk Co. Wiltshire modern confer- 
ence desk in Softone oak for the office of 
Lubbock Auto Co., Inc., Ford distributors of 
Lubbock. 





Seating by B. L. Marble ... The 
General Office Supply Co., Lafayette, La., 
used the seating of B. L. Marble Co. in 
providing comfort and efficiency for the 
First National Bank of Lafayette, La. A 
typical private office employing the B. L. 
Marble chairs is shown here 
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Equip Lever Brothers Offices .. . Selected 
for efficiency, Shaw-Walker Co. Organized desks 
Re sct Se y chairs enhance the modern de- 
offices in New York, N. Y. The 
n luded 1,200 S-W island base 
S-W chairs. UPPER LEFT—General 
jesk and chair installation. UPPER 
rganizer desks permit employees in 
Lever House” to keep desk tops 
t hand. LOWER RIGHT—One section 
ods of Shaw-Walker File-Master Five 
expanding drawer” files now in use in 
mansion. 
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Seated on Aluminum... More than 
100 Fine Rest chairs made by Aluminum 
Seating Corp. are functioning in Martin's 
Restaurant, famous for good food in East 
Syracuse, N. Y. Business executives from 
nearby industrial plants are in the habit 
of holding informal business meetings in 
the colorful, modern surroundings of this 
restaurant. 








Favors Getting Together 


@@ A RECENT EDITORIAL in these columns 
entitled “Let’s Get Together, Gentlemen”’ related 
to the mutual responsibility of dealers and 
salesmen not to waste each other’s time and to 
work together productively. We are happy to 
have the reaction of C. W. Lofgren, president of 
the Sanford Ink Company, who says, “From 
everyone’s standpoint what you have said makes 
excellent sense.” 

Mr. Lofgren further comments, “I don’t look 
upon the idea so much as a total time saver, but 
something positive in that time will be available 
for the salesman and the buyer to think in imag- 
inative terms of merchandising products already 
established in the particular stationer’s stock 
... to think in terms of cutting out duplicated 
items . .. to think in terms of every item in stock 
as a profit tool. 

“Thus, this time saved will be available to the 
buyer and the salesman in making plans for sell- 
ing many of the consumers in their particular 
market.” 


Office Machines and the Election 


@@ THE NATION’S VOTERS—60 million of 
them—have spoken. And the office machines in- 
dustry can take a bow for its speedy translation 
of their X’s into the realm of those elected and 
those defeated. 

It is difficult to fathom the complexity of the 
election in terms of the hundreds of millions of 
individual figures recorded, added and tabulated 
for the state, county, city and even precinct can- 
didates. But within six hours enough of the bal- 
lots had been tabulated to indicate the results of 
the election. Within 12 hours the job was prac- 
tically completed. 

Through the modern miracle of television mil- 
lions of U. S. citizens were able to retire before 
2 a.m. on the morning of November 5 with a 
clear-cut picture of what had happened. They 
had viewed a defeated candidate graciously ac- 
cepting defeat and a president-elect humbly lift- 
ing the victory torch. The locale was 1,000 miles 
apart—Springfield, Ill. and New York City. 





But between the closing of the polls and this 
big moment in television was the assistance, elec- 
tronic and mechanical, of modern office ma- 
chines. Visible to the home audience was the role 
played by Remington Rand’s giant Univac com- 
puter, the Monrobot of the Monroe Calculating 
Machine Company and the IBM calculating and 
accounting machines. For each of the larger 
units there were thousands of all makes of add- 
ing and calculating devices behind the scenes 
interpreting the vote into actual figures. 

The use of the Univac robot brain, stored with 
1944 and 1948 data on magnetic tape, clearly 
demonstrated that office machines can never ad- 
vance beyond the perception of the human be- 
ings who operate them. Fed early returns the 
Univac clearly foretold the final landslide. But 
because of the reluctance of “experts” at CBS to 
accept these figures they were not released early 
in the evening. 





C. F. Malatesta Retires 


@&#@ On OCTOBER 31, 1951, Clara F. Malatesta 
retired as an officer and employee of the Office 
Appliance Company. Despite her unconcern for 
chronology, it should be recorded that her resig- 
nation terminated a 45-year period of continuous 
service in charge of the accounting department. 

Possessing fine attributes to an unusual de- 
gree, perhaps her two outstanding characteris- 
tics were loyalty and helpfulness. She seemed 
never too busy to help solve a problem, business 
or personal. Indicative of that habit of gener- 
ously sharing time and knowledge are the fol- 
lowing words quoted from a little album of per- 
sonal pictures presented to her by members of 
the OA staff at a dinner party on the day of her 
retirement: 

“Presented to Clara F. Malatesta—friend, con- 
fidante, counselor—as a memento of many pleas- 
ant contacts and as an expression of apprecia- 
tion to her as one who ‘never wearied of doing 
good’ for her fellow employees.” 

A good friend has left the precincts of the of- 
fice, but the influence of her integrity, loyalty 
and high sense of service will remain with us. 





here and there 


sistance given to them in caring for hos- 





ED BLAU, NOFA TREASURER, 
HONORED BY WAR VETERANS 

For the second time this year Ed Blau, 
treasurer of the National Office Furniture 


Association, has been honored for his serv- 


ices. The first award was given Ed at the 
NOFA convention in Atlantic City when 
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he was presented the Office Appliances 
plaque for his selection as the one who 
had contributed most to NOFA during the 
year. 

The second honor came to him on Octo- 
ber 4 when the Catholic War Veterans of 
New Jersey presented him with a plaque 
in recognition and appreciation of the as- 


pitalized veterans over the last five years. 
The presentation was made at a luncheon 
in the Newark Athletic Club which was 
attended by the National Commander, the 
New Jersey Commanders and hospital 
chairmen of the Catholic War Veterans 
as well as officials of the new Veterans 
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Administration Hospital in East Orange. 
After the luncheon the group made an 
inspection tour of the hospital. 
The plaque reads as follows: 
From the Catholic War Veterans of 





Commander J. R. 


Honored 

Fehrenberg of Catholic War Veterans of 
New Jersey presents a plaque to Ed 
Blau as Thomas J. Cuite, National Com- 
mander, looks on. 


New Jersey to Edward Blau of Newark 
in sincere appreciation of unselfish 
service, co-operation and generosity 
toward our organization and in behalf 
of the disabled hospitalized veterans of 
New Jersey in testimony whereof, we 
have herewith affixed the insignia of 
the organization and our names this 
2nd day of October, 1952. A. S. Car- 
ney, Chaplain—Joseph R. Fehrenback, 
Commander 








Nice Living 


. Walter Bussing, 


formerly Bussing’s, Detroit, Mich., 
iid Mrs. Bussing have been leading 
the “life of y at Fort Lauderdale, 
Fla. They photographed here with 
Mrs. Mar eft) of Gregory, Mayer 
& Thom rolt 





PRESIDENT-ELECT RECEIVES 
FIVE-STAR CHAIR 

President-elect of the United States, 
Dwight D. Eisenhower, during a recent 

Detroit, Mich., was pre- 
eather upholstered lounge 
chair by the manufacturer, Carlton-Surrey, 
Inc., of Grand Rapids, Mich. The chair 
has the military 


campaign vi 


sented with a 


nsignia of a five-star gen- 

the back. The presentation 
was made by ex-Senator Mcleod of De- 
troit 


eral stitched or 
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A year or so ago, Carlton-Surrey, Inc., 
gave a desk chair to President Harry S. 
Truman, who now uses it in his White 
House office. 





SOME “HAT-OVERS” FROM 
THE NSOEA CONVENTION 

The three pictures shown herewith ap- 
parently had their counterpart many times 
over since the recent NSOEA convention in 
Chicago. 

Mohawk Tablet Company furnished the 
Indian hat, Western Manufacturing Com- 
pany the chef's hat and Meilink Steel Safe 
Company the “topper.” 

While these hats were distributed to 





adults at the convention it is reasonable 
to assume that the majority of them in- 
evitably reached youngsters before they 
found their real place in the “sun.” Robert 
Sime demonstrates how a little fellow ap- 
pears to advantage in each of the three 
hats. 





WALTER BENDER, PRESIDENT 
OF G-F, SEES PROGRESS IN 
DEFENSE FROM A JET PLANE 

Walter Bender, president of The General 
Fire-proofing Company, was invited by the 
Secretary of Defense, Robert A. Lovett, to 
attend the Fourteenth Joint Civilian Orien- 
tation Conference which started in Wash- 
ington September 24 and terminated at 
Fort Benning, Ga., on October 4. 

About 60 industrialists, newspapermen, 
lawyers and teachers were invited. 

The Conference included two days of 
orientation at the Pentagon Building in 
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Washington, demonstrations at the Quan- 
tico Marine Base, and a short cruise aboard 
a submarine at Pensacola, Fla. 

Next on the agenda was a flight to the 
Elgin Air Force Base at Elgin, Fla., where 





All Set... 
president of The General Fireproofing 
Co., is rigged out in flying clothes for a 
jet plane ride. He is greeted by the 
pilot. 


Walter Bender (right), 


all types of planes currently in use by the 
Air Force were demonstrated. Each mem- 
ber of the Conference was also given a 
ride in a jet military airplane. The ac- 
companying photograph shows Mr. Bender 
ready for flight. 

The final demonstration was held at Fort 
Benning, Ga., where the infantry and ar- 
tillery exhibited their tactics with tanks, 
flame throwers, and light and heavy artil- 
lery. 

Mr. Bender says that all in all it was a 
great experience, despite the fact that they 
were kept going from 12 to 16 hours a 
day. 








Like Magic . . Pert Cynthia 
Brooks, the little Listo Pencil Corp. 
magician, pulls another of her hat 
tricks and comes up with Mr. Rabbit. 
And presto—just like magic — Listo 
marks the spot. The Listo Marking 
pencils are claimed to write on every- 
thing—even Mr. Rabbit's tummy. 


49 








National Business Show draws 101,387 
visitors to “Progress Unlimited” 


Rudolph Lang Directs Successful 

Exposition—Gen. MacArthur Cuts 
Ribbon First Day—Exhibits Draw 

Wide Attention in Industry 


@ DOUGLAS MAC ARTHUR, General of the Army and 
chairman of the board of Remington Rand Inc., offi- 
cially opened the 1952 National Business Show in 
Grand Central Palace, New York City, October 20. He 
presided in a tape-cutting ceremony. 

The general said, “It gives me great pleasure as well 
as a sense of real distinction to cut this ribbon today. 
It is symbolical of the magnificent advances which 
have been made in the current year in the industrial 
commercial field. Indeed, I believe the exhibits here 
measure the march of civilization itself as it goes on 
and on. I now declare open for your inspection the 
National Business Show of 1952.” 

From this moment when the exhibition hall doors 
were swung open, a record stream of 101,387 visitors 
poured in to see “progress unlimited” in the form of 
more than 200 exhibits of the industry’s latest products 
It was a vivid display of office machines, equipment 
and technique. 

Visitors came from Sweden, England, Italy, Denmark, 





Crowds View National Business Show Exhibits 
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. Douglas MacArthur (left), General 


“Mac” Opens Show .. 
of the Army and Chairman of the Board, Remington Rand, Inc., 
prepares to officially open the National Business Show. With him 
is Rudolph Lang, managing director of the Show. 


On the Opposite Page... 


1. Mr. & Mrs. Rudolph Lang, National Business Show 

2. Dwight R. Cocke and Edgar Jessup, Marchant Calculators, Inc. 

3. E. T. Hall, Roneo, Ltd., England; Sylvia Niemi and N. G. Arnheim, 
Addo Machine Co., Inc. 

4. Royal H. Eckert and William Wanish, Royal H. Eckert, Inc., Allen- 
— Pa.; L. Rudnick and W. H. Beckwith, Royal Typewriter 
o. 

. Joseph F. Yates, Jos. F. Yates, Inc., New Haven, Conn., and 

Richard J. Donnelly, Botwinik Bros., Inc., New Haven, Conn. 

6. Frank Gregor and A. L. Dunphy, Ditto, Inc. 

7. Dick Pomerantz and Ralph N. Graham, A. Pomerantz & Co., Phila 
delphia, Pa. 

8. Joseph Strauss and Ewald Mayer, Safeguard Corp 

9. Seated—-Bill Fink and Kirk Bassett, Hamilton Mfg. Corp.; Stand 
ing—Milton Stone, Milton Stone Assoc., New York, N. Y.; Larry 
Falb and Joseph Falb, Louis Falb Co.; Sam Newman and Phil 
Side, Milton Stone Assoc., New York, N. Y 

10. Eleanor Cahill and James P. Marino, American Dictating Machine 

Co., Inc. 

S. M. Babson and Kieth Chandor, The Bates Mfg. Co 

Samuel Stein and D. A. Harris, Hectographia Corp 

Bernie Geiger and Arnold Wolf, Tiffany Stand C Theodore 

Garfield, The Garfield Corp., New York, N. Y.; William Simpkins, 

Tiffany Stand Co.; Harold Garfield, The Garfield Corp. 

14. James Hackney, Remington Rand Inc. 

15. Sam Itkin, Ben Itkin and Abe Itkin, Itkin Brothers, Inc., New 
York, N. Y 

16. K. L. Saxon, guest; Al Metzger and Les T. Carr, Marchant Cal 
culators, Inc 

17. Adrian H. Pembroke Co., Salt Lake City, Utah; John A. Gilbert, 
OFFICE APPLIANCES. 

18. M. J. Moran, Irving O. Lasner and Frank Christie, all Goldsmith 
Bros., New York, N. Y. 

19. Charles H. Parker, All-Rite Pen, Inc.; Norman Karasick, Swift 
Business Machines Corp. 

20. H. C. Anderson, H. C. Anderson Mimeograph Corp., New York, 
N. Y.; Billie Eliot; Charles W. Lipman, George B. Graff Co 

21. John E. Fellowes and Folger Fellowes, Banker Box Cc 

22. George H. Hermann, Master Addresser Co 


Wn 


23. Larry Taylor and J. Arthur Russell, Friden Calculating Machine 
Co., Inc. 

24. Anne Joslin, quest; Mr. & Mrs. T. H. Wenstrom, Copy Right Mig 
Corp. 
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Aigner Index Co. 

Anderson, H. C., Mimeograph 
Corp 

Bankers Box Co. 

Bruning, Charles, Co., Inc. 
Cincinnati Time Recorder Co 
Computyper 

Cummins Business Machines 
Edison, Thomas A., Inc. 
Elliott Addressing Machine Co 
Executone, Inc. 





Ferris Business Equip., Inc. 


Fidelatone Co. 

Friden Calc. Mach. Co 
Goodyear Ptg. & Staty. 
Hamilton Mfg. Corp. 
Hygienic Phone Service 


Marchant Calculators, Inc. 


Monroe Calc. Mach. Co. 
Mosler Safe Co. 
O’Brien Sales Corp. 


Olivetti Corp. 

Pres-To-Line Corp. 
Robotyper Corp. 

Royal Typewriter Co., Inc. 
Schedule-A-Date Calendar Co. 
Simplex Time Recorder Co. 
SoundScriber Corp 

Tiffany Stand Co. 

Times Facsimile Corp 
ViStrecord, Inc. 
Webster-Chicago Corp. 
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Australia and many other far-off places—as well as 
South American countries, Canada, and all parts of 
the United States. Included were U. S. government 
representatives of foreign nations. 

The theme of this year’s show was “Invest in Amer- 
ica,” dedicated to the American free enterprise system 
and how it has contributed to the nation’s greatness. 
Industrial firms know that the modern business office 
is the springboard of their production. Without the 
tools of the office machine and equipment industry, 
very little if y progress could be made. Therefore, 
the exposition was a graphic demonstration of how all 
industry is served by one industry. 

The concentration of makers and users of office 
machines and equipment under one roof, during a 
week-long exhibition, impressed all industry with the 
progress made in developing newer and more efficient 
working tools to speed and control the flow of the 
country’s productive enterprises. 


More Than 200 Exhibitors 

The show was open daily from 1 p.m. to 10 p.m. except 
the last day when it closed at 6 p.m. Exhibits were laid 
out with spacious aisles to facilitate the progress of 
large crowds, giving visual evidence of the executive 
ability of Rudolf Lang, managing director, and his 
assistants 

More than 200 exhibitors displayed and demonstrated 
the newest office equipment designed not only for 
mechanical speed and efficiency, but also from the 
standpoint of eye-appeal. 

This year’s show featured a variety of high speed and 
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electronic devices which increase human output and 
efficiency in the modern office. Equipment was also 
shown which reduces fatigue, eye-strain, and increases 
the earning potential of the office worker. Aside from 
the display of products, exhibitors had on hand hun- 
dreds of highly skilled technicians to answer visitors’ 
questions, and offer suggestions and ideas for stream- 
lining office procedure to effect savings in time, money 
and materials. 


Films Are Displayed 

Among the feature attractions of the show was a 
specially constructed motion picture theatre where 
exhibitors showed films demonstrating techniques, 
training and the proper application and use of the 
products on display. Showings were at stated intervals 
each day throughout the week, enabling business ex- 
ecutives to see how the newest developments could 
contribute to furthering the efficiency of their offices. 

Visitors were attracted to the SoundScriber Corpo- 
ration exhibition where economy was stressed by the 
utilization of the well-known Scotch sense of thrift. 
A large plaid background had animated black Scotty 
dogs—“Mac Sound” and “Mac Scriber”—one using a 
microphone and the other a typewriter. 

In line with the theme of the exhibit, Jock White, 
American representative of the United Scottish Clans, 
and a member of the Color Guard of the Royal High- 
land Regiment, learned that the SoundScriber Corpo- 
ration would be an exhibitor. Mr. White asked and 
received permission to dictate a six-minute “talking 
letter” free of charge. He figured it would cost him 
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$20.00 to telephone his family in Scotland, but he 
could send the SoundScriber disc (which can be played 
back by any 3314 record player) by mail for only five 
cents. 

This meant a saving of $19.95 which appealed to the 
alert Highland Scot. Mr. White brought four young 
girls with him to the exhibit to take advantage of the 
same opportunity. 

At the Remington Rand Inc. section, a first public 
showing was held of the new electronic sorter which 
sorts alphabetically and numerically with equal ease 
at a speed of 800 cards a minute, and the high-speed 
calculator, which compares, interfiles, collates and 
segregates the two sets of punched cards simultan- 
eously in both feeding magazines at a speed of 250 
cards a minute for each magazine. 


Tapes Flashed on Screen 

Co-feature of this exhibit was a series of demonstra- 
tions by blindfolded operators on the use of the 98 
printing calculator and adding machine. On comple- 
tion, tapes were flashed on a screen enabling viewers 
to see how the tape provides proof of every step of the 
computation. 

The Mosler Safe Company exhibited, for the first 
time, its new, automatic, electrically operated, rotary 
card file. It is a robot-like device featuring finger-tip 
push button control which enables the file clerk to 
select electrically any one of thousands of cards in less 
than three seconds. 

The automatic file is divided into 16 sections each 
controlled by one of 16 clearly identified push-buttons 
mounted on a panel board. When a button is pushed 
the file revolves and automatically stops with the de- 
sired section in front of the operator. 

Also shown were the new snoop-proof safes con- 
taining the new unit called the “Counter-spy Dial” 
designed by Ramond Loewy. The dial, raised in posi- 
tion, for more comfort and better shielding while 
dialing, has the numbers on the edge instead of the 
front. 

Diebold, Inc., introduced a new portable microfilm 
camera for the first time, at the show. Designed to 
bring microfilming advantages to large and small busi- 
ness usage, it is ideally suited for department operation 
where portability is desirable. Weighing only 20 pounds, 
the camera does successfully the same microfilming 
job as is done by larger and heavier machines. It is 
said to photograph copy up to 11 inches wide by any 
length, and is completely motorized. A companion 
reader machine weighing 19 pounds was also shown. 


Show New Royal Machine 

At the Royal Typewriter Company exhibit, the new 
Royal Standard Typewriter was shown. Among the 
numerous new and exclusive features were an im- 
proved “Magic” margin for easier margin setting, the 
“Magic” tabulator which allows the secretary to oper- 
ate tab with either finger or palm without moving her 
hands from the guide-key positions; new carriage con- 
trol which lets the secretary suit the carriage tension 
to her needs by just a turn of the knob; and extra 
“personalized” key—a 43rd key with choice of three 
combinations of five characters. 

A new time-saver top with touch control within easy 
reach was shown, fitted with press button and top 
lifts, providing instant accessibility to spools for rib- 
bon changing. 

Facit, Inc., conducted a speed contest for business 
executives. The award was a round trip to Sweden for 
the business person who operated the Facit calculator 
most speedily. 

Following a demonstration lesson in the use of the 
machine, each contestant received a routine problem 
in business accounting involving the functions of ad- 
dition, subtraction, multiplication and division. On the 
flight to Sweden and return the winner will fly via 
Scandinavian Air Lines “Royal Viking” with short 
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stopovers at Glasgow, Scotland; Copenhagen, Den- 
mark; and Oslo, Norway. While in Sweden, the winner 
will be the guest of Aktiebolaget Atvidabergs Industrier 
Stockholm, parent firm of Facit, Inc. 


Visitors at the Facit exhibit were Count Sigvard 
Bernadotte of Sweden and Signo Hasso, Swedish film 
star. The winner of the award was announced on Sat- 
urday, October 25 as Miss Eileen Dixon, Mutual Life 
Insurance Company, New York, N. Y. The runner-up 
was Mrs. Sandra Schwartz, Purepack Corporation, New 
York, N. Y., who received a Facit calculator. 


Shown publicly for the first time at the Thomas A. 
Edison, Inc., exhibit was the new V. P. Edison Voice- 
writer. A compact, light-weight dictating and tran- 
scribing machine, it can be carried with ease under 
the arm or in a brief case and yet stand heavy duty 
office use. Weighing only 12 pounds complete, the 
book-shaped V. P. Edison Voicewriter has been thinned 
down to less than 2% inches and uses Vinylite “dia- 
mond discs’ which have a capacity of 30 minutes of 
dictation. 

Friden Calculating Machine Company demonstrated 
the new Friden fully automatic square root calculator 
which extracts the square root of any number by the 
touch of a single key. Also shown was the new Grand 
Total calculator and complete line of calculating 
machines. 


Demonstrate Process 

Addo Machine Company demonstrated its Roneo- 
Tronic process by which detailed photographs are re- 
produced electronically and depicted faithfully on the 
Roneo 500 and portable Roneo 150 stencil duplicators. 


A photo of General Douglas MacArthur making his 
opening address was taken at 1 p.m. By 1:15 p.m., The 
Roneo-Tronic stencil was being automatically cut in 
a photoelectrically-controlled machine, and by 1:30 
p.M., thousands of copies were being run off on a reg- 
ular Roneo mimeograph machine, effectively demon- 
strating the speed of the Roneo-Tronic process. 


At the Cummins business machine exhibit, a contest 





Typewriter Distributors, 
Inc., Miami, 


l. Irving R. Ritchie and Norine Gresham, 
New York, N. Y.; Chas. S. Meyers, Chas S. Meyers 
Fia.; H. C. Toussaint, Central Duplicator & Typewriter Co., Camden, 
N 


New York, N. Y.; Edward 
F. Dooley and J. H. Behr, Jr., Wilson Jones Co. 


™ * 
2. Louis F. Caracci, The Nor-Wood Co., Inc. 


3. Chas. Meyers and J. George Aigner, Aigner Index Co.; Milton 
Hirschbaum, Star Looseleaf Co., Inc., New York, N. Y 
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shuckle at the economy of making a “voice 
undScriber machine to mail to friends in 
Scotland. The group visited the National Business Show to 


Scottish Clans 
letter” on the 


take advantage of the opportunity to make a recording. 
From left in White, her father Jock White, Elsie Slacke, 
Christina Peat and Fidelis Slacke. 


was held regarding the number of checks in a con- 
tainer. The two contestants winning each day were 
awarded a Cummins Electric tool kit. The contest was 
held in conjunction with the demonstration of the new 
272 high speed check signer and endorsing machine 
with the new automatic feed. 

Many other new products too numerous to mention 
were shown—air conditioners, intercom equipment, 
jogging machines, mail sealers, envelope openers, paper 
punches, time recorders, collaters, water coolers, calen- 
dars, glue pens, lamps, pocket size calculators, office 


furniture, and even a bilge pump! 
For a smooth operation and skillful promotion that 
brought in a record crowd of visitors, credit goes to 


Rudolf Lang, managing director, Office Executives 
Association of New York Inc., and his committee. To 
the manufacturers who made the show a success, the 
industry is grateful. To the official photographer, 
Spencer-Dunbar Studio, we express our thanks for 
supplying the booth pictures reproduced with this 
report 


DESCRIPTION OF EXHIBITS 


Following are brief references to individual displays, 
as well as the names of those in charge or in at- 
tendance 


Abbeon Supply smaica 32, N. Y.—Exhibited here was the Abbeor 
fie ent for se r Hices Demonstrations of 
Acme Visible Re ds, Inc., Crozet, Va.—The exhibit inciuded representa 
f f ble record devices, featuring the new 

repr tion of directories, price 

jeneral sales manager; W. T. Slattery 

Ww >, Cassady were in charge 

Addo Machine n New York 19, N. Y exhibit here was the 
4 ; é n both hand and electric models, with 

" pacity 8/8 ¢t 0 aiso hand-operated 

T mplete ‘ f Roneo stencil du 

hand and elect models. Roneo-Tror 
ally. This process for 

1s tone photographs 
attendance w Seorge Agrell, Miss 

: n hand was Dr. Richard Lant 

Machine and E. T. Hall of Roneo Ltd 

Aigner Index C New York 13, N. Y.—Demonstrated at this exhibit was 
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the Target Punch Reinforcer. This device applies a reinforcing tape around 
the punched holes of a loose leaf form in the same operation as the 
punching process. Also on display was the general line of AICO index- 
ng supplies. J. George Aigner was in charge. 

Alden Products Co., Brockton 64, Mass.—Alden Selective Facsimile Scanner 
for instant communication between offices was on display. Visitors were 
shown how documents can be delivered simultaneously to several distant 
points without the errors of transposition, retyping, or writing. Particular 
interest was shown in the Four Foot Facsimile-Copy model that enlarged 
newspapers and other publications to 10 times normal size. Wm. Alden 
supervised the exhibit. 

Allen Communications, Inc., New York 23, N. Y.—Flexifone intercom. 
munication systems; DuKane tape recorders and voice paging systems; 
Telecom private telephone systems, and Magnetic secretary dictation ma- 
chine were all on exhibit here. The booth was under the supervision of 
Allen Jacobs, Seymour Knauer, Herb Jaffe, Fred Lapham, Bill Charlip, 
Esterh Strauss and Lester Atlas. 

American Automatic Typewriter Co., Chicago 22, Iil.—The new Triple- 
Typist, three unit tandem typewriter was shown for the first time. Also 
the Mode! 5060 Auto-typist offering push-button selection of 100 paragraphs, 
with its new increased record capacity and automatic reroll switch. Other 
models on display included the 20 paragraph selector, Model 5030, the 
etter selector, Model 5216, the standard Auto-typist, Model 5020, and the 
new small space saver Auto-typist, Model 5100. Auto-typists on display 
perated both electric and manual typewriters. One of the company's 
arge typewriter testers similar to those supplied to 1BM and other manu- 
facturers was also on display. In attendance were Otto Schulz, President, 
from the main office in Chicago, William M. Schulz, vice-president, in 
charge of New York branch, and Alfred Stanford-Fox, New York sales- 
manager. 

American Dictating Machine Co., Inc., New York 16, N. Y.—Peter Poggi 
and James P. Marino were in charge of this display of Rex Recorder 
jJictating machines. The public was permitted to test and learn the op- 
eration of this new Revolutionery Magnetic dictating machine. Demonstra- 
tions were conducted by their various distributors. 

American Photocopy Equipment Co., Chicago (4, IIl.—Demonstrations 
of the Apeco Auto-Stat dry photocopy process were given at thie booth. A 
new installation incorporating a fully automatic, fully electric, continuous 
copier and the continuous Auto-Stat was also on view. H. G. Miller was 
n charge of the booth, assisted by a staff of Apeco representatives. 

American Tape Printer Co., New York, N. Y.—On display was an un- 
ssual device for printing or coding gummed tape. This device, called the 
Tape-Printer, can be added to any standard automatic tape dispenser. It 
prints the tape as it dispenses with ink that dries instantly and does not 
mear when applied to the package. Demonstrating the machine were 
Herman Wolf and Samuel Wolf. 

Amplicall Intercommunication Systems, Brooklyn 17, N. Y.—Demonstrated 
here were electronic communication systems for office and institutional ap- 
plications. Amplicall systems and the Ericsson interior telephone systems 
were exhibited. 

H. C. Anderson Mimeograph Corp., New York 13, N. Y.—Demonstrations 
f A. B. Dick models of mimeograph machines were given, while a line of 
supplies for A. B. Dick offset and spirit duplicating machines was on dis- 
play. Also exhibited at this booth were products of the General Binding 
Corp., Mim-E-O Stencil Files Co., The Staplex Co., and Thomas Mechanical 

llator Corp. Harry C. Anderson, president, was in charge of the exhibit. 

Atias Stencil Files Co., Cleveland 6, Ohio.—Atlas ASF vertical filing cab- 
nets, hangers and indexes for offset plates and stencils were on display 
together with Atlas C Jumbo model for records up to 2! inches in width. 
In attendance were W. E. Tabb, Jr., K. J. Tabb, and Mrs. K. Wallace. 

Bankers Box Co., Chicago 5, Iil.—Liberty record storage boxes, prefabri- 
ated wood shelving: storage binders; copyholder and string binders; also 
Staxonsteel transfer files were displayed. Folger Fellowes, sales manager, 
and John E. Fellowes, production manager, were in charge. 

The Bates Mfg. Co., New York 7, N. Y.—On exhibit was a full line of 
Bates products including numbering machines, staplers, eyeleters, list find- 

stamp pads, punches, perforators and various supplies for these devices. 
Stanley M. Babson was in charge assisted by Messrs. Smolin, Linn, Koenig, 
Ned Williams, Chandor and O'Neill, and other company personnel. 

Billen Engineering & Sales Co., New York |, N. Y.—AI! types of air con- 
jitioning units were shown, also General Electric floor model and Fedders 
window model room air conditioners were on display. Leonard Kaufman 
snd William Eisenberg were in charge. 

Bircher Co., Inc., Rochester 4, N. Y.—This company showed its complete 
ne of Lightning letter openers and letter sealers. in charge of the booth 
was R. R. Reed. 

Brenner Desk Co., Newark, N. J.—Three mode! offices featuring a wide 
variety of brand office furniture were exhibited here. Receiving prominent 
jisplay were Corry-Jamestown desks, tables, and files; Sturgis posture 
hairs; Jasper Office Furniture desks, Emeco chairs, and Herring-Hall-Marvin 
safe equipment. Attracting considerable attention was an imposing $7,000 
jesk containing every conceivable type of convenience for the office execu- 
tive. Joseph Brenner and his sales staff were on hand to greet visitors. Also 
present.was Ralph Larsen, sales manager of Corry-Jamestown Co. 

Charles Bruning Co., Inc., Teterboro, N. J.—Demonstrations showing a wide 
variety of uses of the Copyflex Model 14 and larger Model 93 was given 
here. This machine copies and size office forms from large accounting work 
heets to an invoice or small memo. in attendance were Forbes Roseth, 
Howard Havekost, Harry Gilmour, Lawrence Lind, Kenneth Brown, John D. 
Hawkins, Ronald Van Orden, Joseph Watson, Gilbert Pollett, Gregory Mc- 
Ninney, Frank Waters, Leo Tantillo, Joseph Killian and E. G. Davison. 

Care, Inc., New York, N. Y.—Literature concerning the CARE service was 
listributed at this booth. Robert Bennett of the New York CARE office 
was on hand to answer questions 
Cincinnati Time Recorder Co., New York 16, N. Y.—A complete line of 
payroll and attendance time recorders, cost and job time clocks, time 
stamps, signaling systems and time card racks were on display. In attend- 
snce were Carl Gieringer, president; James J. Ridless and R. M. Wood, 
New York and Newark, N. J., distributors. 


(Turn to Page 190, please) 
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NFERENCE EXECUTIVE DESK 
THREE-UNIT COPY TYPIST + sutr ndne-shi 
p poner Viteaeiiis Typewriter Company Carlton-Surrey, Inc., 
merican Automatic Typewriter A SW. ids. Mich. 
614 N. Carpenter St., Chicago 22, Ill. 11 Commerce Ave., S , Grand Rapids, Mic 


; ; : This mahogany or walnut desk is made in an “Lt” shape whid 
This unit consists of three typewriters mounted on a special 


will accommodate six persons at a time. The design is registered 


desk containing electrical-pneumatic mechanism. The key- wth the ©. & Wateet Giles. The tan, uhidh: bs cemeae wt 
board of the master sypowrner operanse = bank of prin convenience in moving the desk, is covered in leather in a choice 
set under it. As each key is ae - vey artes - of of colors. Cantilever drawers eliminate the use of hardware 
— epatortne “ge pn Pseety oe ia . “pulls,” and concealed telephone compartment under the desk 
bel gonr™ ae — th rin ora oe & " oo _ pry " top may be on the right or left hand side. Width of desk top 
ro “deve” Tle ciciieniiet eaten . lie A ps nrevtlno is 34 inches; overall depth, 66 inches; overall length, 98 inches 
. d height, 30 inches. The desk is the Whitehall conferenc 

the same information on different forms simultaneously. The rece. No 1009 ° —_ 
machine will handle any form, letterhead or envelope, the i 
margins on each machine being adjusted independently of 
the others. For individual typing, either or both “slaves’’ 
may be switched off. 

SPIRIT CARD DUPLICATOR 

Hart Manufacturing Company, 


2400 Endicott St., St. Paul 4, Minn. iad 


For use in printing postcards, tags, and labels, this new spirit R 
duplicator, employing neither ink, type, nor stencils, produces 
work in five colors with one operation. It is equipped with an 
automatic feed, front-stop regulation control, roller-moistening 
process and positive master clamp. The machine, which comes 
complete with supply kit, prints on paper size 2% x 414 inches 
to 4 x 6 inches. Top-printed master units, ruled for easy loca- 
tion, are available. Shipping weight of the duplicator is 10 
pounds, list price, $29.95 


sexvessutet 


Ut oe Pema 


PHONE-MASTER eee yoo - == a 
Rockway Products Company oe ogo oo 
8219 Almira Ave., Ss 
Cleveland 2, Ohio. 


The Phone-Master is a portable 
telephone stand which helps 
solve the problem of lack of desk 
space. The telephone clamps to 
the stand, made of heavy gauge 
steel rod with rubber feet, to be 
come easily portable. The stand 
is 20 inches high and may be 
placed beside a chair for handy 
dialing. The square shelf holds 
a telephone book. The stand is 
available in smokey black, hun- 
ter green, Persian red and ivory. 
Retail price is $4.95 _ 
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We are never too busy at our business of shipping 


distinguished carbon papers and typewriter ribbons to the trade, 


to pause at this season and thank you all for your 


splendid cooperation. A very prosperous 1953, gentlemen! 


J fA 
PANAMA-BEAVER 


Vitbboad” ahi 
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VISOMATIC ADDING MACHINE 

R. C. Allen Business Machines, Inc., 
678 Front Ave., N.W., 

Grand Rapids, Mich. 


Model 715, the electric Visomatic adding ma- 
chine, offers several features which are said to 
add ease in use. The automatic clear signal 
prints along side the first item entered in the 
machine, while automatic totals, sub-totals and 
spacing of tape helps to increase speed of oper- 
ation. There is an “even-odd” keytop formation, 
with the odd numbered keys made more concave 
then even numbered keys. Direct subtraction, 
with subracted items printed in red, and visible 
dials are also incorporated in the machine, 
which is said to have a hair-trigger action. It is 
finished in a soft green. The machine is avail- 
able in 10, nine, eight and seven-column models. 





CARBON PAPER PAC 
Carbon Paper Pac Company, 
210 S. Clinton St., Chicago 6, Ill. 





Said to eliminate loose carbon problems of 
rolling, creasing, wrinkling, soiled copie 
and so forth, this system of Pacs provides 
carbon paper packets with from one to nine 
carbons. These are used with a special 
loading board to facilitate the insertion of 
duplicate sheets. Pacs are loaded in ad. 
vance. Tests, claims the manufacturer, in. 
dicate that the paper in this system can be 
FLEXIBLE COLORED LEAD used from 40 to 50 times with perfect re 
Koh-I-Noor Pencil Co., Inc. 
Bloomsbury, N. J. 


A line of colored pencils 
said to combine strength with 
good marking qualities, has 
been produced by this com- 
pany. A newly developed 
plastic binder is claimed to 
impart pliable strength so 
that the leads will stand up 
under pressure like firm 
graphite leads and yet will 
deposit colors like soft cray- 
ons. The Flexicolor No. 1800 
colored pencils are made in 
24 colors, hexagon, with 
multi-cored end tip and pen- 
cil polished to match the 
color of the lead. They are 
also said to sharpen easily 


sults. 














SIGN-X CORRESPONDENCE ORGANIZER 
Arch K. Ansty Company, 
171 Second St., San Francisco 5, Calif. 
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PRESS KLEEN 
Mittag & Volger, Inc., 
Park Ridge, N. J. 


The latest addition to the complete 
M. & V. line of carbon papers, inked 
ribbons and associated products is 
Press Kleen for cleaning office machine 
type. Consisting of a soft plastic 
material mounted in a rubber handle, 
Press Kleen is gently pressed against 
the type face and is claimed to imme- 
diately produce sparkling clean type. 
it may be used indefinitely and retails 
at $.50. 


Use of the Sign-X correspondence system is soit 
to save time, help prevent errors and to increas 
neatness. Each paper requiring a signature | 
placed in a page by itself, facing a permanet 
blotter. Enclosures, envelope, carbon copies ant 
reference material accompany it. The one-ind 
apertures assure that no item anywhere in the 
book will be overlooked. After papers have bee 
signed and outgoing mail removed, the Sign 
book may be routed to the file clerk. Paper clip 
are dispensed with. The heavy duty cover come 
in a variety of colors with a plastic spiral biné 
ing. Ten pages of permanent blotting paper at 
provided. 
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FOR BIG BUSINESS 








lems of " 

rovide COLORSPEED KEYBOARD! 

to nine ——_—————— ' 

special g-EJECT! 

‘in of insTANT TA $107:5° 


rer, if 
can be 


~~ Smith-Corona 


ADDING MACHINE 


rmitting Fair Trade laws 
Tax extra on adding machine 





L C SMITH & CORONA TYPEWRITERS INC g 
191 ALMOND STREET, SYRACUSE 1 N. Y. € 


Please send me further information about ® 
your Adding Machine and Cashier and ad 
the location of a near-by place where I 1 
can see and try these machines. s 
' 
i 


SMITH-CORONA 
CASHIER 


Signed 





CLIP THIS TO YOUR BUSINESS LETTERHEAD 8 
Sa 22 Ge ee eee eee 














...one example of how we help 
build your sales, boost your profits 


® Actually this one example, this advertisement—is duplicated millions 


a: of times in the magazines. Through many different types of magazines this 
ad and others like it are reaching into many different types of business— 
nee where adding machines are wanted, and needed. 
ae They’re telling millions of business men that here is a low-cost, pre- 
rs cision-performing machine that will be extremely useful to them. And this 
“a advertising is on just one Smith-Corona product. All Smith-Corona adver- 
a tising is doing a job for you, right in your selling area—getting over the 
an name Smith-Corona—to make your selling job easier—to keep your profits 


coming along! L C Smith & Corona Typewriters Inc 
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N E Ww Continued 


SUPER-RITER TYPEWRITER 


Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Incorporating changes in design, refine- 
ments in operating techniques and de- 
velopment of new features, this typewriter 
is said to have been tailored to the needs 
of the user based on tests. The machine 
is said to have an unusually fast key re- 
turn, the key action having been designed 
to eliminate possibility of collision of keys 
in flight. A simplified margin and a posi- 
tioning scale are also incorporated. Fold- 
a-matic construction allows the machine 
to be opened by removing a few screws 
and folding back the assembly part. 





COPY HOLDER 
Select-A-Line Company, 
6523 Euclid Ave., Cleveland 3, Ohio 


Model No. 8 Select-A-Line copyholder is instantly ad 
justable to accommodate any spacing ranging from 
fine newspaper print to six standard typewriter lines 
The holder is loaded in the same manner as the type 
writer and is rolled through by a touch on the acti 
vating bar. Each line of material is visible down to 
the last half-inch of the paper. Features incorporated 
in this holder are a paper back-up plate adjustable to 
raise or lower the angle of the copy; reversible roller 
knobs and adjustable paper bail to prevent copy from 
falling forward. The copyholder incorporates alumi 
num and steel construction with gray crackle finish and 
rubber non-skid feet. It is available to accommodate 
paper nine, 12, 15 or 18 inches wide. Larger widths 
can be furnished. A vibration-free stand and foot 


pedal control are available 





CHAIR BASE 

Sturgis Posture Chair Company, 

Sturgis, Mich. 

A chair base which cannot rust or deteriorate because 
of age or moisture, and which is said not to discolor, 
has been introduced. It is made of molded fiber glass 
in a single, solid, seamless unit. All that is necessary 
to keep it looking like new, it is said, is to wipe it 
) a with a cloth and clear polish. The base is also claimed 
F to have great resistance to being dented, disfigured 
or deformed. Heavy loads will flex it slightly, but 


wl 
———___— : upon removal of the load, will return to its original 
mi i position. A chair equipped with this new base is said 
to be self leveling because of the flexing quality of 


the base. The base is being offered as an optional 
feature on eight of the company’s chairs which for- 
merly came only with steel or aluminum bases. 


CARD BANK REMOVER 
Vu-Fax Corporation, 
90 Gold St., New York 38, N. Y. 


With only three movable parts, which may 
be operated simultaneously with one hand, 
this vertical visible file is said to overcome 
the problem of removing one or more banks 
of cards from a file and keeping them in 
order. Starting from the top of the panel 
these parts consist of a hinged flap extend- 
ing the length of the panel. Fixed to the 
inside of this flap is a strip of sponge 
rubber which extends the full length. At 
the bottom of the panel is another hinged 








CHRISTMAS CARD LIST 
William Exline, Inc., 
1270 Ontario St., Cleveland 13, Ohio 


This leatherette-covered booklet in which 
to record Christmas cards sent and received 
is available in Cordovan brown with red 
plastic binding. It is imprinted with gold 
letters and a stylized Christmas tree. Pages 
are printed in green. Each of the 15 leaves 
has space for 36 names and addresses. The 
booklet measures 82 x 5% inches. 
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flap with ridges simulating the spacer rods 
in the file. The third part is a rod, at the 
top, extending the length of the panel 
which is affixed by two strips of metal at- 
tached to the lower sides by means of slot- 
ted hinges. The purpose of this rod is to 
form a stand for the bank, or banks, of 
cards so that they may be manipulated in 
any way whatever. At top, cards are being 
removed from the file; at bottom, they are 
out of the file, in operating position. 
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~->e FOR HARDWARE MUTUAL* 


larger staff more comfortable, efficient in “outgrown” office | 


TECHNIPLAN Pays 25% Annually in Saved Rentals 


TECHNIPLAN ENABLED an expanding Branch Office of *Hardware Mutual 
Insurance ( pany of Minnesota to escape these costly measures—leasing 
additional office space and operating on two floors. 


THE LOCAL G/W DEALER showed how 


steel Techniplan would accommodate 
additional personnel and equipment 
within the present space with in- 
creased employee comfort and effi- 
ciency, and pay for itself in four years 
through savings in rent alone! 


PHONE OR WRITE vour local G/W Dealer 


today. Hi gladly demonstrate these 
and other Techniplan advantages. 
You ll find him listed 


under “Office Equipment” 


PRIVATE OR SEMI-PRIVATE 
work areas easily, quickly 
provided with Techniplan’s 
modular partition units. 


in the classified phone 
directory. 


WRITE TODAY to Globe-Wernicke, 
Dept. 13-OA, for this complete, 
informative Techniplan Catalog. 
Helps you plan your office more 
efficiently. 








Engineering Specialists in 
Office Equipment, Systems 5 
and Visible Records Cincinnati 12, Ohio 
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YOU CAN SELL THIS 
CONVINCING 25% SAVING! 


The advertisement on this page 
describes how Hardware Mutual 
Insurance Co. of Minnesota avoided 
additional office rental expense for 
an expanding staff; it is just one of 
a growing number of Techniplan 
success stories. These case-histories 
are convincing evidence that every 
G/W Dealer can use in selling the 
efficiency and space-saving advan- 
tages of Techniplan. In every city 
and town there are companies faced 
with expansion problems similar to 
those faced by this branch office of 
Hardware Mutual—companies that 
present alert G/W Dealers with a 
bonanza in sales potentials. 


G/W advertising appearing in 
Business Week, Newsweek, For- 
tune and other business papers 
is helping to discover these 
companies with “growing 
pains’ —exposing them to the 
convincing Techniplan story. 
The high reader response these 
G/W ads are receiving indicates 
a powerful customer-interest 
in Techniplan—a fast-develop- 
ing interest that means more 
sales opportunities, larger sales 
for you—but, only if you con- 
vert this customer-interest to 
action. 


Tie-in your local promotional activ- 
ities with this Techniplan adver- 
tising—get your Techniplan units 
into your window where customers 
can see them—use your local news- 
papers to tell your customers that 
this modern efficiency-increasing, 
space-saving Techniplan equipment 
is available—through you! 






Cordially, 


Vice-President- 
Sales 
Globe-Wernicke 











CHAIN STORE FIGUREMATIC 
Marchant Calculators, Inc. 
Oakland, Calif. 


This model of the Figurematic has been modified for 
use in chain stores. It has an operating speed of 1,000 
dial counts per minute, with a one-hand control area 
It offers positive, negative and accumulative multi- 
plication or division, and answers may be added to 
or subtracted from previous amounts. Division is auto- 
matic and the upper dial clears automatically prior to 
division. Operation is said to be speeded by a new 
clear-return key which clears upper and middle dials 
by a single touch and returns the carriage to the posi- 
tion pre-selected by a new dial selector. The machine 
is also available with a special positive lock which 
protects accumulated totals on dials. Total inventory 
valve is available simultaneously with the count of the 
last item. The model is also available with a 12-volt 
motor, at additional cost for direct battery operation 
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SECURITY MAIL BAGS 
Can-Pro Corporation, 
19-23 E. McWilliams St., 
Fond du Lac, Wis. 


These two new styles are now avail- 
able. One is a deluxe all-leather 
bag, finished with russet strap 
leather top and bottom cuffs and 
body of chrome-tanned, elk finish 
cowhide. Sizes are 14x18 inches; 
16x20 inches; 18x24 inches, and 
20 x 30 inches. The second bag is 
made of heavy duty canvas with top 
and bottom cuffs similar to the other 
style. The canvas is water repellent. 
This bag comes in the same sizes, 
with the addition of a 24x37 inch 
size. 


WALNUT SWIVEL CHAIR 
Murphy-Miller, Inc., 
Owensboro, Ky. 


Designed for executive use in solid wal 
nut, this posture chair is equipped with 
Seng’s Synchro-tilt mechanism, rubberized 
hair padding in the back and foam rub 
ber in the seat. There is a choice of 
hard or soft two-inch ball bearing casters, 
while plastic scuff plates are provided 
Specifications are: width between arms, 
19% inches; sitting depth, 18% inches; 
width of seat at front, 21 inches. The seat 
height, height of back and tension of the 
back are all adjustable. Available uphol- 
stery includes a wide range of colors in 
Naugahyde and Oxford glaze leather. 
The chair comes in walnut or mahogany 
finish. 
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FILE CADDY 
Amberg File & Index Company, 
Kankakee, III. 


In a new version of the File Caddy, folders 
are suspended over, rather than stacked into 


the file. It will hold 25 folders, allowing 
them to swing along freely. The file itself 
moves on casters. A new addition is the 


cover which slides over the top and covers 
the file when not in use. This may be locked. 
Available in legal or letter size, it is finished 
in Hammerloid gray. 





RED 


WHEN iTS TIME 
TO RELOAD 





STAPLES 
Bates Manufacturing Company, 
Orange, N. J. 


END-ICATOR 


The last 12 staples in each of these strips are 
red so that the user may see at a glance when 
it is time to put a new strip of staples in the 
machine. Made to fit all standard staplers, the 
End-icator staples cost no more than the reg- 
ular style. 


December, 1952 











SOLD 
EXCLUSIVELY 
THROUGH 
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CONQUEROR SPIRIT DUPLICATOR 

The Heyer Corporation, 

1852 S. Kostner Ave., Chicago 23, Ill. 

The new Conqueror spirit duplicator is designed to produce copies at speeds up 
to 150 per minute. Its manufacturer asserts that the duplicator has eight fea- 
tures never before combined in any machine in its price class. They are listed 
as: 1. Visible fluid supply when filling and operating. An exclusive Heyer tank 
supplies metered quantities of fluid to the main wick which applies it to the 
moistening roller and, in turn, to the paper. Secondary distribution wick 
assures even moistening. 2. Adjustable pressure control assures maximum runs. 
3. Master clamp, calibrated for easy centering of any size paper, assures easy 
attachment of master to cylinder. 4. Raise-and-lower control with range of six 
inches allows operator to center copy on paper instantly. 5. Three-figure reset 
counter, properly located, is standard equipment. 6. Perfect registration is 
assured by the new “dead roller’ design—-paper is fed while moistening roller 
is stopped. Moistening roller is then activated for perfect registration. 7. Large 





capacity rotary feed is ample for extended runs. 8. Compact, modern design 
is completely engineered by Heyer and styled by Jean Reinecke. 


ROYALTY-PAID DAY-GLO PAPERS 
Dennison Mfg. Co., 
Framingham, Mass. 


Small unit packages of gummed and un- 
gummed Day-Glo papers in full or quarter- 
size sheets, on which the royalty has been 
prepaid by the firm, are now available. 
The papers may be used without restriction 
for experimental, educational design or lay- 
out purposes. No. 2305 is an assorted color 
package of gummed sheets, 10 x 12'2, in a 
die-cut display envelope. It contains two 
sheets each of the five Day-Glo colors. No. 
305 is a similar package of ungummed 
papers, measuring 9'2 x 12'% inches. Pack- 
ages of 25 sheets of either gummed or un- 
gummed papers have also been added to 
the line. Sheet size of the gummed paper 
is 20 x 25 inches, the ungummed product, 
19 x 25 inches. 





REGNA 1953 CASH REGISTER 
Paul Borresen, 
Rm. 1814, 175 Fifth Ave., N. Y. 10, N.Y. 


Now being introduced to this country, the 
Regna 1953 cash register is built in Bergen, 
Norway, by Jorgen S. Lien. It features a 
ticket printing device, the feed of which is 
adjustable to various widths. It also has a 
clear keyboard system and a modern, 
streamlined appearance. 





MECHANICS’ CASE 
Allied Brief Case Co., 
186 Fifth Ave., New York, N. Y 


Especially designed for use by business machine, type- 
writer and other mechanics, this case features bag 
space for carrying tools and drawer space for carrying 
spare parts. Made of heavy gauge top grain cowhide, 
two styles are offered. No. T-10 has a steel frame 
which snaps open to a stationary position. It has 
metal studs to help prevent scuffing, solid brass snap 
locks and two solid leather handles sewn and riveted 
to the case. Measuring 15 x 9 x 5 inches, it comes 
with either two or three trays. Cost of two-tray model 
is $22.00, of the three-tray model, $25.00. The alter- 
nate style, No. 314, features a full length outside 
pocket and a heavy-duty leather handle riveted to the 
case. It measures 15 x 15 x 5 inches. With two trays 
it is listed at $24.50; with three trays, $27.00 


“B” LABEL RECORD SAFE 
Mosler Safe Co., 
Hamilton, Ohio. 


This new B label safe features the Counter- 
Spy dial and a detachable skirt which may 
be removed for cleaning and moving. The 
safe also has a panel board on which both 
the dial and safe handles are mounted. 
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NYLO-GLIDE TRANSFER FILE 


Record Files, Inc., 
Wooster, Ohio 


Made in 35 standard sizes, and 2,000 special sizes, this 
transfer file case employs nylon bearings that ride in a 
track mounted on the inside of the file case. It is claimed 
that no matter how heavy the load, the drawer remains 





HOLLYWOOD REFRIGERATED FURNITURE 


easy to operate. The nylon bearings, besides requiring Springer Industries, Inc., 
neither lubrication nor maintenance, are said to be almost 31-28 Q Bivd.. L Island City 1.N. Y 
noiseless. The file is self-interlocking, easily stacked, dust ‘ See erin, SONG OY 548% F 
proof and fire-resistant. The Hollywood model has been added to this com- 


pany’s 1953 line of Penguin refrigerated furniture. 
Available in mahogany, walnut and limed oak (Soft-, 
tone), this model is 42 inches high, 42 inches wide 
and 18 inches deep. It has 2% cubic feet of refrig- 
erated storage space, Fiberglas insulated. The serving 
section top, in matching wood-grained Formica, is 
5.25 cubic feet. A new functional feature is the 
cocktail serving table which nests underneath the 
cabinet. This measures 27 x 17% inches and has 
wood-grained Formica top to match the Formica on 
the serving top. Like other models in the line, the 
refrigerated compartment has a wide-range tempera- 
ture cold control and two aluminum ice cube trays. 
Installation involves only plugging in to an ordinary 
outlet. 


EXECUTIVE POSTURE CHAIR 


Gregson Manufacturing Company, 
Liberty, N. C. 


The recently-introduced executive posture 
chair is available in combination top 
grain leather and Gros Point or Nauga- 
hyde and Gros Point. Finishes are wal- 
nut, mahogany, light oak or Softone oak. 
The seat is constructed from foam 
rubber and has spring edges. Seng 
Syncro-tilt mechanism is employed for 
firm posture support. According to the 
manufacturer this new Gregson executive 
posture model is a roomy, well-made 
chair retailing at an unusually low price. 





FILING GUIDES 


Grand Filing Supply Company, 
Grand Haven, Mich. 


Illustrated here are two pressboard 
sets of daily and monthly filing 
guides and a double top manila 
alphabetical file folder. Filing guides 
are Nos. 931-P and 1231-P; the file 
folder is No. D-1225. These items 
9 are featured under the trade names 
~ of Grand and Macey. 








sawn any 





LONG-WRITER BALL PEN 


American Pencil Company, 
Hoboken, N. J. 


Made in three transparent colors and clear 
plastic, this new ball pen contains a visible 
five-inch supply of non-smear permanent 
ink. It is equipped with a Hold-Fast pocket 
clip and slip-on cap. Designated No. 11-A, 
it is offered in a full-view acetate counter 
merchandiser, which holds one-third gross 
of pens. The pen sells for $0.29. 
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SLIDES EASILY—Entire NO GUMMED TAPES—Ali COVER ATTACHED—Ex- ONLY ONE FASTENER— 
surface of top and bottom joints are metal stitched at tends clear across. No Holds cover down tightly. 
y is smooth and undivided. the factory—can't come obstructing flaps to hold Located on the side—ovut 
yi Easy to slide filled cases on apart. No clips or tools bock while filling case or of the way for firm stack- 
K or off stacks. ore ever needed. referring to contents. ing. Quickly tied or untied. 
TRUNK TYPE— METAL STITCHED 
: 
This popular case meets all demands for service- | 
ability and convenience at an economical price. 
An important feature of The 
Victory Case is the exclusive Unique construction features give it more than 
i i ich one P 
Gene ineort wate ample durability. It’s neat appearing and can be 
gives added reinforcement to 
the ends and bottom where set up for use in less than a minute without the use 
ordinary cases fail. It slips a a 
Gilly tate place during oo- of tools or gummed tape. Made in sizes for every 
sembly. record storage requirement. 
. 
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SUPER 


WIZARD 


STEEL FRONT TRANSFER STORAGE CASE 


A thoroughly tested combination of all the desirable 
features wanted in a transfer case are found in the Super 
Wizard. The shell has an attractive stippled gray surface 
which matches the gray baked enamel finish on the steel 
drawer front. Assembly is quick and easy — no tools or 
tape are needed. Available in four popular sizes. 














WiiZARD 


PULL-OUT-DRAWER 
TRANSFER STORAGE CASE 
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Lasting endurance is built into this dependable é 

} AA) case. Both the outside shell and the drawer are a 
Ee made of strong corrugated fibre board. Four flaps d 
bai 


turned in along the front edges strengthen the 





i 
: Steel supports made espe- shell and hold it in alignment. A special panel ; 
\) cially for Wizard Cases per- and fastener give added strength to the back. ? 
fy smit stacking for heavy duty. : 4 
%i Locking pins hold them in Drawers operate freely. They are metal stitched , 
Ay = Tigid alignment. and double thick along the sides and at both ends. r 
Ae Made in Letter, Legal, Invoice and Check sizes. ‘ 
: PRE Can be set up in a jiffy. ee 
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Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OKLAHOMA CITY 1 FORT WORTH 1 HOUSTON 2 
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FIG. 2 shows the all-round 
steel wire after being treated 
by the ACE PROCESS. This 
gives maximum strength on the 
outer edge where it is needed 


FIG. 1 shows a cross-section of 
an ALL-ROUND steel wire. 
ACE uses only premium preci- 
sion-made, accurately drawn- 
to-size steei wire. 




















ACE PILOT ACE STANDARD ACE cer 
You Can Sell ACE Stapling Equipment With Confidence 
pling Equip ce 
A satisfied customer is the swre result of every ACE Stapler you sell. For in addition to a machine, 
you've sold a never-failing stapling service! .. . a quick, efficient, economical way to fasten papers. 
The secret of ACE popularity, through more than twenty years, is the absolute watch-like precision 
with which every machine is made. Each one is hand inspected and tested before shipment. And each 
model is correctly designed for the job it’s built to do. You, like thousands of successful dealers, will 
build a larger and more profitable business by placing your confidence in ACE . . . the top quality line. 
SOLD THROUGH DEALERS EX Cts §¥ Baw 
‘ ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «© CHICAGO 
WM =EOIN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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CONTOUR CHAIR 
U. S. Chaircraft Mfg. Corporation, 
225 Belleville Ave., Bloomfield, N. J. 


This lightweight lounging chair, con- 
structed of aluminum, is styled for 
indoor or outdoor use. It automat- 
ically shifts from sitting to reclining 
position by shifting the body weight. 
It is available in a variety of colors 
and patterns, including tweed, plastic 
or Saran plastic. 
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SWIVEL ARM CHAIR 
Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


This swivel arm chair has recently been 
added to the company’s line. The steel 
frame is finished in baked enamel, while 
the base is die cast satin aluminum, 
with chrome plate scuffs. The spring 
cushion seat is upholstered in Clare- 
mont or Naugahyde fabrics in a variety 
of colors, while the chair is adjustable 
by hand to fit individual requirements. 
Metallic gray, green or brown are avail- 
able finishes. 
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GLASS FRONT BOOKCASES 
The Home-O-Nize Company, 
Muscatine, lowa 


Sliding doors of thick glass are a feature of this 
bookcase, which is designed to be placed end to end 
if desired, but not stacked. Construction is steel with 
bonderized baked enamel in green or gray. The unit 
illustrated, the 30-B, measures 1154 x 30 x 341% inches 
and is available with or without the glass doors. 
Another unit in the series is 16 inches deep with 
other dimensions the same as above. Also in the 
same series is a duplicator cabinet of similar design 
with leaf tray and opaque sliding doors. 





FLUID TYPE DUPLICATOR 
Rex-O-Graph, Inc., 
7836 W. Hicks St., Milwaukee 14, Wis. 


Several new features are said to have 
been incorporated into the firm's recently 
announced fluid type duplicators. All elec- 
tric models have an improved three-digit 
reset counter that permits counts up to 
999. An automatic switch (cutout) has also 
been incorporated in combination with the 
on-off switch, which is said to cut off the 
machine automatically if there is a pos- 
sibilty of the paper jamming. A special 
gear reduction unit, an integral part of 
the motor unit, simplifies operation and 
minimizes necessity of service. All-electric 
models “RE” and “RES” have a single 
lever to start and stop the machine and 
to open the master clamp to receive a 
new master. When this is moved to the 
extreme right the drum automatically stops 
in discharge position, the master is ejected 
onto a receiving tray and the master guide 
is in position to receive the new master. 
The Model “RE” is shown. 
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STEEL STORAGE FILES 
Equipto Div., Aurora Equipment Co., 
Aurora, Ill. 


These storage files are designed to make 
maximum use of available space for stor- 
ing old records, which may go directly from 
current files onto these shelves. Label 
holders permit easy location. Units are 
equipped with front bases and finished in 
olive green baked-on enamel. They measure 
3x7 feet or 3x10 feet, with a large choice 
of depths. Shelves adjust vertically on 1% 
inch centers to accommodate various file 
sizes. Any unit may be removed without 
moving adjacent units. The assembly is 
flexible and may be added to as neces 
sary. Minimum aisle space needed is 24 
inches. 
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says CHARLES A. STOTT 
Charles G. Stott & Co., Inc. 
Washington, D. C. 














‘The Columbia line is the most complete line we 
know of and Columbia Sales Cooperation and sales 
instruction are the best and most effective we re- 
ceive from any manufacturer.” 


“We are certainly getting our share of the ribbon 
and carbon business.” 

“Our inventory turnover of Columbia Ribbons 
and Carbons is about four times.” 


“‘We have always found Columbia service very 
good.” 





prorit with COC 


The Columbia Sales Cooperation plan 











You can have real profits from ribbon and carbon 
sales—the Columbia way! A few retail areas 
open—write today! 





CoLuMBIA RiBBoN & CARBON Mra. Co., INc. 
1023 Herb Hill Road, Glen Cove, L. IL., New York 
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FILING 
SUPPLIES 


In this highly competitive field, 
every GUSSCO dealer knows he 
need never fear direct competi- 
tion from the factory because 
The GUSSCO Line is sold 
through dealers only. And every 
GUSSCO dealer also knows the 
GUSSCO Line is made right and 
priced right so he can meet all 
competition and still make a fair 
profit. This is a sales and profit 
combination you will find hard 
to beat... . The GUSSCO Line 
is comprehensive in scope per- 
mitting you to fill most of your 
customers’ needs direct from 
stock items. And if you need spe- 
cials, you will like our service, 
too. Check over your stock and 
place your order, today. 


¢ I3 SIZES 
¢ 3 STYLES 


aga STEEL FRONT 
rans le TRANSFER FILES 
Hundreds of your customers are going to wrap their trans- 
ferred records into bundles and toss them into vaults or 
storage rooms where they can be found only after tedious, 
time-consuming search. They will, unless you show them 
the modern, economical way to store their semi-active and 
inactive records in TRANSFILE Files where they can 
keep everything at their finger tips. 
Made of fibre board, TRANSFILE Files are so reinforced 
that all the weight of the drawer and contents is solidly 
supported on steel. Even when stacked ceiling high, the 
: | = lower drawer operates with the same ease as the top drawer. 
There is extra profit for you here for a reasonable selling 
effort. Be sure you have a good stock on hand. Check 
your stock and order, today. 





GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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- ‘Time! 


Increase Your Profits. 
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Guide-O-File 
WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, where infor- 
mation may be kept instantly available. 
The Slid-O-Matic top completely dis- 
appears at a slight push of the finger. 
It slides back into place with equal 
ease. Gray or green finish. Sturdy all 
steel construction. Mounted on rollers, 
the Guide-O-file can be moved about 
as required. 

The Guide-O-file is equipped with 25 
Guide-O-folders complete with adjust- 
able metal tabs and an assortment of 
inserts for tab headings. Guide-O-file is 
also available without the stand, 





Guide O fol 


THE HANGING FOLDER WITH ADJUSTABLE METAL TABS 


Just get your customers to try Guide-O-folders in any of 
their files and you have made a sale. So easy, accurate and 
quick is filing and finding with Guide-O-folders that their 
value is quickly recognized and the sale consummated. 


| Guide-O-folders fit right into every filing system. To make 
a conversion all you have to do is—1—Clear the file drawer 


> 


—2—Adjust the metal Guide-O-frame in the drawer—3— 





1953 


Put the adjustable metal tabs in their proper positions as 
you put the Guide-O-folders in the drawer AND you are 
ready to file and find. The Guide-O-folders slide along with 
finger tip ease, thus eliminating all the backbreaking, ex- 
asperating tugging of ordinary folders in file drawers. 


Make a real sales drive on Guide-O-folders this Transfer 
Time to increase your profits. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., 
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Guide-O-Tray 
STEEL DESK DRAWER UNIT 


Made to fit the lower deep, drawer of 
is 


all standard desks, Using t unit, the 
desk worker always has important and 
vital data at the finger tips—always in 
an upright position. Instantly available 
and instantly replaced. The unit con- 
sists of a metal tray and 25 Guide-O- 
folders complete with adjustable metal 
tabs and an assortment of inserts for 
tab headings 





GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 
LOS ANGELES 13, CAL 
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Ernest Frisell of Dependable Manufacturing Com- 
pany, Omaha, Nebr., dropped in at Orrice APPLIANCES’ 
headquarters October 16 for a friendly chat and to 
leave a check to renew his subscription. He showed an 
important improvement in the mechanism used in the 
adjustment in the height of chairs and stools which 
he manufactures. 


A. G. “Al” Collatz, salesman for the Riteform Division 
of Moore Business Forms, Inc., visited our headquarters 
briefly October 30. Al is a member of the Northwest 
Travelers Club and is well known in the area which 
that organization covers. Our impromptu discussion 
would have been interesting to dealers in the Seventh 
District for it entered into the subject of their growth 
and development. 





Mosler Equips New Federal Reserve Vaults 

The new Federal Reserve bank building in Jackson- 
ville, Fla., houses one of the world’s finest vault in- 
stallations, an expert in the field said recently. 

John Mosler, vice-president of the Mosler Safe Com- 
pany, said the structure contains three modern vaults, 
each protected by a 27-ton massive, precision tooled 
steel door. The vaults were installed earlier this year, 
and were inspected by Mosler at the official opening 
ceremony. 

The vault doors are thicker than the two famed 
Mosler doors which withstood the atomic blast at 
Hiroshima. 

Each combination lock on the Federal Reserve vaults 
is capable of 100 million changes. If a burglar spun a 
new combination every minute, night and day, it 
would take 186 years to exhaust the possibilities. 

Builders of Uncle Sam’s gold storage vaults at Ft. 
Knox, Ky., Mr. Mosler said that every modern safe- 
guard has been built into the new Jacksonville bank’s 
fire and burglary-resistive vaults. For security reasons, 
he would not go into further details. 


Victor Safe Appoints Al Spafford 

The Victor Safe & Equipment Company, Inc., re- 
cently announced the appointment of Al H. Spafford 
as district sales representative covering the states of 
Iowa, Missouri, Kansas and parts of Illinois and In- 
diana. 

Mr. Spafford was recently connected with the Asso- 
ciated Stationers Supply Company, Chicago. His eight 


Al H. Spafford 





successful years of working with dealers thoroughly 
equip him to assist them in their overall sales and 
merchandising problems. In addition, Mr. Spafford’s 
previous sales experience with Victor products, coupled 
with intensive training at the Victor home office, will 
enable him to be of greater service to the Victor 
accounts in his territory. 





Two Y and E District Managers Retire 

Yawman and Erbe Manufacturing Company an- 
nounced recently that in November two of their district 
managers would terminate 34 years of loyal service. 

Daniel Webster, Jr., district manager in Pennsyl- 
vania, retired November 1, 1952. He is succeeded by 
James T. Brophy. Mr. Brophy received his training as 
a correspondent in the agency-dealer division and 
more recently as a salesman in the Rochester branch. 
This has given him a broad background in both the 
wholesale and retail end of the business. 


Fred A. Willaimee, district manager in Central New 
York State, also retired for a well-deserved rest on 
November 15. He wiil be replaced by Wayne S. Stevens, 
who formerly served as head of the agency-dealer 
correspondence division. His experience in meeting the 
problems of the “Y and E” distributing organization 
will enable Mr. Stevens to give sales and service assist- 
ance to the agents and dealers in the Central New York 
State territory. His duties began on Monday, Novem- 
ber 17. 





Rock-A-File Display ... A ;ecent 
window display by the Schwabacher-Frey 
Co. in Los Angeles, Calif., featured the 
Rock-A-File wood modular furniture. This 
office equipment is manufactured by the 
Rockwell-Barnes Co. 
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‘The Challenge 


To keep ahead, rather than following the pack 

. to insist on higher and higher engineering 
and manufacturing standards, rather than to use 
current conditions as an excuse for lowering 
quality ... to refuse to compromise customer 
relationships for temporary gains that turn into 
future dissatisfactions . . . these are the things 
that have enabled A-S:E and A-S-E dealers to 
conquer formeg-otstacles . . . thafhaye kep 
A°S°E andAA°S-E dealers in the front of yhe 
parade. . this is the challenge which wifi be 
met jf keeping A°S-E-andA Healers ig their 
position of lea fship. 
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_—_——<—$—$ $4 
A-S-E Files are made in a size 
or style for every need — all | el 
the finest in their class. 














600 CLEVELAND AVENUE 
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A:‘S-E Storage, Combination, 
and Wardrobe Cabinets. A 
variety of sizes ond styles. 


The famous A-S-E Line of Desks 
and Tables is unexcelled for con- 
vertibility and flexibility. 
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ALL-STEEL EQUIPMENT INC. 
A LTS oc 


AURORA, ILLINOIS 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Loncashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, November 10 

The schoolboy’s dream came true on November 4 at 
the Kelvin Hall, Glasgow, when the Lord Provost 
opened the Business Efficiency Exhibition. The ma- 
chine which so intrigued schoolboys was a desk-model 
calculator which works out the square root of a number 
in a flash quite automatically. Small wonder that 
many small boys were to be seen “testing” the machine 
—no doubt striving to obtain the answer to one or two 
mathematical problems! 

Another machine, an electronic “brain,” is capable 
of performing multiplication computation at ultra high 
speed, automatically checking each calculation before 
punching a card. The “brain” senses two factors— 
multiplier and multiplicand—punched in a card, multi- 
plies them, automatically checks the answer, and sets 
it down on a card all within half a second 


Attachment Provides Economy 

A tremendous economy for firms using punched card 
accounting equipment was an attachment which en- 
ables 1,000 eight-inch forms of up to six lines each to 
be completed with the use of only 36 inches of carbon 
paper—a saving of over 200 yards on normal single-ply 
one-time carbon methods. 

The Exhibiton was one of the biggest of its kind 
ever staged. It was organized by the £40 million-a-year 
office equipment industry’s national body, the Office 
Appliance & Business Equipment Trades Association. 

Other fascinating innovations included a robot bank 
clerk which counts bank notes at 50,000 an hour; a 
portable duplicator with a non-spillable fluid container 
and a fluid control which eliminates pumps, wicks and 
valves; and a method of reproducing braille, the writ- 
ten language of the blind, on an ordinary standard 
duplicator. (This was referred to in a recent issue of 
OFFICE APPLIANCES) . 

Business, we understand, is going on “as usual” in 
the land of the Mau-Mau—the British Colony of 
Kenya—where subversive elements are trying to stir 
up trouble in the same way it has been stirred up in 
other parts of the world. Malaya is an example, so far 
as the British Commonwealth is concerned. 

But David Sandilands, sales director of Kalamazoo, 
Ltd., the office systems specialists, of Northfield, Birm- 
ingham, left England by Comet Aircraft on Friday, 
October 24, on a 15,000 mile business trip which in- 
cludes a stay in Kenya, land of the Mau-Mau terrorists 


Has No Fear of Risks 

Mr. Sandilands is a believer in “business as usual” 
and before he left the United Kingdom he told me that 
he had not really thought of the risks the trip might 
hold. He knew the time was ripe for his company to 
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expand its export market in Kenya, so he had de- 
cided to go there. 

This was Mr. Sandilands’ third trip to Africa since 
the war. He is a skilled linguist and during the 24 
years he has been with Kalamazoo, Ltd., he has visited 
34 of the 49 countries to which the firm sends its 
products. 

* . * 

There is always opportunity for enterprise in this 
world. And the picture shows an example of it. When 
the Manchester Branch of the Incorporated Sales 
Managers Association held its annual dinner and dance 
at the historic Lyme Hall, Disley, Cheshire (the Hall 
dates back to the 12th century) a representative of 
the Gestetner Company went along and organized the 
ballot results for various competitions during the eve- 
ning. But at the same time he managed to interest 
more than a few sales managers in his machine. 





Bulletins by Gestetner at Manchester Fete 


- 

The picture shows (left to right) C. W. Perraton, 
(Addressograph-Multigraph), A. E. Kellie (northern 
manager, Remington Rand), and J. R. Howard (Gestet- 
ner Company, Ltd.), after Mr. Howard has produced 
the latest “bulletin” of the ballot results. 


- ° 7 


Exports of office machinery in the first seven months 
of the current year exceeded those of the whole of 1950, 
the Office Appliance & Business Equipment Trades 
Association announces. 

Total shipments between January and July 31, 
amounted to £6,080,597 compared with £5,968,451, in the 
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e COMPLETE OUTFIT 

ll — 

if | — @ Current tax rates favor small corporations. 


Because of this and other reasons, more individ- 
ual and partnership businesses are organizing 
into corporations. Large corporations also are 
forming small corporations for certain of their 
branches or activities. 


These have created new demands for Minute 
Books, required both for records and to meet 


Government regulations. 
For 
Corporations 
of Moderate Size 







@ Line presents a complete selection of loose 








leaf books in choice of bindings ranging from 


i. Tee ee | 






A complete outfit with forms, outlines and suggestions 
for corporate procedure and maintenance of records 
on each of the following subjects: 





the finest of Red Russia Cowhide to inexpensive 
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bindings of imitation leather. 







- Subscription List Stock Payment 
' Organization Meeting Transfer Record © 

Directors Meeting Stockholders Ledger $ 

By Law Dividend Record Now is the time to profit from these lines. Their dis- 
1, Directors Minutes Index to Ledger : , ; 
n Stockholders Minutes play in windows and on counters will promote sales. 
d 
WILSON JONES Co. 
0 
1s See Catalog No. 149 209 Ss laa a - 1-18), ee 122 f 23ro0 ST 






Pages 355 to 360 
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12 months two years ago. Of the 1952 total to-date, were also exported during the same period—an in. 

Australia took £863,807 worth—£220,000 less than dur- crease of £440,000. 

ing the same period last year—but the U. S. A. in- All sections of the industry expanded their exports 

creased imports from £337,400 to £842,046. The second greatest increase after that of safes ang 
These two countries were Britain’s best overseas cus- cabinets was made by the accounting machinery see. 

tomers. tion, shipments of whose products rose from £1,568,897 
In addition, £1,266,601 of steel safes and cabinets Turn to page 209, please 
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Some Scenes from the British Efficiency Exposition (Story appeared Last Month) 


8. I. D. Driver demonstrates the Vetro suspension filing. 
continuous roll feed with label attachment is demonstrate 
Higson appears in the picture. 
Gordon Smith, Imperial Typewriter C Ltd., shows the new tyP 


J. Swanwick, Addressograph division, Addressograph-Multigraph of ribbon 


- The Roneo “Policy” duplicator 
National Cash Register Co., Ltd.'s new development. 10. The 
Milners Safe Co., Ltd.; C. M. Ward (seated), sales manager of at the Addressall stand. A. J 


Leeds, and T. Sandercoe, London security manager 


Ltd., demonstrates the roll feed attachment l L. Co n (Abbott Bros.) demonstrates the new type chair 

L. F. W. Bowen and R. P. H. Aston of Constructors, Ltd., discus l The Gestetner poster graphic icts the Braille duplicatio# 
the Soldex system. ] Demonstrating Remington Rand Remflex process 

The Kalamazoo stand included this new posting box 15. D. Matthews (seated) and S. M. Abbott at stand of D. Matthew 
Displaying the Ace electrically-operated 1pler & Son, Ltd 

A. D. Gibb describes the nev w Muldive automat 1lculating ma 16. The new Powers-Samas 40-characte 

chine. 
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"Is There Much Absenteeism in Your Office? 


orts 
and 
sec- 
3 807 : : : . : 
oa f pssis ep oe from the office ings, will decrease absenteeism, in- 
accounts for a great loss of pro- _— crease day-to-day productivity, make 
duction and costs money. An anal- employees comfortable and happy 
ysis of absenteeism in offices proves and add customer prestige. 
that a large percentage of it takes You have a minimum fixed expense 
place because employees do not of $30,000 per office employee in sal- 
; like their working tools and working ary, floor space and operating over- 
surroundings. head in any ten-year period. For only 
This is one condition where good 1 to 2% of this fixed expense per em- 
metal furniture, good lighting and ployee you can completely re-equip 
pleasant decorative surroundings can your office with the finest quality 
definitely increase productivity by modern metal business furniture plus 
reducing absenteeism. Day-to-day good lighting and attractive decora- 
productivity in an office is also great- tions. Such an investment will pay 
ly affected by employee morale. for itself in an amazingly short time. 
Happy and contented employees do Do you want an office which saves 
more and better work automatically. you money, which you and your em- 
Comfortable Goodform aluminum ployees can be proud of, and which 
chairs fitted to the individual, GF adds prestige in the minds of your 
600D metal business metal desks adapted to the job, and customers? Call your local GF dis- 
larait . Super-Filer, the mechanized file, are tributor or write us. The General 
arniture t$ @ good tools, which, when used with Fireproofing Company, Dept, X-12, 
GOOD investment good lighting and pleasant surround- Youngstown 1, Ohio. 





Sor = 


OGF Co. 1952 1902 1952 
FIFTY YEARS OF PROGRESS 


strate 


. GENERAL FIREPROOFING 


Foremost in Metal Business Furniture 


MODE-MAKER DESKS - GOODFORM ALUMINUM CHAIRS - METAL FILING EQUIPMENT ~- GF STEEL SHELVING 
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Victor Adding Honors Old Timers 

The Old Timers’ Club of the Victor Adding Machine 
Company of Chicago held its sixth annual banquet 
recently. The Old Timers are employes of the com- 
pany with 20 or more years of service. 

Three new members were announced, one of whom 
was Byron S. Lippman, manager of the St. Louis 
branch sales and service office. He is the first salesman 
to become a member of the club. 

Mr. Lippman started with Victor in Chicago as a 
salesman in 1932 and moved to St. Louis in 1946 to 
become branch manager. A. C. Buehler, Victor presi- 
dent, awarded Mr. Lippman the gold service pin set 
with a ruby. Mrs. Lippman, who was described as 
“the successful woman behind the successful man,” 
was presented a gold broach set with a ruby. Both 
received gold wrist watches to commemorate the event. 

Also honored at the banquet were five 25-year em- 
ployes, including Alvin F. Bakewell, vice-president and 
general sales manager. Mr. Bakewell started with 
Victor in 1927 as an export correspondent. He received 
a gold service pin set with a diamond and Mrs. Bake- 
well, “another successful woman behind a successful 
man,” received a set of sterling silverware and cig- 
arette lighter. 


as 





Dealers Attend Mosler Training Session 
Twenty-two office equipment dealers from 15 states 
and Canada were awarded certificates certifying them 
as record and cash protection specialists at the 23rd 
product education conference just completed by the 
Mosler Safe company. 
The intensive three-day training program was held 








in Hamilton, Ohio. The dealers, some of whom came 
from states as far away as California, Texas, and 
Florida, were personally greeted by president Edwin H. 
Mosler, Jr., who actively participated in the action- 
packed training program. 

Motion pictures, round-table discussions, and inspec- 
tion tours of Mosler’s plant, conducted by foremen 
specialists, were highlights of the three-day meeting. 
The round-table discussions were guided by some of 
the nation’s leading authorities on safe manufacturing 
and safe merchandising. 

The dealer training program is under the supervision 
of Joseph M. Ashley, assistant manager of Mosler’s 
nationwide dealers, which also includes a series of 
regional sales schools sponsored by the 104-year-old 
safe manufacturer for its dealers throughout the 
United States. 





Office Supply Exporters Name Officers 


The American Office Supply Exporters Association in 
annual meeting on October 15, elected the following 
to the board of directors: 

Alfred Berk, Aetna Safe Company; Benjamin Curtis, 
Jr., C. Howard Hunt Pen Company; H. D. Erickson, 
Joseph Dixon Crucible Company, and Ross C. Fowler, 
Waterman Pen Company. 

At a subsequent meeting the board organized by 
re-electing as officers: President, Henry Williams, R. A. 
Stewart Company; vice-president, H. Park Stewart, 
Eversharp, Inc.; treasurer, Frank Rivera, Boorum & 
Pease Company; secretary, David Manley, Modern Pub- 
lications, and acting secretary, Alan Freedman, Efectos 
de Escritorio. 





Mosler Safe Co. Dealers and Representatives Attend Conference in Hamilton, Ohio 


FIRST ROW—Robert Collins, Mayes Printing Co., Pensacola, Fla.; 
Ed Hergenrather, Hunting-Roberts Co., Los Angeles, Calif.; Ted De- 
Frees, DeFrees Office Equipment, Palo Alto, Calif.; Charles Hayns- 
worth, Jr., Ace Office Supply Co., Danville, Va.; Art. Fretwell, Hunting- 
Roberts Co., Portland, Ore.; Bill Herrington, Hunting-Roberts Co., San 
Francisco, Calif.; Lloyd W. Dawkins, Raleigh, N. C. 

SECOND ROW—Russ Bassett, Hunting-Roberts Co., Los Angeles, 
Calif.; Manfred Shaffer, The Mosler Safe Company, New York, N. Y.; 
Alfred Kellner and Adam Hager, The Mosler Safe Company, Chicago; 
David Tanner, The Mosler Safe Company, New York, N. Y.; Clyde 
Thomas, Lucas Brothers, Baltimore, Md. 

THIRD ROW—Joe Brush, The Mosler Safe Company, New York, 
N. Y.; Howard Newman, H. & E. Engineering Co., Washington Court- 
house, Ohio; Ed Henning, The Mosler Safe Company, New York, N. Y.; 


Elmer Walker, Associated Stationers, Marshall, Tex.; Edward Poyn- 
ter, Transylvania Printing Co., Lexington, Ky.; Alonza Woods, Sum- 
merville’s Ohio Office Equipment Co., Akron, Ohio. 
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FOURTH ROW-—Landon Kohler, Capital Typewriter Co., Little Rock 
Ark.; John Barcik, The Mosler Safe Company, Hamilton, Ohio; Daniel 
Dennis, Martinsville Office Supply, Martinsville, Va.; Bill Seeger, 
Decker’s, Inc., Lafayette, Ind.; Ivan Rood, Bixby Office Supply \ 
Grand Rapids, Mich.; Jim Callender, Decker’s, Inc., Anderson, Ind. 


FIFTH ROW—John Morgan, Skinner & Kennedy Co., St. Louis, Mo. 
William Janes, Office Specialty Co., Newmarket, Ontario, Canada 
Cecil Roberts, The Mosler Safe Company, Chicago; Frank Thompson 
Nelson-Thomas Co., San Diego, Calif.; George DeGroat, Rocheste 
Stationery Co., Inc., Rochester, N. Y. 

STANDING—John Young, The Mosler Safe Co., Hamilton, Ohie 


Frank Calloway, The Mosler Safe Company, Kansas City, Mo.; Jo 
Ashley, The Mosler Safe Company, Hamilton, Ohio; E. H. Mosler, Jr. 
The Mosler Safe Company, New York, N. Y.; R. Childress, The Mosle 
Safe Company, Dallas, Tex.; Jack Voss and Jim Hershner, The Mosieé 
Safe Company, Hamilton, Ohio. 
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The ‘yellow pages’ of the telephone directory are ideal for  Umete. 
bringing in new customers. “woo | YOUR COMPANY NAME || VV 
The ‘yellow pages’ are the nation’s buying guide. Surveys prove = on venst-msaat 
= DESIRED 
that 9 out of 10 shoppers refer to them when they’re ready to buy. 
. J] 
Do they see your name, address, telephone number and selling story D ye oy 
° . ° <= 
Rock under the classifications for all the products and services you sell? Oe ae Sis 
ane | hed 
ege! 7 
a The Directory Representative will gladly help you plan an| cate oust 
= effective ‘yellow pages’ advertising as he has done for se = 
a many, many dealers. Why not call him today? | are Wee 
hie 
7 
— For Further Information Call Your Local Telephone Business Office 
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Exhibitors’ List at Toledo Business Show 
Exceeds 60; Good Response Is Reported 


The first annual Toledo Business Show proved a suc- 
cessful event in the Grand Ballroom of the Secor Hotel, 
Toledo, Ohio, October 14-17. The promoters of this 
event were Jack Senn, former sports editor of the 
Toledo Times, and G. G. Bancroft of the Toledo Office 
Equipment Company, both doing an outstanding job 
in securing displays from many of the leading office 
equipment manufacturers and suppliers 


The equipment on display represented the following 
manufacturers and suppliers, totaling more than 60: 


American Pencil Co 
Anesco, Inc. 

Arrow Lamp Co 

Art Metal Const. Co 

Art Steel Sales Co 
Berger Mfg. Co 
Bruning Co. 

Canteen Service, Toledo 
Clary Add. Mach. Agency 
Codo Mfg. Co. 

Colonial Carbon Co 
Durable Metal Prod. Co 
Duracote Corp. 

Ebco Corp. 

Ecko Tape 

Elliott Address. Mach. Co 
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Fedders-Quigan Corp 
General Fireproofing Co 
Gift Craft Leather Co 


(;oodremont Office Spec. Co 
roudy, V. J., Office, In« 
Gray Audograph 


Haskell Mfg. Co 
Imperial Desk Co 
Ken-Ro-Bil Corp 
Keystone Steel Equip. Co 
Lyons Metal Products 
Marble, B. L., Chair C« 
Marr Duplicator 

Metal Office Furn. Co 
Metalstand Co 

Meilink Steel Safe Co 
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Miller, Herman, Furn. Co Smith, L. C. Typew. Co 
Murphy Chair Co Stow & Davis Furn. Co 
Newton, Newell B. Co Teletalk Intercon 

Vhio Bell Telephone Co Toledo Edison Co 

Old Town Corp Toledo Office Equip. Co 
Owens Corning Fiberglas Corp.Toledo Sound Equip. Co. 
Perfect Rubber Co. Torrence Radio, Inc 
Polychrome Stencils Co Victor Visible Safe Co 
Remington Rand Inc. Victor Adding Mach. Co 
Royal Twp. Co Vocaline Co. of Amer 
Rex Rotary Distr. Corp Webster-Chicago Corp 
Selecto-O-Phone Webster Electric Co 
Security Microfilming Corp Wolber Duplicator Supply Co 
Smith Metal Arts Co. U.S. Twp. Mfg. Co 
Sweeney Sound, Inc York Air Conditioning 


Typical of comments by office managers and pur- 
chasing agents was “This is something Toledo has 
needed for a long time and we wish you continued 
success in the forthcoming years and extend our whole- 
hearted support.” 


Radio broadcasts and telecasts added to the show 
publicity. 

The total attendance, while unofficial, ran well over 
3,000 people for the four days. The highlight of the 
attendance was the number of purchasing agents, of- 
fice managers, and controllers interested in the smooth 
operation of their respective office. The interest showed 
by these gentlemen and orders placed gave credence 










TOLEDO BUSINESS SHOW 


American Pencil Co. 

Benington Bros., Inc. 

Canteen Service Co. 

Elliott Addressing Machine Co 

Gift Craft Leather Co. Want 
Metal Office Furniture Co. 
Remington Rand Inc. 
Stow & Davis Furniture Co 
Toledo Office Equip. Co. 
Toledo Sound Equip. Co. 
Torrence Radio, Inc. World 








=~SP enous un- 


~~ 


OFFICE APPLIANCES, December, 1952 OFS 





pote 


2% 


t 


¢. 











wed Mt Ont asale,/ 


Says MR. J. HAN’ Y MORGAN, President of Morgan's, Inc., outstanding Huntington, West Virginia dealer. 
nere thing we always do in a hurry when we geta prospect in front of a Mosler Safe. We point 


Mosler on the name plate. He 


*s looking at the world’s finest protective equipment. 
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"A”’ Label Safe designed by Raymond Loewy, he 


handsomest protection as well. Naturally, 


even easier 
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December, 


knows that name. 





3. Mosler helps train your salesmen 
in every phase of the selling job. 
Regular training schools are held at 
the factory and in the field. Just part of 
Mosler's effort to help dealers in every 


Company 


Since 1848 


bial 4 
= it 
| Mosler means profits | bas for / 
er a hundred ye I he world's = 
argest-selling line ri 1 of leader - 
hip helps a dealer w les easier. 
And easier sales n more sales . 2. Only Mosler has a powerful program 
nd prohts of consistent, well-aimed advertising— 
both local and national at means a 
lot to a dealer. It means more customers 
with lowered sales-resistance . .. already 
convinced 
Ms ‘ - 
@ possible way. 
iF IT'S MOSLER . . . IT'S SAFE 
Wo s largest t ler d bank vaults 


Respects it. It tells him 


4. Mosler backs you up with proved 


without another 


And if it’s the new Mosler 
> knows he’s looking at the world’s 
that makes our selling job 


gives us a bigger advantage than ever. 





romotional material mailing 
iterature, ad mats and window dis- 
plays . to help you sell effectively. 
And Mosler men call regularly, too, to 
help you with your sales probl lems. 


Mosler built the U. S. Gold Storage Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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to the previous statement that Toledo has needed this 
type of business show for years. 

Another highlight of the show was the fact that the 
booths were decorated and outlined with the new 
coated Fiberglas manufactured by the Duracote Manu- 
facturing Company of Ravenna, Ohio. It not only gave 
a sharp contrast to the various booths, but filled the 
ball room with a panorama of descriptive style and 
color. 

Plans are in the formative stage for a bigger and 
better Toledo Business Show in 1953. The majority of 
exhibitors at the show this year have already filed for 
space and a number of non-participants in the show 





Boost Toledo Show ... . Participating in a radio broadcast 
over Station WTOD, Toledo, Ohio, in the interests of the Toledo 
Business Show, are: Seated—Jack Senn, director of the show: 
Doug Tabner, Radio station WTOD; Standing—Ben Handwork, 
Canteen Service Co.; John Millar, Metal Office Furniture Co.; 
Floyd Zinkhon, American Pencil Co.; Ken Ward, business and 
commerce instructor, Macomber Vocational High School; G. G. 
Bancroft, Toledo Office Equipment Co. 


this year for one reason or another have asked to be 
included in 1953. 

The 1953 Show will again be held the week after 
NSOEA Show in Chicago where it will be convenient for 
manufacturers and exhibitors to move their exhibits 
from Chicago to Toledo for the Toledo Business Show 
and then on to New York City for the National Busi- 
ness Show. Mr. Senn, who is the originator and direc- 
tor of this show, has promised all exhibitors they will 
be assigned fair and equal distribution of space to 
present their products to the Toledo and surrounding 
area industries properly. 





New York OED Elects William Sproul 

Some 60 members and guests assembled to attend the 
first Fall meeting of the Office Equipment Dealers of 
New York on Tuesday evening, October 14, in the 
Baroque room of the Brass Rail Restaurant, New York, 
N. Y. President Ben Itkin, Itkin Brothers Inc., New 
York, N. Y., presided. 

President Itkin extended a hearty welcome and an- 
nounced that R. B. Booth, Leopold Desk Company, is 
seriously ill at his home, 14 Kilburn Rd., Garden City, 
Long Island, N. Y. He asked all present to sign a 
handsome get well card which will be sent to him. 

Bernard H. Nemlich, Regan Furniture Corporation, 
New York, N. Y., chairman of the NOFA—sponsored 
National Office Furniture Week program, displayed 
large and small window display posters and copies of 
advertisements to be used during that time as part of 
the NOFA advertising program. 

In connection with National Office Furniture Week, 
President Itkin announced a contest would be held 
with the co-operation of the National Secretaries Asso- 
ciation to select “Miss Most Decorative Office Worker” 
in each local NOFA chapter. These will be judged at 
NOFA executive offices in New York, after which a 
national contestant will be chosen. 

The chair then introduced NOFA Vice-President 
Jules Bachrach, Huntington Chair Corporation, who 
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congratulated the New York Chapter on the orderly | 
and business-like manner of conducting its meeting | 
He remarked that all members of NOFA are banded’ 
together to accomplish what cannot be done indi.’ 
vidually for the benefit of the industry. He lauded the 
progress of NOFA and the sincerity of its members in 
promoting unity and co-operation throughout the in- 
dustry. In conclusion he pointed out that NOFA has 
spared no effort in procuring excellent speakers for the 
coming NOFA convention and urged all dealers who 
possibly could to attend so that they might benefit by 
the elaborate program. 

NOFA Executive Director John R. Gray, in speakiag 
of the 1953 NOFA convention to be held April 26-29 in 
Cleveland Public Auditorium, Cleveland, Ohio, an- 
nounced that of the 168 booths available, 123 have 
already been taken and hotel reservations are coming 
in daily. He added that the present outlook indicates 
that the 1953 convention will surpass all previous con- 
ventions in both size and registration. 

The next order of business was the election of officers 
and the following slate was placed in nomination by 
the committee headed by Co-Chairman Jack Schwan- 
der, Desks Inc., New York, N. Y., and George B. Wray, 
manufacturers’ representative: 

President—William Sproul, Clark & Gibby Inc., New 
York, N. Y. 

First Vice-President—Dan Waldner, D. Waldner 
Company, Mineola, Long Island, N. Y. 

Second Vice-President—Charles S. Nathan, Charles 
S. Nathan Inc., New York, N. Y. 

Recording Secretary—Paul Dancker, Jr., Dancker & 
Sellew Inc., New York, N. Y. 

Activities Secretary—Seymour L. Nathan, Charles § 
Nathan Inc., New York, N. Y. 

Treasurer—James Glen, Manhattan Desk Company 
New York, N. Y. 

Executive Secretary—Mildred S. Zich. 

All were duly elected and the secretary was in- 
structed to cast one vote for the entire slate. 

Retiring President Ben Itkin declared it has been 
both an honor and a privilege to serve as president of 
OED for the past two years. He thanked his officers 
and committees for their splendid support during that 
time, and in presenting the gavel to his successor 
wished him the best of success. In conclusion he ex- 
pressed the hope that OED will continue to prosper in 
the future as it has in the past 

President-Elect William Sproul expressed his appre- 
ciation and thanks to members for the confidence 
shown in electing him to the office of president. With 
100% co-operation of active committees he visualized 
a bright future for the association and promised his 
best efforts. 





GLTC Plans Gala Christmas Party 
at Noon on Thursday, December 18 


Plans are going forward for the annual Christmas 
party of the Great Lakes Travelers Club which is to 
be held at noon Thursday, December 18, at the Elks 
Club, 3 N. Clark St., in Chicago. 

This event will have extra features in that it has 
been designed as Ed Napp Day and Don Sharpe Day té 
honor the retiring governor of District No. 6 NSOEA 
and the GLTC president under whose direction the 
club won the NSOEA trophy. 

As usual those attending will bring gifts for either 
a boy or girl and these donations will be presented 
to an orphanage or some other youth organization. 

A program of special entertainment has been worked 
out and ticket sales ($4.00 in advance and $4.50 at the 
door) are advancing under the direction of Chairmal 
Jim Lynch and Co-Chairman A. M. (Benny) Allen 
Ken Henderson is chairman of the testimonial part ol 
the affair. 

Plans are already crystalizing for the Sixth Distrie 
NSOEA regional convention and a number of GLTC 
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Installation by 
W.. B. Gregory & Son, Inc. 
Detroit, Mich. 


...business men specify STEEL AGE Desks 





Each time you make a STEEL AGE desk installation, there’s a 

great deal of satisfaction in knowing, in advance, that the buyer has made 
the best possible investment in office efficiency. This assurance 

of satisfaction—to you and to your customer—is one important reason 
why we have never compromised with quality. It’s the reason we engineer 
such construction refinements as ball bearing suspended box drawers 

in every STEEL AGE “3000” Line desk . . . and why finest materials and 
precision craftsmanship are almost a fetish with us at Corry-Jamestown. 
@ If you believe as we do that the only right way to serve your customer 
is to provide him with the finest product possible, then we invite you 

to inquire about the STEEL AGE family of Quality Steel Office Furniture. 





CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 
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members have met with Governor Ed Napp at Spring- 
field, Ill. 

On Wednesday, March 25, at 4:00 p.m., a special car 
will leave Chicago for Springfield via the Alton Route, 
arriving in Springfield at 7:56 pm. The group will go 
en masse from the station to the Leland Hotel, site of 
the convention, and join in a get-together party. The 
business sessions will be held Thursday and Friday 
and an entertainment program has been arranged for 
the ladies. At 6:21 p.m. on Friday the special car will 
leave for Chicago, arriving at 9:40 P.M. 

R. D. Perlman of All-Rite Pen Company has been 
accepted into Great Lakes Travelers Club membership. 





N. Y. Stationers Golf Association Again 


Names Kahn President After Outing 

The Stationers Golf Association of New York held 
its 36th annual meeting and final tournament of the 
1952 season on Tuesday, September 30, at the Hacken- 
sack Golf Club, Oradell, N. J. 

Warm, sunny weather which prevailed throughout 
the day attracted a goodly group of players who ar- 
rived early to take advantage of a perfect day for 
golf. Lunch was served early to permit some 60 mem- 
bers and guests to start teeing off by 12 o’clock noon 
in order to complete a full 18 holes in leisurely fashion 








isk 





Camera Glimpses at Stationers Golf Assn. of New York Season’s-End Tournament September 30 


1. Philip G. Tagley, Consolidated Loose Leaf Co.; James Ryan, Man- 
hattan Staty. Co., New York, N.Y.; Don Ahearn, guest; J. Somol, 
The Globe-Wernicke Co. 

2. Bernard Tripp, American Crayon Co.; Ralph Soulby, Eberhard 
Faber Pencil Co.; Harold Schneider, All State Staty. Co., New York, 
N.Y.; Arthur Rowse, Universal Pencil Co. (quest). 

3. Charles Truex, Max Dreyer and George Voss, all of American Color- 
type Co.; Dr. J. Greenbaum, guest 

4. G. Fred Griffith, Noesting Pin Ticket Co.; Nat Kremer, The Kremer 
Co., New York, N.¥.; William Popper, Popper & Popper; Cliff Farr, 
The Baker & Taylor Co., Hillside, N.J 

5. Walter Campbell, Rutgers University Book Store, New Brunswick, 
N.J.; Charles H. Kuehne, S. E. & M. Vernon, Inc.; K. D. Bleakly and 
R. W. Mueller, Esterbrook Pen Co. 

6. Walter Bennett, Variety Store Merchandiser; Leonard Messina; 
Bud Vallely, Baldwin Paper Co.; Al Binetti, quest 

7. Howard S. Sanders, Stationers & Publishers Board of Trade; R. J. 
Urmston, J. S. Staedtler, Inc.; Julius M. Kahn and Sam Kahn, David 
Kahn, Inc. 

8. Harry Weston, guest; Irving Meyers, Premium Supply Co.; Irvin M 
Levy, Art Steel Sales Co.; Joe Schlanger, West Shore Envelope Co 


before sundown and have time to spare for good fel- 
lowship before dinner. 

After a delicious roast beef dinner, Chairman Louis 
H. Tavernier extended a cordial welcome. He expressed 
the thanks of the group to Co-hosts R. A. Weisenborn, 
National Pencil Company, and Leonard Messina for 
a successful day’s outing, after which the usual reports 
were heard. 

Treasurer J. B. Kemp, Jr., Ever Ready Calendar 
Manufacturing Company, reported the treasury in good 
Shape. Secretary Howard S. Sanders, Stationers & 
Publishers Board of Trade, announced that Mathew 
Goodman is in Mt. Sinai Hospital undergoing treat- 
ment for a serious heart ailment and Ed G. Gehring, 
American Paper Goods Company, is recuperating at 
home from his recent operation. 

President Julius M. Kahn, David Kahn, Inc., ex- 
pressed his appreciation to all officers, members of 
committees and those who had contributed towards 
making his administration a successful one. Declaring 
that it has been a pleasure to serve as president of 
the association, he remarked that the success of the 
presidency is determined by the good and efficient 
work of its officers and committees and that he has 
been very fortunate in that respect. 

He reminded his listeners that the club was built 
on good fellowship and pointed out that the associa- 
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9. John Duncan and Philip Petitt, Time & Life Publications; Irving Or- 
ans, Alpha Office Supply Co., New York, N.Y.; Dave Stewart, Kud- 
ner Advt. Agency. 

10. R. S. Meyers, Binney & Smith Co.; Mike Gentile, A. I. Goldberg, 
New York, N.Y.; Mike Kreps, Greenville Mds. Co., Jersey City, N.J.; 
D. McAllister, Geyer Publications. 

1l. Don McCree, Lackawanna Leather Co.; Bernard H. Nemlock, Regan 
Furniture Co.; New York, N.Y.; David Fisch, David S. Fisch Co., 
New York, N.Y.; B. W. Cohen, guest. 

12. Louis H. Tavernier, tournament finance officer 

13. Fred Steinhilber, Geyer Publications; Fred Callahan, J. C. Blair 
Co.; Nat Drate, Rubins Corp 

14. Bob Mandel, Jayem Sales Co.; Martin Moldow, Martin Moldow As- 
sociates; Bob Benet, Robel Press, New York, N.Y.; L. Mandel, Jayem 
Sales Co. 

15. E. J. McDonough, E. J. McDonough & Co., Brooklyn, N.Y.; R. A. 
Weissenborn, National Pencil Co.; John B. Kemp, Jr., and Edward 
Kemp, Ever Ready Calendar Mfg. Co. 

16. C. Thomas, Wilson Jones Co. (guest); Joe Cohen, Alpha Office Sup- 
ply Co., New York, N.Y.; John Schneider, Beekman Paper Co.; Sol 
Warshaw Mfg. Co., Inc. 
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The “VICE-PRESIDENT” 
No. 226 


The most luxurious office chair 

ever presented to office equipment 
dealers. All welded construction. 

Only thick, comfortable foam rubber 


is used in making seats, backs 
and arms. Every Wells Chair is 


priced to beat competition! 


$7 0.00 ea. List 


slightly higher in zones 2 & 3 
above price in Elastic Naugahyde 


PREPAID TO DESTINATION 


in shipments of 100 Ibs. or more 








illustrated in Gros Point 
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IMAGE PLATE! 


It’s “‘all-aboard” for increased sales and greater net 
profits, when you stock and sell the new Sure-Rite 
Direct Image Plate. Customers like the Sure-Rite 
Direct Image Plate because it gives sharper, clearer, 
more easily read copy, has excellent dimensional sta- 
bility, they can easily make perfect corrections, and 
it gives them the results they want with the very first 
copy. Dealers like the new Sure-Rite Direct Image 
Plate because it’s fast selling, nationally advertised, 
unconditionally guaranteed and priced right. 






DEALERS —There are stil! a number of choice dealerships 
available to qualified retailers. Inquire today for full 
information. 





tion is going into its 37th year and still growing. He 
concluded with the hope that continued success would 
prevail for many years to come. 

The next order of business was the election of officers 
and awarding of trophies for the year’s competition. 

The officers were all re-elected to office by unani- 
mous vote. They are as follows: president, Julius M. 
Kahn, David Kahn, Inc.; vice-president, R. A. Weis- 
senborn, National Pencil Company, treasurer, J. B. 
Kemp, Jr., Ever Ready Calendar Manufacturing Com- 
pany; secretary, Howard S. Sanders, Stationers & 
Publishers Board of Trade. 

Winners of the season’s trophies were: Louis Taver- 
nier Cup to winner of Class A—Harold Schneider, All 
State Stationery Company, New York, N. Y.; Julius M. 
Kahn Cup to winner of Class B—Lawrence Mandel, 
Jayem Sales Company; R. A. Weissenborn cup to 
runner-up in Class A—Joseph Schlanger, West Shore 
Envelope Company; Harry Levy Memorial cup to 
runner-up Class B—Bernard D. Tripp, American 
Crayon Company; Herman Price trophy (greatest 
percentage of improvement) to Edward J. McDonough 
Jr., E. J. McDonough & Company, Brooklyn, N. Y. 

Winners of awards for the final tournament were: 

Class A—Walter Bennett, Variety Merchandiser pub- 
lications; Leonard Messina; Philip G. Tagley, Con- 
solidated Loose Leaf Company; Julius M. Kahn, David 
Kahn Inc.; John B. Kemp, Jr., Ever Ready Calendar 
Manufacturing Company. 

Class B—Nat Kremer, The Kremer Company, New 
York, N. Y.; Martin M. Moldow, Martin M. Moldow 
Associates; G. Fred Griffith, Noesting Pin Ticket Com- 
pany; Fred Callahan, J. C. Blair Company. 

Guest winners—Arthur Rowse, Universal Pencil 
Company; A. Binetti; Don H. McCree, Lackawanna 
Leather Company, and Harry Watson. Nearest to the 
pin—David S. Fisch, David S. Fisch & Company. 





Stationers of New York Elect Officers 


Milton Goldhair, Harmill Office Supply Company, is 
the new president of the Stationers Association of New 
York as it launches an association year to be climaxed 
with the dinner dance on Saturday, May 23, 1953. The 
Grand Ballroom of the Astor Hotel has been secured 
for this affair. 

Assisting President Goldhair are these officers: 

Vice-president—George Reichman, Mooney’s, Inc. 

Secretary—Mannie Klein, The Klein-Heimbinder 
Company. 

Treasurer—Irving Steinholz, Cantigny Printing & 
Stationery Corporation. 

Three-year directors—Clarence Judkoff, Cantigny 
Printing & Stationery Corporation; Sam Libien, Libien 
Press Inc., and Arthur Robinson, Simax Stationery 
Company. 

Two-year directors—Sam Rabinowitz, Sport Sta- 
tioners & Printers, Inc.; Bob Reichman, Mooney’s, Inc., 
and Dick Wahrman, R. E. Wahrman, Inc. 

One-year directors—Sam Kahn, Kahn Stationery & 


Printing Company; Milton Peretz, Almo Stationers & 
Printers, Inc., and Bob Polon, Robel Press. 

Among the new accomplishments of the association 
are these: 1. The hiring of a paid secretary to carry 
on the necessary detail work; 2. The renting of offi- 
cial headquarters at the Empire Hotel and meeting 
room at the Biltmore Hotel; 3. Establishment of a 
credit interchange information bureau; 4. Publication 
of a monthy bulletin; 5. Helping Region 13 winning 
the NSOEA cup for greatest membership percentage 
increase. 


A. B. Dick Ill Heads O.E.M.!. 
A. B. Dick III, president and treasurer of the A. B. 
Dick Company, was elected president of the Office 


Fi _ 


Equipment Manufacturers Institute at the group’s 37th 
annual meeting recently concluded in New York City. 











Parker Presentation ... At a breakfast honoring the board 
of governors of NSOEA, David H. Gullett, general sales manager 
of the Parker Pen Co., presented retiring president Grant Howard 
with an engraved solid gold Parker ‘’51"’ pen and pencil set. The 
action took place during the third day of the recent convention. 
More than 20 of the pen firm's officials feted the governors and 
their ladies. 





NOFA Conference ... Pictured is the 
group which attended the northern Ohio 
NOFA area conference September 22 at 
the Hotel Hollenden in Cleveland, Ohio. 
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Hail Protectall Contest .. . Checking on results of the 
Protectall Safe Co. contest at the recent NSOEA convention exhibit 
in Chicago are Albert L. Trayner, Jr., Protectall’s sales manager; 
James Scott, general manager, and Adrienne Falcon, Miss Chicago. 
The contest winner was Mrs. Homer Lay of Duke Stationery, 
Wichita, Kans., who received a $100 defense bond. 





OEA Hears Address by Harry Simmons 


Observing that “nothing in this country happens 
until someone makes a sale,” Harry Simmons, noted 
management consultant, on October 15 impressed upon 
members of the Office Executives Association of New 
York the need for greater “sales-mindedness” on all 
levels of a company’s organization. 

The former sales executive's talk, “Everyone a Sales- 
man,” was the featured address at the association’s 
dinner-meeting held in the Statler Hotel. 

People are selling all the time whether they realize 
it or not, Mr. Simmons said, adding that switchboard 
operators, receptionists, correspondents, secretaries, 
and others, by their day-to-day dealings with the pub- 
lic, may be as much responsible for gains or losses in 
their firm’s business as salesmen themselves in the 
field. 


He defined selling as “the ability to transpose needs 
into wants, wants into desires, and desires into sales.” 
Four factors make up every successful sale, he added: 
attraction, interest, conviction, and finally the selling 
operation itself. 

What must executives do to insure their success as 
behind-the-lines salesmen? According to Mr. Sim- 
mons, they must first be “good ‘all around’ salesmen” 
possessing a knowledge of proven sales techniques— 
how to contact clients, how to “warm ’em up,” and the 
like. They must be good advertising and sales promo- 
tion men, able to effectively utilize merchandising data 
and promotional material supplied by their home 
offices. They should be public relations men for their 
companies—an aspect of selling which the speaker 
termed “human relations, pure and simple.” Good 
salesmen, he continued, must be honest businessmen 
who respect “red ink and the value of the dollar,” and 
who realize how a padded “swindle sheet” hurts not 
only their firm, but ultimately themselves. Lastly, 
Mr. Simmons said, a good salesman must be “a con- 
tinuing student of modern business affairs.” 

The speaker concluded with the observation that 
American business has not nearly reached its sales 
“saturation point” as some pessimistic forecasters have 
predicted. He listed twelve fields of commercial en- 
deavor which he said have only begun to “scratch the 
surface” of their potentialities. Among these were 
atomic energy, plastics, and electronics. 


OEA, which is the New York Chapter of the National 
Office Management Association, held a discussion on 
“Placement of Personnel” Tuesday, October 28. The 
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first such meeting this year was titled “Advertising for 
Personnel.” This one considered: “What To Do With 
What You Get.” 

The association’s luncheon was held November 5 at 
the New York Masonic Club. Employees’ benefit pro- 
grams were discussed by N. E. Horelick, second vice- 
president of the group department of Equitable Life 
Insurance Company. 





Mohawk Valley Stationers to Meet December 3 


Announcement has been made by Regional Governor 
Vernon R. Evans that the Mohawk Valley Stationers 
will hold their annual party on December 3. All deal- 
ers, manufacturers and travelers of District No. 2 have 
been invited to this party. 

A regular monthly meeting of the group was held 
recently in the Hotel Prospect at Herkimer, N. Y., with 
Carl Kirby of Kirby Office Supply as host. Two visitors 
from Schenectady, Charles McKernan and Harold 
Kastensmith, were in attendance to get information 
regarding organization of a local association in the 
capitol district. 

Governor Evans has been appointed to a committee 
by the New York State Chamber of Commerce to study 
limitations of weights and sizes of parcel post ship- 
ments. 








Amberg Sales Session . . 


. Pictured at a sales meeting 
of Amberg File & Index Co., held October 3 in Kankakee, Ill. are: 
LOWER ROW—Walter A. McNichols, Bertrand Amberg, Gilbert 
Amberg and Robert A. Powell; SECOND ROW—Al Marshall, 
Charles Cordray, K. E. Ackland, William Amberg, O. L. Seaver, 
Melvin Pray and Ned Rosin. 





Kenneth F, Davis Addresses Chicago O.F.A. 


Kenneth F. Davis, vice-president in charge of sales, 
W. H. Gunlock Chair Company, was the featured 
speaker at a meeting of the Office Furniture Associa- 
tion of Chicago held October 13 at the Charles Harrison 
Restaurant. 

Topic of Mr. Davis’ speech was “With Office Equip- 
ment It Pays to Package.” This talk was originally 
delivered at the regional meetings of the National Sta- 
tioners & Office Equipment Association, where it 
aroused considerable interest. 


November’s meeting of the Chicago group was ad- 
dressed by Walter Armstrong, assistant cashier and 
director of purchases at the American National Bank 
and Trust Company of Chicago. Topic of this former 
president of the Purchasing Agents Association of 
Chicago was, “What a Purchasing Agent Expects from 
an Office Furniture Dealer.” 

Mr. Armstrong’s talk gave the furniture dealers an 
opportunity to see themselves through the eyes of their 
customers. He told his listeners of the value of using 
business cards in order to properly fix their names in 
the mind of the purchasing agent. He urged that ap- 
pointments be made and that the salesman be on 
time. Short-cuts to by-pass the purchasing agent were 

(Turn to page 205, please) 
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For YOU in ’52 we introduced 


8 NEW FLEXI PRODUCTS 


2 Bookcases. ..and 2 Storcases with SLIDING SHELVES 


Adjustable without bolting 


4 Storage Cabinets with SLIDING SHELVES and SLIDING DOORS 


Adjustable without bolting Removable in 3 seconds 
































if aven’t become acquaintec h 


is fast growing and fast selling line o 
Borroughs Flexi products, let’s get to- 
gether. These heavy steel, quality-built 
products are the kind of items that will 
win extra customers and make extra 
profits for you. Line up with Borroughs 
now...and expect great things in ‘53. 
Write Joe Davis, sales manager, and let 
' him tell you more. 


2 BOOKCASES 


42712—38 W. x 42°°H. x 12D. 
8412—38’W. x 84°°H. x 12D. 


x 427 HH. x 18D. 
x 84H. x 18D. 


4 STORAGE 
CABINETS. 


4212 SD—38’°W.x42"'H.x 
4218 SD—38''W.x42’H.x18%Q. 
7812 SD—38'’W.x78"'H.x12D. 
7818 SD-—38/°W.x78'H.x18’'D. 


PRODUCTS 


BORROUGHS MANUFACTURING COMPANY 


IDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK alii KALAMAZOO, MICHIGAN 
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Emeco Corporation Appoints Sales Chief 


Wilton C. Dinges, president of Emeco Corporation, 
Hanover, Pa., on October 20 announced the appoint- 
ment of Edward A. Keeling to the position of general 
sales manager of that organization. 

Mr. Keeling has devoted 35 years to the office equip- 
ment field. His vast experience covers nearly every 
phase of the industry, starting years ago when as a 
production line worker in the factory he gained a 
sound, working knowledge of how office equipment 
was manufactured. Later, in Pittsburgh, Pa., he gained 
valuable experience in the capacity of salesman for a 
retail outlet in that city. The next step placed him 
in the position of branch manager for the Pittsburgh 





area, allowing him to employ his working knowledge 
of sales to the task of directing and guiding his own 
staff of salesmen. 

From this point he continued on to the position 
which he held until just recently—that of vice-presi- 
dent and general sales manager of Art Metal Con- 
struction Company. 

To assist him in the direction of the Emeco 
Corporation sales organization, Mr. Keeling has ap- 
pointed Fred G. Ham, former contract sales manager 
of Emeco, to the position of assistant sales manager. 





Klein Named Assistant to Hugh L. Clary 


Joseph M. Klein, director of sales training and pro- 
motion for the Clary Multiplier Corporation, has been 
promoted to assistant to President Hugh L. Clary. 

In the newly-created post Mr. Klein will carry out 
executive decisions of the president’s office and will 
co-ordinate the activities of the distribution division— 
dealer sales, branch operations, export training, re- 
search, service and advertising. He has been with the 
company four years. 

Prior to joining the home office staff in San Gabriel, 
Calif., in September, 1951, Mr. Klein was manager of 
the Clary Phoenix branch. During his three years’ 


Joseph M. Klein 





career as branch manager he distinguished himself 
with quota-breaking volume sales and profitable 
branch operations. 

With this successful background Mr. Klein was called 
to the home office to direct sales training and promo- 


tion for Clary’s national and overseas sales program. 
With company activities rapidly expanding, Mr. Clary 
selected Mr. Klein to fill the new position of assistant 
to the president. 





Royal Establishes Eastern Offices in Stamford 


Royal Typewriter Company, Inc., has transferred the 
headquarters of its eastern sales division to Stamford, 
Conn., under the supervision of L. C. Hult, eastern sales 
manager. The eastern sales offices had formerly been 
located at 2 Park Ave., in New York City. 

The company chose Stamford because it is the center 
of Mr. Hult’s territory which includes 18 branches and 
four dealers. He will maintain his headquarters at 
741 Main St. 

In the interest of ever-increasing efficiency, Royal 
has also transferred its New York cashier’s division to 
the new location in Stamford. 

C. H. Gobrecht, formerly cashier at Royal’s Philadel- 
phia branch, has been appointed to direct billing for 
the eastern division. 

A number of the cashier’s staff transferred to Stam- 
ford, but the majority of accounting and clerical work- 
ers were hired from Stamford. 

The cashier’s department formerly occupied one-half 
of the 7th floor of the 2 Park Ave. building which 
houses the headquarters of Royal’s home offices. The 
new Stamford building has enabled the company to 
make allowance for enlarged and improved offices to 
increase efficiency of operation. 





Globe-Wernicke Elevates Two Officers 


The Globe-Wernicke Co. has announced the election 
of Joseph B. Hall as a director and member of the 
executive committee, and Melbourne H. Steil as vice- 
president in charge of production. 

Mr. Hall is president of The Kroger Company and of | 
the Manufacturers and Merchants Indemnity Com- 





3. B. Hall M. H. Steil : 
pany of Cincinnati, Ohio. He is also a member of the 
Business Advisory Council of the U. S. Department of 
Commerce and of the executive board of the National 





Association of Food Chains and American Retail Fed- 
eration. 

Mr. Steil has been associated with Globe-Wernicke 
since 1951 and was factory manager prior to his elec- 
tion as vice-president. He was formerly general factory 
superintendent of the Beloit, Wis., plant of the Fair- 
banks-Morse Company. 
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Houston Company Granted Charter 

Mayer Office Furniture Company, Houston, Tex., has | 
been granted a charter for 50 years. Incorporators | 
with $20,000 capital stock are Nathan D. Mayer, Juditng t 
R. Mayer and Sam A. Mayer.—WLF 
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No. 1510 






Here are two new JOHNSON CHAIRS ... . the stars 
of the N.S.O.E.A. Show in Chicago. 

Sparkling with eye appeal . . . . alive with rich 
practical design . . . and radiating that positive look 
of deep satisfying comfort ... . an exciting combination 
that means easy selling to all of your customers. 
Executive, junior executive or clerk—this pattern 
meets the needs of all. The 1509 Side Chair makes 
an ideal unit for use in reception rooms, a pull-up 
chair or simply as an “odd” chair to keep around the office. 
And best of all, they're attractively priced within 

the budgets of all of your customers. 

You really should learn more about these two new popular 
numbers. Write today for complete data along 

No. 1509 with the big JOHNSON BUSINESS CHAIR Catalog. 


pairs 


JOHNSON ae COMPANY 


4401 W. North Avenue Chicago 39, Illinois 
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STOCK 


~ SIZES 


@ There's nothing like repeat business to make your cash 


register ring up real sales. Many of our 90,000 users have 


purchased LIBERTY STORAGE BOXES again and again. . . 
continuously for over 30 vears prool of economy and 
satisfaction. Made of moisture-resistant high test cor- 


rugated fibre-board . . . 


proof protection. 


with secure closures for dust- 


Liberty advertising, a potent dealer sales help, reaches 
over 1,000,000 business executives who influence buy- 
ing every month. Add these factors to the reputation of 
quality and low cost and the sum total is more sales for you. 


BANKERS 


Write for catalog on all Liberty 
Record Storage Products, prices and 
discounts. Plan with Liberty and you 
plan for bigger profits. 
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. BOOST 
| PROFITS 


/witn FREE Zk 


DEALER HELPS! 


® Point-of-purchase three color display for 
counters or windows. ' : 
EQ : 
®@ Two color circulars with your imprint to 
mail to customers and prospects. &) 


®@ Miniature demonstrator box. Easy to carry 
—helps close sales. 


® Newspaper ad mats. 


®@ Consumer Booklet—"'Manual of Record 
Storage Practice" containing valuable in- 
formation and record retention chart. 


Prepared ads for your catalogs or direct 
mail pieces. 





These FREE dealer helps and ovr powerful national 
advertising will help you sell Liberty Products. 


BOX COMPANY 


Record Retention— Our Business Since 1918 
720 South Dearborn Street 











Chicago 5, Illinois 
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THE 
ONLY ‘ 
FIBRE BOARD 
DRAWER FILE THAT 


“Builds t£a own steel 
\ cheluing as you 
ON i otach ce” 


No matter how high you stack them, each drawer will work perfectly — 
no sticking, no bulging. Each unit is complete—yet each becomes part of a 
sturdy steel structure. STAX ON STEEL files are the only drawer files en- 
gineered so the steel framework carries all the load with equal support at 
all four points of weight and strain. Stack "em high, stack ‘em wide— 
STAX ON STEEL can take it. 


Heavy gouge rust-proof channel stee! side-plates are factory applied te the 
sides of each unit. This steel carries the load. Each drawer is free from weight 


of these above it, assuring perfect drawer operation. 


Each stee! side-plate is punched with a key-hole slot for bolting units together 
side by side. Bolts furnished. 


For added strength a masonite board is used in front and back of drawers. 
These are covered with the same high grade corrugated fibre board that is 
used in the rest of the drawer and shell . . . assuring unlimited wear. Finished 
in fade-proof modern office grey. 


Heovy metal drawer pull holds identification card and is designed with recessed 
easy-to-grasp handle. Produces neat front office appearance. 


There is a warning “stop” when drawers are pulled out full length. High back 
keeps drawers level all the way out and prevents tipping even under heavy 
load. Hand-hold in back panel makes toting easy. 


Shipped flict. Assembles quickly and easily—each making a sturdy, durable 


file drawer unit. 


Steel stackers on bottom of unit form feet for a perfect sanitary base. 





Phantom view 
shows how units 
stack. Factory ap- 
plied steel side- 
plotes plus steel 
stackers bear 
total weight ot 
four points, as- 
suring free action 
of drawers. 


| ee 


~ MAXDAAKY 


No. 511 LETTER SIZE 


inside Drawer Dimensions: 1244" wide, 104" high, 24” long. 


PRICE, EACH 


CARTON PRICE, EACH 


470 
5.15 
5.40 


PACKED FLAT—6 to MASTER CARTON 
Approximate Wt. 


48 Lbs. 


Unit consists of four pieces: shell and drawer with factory applied 


steel side-plates, and two steel! stockers. 


SOLD ONLY ON A MONEY BACK GUARANTEE 


BANKERS BOX COMPANY 


720 SOUTH DEARBORN STREET 
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Old and the New .. . TOP—Photo of 
a sketch of the Parker Pen Co. factory 
located in the Janesville Gazette Building, 
occupied in 1908. This is the second of early 
homes of the pen firm; BOTTOM—-A model 
of the new Parker plant located on the 
outskirts of Janesville, Wis. The buildings, 
dedicated on October 15, 1952, cover an 
area of approximately two city blocks. 


New Parker Plant Dedicated with 
Colorful Ceremony 


On October 15, a community-wide celebration was 
held in Janesville, Wis., dramatizing the importance of 
free world trade and the economic interdependence of 
nations. Backdrop for the affair was a sprawling new 
writing equipment factory erected by the Parker Pen 
Company and dedicated by a citizens’ committee of 
the townsfolk themselves to the “role of handwriting 
in building world-wide communication, trade and un- 
derstanding.” 


The whole town got into the act. Downtown mer- 
chants closed stores during the dedication doings. Store 
window displays carried out the theme of global har- 
mony. School children joined in a contest to name the 
glistening structure, whose hundreds of thousands of 
pure white bricks lent an antiseptic look. The perfectly 
appropriate winning name was “Arrow Park.” Factory 
whistles and church bells sounded. And the busy citi- 
zens’ committee, headed by the City Manager Warren 
C. Hyde saw to it too, that community residents had 
badges bearing the legend, “Community Host.” 


A symbolic “Path Of Nations” was unveiled at the 
new plant site at the conclusion of a program wit- 
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nessed by thousands. The “Path” is composed of large, 
highly-polished stones imported from half a hundred 
free nations and principalities. Individual stones of 
the “Path,” built as a permanent installation, bear 
bronze letters to indicate countries of origin. National 
flags flank all the stones to lend color and further 
identification. 

The Parker Pen Company does business in 129 over- 
seas markets, a fact brought home to townsfolk at 
intervals. In 1947, a fiesta-like “Peso Pay Day” was 





held in Janesville in which all employees of the pen [ 
company were paid in Mexican currency with that | 
portion of their wages derived from overseas trade. | 


At the time, it was nearly 40 per cent. 

A noontime “globalunch” started festivities. First 
citizens of Janesville and company officials were served 
delicacies from around the world. 

Kenneth Parker, board chairman, accepted a bound 
volume of good will messages from city managers and 
mayors in many lands. 
on multi-lateral world trade, and expressed hope for 


The letters lauded his views | 


improved foreign relations and economic team work. | 


In his remarks Mr. Parker said in part: 

“Naturally, I am deeply moved and impressed by 
everything going on here today. It is not at all this 
1952 
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~ Built Like a 
& Skyscraper” 
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LETTER FILING 
SYSTEMS — Seven 





CARD FILING 
SYSTEMS — Three 
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50 YEARS SERVICE TO AMERICAN BUSINESS 











CARDS , | —_ ( | 
Plain, Ruled, | ey ceeds 
Special Printed i ] 9 49 
a ACCOUNTING 


MACHINE FORMS 
Stock — Special 





SPACE-SAVER GUIDES 
All Sizes 


ELING 







——— o- 


METAL TAB GUIDES 
Letter and Card Sizes 


FOLDERS 
Manila & Kraft 
167 Stock items 


a 


Can Represent 50% of Your Business 


BUYING FROM MORE THAN ONE SOURCE ployees learn stock easier. (6) — Line includes 


may be the reason profit-making filing supplies hundreds of fast-selling repeat items available 

do not represent dollar volume equal to 50% of only from the Shaw-Walker dealers. 

your filing cabinet business. Filing supplies selling rights are immediately 
Here are six basic reasons why Shaw-Walker obtainable in many cities. 


dealers earn these extra profits:— 
“Built Like a 
Skyscraper” 


SHAW WALK 


Home Office .. . MUSKEGON, MICH. 





(1) —All filing supplies can be purchased from 
Shaw-Walker. (2) — Extra discounts are earned 
by combining requirements. (3) —Selling is 
easier. Personnel need learn only one sales story. 





(4) — Inventories are simplified. (5) — Em- 








LARGEST EXCLUSIVE MAKERS oF OFFICE FURNITURE AND FILING EQUIPMENT iN THE WORLD 
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array of bricks and mortar that impresses me, but the 
people who have gathered here in this showing of 
friendship, good neighborship and good will. 

“As you can imagine, it is truly gratifying to me that 
the many people of The Parker Pen Company have so 
conducted their business and their public relations as 
to merit this pleasing and gracious evidence of good 
feeling on your part. 

“I wish two other people could be here to share our 
pleasure and pride in your ceremony of good will 
toward the company: my father, George S. Parker, the 
founder, and my brother, Russell Parker. Prime inter- 
ests and objectives of both were to see the company 
develop and progress in this community just as it 
has done. 

“I appreciate deeply having this plaque from the 
business people of Janesville. It will have a prominent 
place in the lobby of this building we are dedicating 
today. 

“And the bound volume of letters from all over the 
world—I am really grateful for this and it will have a 
permanent display in our plant or offices. 

“I shall always treasure and cherish this silver box 
from my friends, the employees of the company. I am 
understandably very proud of the relations that exist 
between all the people in this company. 

“I realize that in accepting these gifts I am not 
acting for myself alone but for all members of my 
family, past and present, and for all the officials of 
the company. 


Path of Nations Symbolizes World Trade 

“The idea of the Path of Nations gives me quite a 
thrill. It symbolizes something that the management 
of the company has always worked for—trade every- 
where, across the far horizons. 

“It was about 60 years ago that my father made the 
first foreign trade trip for the company. Hundreds 
have been made since. I myself have done 38. There 
is no enterable country where we are not traveling 
and trading. 

“Two-way trade with foreign nations, with an ad- 
vantage and a profit at both ends is the only really 
practicable way to attain peace on this earth. 

“Two individuals, or two communities, or two na- 
tions, who mutually profit from trading with each 
other, do not tend to quarrel or go to war. 

“Over the years something like $150,000,000 worth of 
Parker pens have gone to the far places—outside the 
U.S.A. Thus the skills and crafts of Janesville people 
are well and favorably known everywhere on this 
planet. I am very proud of what we have all done. 
And so, to me, the Path of Nations was a happy in- 
spiration.” 





Addo Appoints Collister as Roneo Dealer 

N. Gosta Arnheim, sales manager of the Addo Ma- 
chine Company, Inc., 145 W. 57th St., New York, N. Y., 
has announced the appointment of Norman J. Collister, 
president of the Collister Corporation, 265 Madison 


Norman J. Collister 





Ave., New York, N. Y., as the exclusive dealer in the 
Metropolitan area for the Roneo stencil duplicating 
equipment. 

The Collister Corporation, distributors of Sound- 
Scriber, employs a large staff of sales and service 
personnel. 
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GF Completes Half Century in Business 


Fifty years ago, through a combination of specia} 
circumstances and the meeting of certain personalities, 
Thé General Fireproofing Company was brought inte 
existence. In reference to the founding of the com- 
pany, a GF anniversary booklet reads: 

“Have you ever noticed in studying the history of an 
organization how frequently events that at the time 
seemed unimportant and irrelevant later proved to 
have had considerable influence on the development 
of that organization? Going back to the turn of the 








W. Bender 


W. H. Foster 


century to look at the reasons why The General Fire- 
proofing Company was started, we discover this very 
odd fact: It is quite possible that there would be no 
General Fireproofing Company today if the incan- 
descent lamp had not replaced the gas light!” 

The preceding statement was based on the fact that 
in 1892 Herbert and Clarence White (brothers) were 
selling gas lamps, soon to be replaced by electric 
lamps, which led the brothers to make contact with 
Dawson B. Hilton, a manufacturer of metal laths 
items which eventually became products of The Gen- 
eral Fireproofing Company when it was formed in 
1902. 


Mr. Foster Raises Funds 

The sheet steel for the laths was purchased from a 
company represented by W. H. Foster, whose interest 
in metal laths and courthouse furniture and filing 
equipment of steel made by another of his customers 
for sheet steel, culminated in the assignment to Mr 
Foster of the responsibility of raising $500,000 to estab- 
lish The General Fireproofing Company in Youngs- 
town, Ohio, for the purpose of producing both metal 
lath and metal furniture. The wood “Fireproofing” 
still is in the firm name although most of its original 
significance is gone. 

Despite his intense interest in GF, Mr. Foster did 
not sever connections with the Youngstown Sheet & 
Tube Company until 1905, when he took active charge 
of GF as general manager and treasurer. 

In 1907, according to the anniversary booklet, “i 
was decided to give more attention and emphasis &@ 
what was now called the AllSteel furniture line. This 
decision had far reaching effects, probably unfore- 
seen at the time, as it started GF along a course thal 
was eventually to lead to the abandonment of it 
building products in favor of metal office equipment.” 


G. H. Palmer Starts Agencies 

Establishing GF agencies in the early days wa 
largely a responsibility of Lionel G. H. Palmer. Hi 
first assignment was as district manager for the ter 
ritory composed of Pennsylvania, New Jersey ané 
Delaware. He started with six dealers but soon haé 
the total up to 16. 

In 1916, Mr. Palmer was named manager of the 
GF branch in.Boston. Mr. Foster’s comment wags 
“Palm, this branch has been a failure. If you cant 
make it a success, we will put it where the Boston Tes 
Party put the tea.” The branch is still operating al 
is one of the company’s strongest. 

As the years rolled on other branches and agenc 
were established to become important factors in & 
company’s steady record of progress. During 
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Smooth gliding 


od and lift com- 


Outside Cabinet Price for 7\4 
Ww D H 5 Drower Unit Boses 





40%" 2838" 15% $112.50 $16.00 
46%" 35%” 15% 149.50 18.50 
53%" 41%" 15% 169.00 20.50 


ock Controlling All Five Drawers—$15.00 Additional 


without ball bearing rollers: 


size 


30'-size 
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ilustroted above, 
two 5-drawer units 
on a sonitory base. 


STEEL LETTER FILE 


Made of heavy gauge furniture steel, electrically 
welded throughout. Smooth gliding ball-bearing 
rollers for easy action even when heavily loaded. 
Extra heavy formed reinforced channels run full 
length of case inside. Files can be interlocked 
into solid batteries. 14” wide, 12%” high, 24%” 
deep. Olive green finish. 


No. 1200, Letter-size 


D ots of 2 (1 only—$9.95) 


$7.95 each {lots of two, $7.50 each) No. 1500, Legal-size, 17” wide $10.25 
$8.95 each (lots of two, $8.50 each) Equipped with lock and 2 keys $2.00 additional 
>. ; higher in Texo cored d West of the Rockies 
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. ee) i - STEEL EQUIPMENT COMPANY 


285 Madison Avenue 


New York I7, N..Y 
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10 DRAWER 
STEEL UNITS 


* 
16,000 Card 
Capacity 
. 


Built To Last 
A Lifetime 


Electrically welded. Stacking feature for additional draw- 
ers. Olive green and Cole gray baked enamel. 


No. Card Height Width Depth Price 
10335 3x5 40%"’ 12%” 16” $41.50 
10346 4x6 45%" 14%" 16” 46.00 
10358 5x8 50%" 18%" 16” 58.00 
10369 6x9 55%" 20%” 16” 70.00 


With locks $2.10 extra per drawer 


No. 2712 
LETTER-SIZE 


$3999 


i 
. 


' M0) ‘a 
L_iS~y Vy, 
. f i No 66 
y 
DRAWER PARTITIONS 
PRICE 85¢ PER SET 
Order by Number 
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Lock for all drawers ...$10.00 additional 


MULTI-DRAWER CABINET. Contains 27 drawers (let- 
ter-size). Ideal for office forms, printed matter, photo- 
graphs, etc. Green or Cole gray baked enamel finish. 
Outside dimensions . . 37%" high, 30” wide, 13%” deep. 
Inside drawer dimensions. .3%" high, 9” wide, 12” deep. 


LEGAL SIZE No. 2716 
with 16” deep drawers instead of 12” drawers $49.95 





No. 470 
With plunger-type lock that automatically 
locks all drawers. No. 470PL $59.75 
' 


“SECRETARY” FILE. Contains: two letter-size files; two 


double index drawers for 3x5 or 4x6 cards (6400 capac 


ity); three adjustable storage compartments under lock 
and key. Size, 37%” high, 30%” wide, 17%” deep. 
Olive green or Cole gray baked enamel finish. 


With plunger-type lock thot automatically § 
locks all drawers. No. 1478PL $67.45 


CONCEALED SECRET VAULT for personal papers and 
other valuables (only YOU know the dial combination). 
Also: two ball-bearing letter files. Two index drawers fof 
3x5 or 4x6 cards (6400 capacity). Two adjustable com 








partments under lock and key. 37%” high, 30” wide 
17%" deep. Olive green or Cole gray baked enamel 


No. 1473 — Similar to above, except instead of the cord draw 
a third letter-size filing drawer has been added $ 
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IT'S CONVENIENT TO ORDER FROM US BY MAIL 
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No. 3495 


599° 





BOOK CASE. Sturdily constructed of heavy gauge steel. 
Designed for many uses. Will keep your office supplies, 
catalogues and printed matter neat and orderly. Improves 
the appearance of your office. Three adjustable shelves. 
37%" high, 304" wide, 17%” deep. Olive green or 
Cole gray baked enamel finish. 


No. 180Y 


$q30 





C1505 


57489 


STEEL SECURITY BOXES. Built of heavy gauge steel, 
welded throughout. No. 180Y — Size 11%” x 73%” x 4%”, 
with Yale paracentric lock and two keys. Olive green. 
No. C1505 — Size 16” x 12” x 7%” with combination 
dial lock. Cole gray baked enamel finish. 





QU eWENT 


No. 349Y 


$4935 





SAFETY CABINET. Heovy stee! cabinet with combino-. 
tion dial lock, which controls a two-way locking device. 
Only YOU know the combination. Three adjustable com- 
partments. Size 37¥4” high, 30%” wide, 17%" deep. 
Olive green or Cole gray baked enamel finish. 


DESK 
HEIGHT 


No. 5426L 


494% 


PORTABLE FILE. Top and bottom sections have locks 
and keys. Upper section for active records, has spring 
compressor. Green or Cole gray. 30%” high. 

Upper compartment, 13%" wide, 1142" high, 24” deep. 
Lower compartment, 124%” wide, 14” high, 24’ deep. 


i West of the Rockies 
5 ARE AVAILABLE ON REQUEST 
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PRONTO STORAGE FILES 


for less active records.. 


OTHER SIZES AND PRICES Letter Size $B55 


FIBRE BOARD STEEL Legal Size $435 
DRAWER FRONT DRAWER FRONT 
SUGGESTED USES File PRICE File PRICE Check Size $240 


Width Height Length 
: No Single Carton No Single Carton 





Inside Dimensions 











Letter Size... .- 1Y%_.. 24 | E210 . . $3.55... $3.45 | I210L.. $4.45... $4. STURDY CONSTRUCTION — Prontos are buil 
Letter Size ._._____. ++ 104 .. 55 | E2N0S . 3.45... 3.35 | 1210S... 4.35.. 4. 275-lb. test corrugated fibre board and 


Legal or Cap____ -. 10%..24 | E510... 4.35.. 4.25 IS10L.. 5.60.. 5. : 
Invoices ....._._. os a Oe 1 ee. 8.. 8.0 109L.. 3.95... 3.85 forced with steel on the shell and the four co 


Macceee of Soon ba "I lite | Eloi! gas 33s | loom. aie! 4 of the drawers. 

Freight Bills - F 697 .. 300.. 197IL. . SAVE FLOOR SPACE — Constructed so that 

Checks ——__ oe “ E104 .. 3.05.. 2. 104L . . interlock into solid units and stack as hig 
the ceiling, saving valuable floor space. 


Drafts or Checks___ oe — a 56 Ewe 1941L.. 
ans or Checks. os ee E94M . «(2.35.. 2. eeu ‘ 
ty SS oe S%~- > ¢. sacs & 8S5iL.. 
Deposit sips (2Rows) | O% 1. 5%..18 | Ecss |] 2402. 250 | esis. LOCATE YOUR RECORDS EASILY — No more 
Deposit Slips ——__- - a? SR «. Ses & este. of fussing and fuming. With Pronto files you 
I731L.. get at all records just as easily as in your 
+ . active files. 
BEAUTIFUL APPEARANCE — Pronto files are 
Ledger Sheets __. a ae E91 tiful in appearance, finished in an attractive 
Ledger Sheets ~. 1% £12 P 
aD - we: green. The steel drawer front matches your 
*These numbers have removable divider partitions. {Packed 6 to a carton—all others 12 to a carton. lor active office files. 





Tabulating Cards __ es - E73 
*3x5 Cards (3 Rows) __ os ‘5 E64 
4x6 Cards (2 Rows). ys eee le 
3x5 Cards (2 Rows) so. TaN E103 .. 
Vouchers (Upright) — eo E592 .. 


103L.. 
ise2l .. 
9i2L.. 
1212M . 
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PRONTO FILE CORPORATION 


285 Madison Avenue New York 17,N. Y. 






























SCOTCH Cellophane Tape % 
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UNROLLS EASIER. ! 


Thanks to exclusive new back- 
sizing, this new tape comes off the 
roll twice as easily! 












STICKS TIGHTER ! 


New high-tack adhesive takes a good 
firm grip... holds tighter than ever! 


RESISTS BREAKING ! 


Tougher, more pliable construction 
means a tape that does a perfect 
job without splitting or breaking! 






























3 OUT OF 4 Shoppers prefer 
cellophane tape-sealed purchases ! 


It’s a fact! A recent survey of hundreds of shop- 


SCOTCH, 


BRAND 


Cellophane 





pers revealed that 3 out of 4 prefer cellophane 
tape to any other sealing method! 

= 
The term “Scotch” and the plaid des gn ore registered trademarks for the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota 
Mining & Mfg. Co., St. Paul 6, Minn. —also makers of “Scotch” Sound Recording Tape, “Underseal” Rubberized Coating, “Scotchlite” Reflective Sheeting, 
"Sefety-Walk” Non-slip Surfacing, “3M” Abrasives, "3M" Adhesives. General Export: 270 Pork Avenve, New York 17 N.Y. in Canada: London, Ont., Con. 
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development period steel desks and safes were added 
to the GF lines. The early salesmen faced competitive 
difficulties that are unknown to the current crop of 
men on sales staffs. As the booklet says: 

“The metal furniture salesmen of today have one 
big hurdle that the men of those days faced removed 
before they start. Today, all buyers of office equipment 
recognize the fact that metal furniture has many 
intrinsic advantages. In the early days, this idea had 
to be sold first before any particular brand of metal 
furniture could be sold. 

“Those were the days when courthouses bought 
document files to store correspondence, and roller 
shelves because they look tricky even if there was 
nothing to put in them. It was often said that the 
only reason anyone ever bought a 6x4 card index 
drawer was because most of the flasks of that time 
would not fit in a 5x3 drawer. 


Surveys Are Helpful 


“This has all been changed, and the salesman of 
today frequently makes an exhaustive survey of all 
of the office requirements of the prospect and shows 
the prospect that he knows his subject and is able 
to make an efficient layout for him. 

“One of the main reasons for GF’s success in the 
early days of the metal furniture business was the 
company’s readiness to make good all errors, and in 
those days there had to be many errors, both in design 
and construction. As an example, to make one large 
sale to an insurance company at that time, GF had 
to state in writing that the company would tear down 
and remove all of the work if it was not perfectly 
satisfactory on delivery.” 

Under the title, “GF and the Metal Furniture In- 
dustry” in the anniversary booklet, is a brief 
history of The General Fireproofing Company. Despite 
its brevity, the complete account is too long to fit the 
space available in these pages. The following extracts, 
however, offer sequential glimpses of the steps by 
which the company achieved its present position in the 
office furniture industry: 

“The first order that GF received for office equip- 
ment of any kind came from the Andrews and Hitch- 
cock Iron Works, a company which later became part 
of the present Youngstown Sheet and Tube Company. 
The order was for vault equipment, and it was so 
sturdily built that as recently as the 1940’s it was 
still in use at the Union Limestone Company in Hills- 
ville, Pennsylvania... . 


Stressed Metal Furniture 


“Many of the directors of GF felt that it would be 
best to get out of the metal furniture business entirely 
and concentrate on the profitable lath business. Mr. 
Foster was almost alone in advocating that the com- 
pany keep hammering away at the obstacles and lay 
a sound foundation for the future when the metal 
furniture division would surely come into its own. It 
was not until after Mr. Foster became general manager 
of the company in 1905 that much consideration was 
given to the development of stock products for the 
metal furniture division. .. . 

“The year 1909 marks the first major development 
in the manufacture of what was later to become GF 
metal business equipment. In that year the Unette 
and Wydesteel line was introduced. This was a line of 
sectional cabinet equipment containing various sized 
drawers in cases of standard widths. They could be 
fitted together to provide an assembly of cases in 
which various siged records could be kept... . 

“In 1910, GF brought out the first real stock steel 
four-drawer vertical file, the first of several revolu- 
tionary contributions that the company was to make 
in years to come to the metal office furniture industry. 
The outstanding feature of this file was its progressive 
suspension... . 

“It took about 10 years of aggressive selling for the 
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steel file to become established. But by the 1920's, it 
had succeeded far beyond the dreams of most of its 
originators. Many dealers who were in business at that 
time will well remember that about 1921, if they had 
any wood files in their inventory, they were ‘stuck’ 
with them and almost had to give them away. The 
metal file had completely taken over the bulk of the 
filing equipment business... . 

“The year 1912 was an eventful one in the history 
of GF, for three important things happened in that 
year. 

“First, a line of so-called fireproof safes was intro- 
duced. These were really nothing more than double 
shell cabinets with air spaces in between and with 
doors that fitted into tongues and grooves and had 
combination locks. The previously—introduced Unettes 
and Wydesteels would fit any size safe. 

However, over the course of the next several years, 
GF became the largest manufacturer of labeled safes 
in the world. The company developed an insulating 
material of its own for use in these safes, and equip- 
ment was set up at Youngstown to test them period- 
ically to make sure that they met with the Under- 
writers’ Laboratories’ requirements... . 

“GF safes were leaders in their field for many years 
and were used in nearly every civilized part of the 
world. Their manufacture was discontinued during 
World War II and has not been resumed. 

“Second, the first automatic conveyor was installed 
in the factory. It was the forerunner of a large num- 
ber of such installations of all kinds leading to what 
is understood today as production line methods. 

“Third, after a steady rise in sales, the volume of 
the metal furniture department finally equalled that 
of the building products department... . 


Introduce Shelving Line 


“Prior to World War I the shelving line was intro- 
duced, as was the Allsteel desk line. As early as this 
date the Allsteel desk line made use of the four-legged 
design rather than the more common six and eight- 
legged design. 

“When the United States entered World War I, the 
factory devoted a major portion of its facilities to the 
manufacture of gun clips, gas mask boxes, smoke 
funnels, magazine containers, aerial bomb cases and 
similar articles. During the war, however, some facil- 
ities for the manufacture of the company’s regular 
products were retained, as contrasted to World War II 
when there was a complete conversion to the manufac- 
ture of war materials... . 

“In 1920, the board of directors authorized the 
management to engage in the filing supplies business. 
Up to this time the Allsteel line of filing equipment 
had been furnished with supplies such as guides, fold- 
ers, and so forth, purchased from other manufacturers 
and this arrangement had not proved very satisfac- 
tory. A department for manufacturing the supplies 
was established in 1920. 


Decide to Produce Desk 


“In 1923 the decision was made to produce a stand- 
ardized steel desk of a completely new design which 
could be made on a production line basis. Steel desks 
had, of course, been made prior to this time, but they 
were largely custom built and relatively expensive. 

“Considerable experimental work was naturally nec- 
essary before such a desk could be introduced and 
the company had to make a large investment in tools 
and dies so as to be able to make standardized parts 
which could be assembled rapidly and at comparably 
low cost. 

“It was at this time that George C. Brainard, vice- 


president of the Hydraulic Pressed Steel Co., Cleveland} 


Ohio, joined GF as superintendent of its metal office 
furniture department. Mr. Brainard was largely re 
sponsible for the standardization of design and pro 

urn to page 186, please 
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NEW as tomorrow! 


with amazing 
MODERN AUTO-TOTALER! 


More Automatic Features — More Visibility 








Here is a superior new machine 
that should make adding ma- 
chine history. R. C. ALLEN 
unveils the VisOmatic electric 
adding machine incorporating 
seven improved time-saving, 
money-saving features for easier 
operation PLUS the NEW 
AUTO-TOTALER. 


AUTOMATIC TOTALS 
AND SUB-TOTALS 


Th Ve ad 
AUTOMATIC CLI GNAL 
There's no doubt about your ma 

y 
chine being cleared. The clear sig- 


nal tells you — automatically. 


> 
FEATHER.LIGH 
Fingers fly faster with less effort 
and fatigue—and time is saved! 


@ WRITE TODAY FOR COMPLETE INFORMATION. 


VISIBLE DIALS 


You know totals every instant 
with eye-level dials that give 
you full visibility. 


RED SUBTRACTIONS 


Subtracted items print in red 
and stand out prominently, mak- 
ing the checking of finished 
work simple and fast. 


R.C.Allen Busine 


680 Front Avenue NW 


AUTOMATIC CIPHERS 


Saves approximately one third 
of all key depressions because 
all ciphers print automatically. 


SPACE-UP TOTAL 


Tape is spaced to correct tear 
off position when printing totals. 
Saves paper — speeds up work. 









ss Machines, Inc. 7 


SAVES thousands of manval 
operations 

SPEEDS up figure work 
PREVENTS errors 

CUTS operating costs 


“ADD SPEED” KEYBOARD 


Entire amounts can be entered in 
one operation — Saves many key 
depressions every time machine is 
used. 





MACHIN 





Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C. Allen Typewriter Dealers 
rely when selling the new R. C. 
Allen ‘Standard’. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar- 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen- 
erous portion of this confidence by 
inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 
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MODEL 6! 


(Six carriag 
widths availat 


The exclusive WONDER WIN 
DOW lets you KNOW instantly 
that your margin is correctly set 





Now is te time 
Now is the time 


Now isthe time 
Now is the time 





Less Time — More Lines 
The R. C. Allen “Speed Lever” 
lets you set new line in a frac 
tion of the time needed by other 
standard machines. 
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Retyping Is Unnecessary 
Error correction control” per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 








Beautiful design 


. - « OTHER R. C. ALLEN FEATURES 


Long life construction 
Automatic and manual ribbon reverse 
Ribbon feeds only when typing 

® Tensionized card holder 


® Individual “‘Key-Action" tuning 





Cleaning Problems Ended! 

There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 


Real Control Typing! 

The personalized key control 
lever lets you enjoy typing free- 
dom. You'll find the R. C. Allen 
touch-tailored for you 


- 


Perfect Type Alignment 
Your typing looks like fine print. 
ing on an R. C. Allen. Type is 
automatically aligned by the 
newly-designed segment ring. 


Less Effort — Less Fatigue | 
There's no “reaching” for the} 
properly positioned R. C. Alles 
carriage. Paper handles easiet, 
there's less eye-strain. 


R.C.Allen Business Machines, Inc 


680 Front Avenue, N.W., Grand Rapids, Michigor 
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Eureka Specialty Printing Builds New Plant 

The Eureka Specialty Printing Company of Illinois, 
located in the pleasant small town of Danville, approx- 
imately 125 miles due south of Chicago, announced the 
completion re tly of their newly-constructed manu- 
facturing plant which is shown in the accompanying 


photograph. It is a single-story building of 25,000 
square feet on a five-acre plot of ground. The modern 
building has a railroad siding and facilities for loading 
and unloading of trucks. 

In announcing the completion of this second plant, 
situated strategically to meet the demands for Eureka 
products in the mid-western markets, James H. Dun- 
ham, Jr., president of the firm, made this comment: 


“We at Eureka have been conscious for some time 
of the need for such additional manufacturing facili- 
ties in the Middle West—to augment our manufactur- 
ing capacity in the original plant in Scranton, Pa. As 
a result of several years of planning, this new second 
plant has beer ened and is now operating—not only 
to assure our customers of better service—but also in 
order that e mies of delivery time and, in some 
instances, delivery costs may be available to our cus- 
tomers. We are happy that we can render speedier 
service to our many customers located in the wide 
areas served Danville.” 

With the Danville plant in operation, another 
milestone has been reached in the long history of the 
Eureka Specialty Printing Company—pioneers and 
leaders in the inufacture of gummed paper special- 


ties since 1905. Eureka produces stamps, coupons, seals, 
Outserts and a of products sold through wholesale 
and retail stationery outlets, among which are Dupli- 
stickers, Mail-Aids, Roll labels, Presto-Stick seals and 
gift wrapping essories. 

Eureka sal ffices are located conveniently in New 


York City, Chi and in Scranton, Pa. 


Bow Plant Provides Enlarged Facilities for Eureka Specialty Ptg. Co. in Danville, Il. 


Marchant Opens New Sales, Service Offices 


The opening of new sales and services offices, mostly 
in new and enlarged quarters, has been announced by 
Marchant Calculators, Inc. 

These offices are at: 

Macon, Ga., district office under the direction of 
Carl M. Braswell, agency manager, and Kelly E. Crab, 
service manager. 

Redwood City, Calif., with Warren J. Metz agency 
manager of this new district office and Gerald L. Smith 
service manager. According to Edgar B. Jessup, presi- 
dent of Marchant, opening of the office was made nec- 
essary by the rapid growth of business and industrial 
activity in the Peninsula area, resulting in an increased 
demand for Marchant service. 

Mansfield, Ohio, with Richard C. Steiner agency 
manager of the new district office and Bennie P. Pah- 
low service manager. 

Lorain, Ohio, with Charles E. Martin agency manager 
and Edward J. Newark service manager. 

Pontiac, Mich., with Glen U. Hinds local agent in 
charge. 

Ogden, Utah, with Gil Meacham local agent and 
Richard Y. Dorton service supervisor. 

Ottawa, Ill., with Melvin H. Ghighi local agent and 
Reuben W. Walther service supervisor. 

Greenville, N.C., with Walter V. Stuart local agent 
and Gerald C. Williams service manager. 





Incorporate Bohn Firm in New York City 

Bohn Duplicator Corporation has been granted a 
charter of incorporation in New York City. Capital 
stock of 100 shares no par value is listed. Directors are 
Helen Liff, Frances Benzer and Arlene Gerber, whose 
addresses are given as 120 Broadway, New York 5, 
N. Y.—EEG 





Turning a Page in Jasper Desk 





History I Raphel Blessinger, 
ussistant gen¢ iger of the Jasper 
Des] : ; making a trip through 
Texas and viev he interesting display 
t tured. It v nade by Don Wittig 
the Jasper Des tler in San Antonio 
Bearing the labs Jasper Furniture Com- 
pany,” the desk recalls the fact that Mr 
Bless er's firm nown by that name 
inti He lesk in remark- 
r rtion in front is 

when rolled up, ex 

poses ypew form. Even in those 
early days this 1djustable height 
for the typewrité the use of a slotted 
metal piece. Don Wittig handled the adver 
using in an interesting manner, placing a 
sign This Jas; Desk retired after 55 
years ntinu e’’ and another on 
1 new c re Jasper desk will 
serve you unti retire.” Mr. Blessinger 
purchased ths esk from Mr. Wittig 





and is having t hippe 


i to Jasper, Ind. 
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Prickett Firm Uses Theater for New Store 
REPORTED BY JOE WARDMAN 


Recently Harrisonburg, Va., movie-goers were quite 
astonished to see the lights blink and finally go com- 
pletely out on one of the local theater marquees. 

True, “movies are better than ever,” but Bill Prickett, 
president of Prickett Stationery Company, decided the 
old theater would make an excellent location for the 
rapidly-expanding business. Bill calculated that the 
“Lone Ranger” could move on to another range. 

Hi-Ho Silver, and away went the marquee, box office 
and popcorn stand to be replaced by a new modern all- 
glass front. The theater seats, decorations and sloping 
floor were roped, branded and put out to pasture to 
await the “Last Round Up.” 

In their place were herded in a new flat floor, store 
fixtures and interior decorations fitting for a prize 
stationery store. The balcony is still there, but the 
“bad man” can no longer use the rail to level a Win- 
chester 70. It is now divided into general office space 
and equipment display area. 

The formal opening was September 12 and 13. Bill 
and Shelly Prickett figure well over 2,000 folks walked 
through the corral gates at 153 S. Main St., before 
they were latched the last evening of the opening. 

Shoppers now find grazing mighty good at Prickett 
Stationery Company. 

Bill and Shelly Prickett together with Virginia Rob- 
erts, Theresa Combie and Betty Vance all request that 
travelers drop in and leave their brand when traveling 
through the Valley of Virginia 


112 


Two Interior Views of 
New Prickett Staty. Co. 
Store, Harrisonburg, Va. 


Sanders Heads Burroughs’ Dealer Sales 


Robert J. Sanders has been named manager of the 
newly-created dealers sales department of the sales 
division, Burroughs Adding Machine Company, Willis 
E. Morgan, general sales manager, announces. 

“Mr. Sanders will manage the program which, for the 
first time in the company’s history, makes Burroughs 
adding and cash registering machines directly avail- 
able to the public through ‘over the counter’ sales by 
the retail dealer,” Mr. Morgan said. 

“Dealer response to the program has been excellent,” 
Mr. Sanders announced. “Within the first week after 
announcing the plan, we have received dealer inquiries 
from 46 states and many parts of Canada.” 

Mr. Sanders said a total of 15 hand and electrically- 
operated Burroughs machines will go on sale at the 
retail level. In the past, he added, all machines were 
sold only through Burroughs branches. 

“Under the new program Burroughs machines will 
be more readily available to meet the growing demand 
for low-cost figuring equipment in small stores, shops, 
offices and even homes,” Mr. Sanders asserted. “All 
machines sold through our dealers will carry Bur- 
roughs’ full guarantee and the company’s service or- 
ganization will provide maintenance on the same basis 
given products sold through Burroughs branches.” 

Mr. Sanders moves into his new post from the posi- 
tion of supervisor of the retail promotion section of the 
sales division. He joined the company in Grand Rapids 
in 1937 as a sales representative. Since then he has 
served in Michigan branches and at the home office 
in various sales and promotional capacities. 
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447° today’s best value 
@ in Office Chairs 


Model 15-5 
Secretaria na 
retai $32.50 
($33.50* 


Model 20-A — 
Arm Chair, retail — 
$27.50 ($28.50*). 





h Firestone 


Foamex® ° foam rubber latex 


Cushioned wit 
upholstery in all popular office colors . . . their 
long-wearing, Bonderized baked-on enamel fin- 
ish in harmonizing colors. 

Then note the price tags and see how much 


Your sales volume will be greater when you 
feature Cosco Office Chairs because, in Cosco, 
your customers get far greater VALUE. Check 
Cosco Chairs in every detail and see if this 


isn’t so less Cosco Chairs cost than anything compa- 
Note their sturdier, all-steel construction . . . rable on the market. 

handy comfort adjustments—all made without Give your customers the benefits of these 

tools and including some found on no other greater Cosco values by featuring the complete 

chairs . . . their large, foam rubber-cushioned, Cosco line . . . there’s a model for every office 


saddle seats . . . the Du Pont ‘“Fabrilite” seating need. 


: 


HAMILTON MANUFACTURING CORPORATION ¢ COLUMBUS, INDIANA 


LUsti OFFICE CHAIRS 


Nationally advertised — custom-built comfort at mass-preduction prices 
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*Zone 2—Texas, Florida and 11 Western states. 
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Plant of Autopoint 
Purchased by Cory 
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Cory Corporation Acquires Autopoint Company 


Cory Corporation of Chicago, manufacturers of ap- 
pliances for both home and industry, has acquired all 
assets of Autopoint Company, Chicago, producer of 
mechanical pencils and plastic specialty items. The 
acquisition became effective at the close of business 
October 31. Purchase of Autopoint Company by Cory 
was at an undisclosed price. 

Autopoint Company was founded June 5, 1924, and 
since that time has grown to national prominence in 
the office supply industry. The company’s best known 
product is the Autopoint mechanical pencil. 

Autopoint manufacturing facilities are concentrated 
in a plant located at 1801 Foster Ave., Chicago. The 
company employs approximately 350 people. 

According to J. W. Alsdorf, Cory Corporation presi- 
dent, Autopoint Company will in the future be oper- 





J. W. Alsdorf 


ated as a division of Cory Corporation. Management 
responsibilities will be vested in a management com- 
mittee made up of Roy H. Potter, sales manager; Mel- 
vin V. Nelson, factory manager, and Wallace B. Young, 
in charge of administration and finance. All of these 
people are presently active in similar capacities with 
the present Autopoint Company. All administrative 
and manufacturing processes will be continued at the 
present Autopoint plant—and by the present Autopoint 
employes. 

The acquisition of Autopoint by Cory is noteworthy 
in that it marks the fifth major step in the vigorous 
expansion of Cory during the last few years. 

In announcing acquisition of Autopoint Company, 
J. W. Alsdorf, Cory Corporation president, said: 

“This acquisition is a particularly important step in 
the expansion of Cory Corporation. It gives us a domi- 
nant position in a new product field completely unre- 
lated to that of our present company—an extensive 
distribution and sales organization in markets pres- 
ently not exploited—and yet all governed by the same 
marketing and merchandising techniques with which 
Cory executives are completely familiar.” 





Appoint Swift Business Machines Distributor 


The Swift Business Machines Corporation recently 
announced the appointment of a new distributor for 
the Swift adding machine in the New York City area. 

Chosen is the A. & B. Typewriter Company, 627 
Third Ave., New York, N. Y., operated by Milton and 
David Aronson. This exclusive distributorship was 
formerly held by the late Herman Bohl. 
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Sheldon F. Hall Advanced by Burroughs 


The board of directors of Burroughs Adding Ma- 
chine Company recently named Sheldon F. Hall, vice- 
president and secretary. Mr. Hall has been secretary 
of the company since October, 1947. 

He joined Burroughs as a junior salesman in the 
Norfolk branch, and subsequently became a senior 


salesman there. In 1940, he was transferred to the 
home office in Detroit as a member of the sales staff. 
Two years later, he was appointed assistant to the 
Southeastern division manager in Washington, D. C, 
and the following year was made special representative 
in charge of government affairs, with headquarters 
in Washington. 

In October, 1946, he was made assistant secretary 
and assistant treasurer of Burroughs, and a year later, 
was appointed the corporation’s secretary. 





Yawman and Erbe Elevates Two 


Announcement was made recently by Ralph Robin- 
son, president of Yawman and Erbe Manufacturing 
Company, of the election of Charles W. Schreiber to 
the position of vice-president in charge of sales and 
David C. Borlen to the position of vice-president in 
charge of manufacturing. The two were chosen by the 
board of directors. 

Mr. Robinson stated that the election of these men 








D. C. Borlen 

is in keeping with the expansion policies of the com- 

pany. = 
Each of the new vice-presidents has been associated 

with Yawman and Erbe for more than 25 years, having 

served in several executive capacities at the home office 


Cc. Schreiber 


and in the field. 





Charter Granted to Houston Firm 





A 50-year charter of incorporation has been granted 
Commercial & Industrial Office Supply, Inc., Houston 
Tex. Incorporators with $3,000 capital stock are Arthur 
M. Wallace, Robert F. Blair and Sam H. Moore, Jr.—EEG} 





Veteran Retires from Dayton Firm 

G. W. Heitz has retired as vice-president of the West} 
ern Tablet & Stationery Corporation, Dayton, Ohio) 
but will continue with the firm in an advisory capacity 
He has been in the stationery manufacturing industry 
since 1895.—AK 
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Now’s the time to check your stocks of B & P Standard Columnar 
Pads, Analysis Pads and Special-Purpose Pads, including wire-bound, to meet 
first-of-the-year demands. Their quality means satisfied customers and repeat 
business, because they’re made of paper specially-designed 


to stand erasing. Sf 

Customers like them, too, because their soft, harmonious 4 e 

rulings and guide lines make postingeasy and = / : 
Product 


j 
accurate. So check your stocks now and / 


j 









BROOKLYN 1, N.Y. 





send in your order. 
GENERAL OFFICES: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10: 80 Summer Street « St. Louis 2: 115 So. 8th Street « Chicago 7: 310 W. Polk Street 
SALESROOMS: 349 Broadway, New York 13 « 1519 Merchandise Mart Plaza, Chicago 54 
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Pacific Stationery Remodels in Portland 


Pacific Stationery, 63-year-old Portland, Ore., com- 
mercial stationery firm, has completed an extensive 
remodeling program on the first floor of its four-story 
building at 415 S. W. Second Ave., Portland. 

A completely new retail sales room has been built 
featuring a modern floor-to-ceiling glass front allowing 
maximum view from the street. A large sign in gold 
Zeon tubing extends the full width of the building; 
new Roman brick facing completes the exterior. The 
interior woodwork is of natural mahogany, the walls 
are tinted light green, the floor is of red linoleum tile. 
One side wall incorporates glass shelving against a 
dark background—these shelves used to display large 
desktop items and leather goods. Space is allotted 
for literature. 

Eight display islands of mahogany, with pyramid 
tops divided for the display of small items and with 
storage space beneath, occupy the front of the store. 
The counter extends the full width of the space, with 
the pen display in the center. Behind the counter are 
shelves displaying small items. 

The entrance is set back at an angle, and a small 
display case has been set into the brickwork, at the 
eye-level of those entering. 

Both spots and neon tubing have been incorporated 
into the flush ceiling lights, and several modern metal 
adjustable spots are placed over the display islands. 
The brilliance of the sign plus well-illuminated in- 
terior makes the store outstanding in the district. 

New and larger stock storage units have been built 
directly behind the sales room, and are easily acces- 
sible to the front by several aisles entered from behind 
the counter. This has permitted an increase of stock 
and faster store service. 

An inter-com system leads from the switchboard to 
several points in the store, which has improved the 
telephone service. 
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Exterior and Interior 
Views of Pacific Staty., 
Portland, Ore., After 
Remodeling of First 
Floor and Front 


The representatives’ headquarters and the printing 
sales room are housed in separate offices on the first 
floor. The print shop remains on the fourth floor. 
The shipping room has been moved from the second 
floor to the rear of the first floor; a new delivery and 
receiving aisle and entrance has been added, all pro- 
viding for speedier handling of orders. 

Executive and business offices have been moved 
across the street to Suite 200 in the company-owned 
Governor Building. This move consolidates the offices 
of President Lester Hunter, the building management, 
credit, wholesale radio, and advertising departments. 
A conference room is included in the new suite, which 
is used for sales meetings and factory demonstrations. 


Was Founded in 1889 


Pacific Stationery was founded in 1889 by L. D. 
Hunter, who designed and patented many special 
printed forms under the Pacific label. The present 
building was purchased in 1913, and has been occupied 
by the firm ever since. 

Present owner-manager, Lester Hunter, has intro- 
duced many changes in the firm, which originally 
specialized in blank books, bookkeeping systems, and 
printing. 

The wholesale stationery and school supply division 
was added in 1933 by purchasing the stock of the 
Oregon News Company. Under the management of 
Vice-President Francis Fowlks, the wholesale division 


has expanded to occupy three floors, with offices on the ' 


second floor. Space vacated by the shipping depart- 
ment on the second floor will be used for additional 
stock. 

Pacific Stationery is now comprised of five divisions: 
retail stationery, wholesale stationery, printing, office 
furniture, and wholesale radio, with sales and display 
rooms on both sides of S. W. Second Ave. between 
Washington and Stark Sts. 
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he saves time and nerves 
with Cabla/e Wo Use” 
SoundScriber’ 


DICTATING EQUIPMENT 









On train or plane, in car 
or hotel room, SoundScriber 
helps him sell 


| More selling time for this top producer. 3¢ postage for home office transcription. 
| Instead of punishing paper work he dic- No stiffeners or expanders . . . another 
tates reports and letters to SoundScriber. SoundScriber exclusive. Send coupon 
Nine wafer-thin green SoundScriber today. Learn how SoundScriber can give 
dises (a full 24 hours of dictation) go your salesmen hours more selling time 
down the mail chute in one envelope with ... make them even more productive. 





SoundScriber Corp., Dept. OA12, 
New Haven 4, Conn. 


Please send me Motion Study Chart. 


Only SoundScriber Offers You: 
1. Automatic On-the-Disc Indexing. 4. “Television Indexing”. 


2. Two Arm Flexibility. . and it’s the only dictation 


disc useable on long-playing §§§§ aR ‘OMO----------->- 
3. Mail-Chute Size Discs. phonographs it’s 33% rpm. 


SEND TODAY om 
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Divide Audograph Sales Responsibilities 

Walter E. Ditmars, president of The Gray Manufac- 
turing Company, makers of Audograph dictation and 
transcribing equipment, has announced a division of 
sales responsibilities for the 64-year-old Hartford, 
Conn., concern. Mr. Ditmars said increased sales and 
expansion of the product line made the new organiza- 
tional plan necessary. 

John B. Haggin has been appointed assistant general 
sales manager to handle all Audograph products. These 
include the Audograph Soundwriter, the PhonAudo- 
graph telephone dictation system for multiple users, 
and accessories. Gray has a nationwide distribution 





J. B. Haggin H. W. Stewart 


organization. Overseas sales are handled for Gray by 
Westrex, Inc. 

Mr. Haggin, who has most recently been with Gray’s 
government division in Washington, D. C., was for five 
years vice-president and general manager of Gray 
Audograph Corporation, Chicago. He has also been 
associated with Hayes Aircraft Accessories Corporation, 
Seversky Aircraft Corporation, (now Republic Aviation 
Corporation) and New York Skyports, Inc. During 
World War II he served as commanding officer of the 
Army Air Forces’ Air Sea Rescue Division in the 
Caribbean. He will maintain his office at the New 
York City office of Gray. 

Mr. Ditmars also announced appointment of Harry 
W. Stewart as sales manager in charge of all other 
Gray products. He has been with Gray for a number 
of years. Prior to his new post, he was commercial 
manager, in charge of sales of Audograph equipment 
to U. S. distributors. Mr. Stewart will handle, among 
other products, electronic communications equipment 
contracted for by the U. S. Government. He will con- 
tinue his office at Hartford. 





John Mosler, Coleman Advanced by Safe Firm 


Election of John Mosler as executive vice-president 
of the Mosler Safe company was announced recently 
by Edwin H. Mosler, Jr., president. 

Martin S. Coleman was elected a vice-president, and 
also will remain in his present post of treasurer. 

John Mosler, a vice-president since 1950, will take 





M. S. Coleman 


John Mosler 


over the post of executive vice-president vacated by 
Harry H. Lynn, who was elected chairman of the board 
in August. A fourth generation member of the family, 
Mosler joined the 104-year-old firm in 1945. 

Mr. Coleman has been treasurer since 1950. Prior to 
joining Mosler in 1945, he was with the cost inspection 
service of the Navy for three years, and operated his 
own office as certified public accountant for five years. 
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Underwood Buys Electronic Computer Corp. 


Chairman of the Board Philip D. Wagoner ans 
nounced recently that Underwood Corporation & 
acquiring the business of the Electronic Computer 
Corporation of Brooklyn, which will become the Elec. 
tronic Computer Division of Underwood. Electroni¢ 
Computer has specialized in electronic computers 
under the trade name Elecom. In addition, varioug 
electronic components have been developed and are 
marketed commercially. 

Underwood has been carrying on research and de- 
velopment for some time in this field, primarily aimed 
at office equipment applications. The acquisition of 
Electronic Computer will also support this effort. 

The new Electronic Computer Division will remain 
under its present management and in its present 
quarters in Brooklyn and Manhattan, with the manu- 
facture of some of the components in one of Under- 
wood’s factories. 

With the acquisition of the Electronic Computer 
Corporation, Underwood is advancing its program of 
expansion designed to provide latest developments 
in the electronic field for writing and accounting 
equipment for business, industry and government. 

This new division of Underwood will continue the 
development and construction of moderately priced 
general purpose computers for industrial use. The 
division will design, develop and construct custom- 
made special purpose large-scale computers in ac- 
cordance with specific customer requirements. An- 
other phase of its work will be special study projects 
for prospective users to determine the applicability of 
a computing svstem to solve particular problems, and 
to determine the features that must be built into the 
machine to accomplish the desired results. 

In addition to computing and office machine appli- 
cations. Elecom components, such as dual-magnetic 
low imnedance heads for recording and play-back of 
magnetic drums, pulse transformers, delav lines and 
amplifiers are in production for general sales and use, 

Elecom’s engineers, who produced the Elecom 100 
currently being installed at the Aberdeen Proving 
Grounds, are turning designers’ promises into produc- 
tion reality. 

Elecom 100’s, hailed recently as the first low-cost 
general purpose electronic digital computer, will be 
used by aerodynamic engineers to pre-test designs of 
new supersonic aircraft without the need of costly 
hand-built models or huge wind tunnels, by petroleum 
engineers to study oil reserves and refining processeg 
by chemical engineers to analyze the composition of 
gases and liquids, and by metals engineers to study 
stress analysis of high strength alloys. It will al# 
be useful in the solution of many tyves of complicated 





mathematical computations in such varied fields @& 
optics, architecture and building construction, ag 
tronomy, retailing, manufacturing, banking and ine 
surance. 

The present staff of Elecom, headed by Dr. Sam 
Lubkin and Murray Pfeferman, will continue intact. j 

















Another Utility Store for Chicago 


Utility Stationery Stores opened a seventh retall 
outlet in Chicago on Tuesday, November 18, at 25 Sout 
Wabash Ave. Stars of stage, screen, radio and televie 
sion, as well as city officials were present for the ribbe 
cutting ceremony. The new store is equipped wif 
modern cathode tube lights which run the entire lengi 
of the premises. It is completely air conditioned by @ 
system especially designed for the building by t ; 
Carrier Corporation. The entrance and stair cases al 
constructed of polished terrazzo and the floor is covere 
with the newest type of asphalt tile. The store fron 
is finished in modernistic, polished, marbelized granit® 
The total selling area of 8000 square feet is divided in@ 
a 6000 foot unit on the main floor and 2000 foot um 
on the mezzanine. 
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. a brand new, fast-selling system you've operations. Sales, pro- 
been looking for! Your customers get in- in fact, any chartable opera- 
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through charted facts *- e > “ 
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A CONTROLA-CHART board and a supply 
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plain colored INDICATORS is all that’s 
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Weber Addressing Machine Names Sales Head 


Leslie J. Christianson has been named as the new 
sales manager of the addressing machine division of 
Weber Addressing Machine Company, Mt. Prospect, Ill. 

The new sales chief is well acquainted with the in- 
dustry and has served in a similar capacity with 
Rex-O-Graph Co., Milwaukee, Wis. 





Curtis Lindsay, Inc., Marks 26th Year 


Curtis Lindsay, Inc., occupying a three-story building 
at 77 S. First Ave. in San Jose, Calif., recently cele- 
brated its 26th anniversary. Starting in 1926 with a 
small book store. Curtis Lindsay has shown remarkable 
progress and today has complete departments in office 
furniture, commercial stationery, books, art supplies, 
gifts and social goods. 

The store is completely departmentalized and has 
been well laid out for traffic flow. Mr. Lindsay has 
shown a great amount of ingenuity in displaying and 
storing many items that are a real problem to handle 
properly. 

For example, he picked up some Air Force map cabi- 
nets in a surplus sale, repainted them and uses them 
for storing and displaying construction paper, desk 
blotters, large columnar pads and other flat goods. He 
has divided some of these cabinet drawers into small 
sections so that he can display in one drawer his com- 
plete line of wood cased pencils. 

Another drawer, similarly divided, holds mechanical 
pencils. These are all displayed well and enable the 
customer to make his selection with the store’s com- 
plete line at his fingertips. 

Another of Mr. Lindsay’s unusual fixtures, of which 
he is very proud, is an old oak thread cabinet that he 
located in one of the local department stores. About 
to be discarded, he bought it and refinished it for his 
store. 

This cabinet, with more than 100 shallow drawers 
about 15 inches deep, is ideal for storing broken boxes 
of special bookkeeping forms, columnar sheets and the 
like. The use of fixtures such as these not only promote 
efficient selling, but they do a good job of housekeeping 
in the store. 

Curtis Lindsay has shown that with imagination a 
dealer can develop excellent merchandising units and 
displays without the expense, in many instances, of 
custom-built installations. 

Associated with Mr. Lindsay in the operation of his 
store are his son and daughter-in-law, Mr. & Mrs. Don 
Lindsay. Brayton Burks is manager of the commercial 
department. 
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Heyer Introduces New Spirit Duplicator 


A new spirit duplicator with features popular with 
the trade and designed to be priced for volume sales 
was a feature attraction at the Heyer Corporation 
recent display during the National Stationery & Office 
Equipment Association convention in Chicago. The 
new machine, known as the Conqueror, is reported to 
have met with enthusiastic endorsement of the office 
supply industry. 

“Our engineering department spent two solid years 
working on the new Conqueror spirit duplicator,” said 
A. J. Heyer, “and when they were through with their 
work we knew we had a really wonderful machine that 
successfully solved, for the first time, many of the 





problems of spirit duplicating. But we’d all been so 
close to it for so long that we were very anxious to get 


an outside reaction. When we saw the way the entire | 


trade took to the Conqueror at the convention we were | 
certainly pleased. 

“We sincerely thank the trade for its enthusiastic 
reception of our new machine .. . and we want every 
dealer to know that with this machine we are going 
to continue the policies and efficient service that have 
won us so many friends throughout the industry.” 

Although current production is sufficient only to 
cover orders received prior to announcement of the 
Conqueror, the Heyer Corporation is assuring all 
dealers that deliveries will be on schedule and orders 
will be handled in the order they are received. By the 
beginning of 1953 it is expected that production will 
have caught up with accumulated orders. 





Jim Wallace Active as Manufacturers’ Agent 

Representing two companies, James A. “Jim” Wal- 
lace, Jr. is busy in his capacity as manufacturers’ rep- 
resentative in four states. 


& 
V 





James A. Wallace, Jr. 
<4 





He is covering Michigan, Ohio and West Virginia | 


with the Jasper Office Furniture Company and Michi- 
gan, Ohio and Indiana for the Gregson Manufacturing 


Company. 








Exterior, Showing Window 


Displays, of Cur Lind- 
say, Inc., San Jose, Calif. 


OFFICE APPLIANCES, December, 1952 





FREE! 


Write 


SUF 
52-85 


OFFI 








im | 6a) Bsupreme’s “150 


36 WIDE—18 DEEP—78 HIGH 


The Most Outstanding 
Cabinet Value Today 


i i el 


— FF ee te = 















STURDY CONSTRUCTION—Heavy Gauge Welded Door and Frame Assembly 
: with Incorporated Dust Check and a Sanitary Base! 3-point locking device, Die-cast, 
| Polished Chrome Door Handles with Built-in YALE Paracentric Lock! 


| AMPLE STORAGE ROOM_Four shelves easily adjustable on 2” centers. 
price-W 5° TRIM SMART STYLING—In green or grey baked on an enamel finish. 


KNOCK DOWN SHIPMENTS—Properly packed in safety-guarded cartons. Saves 
gles-w iS you transportation and warehousing costs. 


EASY TO ASSEMBLE— Unusual design features permit assembly without visible 
: nalin wise bolt heads on fronts, sides and tops of cabinets. 


| PROMPT DELIVERY —yYou'll appreciate Supreme’s delivery made possible by our 


nt wise large inventory backed by the facilities of our vast, modern manufacturing plant. 
Weis | Also made in 24” depth and as wardrobe and combination type units. 
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FREE! New price list and catalogue of complete SUPREME line. 


Write today 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 
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Holznecht Heads Parker Pen Public Relations 
Richard W. Holznecht has been appointed public 
relations director of the Parker Pen Company to suc- 
ceed Allen H. Center, who has joined a leading elec- 
tronics firm in Chicago. 
Mr. Holznecht will assume the responsibility of 
managing the company’s public relations activities, in- 


R. W. Holznecht 





cluding supervision of house organs and direction of 
its public information service. 

The new public relations director for Parker joined 
the firm in March, 1948, as sales promotion assistant. 
Prior to that he was an advertising copy writer for 
Abbott Laboratories. Mr. Holznecht saw service as an 
Air Force pilot in the China-Burma theatre, and at- 
tended Lake Forest College, Lake Forest, Il. 





All-Steel Adds Ed Keeling, Jr., to Staff 


All-Steel Equipment, Inc., Aurora, Ill., has announced 
the addition of Ed Keeling, Jr., as a sales representative 
on the company’s field staff. His address is 115 Western 
Savings Fund Building, Philadelphia 7, Pa. 

Mr. Keeling will be a district manager in charge of 





“s e Ed Keeling, Jr. 
y | 


dealer sales for eastern Pennsylvania and southern 
New Jersey. 

The name Keeling is well known to the office equip- 
ment industry inasmuch as Ed Keeling, Sr., has been 
identified with the field for many years. 

Ed Keeling, Jr., acquired manufacturing experience 
at the Art Metal Manufacturing Company while at- 
tending school. Later, he was associated with George 
D. Hanby, office equipment dealer in Wilmington, Del., 
where he had charge of office furniture sales. Mr. 
Keeling became active with All-Steel starting Novem- 


ber 1. 





Macon (Ga.) Victim of Typewriter Dupe 

W. E. Gates of the W. E. Gates Company, Macon, Ga., 
has informed NOMDA and Orrice APPLIANCES that he 
was the victim of a check artist in a scheme which 
involved the “purchase” of a Royal portable AG 2489831 
gray, pica type. 

Mr. Gates says, “We were working in the office late 
Saturday afternoon, October 11, when we received a 
call from one of the better funeral homes who identi- 
fied themselves, asking if we had portable typewriters, 
which we did, and he said he would send his nephew 
over and would we please let him have a portable type- 
writer. He further stated his nephew had been hurt 
playing football and would not be able to play for 
sometime and was going to need a typewriter until he 
could go back to school. 

“In about 20 minutes in walked a huge young fellow, 
about 6 feet, 2 inches tall, weighing around 210, ap- 
proximately 25-27 years of age. He had very dark 


122 


straight hair, swarthy complexion on the rough side 
and decidedly coarse features. 

“He was an easy buyer and when he said, ‘I'll take it, 
he presented a check for $150.00, made payable to D. A. 
Baker, signed by J. J. Sutherland, who is the manager 
of Memorial Chapel, funeral home in Macon. We ac- 
cepted the check and gave him cash in the amount of 
$43.49 along with the portable. 

“Any information leading to the apprehension of 
this party will be greatly appreciated. It might be 
noted that this man was well versed in the typewriter 
business and it is possible that he was either working 
this scheme before or will work it again.” 





Monroe Heads Toledo Rem-Rand District 


Louis J. Monroe has been promoted from salesman 
to Toledo, Ohio, district manager for Remington Rand 
Inc., which has just moved its headquarters from 319 
Erie St., in downtown Toledo, to new and larger quar- 
ters at 527 W. Woodruff Ave., about a mile from the 
main business district. 

Mr. Monroe joined the company in 1942 and served 
in sales capacities in Buffalo and Rochester before 


Louis J. Monroe 





coming to Toledo two years ago. He is a member of the 
Chamber of Commerce, the National Association of 
Cost Accountants, and Sertoma International. 

The new headquarters are in a recently-completed 
one-story buff brick building with large parking space 
adjoining. The other half of the structure is occupied 
by the Addressograph-Multigraph Corporation. 

Facilities at the center are designed to provide con- 
venient demonstrations of the company’s office ma- 
chines, systems and equipment. Another feature of the 
center is the management controls library with litera- 
ture on problems which face cost-conscious executives, 





Mr. Monroe said.—AK 





Appoint William Fink as Cosco Salesman | 


Hamilton Manufacturing Corporation has announced 
the appointment of William Fink as company sales- 
man in the mid-Atlantic territory including Pennsyl- 
vania, southern New Jersey, Delaware, Maryland, Dis- 


William Fink 





trict of Columbia and Virginia. Mr. Fink is now 
devoting full time to calling on Cosco dealers andj 
consumers in these states. ' 
After completing the Cosco sales training program 
including actual factory experience, Mr. Fink next 
worked in the office in charge of scheduling produc- 
tion and shipping. For the past several months he has 
been assistant to the sales manager of the office fur- 
niture division serving in the office and the field. 
By the end of this year Mr. Fink plans to be per- 
manently established in Philadelphia or vicinity. 


OFFICE APPLIANCES, December, 1951 





0! 





un 
nd 
19 


he 


ed 


yl- 
jis- 


OV 
nc 


exi 
uc- 
nas 
ur- 


951 





Harter Model 65 Executive Posture Chair 


Comfort is what your customer wants in his personal chair 

and comfort is what you give him in the luxurious Harter 65. Deep, cool 
seat and back cushions of specially molded foam rubber make sure 

of that. And the 65 is a true posture chair. Easy handwheel adjustments 
enable you to adjust this chair to your prospect as you talk to him. 

Clean, functional design, quality finishes and fabrics fit the 65 to the 
finest office. Write for literature on the full line of Harter quality chairs. 


HARTER CORPORATION, 1225 Prairie St., Sturgis, Michigan 


OHARTER 


sTtrurkeeoi §$ * Maticew8iigas 
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HARTER MODEL 710 


Matching side armchair 
available for complete 
installations 
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HOUSEHOLD FILE 


indexed three woys 
1. ALPHABETICALLY 
2. FOR BUDGET PURPOSES 
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FILE 





Cellophane Gift Wrapped in gold ‘stam 
maroon suede boxes. Packed twelve to / 
carton, four of each color--Red, Blue an 
Green Plaid. 


SIZEQY2” x 72” 
(13 pockets) 

ay \ndexed three ways. | 
1, ALPHABETICALLY ‘ 

2. FOR BUDGET PURPOSES 


3. MONTHLY 












THIS DISPLAY AS WELL AS ONE AND TWO COLUMN 
NEWSPAPER MATS WILL BE FURNISHED FREE WITH 
YOUR INITIAL ORDER OF 12 FILES. 








BIRTHDAYS 


ANNIVERSARIES 
SHOWERS 
CHRISTMAS 
PARTY PRIZES 





WRITE DEP’T. M. FOR 
COMPLETE INFORMATION 
AND PRICES 
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© SECOND ANNUAL 
7 WINDOW ——_ 
CONTEST —— 


IST PRIZE $250.00 Won by Thomas Burke 
Schwabacher-Frey Company, 
Los Angeles, California. 

The theme emg yed in this window was thot of a parade 


displaying nead products 


g > iné ives 
¢'' ee 
2ND PRIZE — $200.00 Won by Steve Reynolds 
Redeker & Dick, Inc. 
Cincinnati, Ohio. 
f this window was a card reading as follows: 
es the Load.” A locomotive was loaded 
Expanding and Vertical Files 


for further winners in Smead's Second Annual 


, 7 
i THE Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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3RD PRIZE — $150.00 


Entered by A. H. Fischer 
Des Moines Stationery Co., 
Des Moines, lowa. 


4TH PRIZE — $100.00 


Entered by Florence L. Mock 
Journal-Chronicle Co. 
Owatonna, Minnesota. 


5TH PRIZE — $50.00 


Won by Doris Rember, 
W. H. Kistler Stationery Co. 
Denver, Colorado. 
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G. J. Aigner Company Increases Production 


Facilities to Speed AICO Deliveries 

To help meet the increased demand for the AICO 
line of indexing products, the G. J. Aigner Company, 
specialists in the field for 43 years, has announced a 
35% increase in production space and a 50% increase 


George J. Aigner 





in production capacity. Two shifts are now adopted 
to help speed the completion of AICO products. 

Due to the complex nature of the work involved, in 
designing and fabricating indexes, tabs, sheet pro- 
tectors and other indexing products, new machinery 
and equipment first had to be designed, built and 
tested. Under the direction of Joe E. Kohnke, head 
of the research department, this was finally accom- 
plished and some $50,000 in new equipment was added 
to the plant investment. 

It is claimed that speedier delivery is now assured 
of all special orders for custom-made items in the 
index line, such as special indexes for catalogs, sales 
manuals, sales presentations and other loose leaf cata- 
logs. Dealers are referred by George J. Aigner to De- 
partment PR of the company. 





Ideas, Inc., Appoints Kramer W. Foster 
Appointment of Kramer W. Foster as vice-president 
and general manager of Ideas, Inc., Detroit, Mich., was 
announced recently by George Thom, Jr., president. 
Ideas, Inc. designs and constructs custom office fur- 
niture for business and industrial firms, sells standard 


Kramer W. Foster 





lines of office furniture and equipment and serves as 
interior decorators and consultants. The company 
moved into new and larger quarters at 8151 Gratiot 
Ave., Detroit, on November 1. 

Mr. Foster had served as director of administrative 
services for Ross Roy, Inc., during the last nine years 
and prior to that was director of advertising and sales 
promotion of United States Radiator Corporation. 





Haskell Benefits by New Showrooms 


Located conveniently now at 435-439 N. State St., 
Haskell, Inc., representatives Hal Johnsen and Virginia 
Wiesner extend a cordial invitation to all local dealers 
as well as those traveling through Chicago to stop in 
and inspect their new quarters. 

On display is Haskell’s complete new line of budget 
steel desks and tables as featured in the firm’s new 
catalog recently issued. 

Among the new details are all-rounded corners, 
built-in drawer stops and heavy channel runners that 
float over flat nylon bearings for quiet, smooth opera- 
tion. Other features include standard linoleum tops 
bound with aluminum and baked enamel! finish sani- 
tary leg bases. 
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Rand McNally Moving Plant to Skokie 


The month of November found Rand McNally & 
Company, 96-year-old map and book publishing firm, 
completing a shift of its plant from 536 S. Clark St., 
in downtown Chicago to Skokie, Ill. There, the com- 
pany is occupying a new $2 million-dollar plant which 
is on a 10-acre tract at the southeast corner of Central 
Park Ave. and Cleveland St. 

This shift is under the direction of Andrew McNally 
III, great-grandson of Andrew McNally, co-founder 
with William H. Rand of the firm in 1856. The vacated 
Rand McNally building in Chicago has been leased by 
the Government for the bureau of public debt and will 
be used by 2,200 federal workers. 

All of the firm’s offset printing will be done in the 
new Skokie plant. Letterpress printing and bookbind- 
ing will continue to be done at the Rand McNally plant 
in Hammond, Ind. (formerly the Conkey plant), one of 
the largest of its kind in the world and employing 
about 900 persons. The Skokie plant will have about 
700 on its payroll, says Harmon H. Woodworth, Rand 
McNally sales promotion manager. 

Departments were moved one at a time in the shift 
to Skokie which was completed without undue inter- 
ruption of the printing activity. 





Hails 25 Years of Pen Progress 

Orville A. Brown, who operates a pen shop in the 
Spitzer Arcade, Toledo, Ohio, pointed out the many 
changes in the pen and pencil industry through the 
medium of an ad celebrating his 25 years in Toledo. 

The ad showed the 1927 models of the Sheaffer and 
Parker pens, and the 1952 models of each of these 
makes. It pointed out that the large, out-of-balance 
pens of yesterday have been replaced with the slender, 
smooth writing pens of today. 

“Improved grinding of gold points, the use of plastic, 
practical white metal and other light-weight metal 
with great tensile strength have resulted in better pens 
and pencils. Ball pens have added an item to the 
writing field ... today most ball pens are excellent... 
our leading pen manufacturers have spent millions to 
improve the pen, pencil, ball and desk set. To name 
a few—Sheaffer, Parker, Waterman, Eversharp, Ester- 
brook,” the advertisement said.—AK 





Mechanix Illustrated re- 
cently presented its Gadget Award of the Month to the 
Genie letter opener. This handy device was invented by 
Leo Gendernalik, president of Office Accessories Corp., 


Wins Gadget Award... 


Encino, Calif. With the Genie letter opener in his right 
hand, Mr. Gendernalik here demonstrates how he inserts 
the edge of an envelope into the slot and then easily cuts 
through the paper with an injector-type razor blade. 
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During the coming year, Burroughs will continue its 
aggressive advertising and merchandising program. 
The millions of people who are reached by its 
messages will know that the local Burroughs dealer 
can supply them with speedy, efficient Burroughs 
adding machines and cash registering machines— 





\ the basic tools of every business—known the 


re 


world over for dependability. 


If you are not a Burroughs dealer, why not We wish you every success for 1953! 


find out how you, too, can profit by . : ’ : ichi 

s Ac Mac ( r, Detroit 32, N . 
laoming enet Tis tiaieadaiaee Burroughs Adding Machine Company, Det , Michigan 
branch office nearest you can give you all 
the facts. Write or call today. 


WHEREVER THERE'S BUSINESS THERE'S Burroughs 
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Virginia Hawley Added to Royal Metal Staff 


Virginia Hawley has been appointed to the interior 
design staff of Royal Metal Manufacturing Company, 
H. A. Green, president of the metal furniture firm, 
announced. Miss Hawley, an honors graduate of the 
Art Institute of Chicago, with a Bachelor of Fine Arts 


Virginia Hawley 





degree in interior design, will supervise preparation of 
blue prints and floor plans, and advise on furniture, 
accessories and color schemes for commercial, pro- 
fessional and institutional interiors. 

Recently Miss Hawley has planned the remodeling 
of internes’ quarters and reception areas at Illinois 
Central hospital in Chicago, the layout of a leading 
Western motel and currently is planning a new union 
building at one of the Midwest’s leading universities. 
Office layouts and commercial plans also will be han- 
dled by Miss Hawley and Royal's interior design de- 
partment. 

Miss Hawley is a student member of the Industrial 
Designer’s Institute. 





Lee Snow Named to Rem-Rand Sales Post 


H. A. Hicks, vice-president and general sales man- 
ager, dealer sales division, Remington Rand Inc., has 
announced the appointment of Lee Snow as sales 


Lee Snow 





manager of adding machines and cash registers for the 
dealer sales division. 

Mr. Snow attended the University of North Carolina 
and served with the United States Air Force during 
World War II. He began his career with Remington 
Rand as account representative in the former adding, 
bookkeeping, calculating machines division in 1947. He 
was later promoted to agency specialist for adding- 
calculating machines and then to dealer adding ma- 
chine specialist. With the formation of the dealer sales 
division in 1949 he was assigned as assistant sales man- 
ager for adding machines. 





Charles E. Love Tours Europe with Executives 


Charles E. Love, executive vice-president of Com- 
mercial Controls in Rochester, N. Y., was a team 
member of “Operation Enterprise,’ a National Sales 
Executives-sponsored program designed to acquaint 
European businessmen with American methods of 
marketing and distribution. The group left for Europe 
October 2 with return slated for November 6. 

Mr. Love’s part of this project was to cover “Selec- 
tion and Training of Salesmen and Promotion for 
Sales Management Positions” in a series of meetings 
in key European cities. 

While in Europe, Mr. Love contacted Commercial 
Controls agencies in various countries to bring them 
up-to-date on post-war developments of the company’s 
products. 
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Royal Alters Branch Office Structure 

Effective October 1, Royal Typewriter Company, Inc., 
announced two new additions and one change in its 
branch office structure. 

A new office has been opened at 1414 Central Ave., E., 
Albuquerque, N. M. This branch is headed by F. M. 
Miller, formerly sales administrative assistant to 
Royal’s research executive, H. C. Draper, who has been 
with the company since 1948 when he started as a 
junior salesman. 

He later became a market research representative 
and a government salesman in Washington, D. C. 
When Royal’s electric typewriter was introduced to the 


F. M. Miller 





public, Mr. Miller was named special representative to 
demonstrate this product. In 1951 he took over the 
duties of sales correspondent and joined Mr. Draper’s 
staff early this year. 

Long Beach, Calif., is the scene of Royal’s second new 
branch office. The branch, also opened on October 1, 
is under the managership of F. K. Pace, formerly man- 
ager of the California distributors’ operation and is 
located at 515 Pine St. 

Mr. Pace joined the company in 1946 as a salesman 
in San Francisco and received the appointment to the 
California distributors’ managership in March of this 
year. 

In West Virginia, Royal’s branch headquarters have 
been moved from Huntington to Charleston, and Dis- 
trict Manager R. P. Greer, who headed the Huntington 
office, will also direct the branch operations in the new 
location. 





Visible Records Boosted by Novel Display 
Among the office supplies needed for the new year 
are record files and Schwabacher-Frey, Los Angeles, 
Calif., called them to the attention of office customers 
in an arresting manner. 
Using a poker theme the firm showed two huge 
hands on a black background, one holding an ace of 








Poker Theme Used in Schwabacher-Frey Display 


hearts to which an actual visible record was attached 
and the other a pair of kings and pair of aces. 

In big, black letters on a white background was 
printed, “Acme Visible Records—A full house that 
can’t be beat.” On yellow pedestals and steps were 
placed many varieties of records and a number of 
photos showing prominent offices in which these were 
installed.—_WBS 
1952 


OFFICE APPLIANCES, December, 











Imperial 


desk company 
EVANSVILLE 7, INDIANA 





OFFICE APPLIANCES, December, 1952 























ates HE 
/ | 
/ | 











just ahead lies the answer 
to office efficiency... 


Take the steps now that lead to any of the 
modern QUEEN plants in Chicago, Atlanta 

or Brooklyn where the nation’s most wanted 
and finest duplicating supplies are manufactured 
with care and understanding for the needs 

of today’s business firm. 





The most cordial of invitations is extended to 
you to visit any QUEEN plant. By doing so, 
you're headed in the right direction for 
streamlined office operation and, of course, 
streamlined profits. 


aici:fe). Bey Voice) Reema ya 
128 Wythe Ave., Brooklyn 11, N. Y. 





Manufacturers of: 








@ INKED RIBBONS e@ CARBONIZED ROLLS @ MASTER UNITS (PLAIN & PRINTED) 


@ CARBON PAPERS @ SPIRIT & GELATIN CARBONS 


FACTORIES: BROOKLYN, N. Y. © CHICAGO, ILL. @ ATLANTA, GA. 
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Strengthen Moore Business Forms Division 


The establishment of a new district office and the 
appointment of three new district managers is another 
step in the continuing program of strengthening the 
Eastern division sales organization of Moore Business 
Forms, Inc 

Because of the continued growth of the Indianapolis 
district it has been reorganized to provide a new Fort 
Wayne district. The Indianapolis district will now take 
in Indianapolis, Terre Haute and Muncie. The new 
Fort Wayne district will consist of the areas covered by 
Fort Wayne and Kokomo. 

William E. Gibson has been named Indianapolis dis- 
trict manager to succeed John C. Parkhill who re- 
quested a transfer to the west coast because of his 
health. Merle A. Franks has been appointed district 
manager of the new Fort Wayne district. 

Ronald C. Jennings succeeds John H. Walzer as 
Bridgeport district manager. John takes over the duties 
of senior account representative in that area. Forrest 
R. Jackson takes over the Chicago district manager- 
ship left open by the resignation of H. F. Couch.—GET 





Sam Krebs Joins Columbia Loose Leaf 


A new member of the Columbia Loose Leaf Company, 
Inc., organization at 271 Mulberry St., New York 12, 
N. Y., is Sam Krebs, who will take charge of sales. 

Selling through dealers only, Columbia Loose Leaf 
has its own machine shop and has been manufacturing 
loose leaf metal parts for the past 25 years. Recently, 
the firm has gone into the manufacture of loose leaf 
binders of all types. Olaf Hall, with 25 years of experi- 
ence in manufacturing these binders, will handle pro- 
duction. George A. Pelletier, president of the firm, has 
been active in the manufacture of loose leaf metal 
parts for 30 years 





H. N. Pitcher Named Direct Fax Agent 


H. N. Pitcher, president of Visible Equipment, Ltd., 
4479 Catherine St., W., Montreal, Quebec, has been 
appointed exclusive selling agent for Direct Fax ver- 
tical visible systems in the province of Quebec-Ottawa, 
Ontario, and the Maritime Provinces. 

Mr. Pitcher is a veteran in the design and analysis 
of business problems and has an efficient staff of sales- 


men ready to give intelligent service to the industry. 
In addition to vertical visible record systems, Mr. 
Pitcher also markets all kinds of visible systems. 





George Cormack Joins E. T. Keeler & Company 
It is announced 7 E. T. Keeler & Company, Chicago, 
distributors of Cel-U-Dex products, that George Cor- 
mack has joined the organization. He will take over 
the territory formerly covered by Frank Honeyyager, 
namely Illinois and Wisconsin. 
Mr. Cormack is also associated with S. E. & M. Ver- 
non, Inc 





Hofmann Heads National Blank Purchasing 


F. L. Hofmann is announced as the new director of 
purchases for the National Blank Book Company pur- 
chasing office in Holyoke, Mass. He has assumed the 
position held by R. W. Ely who served the company as 
purchasing agent for 54 years until he reached the 
retirement age on August 30, 1952 





Hannam Company Moves to Larger Quarters 


The J. J. Hannam Company, dealers in supplies 
used in the production and reproduction of office copy 
work, has moved to larger quarters in the Albright 
Building at 833 Broadway, New York 3, N.Y. With the 
move the firm has become agent for the J. E. Albright 
Company, distributors in office machines and equip- 
ment 
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Take tangles out of Tax Figures 


riden 








Automatically 
it takes work 
out of figure-work 


Ne Thinking Machine 


Or ‘ia Business 


t 





today’s multiplied 
“cut down to 


® In store, office and factory... 
workload of tax figuring can be 
size” by the Friden fully-automatic Calculator. 

For in every kind of tax computation, in- 
cluding withholdings from payroll —as in the 
processing of invoices, inventory, engineering 
and production calculations — the Friden 
performs more steps in figure-work without 
operator decisions than any other calculating 
machine ever developed. 


That’s right! The Friden actually “thinks 
out” proved answers to figure problems of every 
kind. It does its work so simply, so automati- 
cally, that anyone can use the Friden without 
special training. And time-savings pay back 
quickly the cost of the machine! 


* Figure oY a Fridanm — However “different” 
your business is, call in the Friden Man 
near you and watch The Thinking Machine 
of American Business do your figuring. Friden sales, 
instruction and service available 
throughout U.S. and world. FRIDEN CALCULATING 
MACHINE CO., INC., San Leandro, California. 


© Friden Calculating Machine Co., Inc. 
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closet space! 


tubing holds 


shelves. 





Coat- 
Rake 


Beautiful 
chrome with 
block crackle 
base, gray, 
reen or 
rown with 
matching 
crackle base. 
All heavy 
gauge steel 
tubing with 
polished 
aluminum 
hooks... 
Height 68", 
base 14” dia. 
Weight 16 
Ibs. 















T-201 


$1490. 


Fills the growing need for extra 





arments, at least 10 hots. 
Sieede 1” heavy gouge steel 


Gleaming chrome plated finish. 
Comes knocked down, assembies 
easily with firm-locking rounded 
hex-nuts. When not in use, stores 
in space-saving carton. Height 
72”, width 42”, depth 22”. 
Weighs 25 Ibs. 


Handi-Rak shown (T-102) with 2 


$3 00 | with chrome 


T-101, with one shelf, $24.00 } 5 A, " 
T-103, with three shelves, E& GAMMA 


All items F. 





for the 


“\f2 { i . 3 
parade” 





Accommodates 30 





well over 200 ibs. 


















LIST 





$40.00 


0.B., Phila., Pa. 
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SATIN FINISH 


Super 
Goat. Rak 


SPUN ALUMINUM 


Beautiful 11" spun 
aluminum upright. 4 
graceful double hang- 
ers, assembled easily 
with handsome round- 
ed hex-nuts and tipped 
with smooth, black 
plastic knobs for ut- 
most protection. Solid- 
filled, spun aluminum 
base assures the 
proper weight for 
moximum load, guar- 
antees base will re- 
main in shape. Up- 
right is supported in 
rigid position by 
“squeezelok” in base. 
72” high, weighs over 
20 ibs. Base diam. 15”, 


T-401 
LIST $19 


Write for 
complete catalog 


Katn- Rak 


All chrome finish! 1144" 
steel tubing. 8 compart- 
ments hold 16 umbrellas 
in chrome plated drip 
pon. Assembles easily. 


T-301 $] 00 


LIST 


Sa ‘T wheenalters 


SALES DIVISION 
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911 WALNUT STREET, PHILADELPHIA 7, PA. 








| Esterbrook Sponsors Gregg Penmanship Contest 


The Esterbrook Pen Company announces it again 
will sponsor a nation-wide Gregg shorthand penman- 
ship contest. The new 1952-1953 contest is the latest 
in a series of annual contests which have been spon- 
sored by Esterbrook since 1937. 

Aim of the contest is to build students’ interest in 
Gregg shorthand and to aid them in writing shorthand 
notes. The contest is open to shorthand classes in 
every type of school—public, private and parochial. 

Prizes to be awarded consist of silver cups, engraved 
with the class teacher’s name, the school and the 
year. In addition to this, the members of each win- 
ning class will be given a Gregg-approved Esterbrook 
shorthand pen. There will be eight silver cups awarded 
in all—a winner’s cup and runner-up cup in each of 
four classifications. The classifications are: Collegiate, 
Class A—universities, teacher-training institutions, 
junior colleges, and business colleges; Collegiate, Class 
B—parochial business colleges and post-high acade- 
mies; High School, Class A—public high schools; High 
School, Class B—private high schools, including pa- 
rochial. 

In addition to the silver cups which are awarded to 
the teacher and the Esterbrook fountain pens given 
to members of the winning shorthand classes, individ- 
ual students submitting outstanding papers will be 
given handsome certificates of merit and proficiency. 

The contest runs from school-opening time in 1952, 
to March 2, 1953, and may be entered at any time 
during that period. “This,” said Frank Wolstencroft, 
director of the Contest for The Esterbrook Pen Com- 
pany, “allows the students five months to practice 
writing their entries and gives them a chance to turn 
in their very best specimens.” 


One of the unusual features of the contest is that, 
although all entries must be written with a Gregg- 
approved Esterbrook shorthand pen, it is not necessary 
for the student to buy one. Every teacher entering 
a group of 15 or more students in the contest is sent 
free an Esterbrook shorthand pen. This pen, of course, 
is then available for those students who do not own 
their own Esterbrook shorthand pen. 

Additional information concerning the Esterbrook 
Gregg Shorthand Contest, as well as sets of entry 
blanks and contest rules, can be obtained by writing 
direct to: Frank Wolstencroft, The Esterbrook Pen 
Company, Camden 1, N. J. 





Underwood Appoints Manning at Omaha 


W. H. Manning has been appointed regional manager 
at the Omaha, Nebr., office of Underwood Corporation, 
according to an announcement by W. F. Arnold, vice- 
president and general sales manager. 

Mr. Manning joined Underwood in 1925 as a service- 


W. H. Manning 





man. In 1937 he was promoted to salesman and to divi- 
sion manager in 1946, where he remained until his 
present assignment. 

His headquarters are at 5001-03 Leavenworth St., 
where he will direct the sales and service activities of 
the typewriter, adding machine, accounting machine 
and supply divisions in the company’s Omaha region 
which includes in addition to Nebraska, parts of South 
Dakota. 
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L. M. Church, Church & Stagg Office Supply Co., Birmingham, Alabama 


I told this guy to twist the 





drawer... hit it...slam it 


all 


...and he bought 47 “Yand E” 
Style-Master desks! 
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Not just that easy, because it was a tough sale. 
This purchasing agent had looked at a lot of desks . . . and he didn’t think 
there was a desk built that could take the punishment he gave out. So I laid 
it on the line, “Take that drawer—hit it and slam it—try to twist it. Go ahead.” 
He did, and that “Y and E” drawer took the beating. He gave it a good 
going over, then came up with a smile. 

‘You've got the kind of construction I like,” he said. Before he left I'd 
clinched the order I didn’t think possible. 47 desks, and 15 file cabinets ... 
all thanks to “Y and E.” 

[he superior construction of “Y and E” equipment is just one of the ad- 
vantages of your ““Y and E” franchise. ““Y and E” backs every franchise with 
exclusive protection to dealers, and merchandising and sales help on the local 
level. That’s why the “Y and E” franchise can mean more business for you. 


The franchise that means quality merchandise 





YAWMAN 4»? FRBE MFG.(O. - 1015 Jay Street, Rochester 3, N.Y., U.S.A. 
Also Makers of Quality Filing Systems and Supplies 
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BASSICK DIAMOND- 
ARROW CASTERS 


.. the most efficient. Smooth- 
rolling, easy-swiveling. Types 
for all wood and metal chairs, 
typewriter stands, etc. 


2M Mtl aah 


BASSICK RUBBER- 


CUSHION GLIDES 


... broad, flat, polished, hardened steel 
base. Inexpensive. Easy to attach. 


1 Slope Speirs fume 


dames CUPS 
AND SHOES 


.. Bassick-made, glove fit- 
ting, square rubber shoes or 
round and square com posi- 
tion cups. 











Three profitable answers to 
three typical office problems! 


As you can see, there’s a common denominator 
to all three. It’s Bassick. You always have the an- 
swer to any caster or floor protection problem when 
you carry the world’s largest line. Nationally adver- 
tised. THE BASSICK COMPANY, Bridgeport 2, 
Conn. In Canada: Belleville, Ont. 





Bassick 


A DIVISION OF 









MAKING MORE KINDS OF CASTERS. _ MAKING CASTERS DO MORE 
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Smead Announces Display Winners 


The Smead Manufacturing Company of Hastings, 
Minn., recently announced the winners of the second 
annual window display contest. Showing the best win- 
dows in the contest were: 

First prize of $250—Schwabacher-Frey Company, Los 
Angeles, Calif., window entered by Thomas Burke and 
using a “Follow the Leader” theme with prominent 
banners proclaiming Smead’s Tell-I-Vision system. 

Second prize of $200—Redeker & Dick, Inc., Cincin- 
nati, Ohio, window entered by Steve Reynolds. The 


oT) 


Power - ones e 
- — SO 


> 








Smead Winners .. . TOP—First-prize $250 winner entered 
by Schwabacher-Frey Co., Los Angeles, Calif.. Thomas Burke 
display director; BOTTOM—Second-prize $200 winner entered by 
Redeker & Dick, Inc., Cincinnati, Ohio, and arranged by Steve 
Reynolds. 


window featured a locomotive displaying Smead’s ex- 
panding files and had the theme, “Smead Carries the 
Load.” 

Special prize of $100 window for cities up to 50,000 
population—Western Typewriter & Office Supply, Nor- 
folk, Nebr., window entered by Miss Donna Blair. 

Special prize of $100 for cities of from 50,000 to 
100,000 population—Office Equipment Company, Har- 
risburg, Pa., window entered by Marshall H. Dean, Jr. 

Special prize of $100 for cities of from 100,000 to 
500,000 population—Bixby Office Supply Company, 
Grand Rapids, Mich., window entered by Orson C 
Grant. 

Special prize of $100 window 
500,000 population—Horder’s, Inc., 
entered by Homer R. Hamlin. 

Other prize windows were: $150.00 third prize, Des 
Moines Stationery Company, Des Moines, Iowa, window 
entered by A. H. Fischer; $100.00 fourth prize, Journal 
Chronicle Company, Owatonna, Minn., window entered 
by Florence L. Mock; and $50 fifth prize, W. H. Kistler 
Stationery Company, Denver, Colo., window entered 
by Doris Rember. 

The judges were Paul Burbank, National Stationery 
& Office Equipment Association; Paul J. Ocken, Graphic 
Arts Industry, Inc., and H. C. Whittemore, Wholesale 
Stationers Association of the U.S.A. 


for cities of above 
Chicago, window 





O’Shields Joins Panama City Firm 

Association of H. O’Shields with Hudson Office Sup- 
ply Company, Inc., Panama City, Fla., has been an- 
nounced by Alex Marthis, vice-president of the com- 
pany. 

A native of South Carolina, Mr. O’Shields has resided 
in Panama City for the past 10 years. He was formerly 
connected with Bay National Bank and W. and W. 
Motors in Panama City —JL 
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yr- NO REFINISHING—EVER! 

to Let the janitor drop a chair or bang one 

against another—nothing will disfigure or 

“a dent or deform this fiber glass base. Here 

J is a base that is virtually maintenance-free. 

to A wipe with a cloth and clear polish will 

Ly, always make it look like new. 
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a OE ~UGHTER THAN ALUMINUM! 
Three-quarters of a pound lighter than the 





al — — \ 
ed oN vy SS same Sturgis base in aluminum—over four 
er Or } pounds lighter than a similar base in steel. 
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SMART, BEAUTIFUL PATTERNS 
The glass fiber formations produce a pat- 
tern of distinctive beauvty—introducing a 

D- brand new decorative note into office chairs. 
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Note: the new fiber glass boses are optional on the following chairs: 
Nos. 1800, 1805, 1200, 1210, 1255, 1255WA, 972, 672. 
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SELF-LEVELING— 


Believe it or not! The flex characteristics of 
this fiber glass base are such that regord- 
less of the unevenness of the floor, the 
weight of the occupant keeps the chair 
automatically and absolutely level. 





NOISELESS! 


The sound deadening characteristic of 
fiber glass insures virtually noiseless move- 
ment. 
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New Film Is Produced for Underwood 


Carl H. W. Ruprecht, manager of the advertising 
and public relations division of Underwood Corpora- 
tion, recently brought together a group of top ad- 
vertising executives to the offices of Ted Baldwin, Inc. 
New York, N. Y. 

The occasion was a preview of Underwood’s new 
“Spotlight, U.S.A.” film entitled “Ten Copies, Please.” 








A Job Well Done... Carl H. W. Ruprecht of Underwood | 


Corp. congratulates Ted Baldwin for his new “Spotlight, U.S.A.” 
color film entitled “Ten Copies, Please.” From left are John E. 
Wiley, advertising executive; Virgil Hollingsworth, Jr., advertising 


manager of the Pine Products Corp.; Ted Baldwin; Carl Ruprecht, | 
and Stanley Withe, advertising director, Aetna Life affiliated | 


companies. 


This unusual color film was made for Underwood by 


Ted Baldwin, Inc., on an entirely new format for tele- 
vision, industrial and educational use. 
This film on writing history is presented in colorful 


manner. It is a 16 mm sound production available | 


free of charge to high schools, colleges and universities, 


vocational schools and adult education groups. The } 


running time is 22 minutes. Two other sound films, 
“Tips on Typing” and “The Duties of a Secretary” are 
also available. 


Eddy Rejoins J. J. Stocker & Co. 


Gene H. Eddy has rejoined J. J. Stocker & Company, 
Watertown, N. Y., in charge of all duplicating ma- 
chines, service and supplies. He was formerly associa- 
ted with the firm from 1935 to 1942 as an expert in the 
mimeographing field. He entered military service in 
1942. 

After release from service, Mr. Eddy was employed 
in Tampa, Fla., by the A. B. Dick representative in 
that city—GET 
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For Christmas Promotion ... As part of its full-scale 
Christmas promotion, David Kahn, Inc., is featuring the new 
836 Wearever Pennant pen at $1.00 and 2836 Wearever Pennant 
set at $1.98 in full page ads in leading national magazines. 
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Here’s your opportunity... your 





double opportunity to cash in with two 


: Velvet Touch” 
of the fastest selling business machines moar a 
Monroe 
on the market today. Adding Machine 


a 
vood 
A.” 
neE 
ising 
echt 
| 


















ated 
by 
ele- 
os To keep pace with the rapidly { 
rful a 
ible expanding market, Monroe for the first i 
ies, 7 . } 
The time offers you a dealer franchise. i 
ms, — ; ; i 
aan This franchise brings you two famous i 
Aa al {| 
Monroe lines—the ever-popular i 
Monroe Adding Machine plus a preferred i 
y, . ; . . 1] 
mn. line of Monroe Calculators, both with | 
“ia- full keyboards, in hand and electric 
the ; 
in models, all capacities. 
yed If you're interested in expanding 
in , ; 
your business, increasing your sales, 
volume, goodwill, you'll want to know 
, | r World-famous 
more about this unusual offer. And we'll Coats 
° ° M 
be glad to give you full details. Adding-Calculator 
Just write... today! ee H 
\ ; Monroe Calculating Machine Company, Inc. ' 
i . : Dealer Sales Division, ! 
i | 555 Mitchell Street, Orange, N. J. 
1 
| Send information about the Monroe dealership plan. 
i i 
i i 
Ree eee ee i 
i { 
i i 
MONR a oe : 
| | 
ale CALCULATING, ADDING & ACCOUNTING MACHINES STREET Coccccccccccccccscccccesesscecesscoeeescoeeosoesooes cece seescessseseeesosocoosesesesoooss i 
“al 
ew i H 
ant MONROE CALCULATING MACHINE COMPANY, INC. i or i 
General Offices, Orange, N. J. Lows = = j 
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The third eye 
of inspector 


Harford 


| Inspector Emma Harford’s 
third eye is a ‘‘Comparator,”’ 
a machine that magnifies 
Esterbrook Renew-Points to 
iw” sixty-two times normal size. 
It checks point outline, and 
width of ink slit. Varia- 
tions from standard are 
by quickly spotted, rejected 
f-*  and scrapped. 








The Optical Comparator is 
f only one of 32 major inspec- 
i) tions given every Esterbrook 
A Fountain Pen. 
Searching inspections and 
constant attentions to qual- 
ity details mean no ‘‘come- 
backs’’ from sales of 
Esterbrooks—and help to 
explain the ever-increasing 
popularity of this, the pen 
with “the right point for 
the way YOU write.” 


FOUNTAIN PEN 
ESTERBROOK . . : America’s Pen Name Since 1858 


138 








Revolving Typewriter on Truck Gets Attention 

One of the most easily identifiable office machine 
service trucks in the United States is calling attention 
to Robison Office Equipment Company, Camden, N. J, 


The reason is a huge typewriter mounted on a sim- 
ilarly expanded typing table which towers above the 
cab of the truck. Hand-built by Kenneth V. Robison, 
head of the firm, the typewriter is an exact duplicate 
of a 1952 upright of a popular make, expanded to 20 
times it normal size. 


As pictured, the huge typewriter, visible for blocks 
away when the truck is in use, calls attention to Robi- 
son’s complete repair, sales and rental operations, the 
telephone number, and address. 


Resting atop the type of light-weight metal type- 
writer table usually found in homes or small offices, 
the “machine” is mounted on four casters, and be- 















Easily Identified . . . The service truck of Robison Office | 


Equipment Co., Camden, N. J. 


cause it is heavily weighted at the front, it swings in 
circles as the truck pulls away from traffic lights and 
stops. Thus, not only the appearance of the big type- 
writer itself, but constant “whirling motion” are ad- 
vertising assets. 


Mr. Robison, who maintains one of southern New 
Jersey’s largest office machine repair operations, built 
the “typewriter” himself, utilizing sheet metal, chro- 
mium, plywood, hard rubber, plastic, and many other 
materials. All of the “bright metal” parts, such as the 
platen arm, chromium trim on the roller, keys and 
paper release are actually chrome-plated. The exterior 
finish follows the same chronicle design as a regulation 
new typewriter, adding to the authenticity of its ap- 
pearance. The name of the firm appears directly over 
the keys, while the telephone number is lettered across 
the front of the space bar. 


In constant use over a wide territory, the truck has 
resulted in much telephone business, according to 
Robison, who has been active in office machine sales 
and service for a little more than three years. Many 
businessmen, who suddenly find a need for repairs, 
simply remember the name from having seen it bla- 
zoned on the jeep pickup truck, Mr. Robison adds. 


Recently, the New Jersey typewriter firm was 
awarded a record U. S. government contract to service 
and repair all typewriters in federal offices in Camden, 
Burlington, Gloucester, Salem and Atlantic counties. 
Robison won the contract on the basis of competitive 
bidding, but his entry into the bid came about because 


a government official noted the “swinging typewriter” | 
and telephoned to announce the event. One of the | 


busiest repairmen in the field, Mr. Robison likewise 


holds contracts for repair and maintenance of office | 
machines of all types in government offices throughout | 


Philadelphia.—_RAL 
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universal counter installations 
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STEELMASTER’S STANDARD LOW COUNTER HEIGHT 362" HIGH— 
GREATER EFFICIENCY, WORKABILITY AND ACCESSIBILITY. 


By 








& CONE WY VORIK UB.d-\ 








BUILD YOUR OWN INSTALLATION TO MEET YOUR SPECIALIZED NEED 


~ 


Sttelnastr versatile line of top efficient business units 
covers a wide area of functions service and applications. 

There is a unit in the S%c/was% line to meet and service 

every one of your business needs. These top-grade, high 

value, completely functional and low cost units may be [ 
combined into counter installations that will save you | 
many, many dollars over the long term in increased effi- 

ciency, ease of operation, and reduction of costly pro- 

cedures. A completely simplified practical and wonderful 

system that can be yours for the ordering. All units are 
made of the best grade furniture steel, where applicable, 

electrically welded for greater strength, easily assembled, 

and are available in grey or green as preferred. 
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" universal counter installations 








Cat, No. 

TCH! — Counter Top — 

Counter tops are made of best grade furniture 
steel with heavy service linoleum inserted, and 
snug fit special light colored trim. This is the 
standard top. Top has 1” over-hang front and 
back but metal thickness snug-fits on side. 
Special counter installations of the same construc- 
tion are available to any length desired. For 
estimate purposes, $10.00 a running foot is sug- 
gested. it is recommended that you request firm 
quotation on over-size special size counter tops. 
Dim. 1” h. x 18” d. x 48” w. 


Cat. No. 


CU-1, CU-2 — Corner Units — 


Special engineered corner units to permit you to 
make a right angle, turn in your counter installa- 
tion. A full depth unit to permit a 90° diagonal 
turn, and the CU-2 is a specialized unit to permit 
a right angle turn. 


CU-1—36 1," h. x 24” w. x 24” d. 
CU-2—irregular triangle—-36 4%" h. x 16” w. x 16” d. 


Cat, No, 

1, G-2 — Gates — 
Two gate styles are provided with easily adjust- 
able brackets for affixing to your counter instal- 
lation. 
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G-2 


avanasis in Fatena Gooy on STeclwrasse stanvann onsen. 


art steel sales corp. new york 63 n. y., U.S. a. 














item OVERALL DIM. 

Mo. | DESCRIPTION P .. Price 

G-1| Full gate double 24” | 24”| 1%” | $30.00 
acting 90° 

G-2| A half gate double | 24” | 24” | 1%" | $45.00 
90° 


























Ca ee Fe SP 6 an SO Ge GS aoe Ge 2 oe GP ee Se Ge Ge Gee Ge Ge £6 Go ee’ ss Lt ee Se ee oe oe ee es oe ee eee a 


Hunsberger Is Veteran with Meilink Safes 


Few in this industry have been longer identified with 
the safe business than Guy Hunsberger, vice-president 
and assistant treasurer of Charles J. Montague, Inc., 
Easton, Pa 

Mr. Hunsberger has actually been in the stationery 


Guy Hunsberger 





business for 50 years but began to handle Meilink steel 
safes in 1906. He strongly believes in the merits of this 


equipment as a means of protecting valuables in the 


home and of! 





Arrow Appoints Western Representative 


Arrow Fastener Company, Inc., has announced the 
appointment of Joseph M. Davis, 3907 Duquesne Ave., 
Culver City, Calif., as western sales representative for 
Arrow’s complete line of stapling products. 

Mr. Davis, who is well known in the stationery field 
and enjoys a fine reputation on the West Coast, will 
sover the territory from Denver, Colo., west. He will 
be assisted by Henry L. Palmer and Donald E. Mass. 
Further merchandising plans are to be announced. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Figures for July, 1952, Released in October, 1952, 
by the U. S. Department of Commerce 
Gupeely > ) 


et alue 
Machines Accounting Nondescriptive New 293 367541 
Machines Accounting Descriptive New 674 1201832 
Machines Listing—Adding New 2790 427862 
Machines Calculating Non-Listing New 1675 495846 
Machines Accounting New, Etc., Nes. 231 44308 
Machines Card Punching New 142 471578 
Machines Accounting Used Rebuilt, Etc 438 58458 
Parts for Accounting Machines, Etc. 1199373 
Machines Addressing 126 92203 
Accessories & Parts for Addressing Machines 37179 
Machines Duplicating Ex Lithographic Offset 251 61271 
Machines Duplicating Lithographic Offset 45 58045 
Parts for Duplicating Machines 608615 
Cash Registers New 1053 334767 
Cash Registers Used Rebuilt 367 33383 
Parts for Cash Registers 156710 
Typewriters Standard Electric New 5509 633473 
Typewriters Standard Electric Automatic New 448 97225 
Typewriters Portable New 4452 209052 
Typewriters Used Rebuilt Automatic 1240 60725 
Typewriters Nes 57 37881 
Accessories & Parts for Typewriters 217814 
Staplers for Office 21024 42453 
Machines Dictating 180 39270 
Machines Mail Handling & Parts 86113 
Machines Check Handling & Parts 50412 
Office Machines & Parts Nes 91215 
Mechanical Pencils All Materials (Doz. 19911 76236 
Mechanical Pencil Parts 14355 
Pencils Ex. Mechanical Black Lead (Gr. 24409 60678 
Pencils Ex. Mechanical Nes. (Gr 5122 18797 
Pencil Leads 23575 
Crayons 27501 
Fountain Pens Ball Type (Doz 16059 44047 
Fountain Pens Ex. Ball Type (Doz.) 38812 369421 
Ball Pen Refill ink Cartridges (Doz. 7136 goss 
Fountain Pen & Ball Pen Points Nes 92898 
Fountain Pen Points (Gr 4011 56454 
Carbon Steel Pen Points (Gr 6237 8895 
Desk Pen Sets 4212 11339 
Ink Writing 44777 
Ink Nes 50438 
Carbon Paper (Lb 91013 79633 
Office Machine Ribbons Cloth Inked 44786 
Office Supplies N« 190883 

Ne Not elsewhere specified 
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SWIFT 


TU 
MACHINE 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. OA-12 


Send information about the Swift Adding Mochine: 


NAME 





COMPANY_ 





ADDRESS 





GUARANTEED 
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DISCRIMINATING BUYERS 
INSIST ON 


SUPERDEX 


tTeace mare 


ADDING MACHINE ROLLS 
BECAUSE 


rt ADDS UP: 


— SPECIAL FEATURES INCLUDE: = 
* Blue white paper 

* Free of lint 

* Wooden cores 

* Flagging in every roll 

* Slit to accurate dimensions 
























THE WARSHAW MANUFACTURING CO. INC. 


1 MAIN STREET BROOKLYN 1, 
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News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P. O. BOX 2835, GREENSBORO, N. C. 

A rougher looking bunch of “characters” I’ve never 
seen than those accumulating in and around Wil 
limstown, S. C. The town is celebrating its centennig 
soon and John Attaway, the office supply bush beater 
in them there parts, is head man of the “doins.” John’g 
“brothers of the brush” land on any and all, including 
uninformed “peddlers,” who take so much as a step om 
the streets in a clean shaven “puss.” You can let thag 
beard grow, boys, when calling on John. 


- - 

























I haven’t been able to get a late check on this item 
but on September 29 Jess Brightwell, J. G. Brightwel] 
Company, Greenville, S. C., was in the hospital with @ 
dislocated disc. Understand those things are very pain- 
ful so sincerely hope Jess is out and in good shape 
again. 

. * * 






Wyatt Seybt, until recently in business in Greenville, 
is now with Harbin’s in Columbia, S. C., traveling the 
territory. Best wishes Wyatt—will be looking for you, 

” . 


* 












Just barely got in last month with the item abou 
the fire at “Willie” Walters’ firm, Knight Bros., Sump- 
ter, S. C. I called on Willie shortly after that and 
found that the center section of the store was com- 
pletely gutted but the rest suffered only heat, smok 
and water damage. The place was one grand mess bug 
Willie was already busy salvaging stock and printing 
equipment. The loss, at that time, was tentatively 
placed at around $75,000 and with insurance, pl 
some salvage, this loss was expected to about balance, 
They are at present using the typewriter shop to oper 
ate from and hope to have things rolling again before 
the Christmas rush. 



















* * 


The firm of Blake & Ford, Camden, S. C., is “expect- 
ing’ a new member soon. Mrs. Ford is the “V. P.” in 
charge of production. Best wishes folks—lemme know 
wah hoppen. 


« 



























It was good to see Hines McWaters back on the old 
stand again. The firm of the same name in Columbia, 
S. C. has sorely missed his guiding hand for lo these 
many months. Hines has just completed a “stretch” 
in Korea and expects his release soon. 

” 


. * 


” - 



































Ever see an office supply store built on the order of 
a modern “super market”? No? Well—all you have to 
do to see one is to journey to Newport, Tenn., and drop 
in on Lynn Allen Printing Company. Lynn has just 
completed a remodeling job that is really out of this 
“ole” world. He thoroughly believes in the old principle 
that if the customer can see it he will buy it. Of course | 
plenty of room is a prerequisite on a thing like that, | 
but as Lynn had a good stock of that he used it. | 
Everything stocked is displayed in quantity. Ink, and | 
so forth, is stacked up just like beans and the customer | 
helps himself. Does it work? Lynn says those mountain 
folk love it 

. > os 

That new store in Decatur, Ga., Office & School 
Supply, keeps me hopping. Bob Peacock had his} 
brudder, Howard, formerly with Joseph Dixon Crucible 
Company, with him. Wonder who the “leg man” is} 
gonna be? 

. = ” 

The above change brought on another one in that 
Dave Sloan, formerly with Mosler Safe, has taken over 
Howard’s old job with Dixon covering Georgia, Florida 
and Alabama. — 

* > . 

As I have a 16-cylinder “one track mind” and am on 
the scent of changes, two more have occurred recently 
Two of the “boys” decided they were tired of the 
“medium” income bracket and decided to paddle theif ( 
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GIVE THIS TOP BILLING ON 
YOUR CHRISTMAS SHOW 


The Gunlocke No. 2685 lounge chair should be one of your leading Christmas gift items. It is 
equally suited to your customer’s office and home. It is a big sale, 
a big profit item; a man’s gift in every sense of the word. 

You will want to feature the No. 2685 chair in your advertising, 
in your Christmas windows, and on your display floors. Sell its 
comfort, that results from the soft down cushion seat and the 
form-fitting tufted back. And remember, the upholstery is genuine top 
grain leather—the “Sterling Silver” of upholstery coverings. 

Cash in on this Christmas business! 

If you have not already received it, write for your copy of the new catalog 
showing this complete line in full color. 


LY ‘ 
PS oes 


H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 

















Built to 
Win Friends 


86 x 45 76 x 42 
n uence gd LY 4 Drawer Executive Conference Top 
Available in Genuine Walnut or 


Softone on Rift Oak 









No. 1663-76F 




























It’s New! It’s Right!—the Conference Top 4 Drawer Executive Desk in 


Genuine Walnut. It’s an important companion piece in the new 1600 Standardizer 





Series, designed to provide a new concept of beauty, utility and value. 
It’s in production now and shipments will soon be rolling to dealers 


who are on the alert. Mail your order today! 





No. 1666-F4 No. 1663-F4 
66 x 36 60 x 34 
4 Drawer Executive 
Available in Genuine Walnut 
or Softone on Rift Ook 





Authorized to Cor 
Genuine Walnut 


The American Walnut 
facturers Association 
: thorized use of their 
Back V f 1666-F4 1663-F4 
33 fetid 4 5! ° the Alma Standardizer 
showing new streamlining and ine Walnut Series. 


spacious convenience slide. 


Densified knee space pom 
standard on all 1600 dest 
amount of abuse can hort 
silky smooth surface—provi 
manent protection to he 
clothing. 






BETTER DESKS ARE MADE OF WOOD 





ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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own canoe. Jim Scott and Jimmy Wilson are no 
longer in the “hired help” column but are now full 
fledged manufacturers’ agents. Jim has his old line 
of Rockwell-Barnes together with Taylor Chair and 
Artistic Desk Pad & Novelty. Wilson has all of his old 
lines to wit: Service Products, Spencer Rubber Bands, 
Sengbusch, Rogers Loose Leaf, Precision Metal Works 
and perhaps a few more, more or less. Jimmy’s lines 
I'm not positive about. Could be a change here or 
there. Anyhoo—good luck fellers. I'll be delighted to 
have a steak on you 
> o - 

The Book Store, in Waynesville, N. C., has changed 
hands. Howard H. Kaiser is the new owner and will 
be delighted to have you boys call on him. 

. > > 

In last month’s issue I told you about Bill Cole’s ill- 
ness in Memphis, Tenn. Shortly afterwards the news 
came through that Bill had succumbed to the very 
great odds against him. 

* . > 

The death of George Purvis, S. E. & M. Vernon, Inc., 
has already been publicized but with the thought that 
perhaps some missed it I note that he passed away 
on September 24 

. > : 

The Ray boys, Raleigh Office Supply, Raleigh, N. C.., 
are on the march again. This time their “expansion 
program” was taken on by a building contractor. They 
are completely remodeling the second floor and making 
a top-flight furniture show room and private office. 
The decor motif is pastel paneling and if’n I do say 
so myself the effect is very fetching. Jimmy expects 
it to be the same with the customers. The stock room 
of miscellaneous items is next to the new show room. 

o * > 

Mr. and Mrs. Cecil, Cecil’s Office Supply, High Point, 
N. C., have just returned from an extended tour of 
England, France and Holland. Mr. Cecil was attending 
a convention of the “International Brotherhood of 
Magicians” held at “Hastings by the Sea” in England 
where, I am sure, he showed them a thing or two—or 
three. Mr. Cecil is a magician from way back and 
spends a big part of each year touring the country 
putting on shows at schools and so forth. While over- 
seas, Mr. Cecil made it a point to look in on office 
supply stores in each country and found that in every 
instance there was plenty of merchandise on the 
shelves and their prices compared favorably with ours. 
The Cecils’ are already planning to attend next year’s 
convention in France 

. . * 

A Chicago convention note—from the manner in 
which those attendance prize television sets went to 
North Carolina it would seem that the “Tar Heel” state 
had a lock on them. Monday’s set was taken home by 
Alvin Bowen, Eastern Office Supply Company, Ahoskie, 
and Tuesday’s was won by Austin Robbins, Carolina 
Office Supply, Rocky Mount, just 60 miles away. 

Another convention note—from the reports I am get- 
ting that Saturday morning breakfast promoted by our 
hard working Guv, Allen Cammack, was even more 
than a “sellout.” Allen was kept jumping digging up 
more tables. Well over 100 attended which shows the 
kind of spirit this 4th District has. Plans for the °53 
Regional were drawn up and from the manner in 
which Joe Kilpatrick, Carithers-Wallace-Courtney, At- 
ianta, is going about his new job of general chairman 
for this affair it is really going to be one you won't 
want to miss. The date, at this writing, is Friday and 
Saturday, April 10 and 11, so start those plans right 
now—this minute—to be there. 

Two new firms in the district—H. P. Griffith and 
F. J. Parham—have opened the Office Equipment & 
Supply Company at 1118 Hampton St., Columbia, S. C. 
“Griff” was formerly with Hines McWaters. B. & H. 
Printers, N. 3rd St., Smithfield, N. C., is in business 
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Model 6-6-0 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 


VICTOR ADDING MACHINE CO. 
Chicago 18, illinois 
World's largest exclusive manufacturers 
of adding machines. Now in ovr 33rd year. 


ee ee Ee ES a ae ee ae 


VICTOR ADDING MACHINE CO., Chicago 18, Il. Dept. O.A.-1252 
| am interested in the new Victor Champion line of adding machines. 
Please send details to: 





| 
: 
| | ———— | 
] | | ee | 
| | ...... State : en 
, Territory where | am now selling :... 























Season's Greetings 





CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“FINEST QUALITY ALWAYS” 





4 
R oe L 
Cconns ever” 


THE COMPLETE LINE 


Stands the Test of Time 


MANUFACTURED BY 


H. M. STORMS 
COMPANY 


STORMS BUILDING 
BROOKLYN 38, N. Y. 











146 


with printing the main item but carrying stationery 

items also—no equipment. S. E. Boyette and L. W, 

Hobgood are partners in this new firm. q 
” - * 

The old firm of Ivan Allen-Marshall Company, At- 
lanta, Ga., is no more. The firm will henceforth be 
known as Ivan Allen Company. This applies to the 
branches, too. 

7 ” . 

News comes that Herman Goforth, formerly with 
Gibson Art Company, is now owner and operator of 
Bill Shaw Card & Gift Shop in the Selwyn Hotel, 
Charlotte, N. C. 

” - * 

The Southern Travelers are mighty proud of our 
new Vice-Chairman, Field Division, NSOEA, Jim W, 
Cooper. Jim was elected to this high post at the Chi- 
cago convention. Congratulations Jim and—good hunt- 
ing. 



























* * . 


“Huncan Dines Again” 

Give the wagon a good greasin’ boys because t 
month you will have to ride a bit for that “piece 
resistance” ala “Huncan.” The locale is Atlanta a 
the place Bill Daly’s Red Barn. Bill’s place is out 
Chastain Memorial Park, or N. Fulton Park. To g 
there go out through Buckhead, take Roswell Road 
Powers Ferry Road (a short block to the left beyo 
Piedmont Road) then about two miles out Powe 
Ferry and there you are. At Bill’s you get the “works, 
Real “barny” atmosphere, stall ’n all, and a frien 
“hello” from Bill, or Mrs. Bill. Just in case he mi 
you, Bill is the little skinny fellow (about 300 poun 
of skinny) running around with a red baseball cap o 
Bill’s is noted for steaks but is very good on capon a 
barbecued ribs. In the event your whistle is dry tha 
can be taken care of, too. This is a nice, homey pl 
to dine and although the prices, $2.50 to $5.00, are 
bit high the “splurge” will be worth it. You spo 
fans will get a kick out of “chewing the fat” with B 
He is an ex-trainer for the Atlanta Crackers and t 
University of Georgia. 





National Cash Register Enters Electronics Fie 


Recent purchase of the Computer Research Corpora 
tion of Hawthorne, Calif., by the National Cash Reg 
ister Company, Dayton, Ohio, heralds the entrance 
the latter firm into the rapidly expanding field 
electronic computation devices. The California fi 
manufactures the “electronic brain,” a new devi 
that has proven a boon in the computing machin 
field. 

National Cash Register revealed it will guide much} 
of its research and development toward the related 
scientific and technical applications of electroni¢ 
computation devices, and also will expand the scope of 
its research for business and accounting applications. 

S. C. Allyn, president of National Cash Register, said 
his firm has for some years engaged in electronic 
research. Its efforts have been directed toward devel- 
opment of equipment capable of handling masses of 
data encountered in commercial, industrial, and finan- 
cial accounting. 

In this field, the arithmetical work to be done is 
relatively simple but involves great masses of com- 
mercial transactions. This is in contrast to the fune- n 
tion of Computer Research Corporation type of equip- | 
ment, which is designed to take a relatively small 
amount of data and perform very complex mathe- 
matical calculations. 

Computer Research Corporation was founded 2% 
years ago as a small operation, and now employs 150 
persons and owns its production equipment, but not 
its building, according to Richard E. Sprague, 
vice-president in charge of sales and a director of the 
West Coast firm. He said that under the agreement 
with NCR, the California firm will continue its present 
manufacturing and sales operations.—AK 
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el | mproved Filing with 


FI LER that are FIRST 


| 





You offer faster, easier operation... 


more filing capacity ...maximum service 


ife when you offer Art Metal Director 
Files. These modern files give your 
efficiency, better looks, 
more desirability —the ultimate 
in filing at no extra cost. 

Check the outstanding functional 
and quality features shown on 


Customers more 


There’s an Art to Better Filing 





this page. Art Metal Director Files 
represent the very finest construction 
that more than 60 years of experience 
in the manufacture of metal office 
equipment can produce. The Art Metal 
Director File can do a lot for your 
customers — and do a lot for you. 

Art Metal Construction Co., 
Jamestown, N. Y. 














Art Metal Director Files 
FIRST in Outstanding 
Functional Value Features 


FILE DRAWERS EXTEND FULLY 
BEYOND FRONT OF THE CASE 
making all drawer space useable. No 
reaching inside case when filing material 
at rear of drawer. 


BALL-BEARING ROLLER 
SUSPENSION with 12 steel rollers .. . 
8 of them ball-bearing . . . permits fast, 
smooth, quiet drawer operation. Drawer 
held level at all times. Easy removal for 
periodic cleaning and maintenance. 
FRONT FAME IS DISTORTION PROOF. 
It is tenoned, welded and doubly 
reinforced. 

FLUSH, WELDED BOX TOP forms 
strongest possible construction. 
INTERLOCKING CORNER CONSTRUC- 
TION. Rear case corners have four 
thicknesses of welded steel. 


ONE-PIECE BASE CONSTRUCTION 
produces a dust-tight and vermin-proof 
cabinet. 

CAST ALUMINUM HARDWARE in 
satin finish. Lock is brass with a satin 
finish matching other hardware. 
SNAP-OUT GUIDE RODS permit easy 
removal from file drawer. Simply press 
down to release for removal. To replace, 
push rod and it snaps into position. 
ADJUSTABLE FILE SUPPORTS divide 
drawer into separate compartments. 
Contents of drawer are tilted back for 
ready reference. Supports are easily 
lifted and moved as desired without 
distorting file neatness. 

WELDED DRAWER CONSTRUCTION 
for greatest strength. 

TWO-PIECE DRAWER HEAD is rein- 
forced with gussets on each side to 
insure rigidity and prevent strain and 
wear on the drawer front. 

GRAVITY LOCK COMPRESSOR 
(optional ) equipped with positive lock- 
ing device which holds compressor 
firmly in place. 


CRADLE 

















































































The name Olivetti has long been a world- 
wide symbol of outstanding craftsmanship 
and design—a reputation reaffirmed here 
in the United States by the introduction 
of the Olivetti fully automatic Printing 
Calculator and its acceptance by leading 
American organizations. A demonstration 
of its efficiency and versatility applied to 
the wide variety of calculations employed 
in modern business can be arranged 
through any of the sales and service points 
in over 400 United States cities. 

Olivetti Corporation of America, 580 Fifth 
Avenue, New York 36. 








olivetti 
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News Notes from District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 


First, a big welcome to our new governor, Sidney 
Butterfield, of Smith & Butterfield, Evansville, Ind. 
Sidney is well known to all of us and I can’t think of a 
better person to head the Fifth District for the coming 
year. To say that he will do a good job is to put it 
mildly. He is a tireless worker and his knowledge of 
the industry will make the Fifth District a leader in 
the NSOEA 

So, let’s all get behind him and give him the help 
he will be needing from time to time. We all should 
sign up new members, both dealer and field divisions, 
in order to win the trophy we came so close to annex- 
ing this past year 

One of the first things we should do now is to make 
our plans to be in Columbus, Ohio, for the regional, 
June 8 and 9 the Deshler Wallick Hotel. Let’s talk 
it up all over the district and be sure of a large turn- 
out. Columbus is easy to get to from any part of the 
Fifth District. Remember last year it was “Revel with 
the Rebels” in Louisville. Why not find a good slogan 


for 1953? Send your ideas to me and I will see that 
they are forwarded to Sidney so he can pick a good one. 
> > > 


Lloyd Landenberger, chairman of the Columbus 
Chapter, wants all to know that this group meets on 
the first Monday of each month at the Southern Hotel 
in Columbus. All are invited to attend 

> * > 

George Long, of George S. Long & Son, attended 
the quarterly meeting of the West Virginia Stationers 
at Charleston and reports this meeting was well at- 
tended. Vic Robinson of James & Law of Charleston, 
presided. The speaker was William K. Wilson of Die- 
bold, Inc., and he gave his usual good performance. 

> o o 


John Duncan of the Advocate Store in Newark is 
recuperating at his home after a bout with the sur- 
geons. Take it easy, Johnny. 

> > > 
that R. L. Sanford has moved from 
to Cleveland. Did somebody get his 
embership? 

* > > 
traveling to Cincinnati: If you are 
having trouble with hotels contact George Long and 
he will make arrangements for you to have a guest 
card at the Cincinnati Club where you will be well 
taken care of. Quite a few of the fellows take advan- 
tage of this club and like it very much. The rates are 
lower than the hotels and I know you will have a 
better room much better food. Just drop George 
1 note and hi do the rest. Thanks George for the 
reminder 


We understa 
Rochester, N. Y 
application 


To all teli 


* * > 


We are very rry to hear about the’ accident in- 
urred by W. E. McDonald of Central Ohio Paper. He 


and a friend ws returning from a fishing trip when 
a large trailer truck smashed into them at Bucyrus, 
Ohio. Mac received very serious injuries and was 


onfined at the Bucyrus Hospital for several weeks. 
He will be o * some time they tell me. So the next 
time you are in Columbus give him a call or drop him 
a note. He yv appreciate it 


> > > 
Nate Thul of the Armstrong Stationery Company, 
Cincinnati, will be confined to his home for at least 30 
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MASO’S NEW 


STEEL CHAIR SUITE 





Has all Those 

Sure-Fire Sales Features 

Your Customer Wants! 

* Looks * Comfort * 
Efficiency * Durability 





Executives No. 1005 
ing 
Meets Every Demand! posture Chairs 


The streamlined beauty of the Swivel 

Arm Chair meets the most exacting de- 

mands of the working executive. Denotes the executive status 
and blends in with any modern office setting. Adjustments 
of the individual to the chair are made quick and easy. Open 
arms and backrest assure cooler seating comfort. Scientifi- 
cally padded spring cushion seat assures less seating fatigue, 
day long working efficiency. Wide choice of fabrics for seat 
and backrest. Desk Side Arm Chair and Secretarial Posture 
Chair are perfect matches. All are top quality throughout 
built of top quality materials. 


WRITE FOR LITERATURE — DEALER SET-UP 


MASO STEEL PRODUCTS 


Dept. A 81 W. Von Buren St. Chicage 5, III 
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A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 











Gregson No. 505 
Executive Posture 


Plenty of room for executive growth 

Lots of comfort to dispel brain weary fatigue 
. . » Made to sell at a price to please even a 
Scrooge — that’s the new Gregson executive 
posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 

The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 








GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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days. The doctor has ordered complete rest. We hope 
he will be OK after this forced layoff. 
. . - 

Detroit reports their monthly meeting was a huge 
success held at Carl’s Chop House. This was mostly 
due to the presence of Tom Lowe. Seems he has become 
something of a stranger these past few months. Let’s 
get on the ball, Tom. 

. + * 

Plans for the Detroit Christmas party to be held at 
Chet Harper’s home are in the making. All are invited, 
so contact Chet if you can make it. 

- 7. * 

Sam Hawkins is now operating the pen department 
in MacCauley’s Fifth Ave. store in Detroit. Good luck, 
Sam. 

. + * 

Did you know that Billy Kane, that really BIG little 
guy, and his lovely wife celebrated their 25th wedding 
anniversary in October? I hope we all will be invited 
to the 50th deal, Bill. 

7 - ” 

With the Christmas season approaching I thought 
you might like to send greetings to a couple of swell 
fellows who are well known to all of us. While they are 
not active in the industry at the present they would 
like to hear from their friends. They both have been 
ill too long and we all hope they will be back with us 
soon. They are: 

O. E. (Ernie) Earnshaw, formerly with Roths in 
Dayton, residing at 232 Oakview Dr., Dayton, Ohio. 

LeRoy Hansell, The Globe Wernicke Co., c/o Cameo 
Apts., Pass-A-Grille Beach, Fla. 

What say we all send them greetings so they will 
know we still think of them and wish them well? 


+ . * 

This is all for this month and since I won’t be seeing 
you or writing a column until 1953, may I wish you all 
a very merry Christmas and a big order-writing New 
Year. 





New Year’s Eve Frolic Nets Good Will 


The manager of Johnson Office Equipment, Santa 
Ana, Calif., points out that when community celebra- 
tions on Hallowe’en did much to lessen the damage 
caused by juvenile gangs on that night, his city’s Junior 
Chamber of Commerce thought that much of the 
carousing—which resulted in so many accidents on 
New Year’s Eve—could be avoided by giving the gen- 
eral public something gay and safe. 

Accordingly the Jaycees instituted the Santa Ana 
New Year’s Eve Frolic that drew a crowd estimated at 
100,000. And this in a little city of 10,000 population! 

With the co-operation of the leading merchants a 
double-page spread was run in the local papers, invit- 
ing everyone to a big New Year’s Eve Frolic, com- 
mencing at 8:00 p.m. A huge parade was planned with 
floats—all the leading merchants entered one—comic 
characters, bands, drum and bugle corps, marching 
clubs and riding clubs, and the ad gave the list of 
entries, advising that 40 merchandise prizes would be 
given in the different divisions. Six big army search- 
lights illuminated the parade. 

A press stand was set up, where a loud speaker an- 
nounced and described each entry as it approached. 
To add interest to the occasion a photographer’s stand 
was erected, and all photographers, both amateur and 
professional, were invited to take snap shots from the 
same, prizes being awarded for the best pictures in 
both classes, the prizes and winning pictures being 
later exhibited in the windows of the different stores. 

There was no charge for participating in this contest, 
but those who intended to do so were obliged to reg- 
ister in advance at the Junior Chamber of Commerce 
and receive a badge admitting them to the stand. At 
the conclusion of the parade, which took an hour in 
passing, two of the business blocks were roped off, and 
street dancing enjoyed until midnight—WBS 
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ittle ee : ” : . . . 
ding 700 line” is the Oxford low-priced line of filing folders that meet 
be | government Type II (UU-F-517D) specifications. 
\ 
ight \ It’s the folder for bid inquiries from large users; it’s the folder to 
= \eeeeeeeen wave at the sharp-shooting P.A. 
ould 
een And when you need a folder that’s even better—you can have it in 
n us — 
the Oxford “100 line,” which meets specifications for government 
di Type I filing folders. 
meo 
Oxford “100 line” folders are definitely the best you can buy. 
% They too belong in your stock, because like any top quality product, 
. “100 line” folders sell your store as the top store in town. 
eing 
A This transfer time you can make more and bigger sales of Oxford 
filing folders for these clear-cut reasons: 
1. You can supply the best folders at reasonable prices. 
inta 
ora- 2. You can supply the price-conscious buyer with folders that list 
lage 
nior lower than other folders of the same quality. 
the 
on 3. You can supply folders in styles, weights and materials that are 
ren- 
not available in most other lines, for Oxford folders are made 
a in four weights, three materials and all tab styles. 
ion! 
is a So today—set yourself up for transfer time business with the filing 
vit- = 
rou th ood—be t is the complete 
om- HERE’S THE STORY ON OXFORD FILE FOLDERS: solder Sie eas gem Co un Operas mend P 
— line, because it offers both Type I and Type II government specifi- 
} 
ing Oxford 100 line Manila Single Tep cation folders, and because over the years, the name Oxford has won 
t of in 8 pt. and 11 pt. 
1 be _ the extra power of making sales easier. 
-ch- Oxford 100 line Manila Double Top 
in 8 pt. and 11 pt. 
— Oxford 700 tn ere es Top ord 
and n 9-4 pt., pt. an pt. 
— Reg. U. 8., 7 Pat. Of. 
: Oxford Kraft Single Top 
by n 9% pt. end 1 pt. FILING SUPPLY COMPANY, INC. 
ing | Oxford Krai Double Tee Garden City, N. Y. St. Louis 2, Mo. 
res. | n 8 pt., 9-44 pt. and 11 pt. 
est, | 
"eg: | Durox Superstock Single Top 
Tce J in 18 pt. 
At} 


r in} 


and | FILING FOLDERS — FILING GUIDES — FIBERBOARD FILES — INDEX CARDS — RED FIBER ENVELOPES — PENDAFLEX 
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The new Regna 

Cash Register which 
has taken Europe and 
other parts of the 
world by storm, is now 
to be introduced on the 
American market. 


Regna 53, with its ultra- 
modern, streamlined exterior 
takes its place easily and ele- 
gantly in every modern shop in- 
terior. With its thoroughly-tested 

and clear key board system it is un- 
usually easily and quickly operated. 
The register is fitted with ticket print- 
ing and the ticket feed is adjustable, so 
i? that tickets of varying width can be 
hee employed. 


) Superror Consttucgion 


Regna is produced by very rational and time-saving series produc- 
tion employing the most modern American special machines, and 
can therefore be supplied at a surprisingly low price. 


The manufacturers require: 


Agents General for each state in U. S. A. 

Local dealers with good sales premises and display windows. Experienced 
sales inspectors with references showing that they have previously had good 
sales of office machines and shop fittings. 

Efficient, interested, and reliable travelling sales representatives. 










= 
~ 
— 


~~ 


Written applications can be sent to: 


REGNA CASH REGISTER 


Director, PAUL BORRESEN 
Room 1814, 175 FIFTH AVE., NEW YORK 10, N. Y. 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYZATA, MINN. 


From the land of the sky blue waters... 


The hunting season is in full swing. Of course, some 
hunters have more birds than others but that fact is 


clearly understood—some can shoot. 
+ > . 
We had a grand meeting at the Commerce Club on 


October 25, a session of hunters and wild rice consum- 
ers. Yes, we even had a going-away party. A fellow 
whom we just learned to know is on his way back to his 
factory. Paul Mailloux is being promoted to another 
division of Eberhard Faber Pencil Company. Another 
fellow whom we have just met is Bill Carroll from Los 
Angeles who will take over the Eberhard Faber selling 
job in the Middle West. Bill brings greetings from the 
boys in California including a number transplanted 
from the Middle West and who are doing a swell job 
selling as well as for NSOEA. 

Those who attended this session are Larry Johnson, 
Harry Hitchcock, Ray Johnson, Bruce Blackbourn, Al 
Collatz, Charles Cordray, Warren Carlson, Jack Gunt- 
rum, Bob Kane, Howard Marks, Paul Mailloux, Bud 
Caruso, Vern McCann, Ivan Cornelius, Merrill Hasty 
and new member Bill Carroll. Our guest was Don F. 
Brown, Peck & Company, Omaha, Nebr. 

> > > 

Arnold Berglund of Joseph Dixon Crucible Company 
has been in the hospital. Let’s hope he will soon be 
on his way to recovery. 

> > . 

Thomas Whalen of Tri-County Typewriter & Office 
Supply, West Bend, Wis., observed his grand opening 
November 6 and 7. May we extend our congratulations 
from the Northwest Travelers Club. 

. : * 

Mrs. Warren Smith has passed away. She was presi- 

dent of the Modern Stationers at St. Cloud, Minn. 


7 om > 


Don’t forget your Christmas party on December 20. 
> > > 
Howard Loomis of Globe Office Furniture Company, 
Minneapolis, has just undergone an operation. We wish 
nim a speeay re very. 
o > 


Mrs. Don Moore of Williston, N. D., was in an auto 


accident. Latest reports are that she was seriously 
ured 
> > > 
Harry Woodmansee of Bismarck, N. D., is at home. 
Harry has just lergone an operation. The Northwest 
Travelers wish 1 a speedy recovery. 
> > * 


EVERY TIME YOU HELP THE OTHER FELLOW UP 
THE HILL YOU GET A LITTLE HIGHER YOURSELF. 





Elmore Office Supply Firm Opens in Knoxville 


The Elmore Office Supply Company dealing in office 
furniture and office supplies, was to be opened at 1815 
Cumberland Ave., S.W., Knoxville, Tenn., on or about 
December 

Carrying thi logan, “Modernize Your Office, It 
Pays,” the new firm is headed by J. W. Elmore, Jr., 
president; Albert Howard, vice-president, and Evelynn 
W. Elmore, s¢ ary-treasurer. 

rhe latest trade literature from suppliers is desired. 





Underwood Moves Oklahoma City Office 


The Underv Corporation has moved its regional 
operation office to 121 N.W. 23 St., Oklahoma City, 
Okla. W. C. Welch is regional manager for the firm 
handling st lard, electric and portable typewriters, 
service and supplies together with Underwood-Sund- 
strand adding and accounting machines and Under- 
wood and Elliot Fisher accounting machines.—WLF 
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AROUND 
—_ THE 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Handsomely 


Illustrated 


CATALOG No. 96 


and 


Price List 


RASTEWART 


& COMPANY, inc. 


80 DUANE ST. NEW YORK 7,N.LY. 





























W Anaubes 


the finest tradition in 
WOOD OFFICE CHAIRS 


for prestige, for elegance, for the 

very best in luxuriously comfortable 
seating and enduring service, American 
business looks to MILWAUKEE 


for its office chairs. . 





“Commodore” 
Group 


Frankly intended for the purchaser who insists 
on the finest that money can buy, “Commodore” 
Chairs are without equal for authoritative 
appearance and lifetime comfort. These are luxury 
chairs, offered with pride by MILWAUKEE Dealers, 
with full confidence that they represent the 
most superb chairs ever created. 
The group includes Executive Swivel Armchair 
and DeLuxe Side Armchair .. . 


a limited number of MILWAUKEE 
Wood Chair franchises are open 
at present. Write for details. 


makers of fine chairs for over half a century 





THE MILWAUKEE CHAIR COMPANY 


Milwaukee, Wisconsin 
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In and Around Eighth Region 
with Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 





Kansas City Stationers—Midwest Travelers 
CHRISTMAS PARTY 


a 


FRIDAY EVENING—DECEMBER 12, 1952 
SANTE FE HILLS GOLF AND COUNTRY CLUB 
86th & Holmes Sts. 

KANSAS CITY, MISSOURI 
ALL STATIONERS, THEIR EMPLOYEES AND 
MIDWEST TRAVELERS CORDIALLY 
INVITED 

6:00 TO 7:30—HOUSE OF FRIENDSHIP 
7:30 TO 8:30—Buffet DINNER 
8:30 TO 9:00—DRAWING FOR PRIZES 
9:00 TO 12:00—DANCING TO JIMMY LENGE 
AND HIS ORCHESTRA 
$4.50 Per Person 
and 
Each couple will please bring a toy or 
game for the kids at MERCY HOSPITAL 
Call or write Ray Baldwin, 
Gallup Map & Stationery Co., 1330 Walnut St., 
Kansas City, Mo., for reservations 











Along with the joys of again meeting and visiting 
with many dear friends at the 1952 NSOEA convention, 
came some saddening messages about old friends. In- 
cluded was word of the recent passing of an early 
member of our region, A. S. Matthews, stationery man- 
ager of Hall Lithographing Company, Topeka, Kans. 

“Matt,” as he was affectionately known to his many 
friends, was for many years a familiar figure at all 
8th Region affairs, and his active support of all that 
was for the good of his area and his industry will be 
missed by us all. 

Another good Topeka member to suffer ill fortune is 
Ralph Sleeper, sales manager, Office Supply and 
Equipment Company, who was hospitalized in Topeka 
in late September. We all send good wishes for Ralph’s 
early and complete recovery. 


- * * 


Many travelers, as well as dealers, are acquainted 
with Mrs. A. E. Wallender, senior partner of the firm of 
Wallender & Dedman of Decatur, Ill., who is reported 
hospitalized in Decatur. ' 

Only recently, Mrs. Wallender made her nephew, 
James Dedman, a partner with her in the former firm 
of Wallender & Pennington and promptly changed the 
firm name to the present one. Mr. Dedman has been 
active with the company as a good producing outside 
salesman for many years. Our good wishes go to Mrs. 
Wallender for her fast recovery and return to her 
business. 

* + * 

An early-morning train leaving St. Louis on October 
4 for Chicago carried two special parlor cars to accom- 
modate about 40 delegates to the NSOEA convention, 
all from the 8th Region. In addition to the St. Louis 
members of the industry, were Mr. & Mrs. Vic Agee of 
Midland Stationery & Supply Company, who came 
from Jefferson City, Mo., to join the caravan; also 
Mrs. George Wilkerson of Springfield, Mo., whose hus- 
band is a member of the firm of Elkins & Swyers 
Company. He had been detained by business enroute 
and could not accompany the group, but did arrive 
at the convention to meet his wife. 

An additional group of 10 employees of Lessard 
Printing & Stationery Company, St. Louis, spent Sun- 
day visiting the various exhibits at the convention, 
returning to St. Louis that night. Mr. & Mrs. Lessard 
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“| Why INVINCIBLE Desk and Table Tops 


any 


| gre “Tops” for Beauty and Durability 


hat 
be 
Careful attention to so-called “minor details” are major 


he factors in the superiority of Invincible office equipment. 











ind 

oka The drawing at the left shows details of steel tops on tables 

hs | and desks in “MODERNAIRE” — the up-to-the-minute 
line of steel furniture. Note how the linoleum is molded 

ted around the attractive curved edge . . . how it is protected by 

| of the stainless steel binding, from being scuffed by contact 

ted with chair backs or movement of objects through aisles. 

ew, Corners — where tables and desks are subjected to greatest 

~ wear — are protected by stainless steel caps. The entire top 

e Pa hy 

sen and binding fit into the desk rim of angular, heavy-gauge 

ide material which is securely bolted to the corners of each 

irs , , , 

ner pedestal. Rim easily may be removed in case user desires 
to change the top size of desk at some future time. For 
detailed information on other construction features which 

a help convince users that Invincible furniture is a wise invest- 

on, ment ‘‘for better business living’’ — write the factory direct. 

uis | 

of } 

me | 

1so j 

uS- | 
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- COMMERCIAL OFFICE EQUIPMENT 
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rd INVINCIBLE METAL FURNITURE CO. © MANITOWOC, WISCONSIN 
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were memb¢ f the group which left St. Louis on 
Saturaqay morning 

Other vel! elcome members of this group were 
Herbert Held Blackwell Wielandy Company, St. 
Irving Beal of Wm. J. Kennedy Stationery 
composing this travel group were 


tek () 


the office! members of the Stationers Association 

Greater St. Louis, including “Binks” Weingaertner 

f Belleville, 1 who is always an interesting addition 
gatheri especially a pinochle game. 


“Wee Willie” Schmiederer of Buxton & Skinner 


Printing & St nery Company, St. Louis, happened 
to meet Eddie Kuschbert of Milwaukee during the 
nvention amusingly greeted Eddie by saying 
mething to the effect that he is the one man at 
NSOEA wh« aller than Billie. But Eddie still feels 
an whip Billie. Both of these gentlemen are rather 


but huge in good wit and humor— 
fine quality of making and keeping 


* > . 


Harley J. Wantz, stationery manager of Skinner & 
Kennedy Col St. Louis, will celebrate his 60th 
liversary i he stationery business early in 1953. 


rhe NSOEA rded Harley a “Certificate of Merit” 
the bang Chicago and made him a life member 
he Ass Congratulations to Harley; prepare 
idd an years of this same fine loyalty. 
* > 7 

I hope none of you who attended this convention 
led for al n to visit George Aigner’s room on 

e fifth fi enjoy his offering of delicious coffee 


and doughnut nd to greet George and his son, Al. 
Miss Barbara Dalton, charming young daughter of 
Mr. & Mrs. Bill Dalton, presided and served. Bill Dal- 

t well know, is the prominent catalog 


ton, aS Mm 
mpiler a1 vertising specialist to the industry. 
. + + 
eemed everyone at the convention could be 
ind enjoyi the hospitality of either one or both of 
the marvelou ‘tail parties held on Sunday evening 
fore the f ypening of the convention. First was 
it of Wa Pencil Company, held at the Black- 


one Hotel which that firm’s franchise dealers 
seemed that everyone of them at- 
tended. It } to be a most gracious party with 
Newell Augur, esident, and Ed McCully, vice-presi- 
ent, hosts, assisted by Jack Johnstone, sales manager, 
Dick Stedding and I. Voda, sales representatives. An 
exceedingly < yable evening! 
Following regoing party was the one of Ace 
tion of Chicago, where almost every 
nventioner ¥ to be seen. This was a very large and 
t friend! irty with Herbert Walsh and Hy Linden 
sent to we me the guests for their firm. 
lese tv fairs, together with the party given by 
I Pencil Company at the Edgewater 
greatly to the fine entertainment 
gram ol nvention 
There we ral other interesting gatherings ar- 
nged by ot anufacturers at various hotels and 
it ill not permit detailed mention of 


were invite 


> > > 
the firm formerly known as Brown 
enport, Iowa, which about a year 
boug]! Byers Office Equipment Company of 
ven] i your correspondent the privilege 


Mrs. Matthews 


a ++} 
*: vid rit 


i nev her son, who only recently returned 
fter a “hitch” with Uncle Sam, is 
enport, and, consequently, could not 

Chicago. Mrs. Matthews is the 
beloved Bill Hoge of General 
iny fame. 


tey Le 


Misfortune kept closely on the heels of Mrs 
Matthews si advent in the stationery and office 
equipment | Scarcely had the purchase of the 
Bye yusil een completed, when her father 
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fabulous Seating 
/) 


Somtor 


« high-style 


5 * tough-built 


* super-value 


METAL-LUX 
CLERICAL POSTURE CHAIRS 


MILWAUKEE METAL-LUx is a solid selling 
success. Trade and users alike take to 
METAL-LUX functional design and matchless 

high-styling. Add out-of-this-world 
posture seating comfort, dreadnaught 
construction, surprisingly low cost—and 
you have the kind of metal chair value that 
sells. If you haven't yet shared in METAL-LUX 
profits, get the full details now. 


Send for complete descriptive literature 


MILWAUKEE METAL FURNITURE COMPANY 


t, Chicago J, Hlinois 





157 






































































passed away. Shortly thereafter, and almost before 
she had opened the doors of the new firm, her son was 
called by Uncle Sam. She then took into the business 
a Mr. Brown, who was experienced and quite capable, 
and whom she hoped would assist to carry on at least 
while the son was away, but misfortune struck again 
and Mr. Brown was stricken and passed away. 

But the doors of Matthews Office Equipment Com- 
pany still swing open and business is going along in 
great fashion, with Mrs. Matthews in charge and wear- 
ing an encouraging smile, and she has a very warm 
welcome awaiting each traveler who calls on her. 
Courage and determination of her kind is most envi- 
able and is a definite prediction of success. We all 
hope, with her, for the early return of young Matthews 
to his mother’s side. 


eS ee be eee 





* - * 


It was good to see our former Midwest traveler, Matt 
Dillon, holding forth as host in the quarters of Smead 
Manufacturing Company in the Hilton Hotel. Matt is 
the Smead Company representative in the Chicago 
area these days. All good wishes to Matt from his 
many 8th Region friends. 

x ~ . 

The Stationers Association of Greater St. Louis con- 
vened its regular monthly evening dinner meeting on 
October 20 at York Hotel in St. Louis when it started 
plans rolling for its annual Christmas Party by in- 
structing the entertainment committee to select date 
and place and report plans at the November meeting. 


* - * 








A welcome back to St. Louis was extended Ed Ander- 
eicasiel | son, the 3 M’s representative in these parts, who has 


just returned from a year in Korea with the armed 
forces and is back on his territory. Ed is scheduled for 
an illustrated lecture on Korea for a later meeting, 
showing his own films of Korea 


TYPEWRITER e@ TABULATING ee 
Returning to St. Louis and to his former employer, 

ADDRESSOGRAPH ° TIME STAMP S. G. Adams Company, is Jack Weihe, who has been 
BOOKKEEPING MACH. e ADDING MACH. in Uncle Sam’s employ for the past year. It is expected 








that Jack will succeed his father as manager of Adams 
CARBON PAPERS office furniture department. His father, Walter C. 
Weihe, while still hospitalized, is recuperating nicely. 
TYPEWRITER @ BILLING Congratulati t Le , 4 B. Wil f Roberts 
ongratulations to onar ; ileox 0 ober 

FAN-FOLD e@ PENCIL Printing & Stationery Company, Hutchinson, Kans., 
CARBON JACKETS e REGISTER ROLLS upon his election at the recent NSOEA convention to 
the office of vice-chairman, dealers’ division. Leonard 
is a prominent and long an active member of the 8th 

HECTOGRAPH SUPPLIES Region and served as governor several years ago. ~ 





CARBONS e@ MASTER UNITS 
RIBBONS e DUPLICATING FLUID West Bend Store Holds Formal Opening 

The Tri-County Office Equipment, Wes nd, is., 

HAND-CLEAN CREAM e CORRECTION PENCILS held formal opening of Ps Scoutitel. Pres a 
stationery store on November 6, 8 and 8 

Thomas E. Whalen has a new store in a small Wis- 

consin community that any city of 50,000 people 

could well be proud of. The fixtures were especially 


(od0-ASSURES you built for Mr. Whalen and include shadow box interior 
INCREASED SALES wall displays 


A complete modern office display room includes 


AND VALUE separate units of office furniture 


* Cw +4 


> 
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David M. Sloan Joins Dixon Crucible 
The appointment of David M. Sloan as a representa- 
tive for pencil products of the Joseph Dixon Crucible 


M FG COR ¢ Company was announced recently by Anthony J. Zino, 
lo 2 - Jr., general sales manager. 


Mr. Sloan, a resident of Atlanta, Ga., brings a wealth 
of experience to his new position. He will handle the 
complete Dixon pencil line in the Georgia, Florida and 
Alabama area 

Mr. Sloan is a member of the Southern Travelers 
Club 


Factory: Coraopolis, Pa. 


564 W. Monroe St. 401 Wood St. 270 Lafayette St. 
Chicago 6, Hl. Pittsburgh 22, Pa. New York 12, N.Y. 
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STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


The Adair Typewriter & Office Supply Company, 
9805 N. Figueroa St., Los Angeles, has assumed an 
exclusive distributorship for Royal typewriters in an 
area within the Los Angeles city limits embracing the 
Highland Park and Eagle Rock section. The firm has 
found it necessary to enlarge its force by adding four 
sales people and two servicemen, according to James 
Adair, himself a salesman and brother of Charles 
Adair, the owner of the company. 

Mr. Adair also recently took on Burroughs adding 
machines, although not on an exclusive basis. 

This company, established 10 years ago, has had a 
very satisfactory growth, according to Mr. Adair. Office 
furniture and general] supplies for offices are handled 
in addition to office machines. The firm also has West 
Coast-wide distribution of money belt changers manu- 
factured by two major manufacturing concerns in 
that field. 


> a * 


David Hendler, proprietor of the Wilshire Office 
Equipment Company, reports very large increases in 
the number of service accounts during recent months. 
The address is 143 S. Western Ave., Los Angeles. 

Mr. Hendler’s son, Frank L. Hendler, is now an ensign 
on the George K. MacKenzie, and he shipped out 
November 1 for another 20 months’ period of service 
in the Korean area. After having served a period of 
that length Frank arrived home last May, on Mother's 
Day. During his former period of service he directed 
the rescue of a flyer shot down over Wonson. The inci- 
dent was broadcast from the Department of Defense, 
Pentagon Building, Washington, D. C. 

Mr. Hendler, Sr., past president and now executive 
secretary of the Leukemia Research Foundation, Inc. 
(an organization started four years ago with Mr. Hend- 
ler as president), states that the membership now is 
above 200 and is constantly growing. More than $7,500 
has been given for the Foundation’s research program. 
A money-raising event is scheduled for December at 
the Beverly-Wilshire Hotel. There will be a dinner- 
dance. A six-hour radiothon with various celebrities 
taking part is also scheduled for November. 

Incidentally, Mr. Hendler is also a charter member 
and vice-president of the Mid-City Lions Club organ- 
ized in July 


* > * 


E. E. Thornton, proprietor of the California Type- 


writer Exchange, 548 S. Spring St., Los Angeles, accom- 
panied by Mrs. Thornton, recently returned from a 
month of salmon fishing at Gold Beach, Ore. 

> > » 


Russell Davis, proprietor of Alhambra Office Supply, 
Alhambra, and president of the 14th District of the 
National Stationery & Office Equipment Association, 
states that plans for the regional meeting to be held 
at Arrowhead Springs, May 5 and 6, are now in the 
making. 

On November 6 Mr. Davis and members of the com- 
mittee met at the Arrowhead Springs Hotel to inspect 
the accommodations offered and to initiate preliminary 
plans for the gathering. Members of the committee 
are: chairman, Frank Binney, Stockwell & Binney, San 
Bernardino; Ernest Martin, Barnum & Flagg, San Ber- 
nardino; Ed Seer, Seer Stationery, Redlands; Dick 
Richards, Frasher’s, Pomona; George Hatton and 
Ernest Daniels, representing the Golden State Travel- 
ers Club; and Blake Lockard, secretary of the Station- 
ers’ Association of Southern California. The wives of 
committeemen also attended this meeting. 

Mr. Davis also went to the recent Chicago show and 
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Something NEW 
ina 


BINDER FOLDER 






* Your customers will be quick to recognize 
the advantages of the new revolutionary 
“Punchless” Binder. It’s more flexible—saves 
time (actually 80% by test). No holes to 
punch. Papers are bound or released by merely 
pushing two slides. Zip! it's open—Zip! it’s 
closed. Saves money, too—unpunched papers 


are much less expensive. 


The cover, thin enough to be used as a file 
folder, is made of genuine pressboard in a 
choice of red, black or grey. “Punchless” clip 
at top or side. Feature the “Punchless” Binder 
for quick sales and steady repeats. 


CUSHMAN & DENISON MFG. CO. 
DEPT. H-10 
153 West 23rd Street, New York 11, N. Y. 
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aluminum 
chairs 


PRICE AND QUALITY 


There is a difference between just selling price, and 
selling quality at the right price. When you sell Fine- 
Rest chairs, you sell quality at the right price. This gives 
you the greatest competitive edge you can obtain. 


Why not exercise good salesmanship at a profit—why not 
exercise good salesmanship by selling Fine-Rest? 

Be sure to write us for available franchises in your 
territory. 


ALUMINUM SEATING 


17 $. CHERRY STRGE AKRON 8,OHIO 


Disteibuler, AETMA sare. co 46-50 W. 29% St, MY. 

METROPOLITAN FN. Y. & EXPORT Dt BUTOR 
SAFE & ZQUIPMENT WHOLESALERS, 200 &. FIFTH ST., PHILADELPHIA 6, PA. 
EASTERN PA. OISTRisUTOR 
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reports that a fine delegation from California was 
present. He pronounced the show a very good one. 
> . . 

Norbert Mayer, proprietor of the West Coast Platen 
Company, 643 S. San Pedro St., Los Angeles, reports 
that he finds business generally good. He also reports 
the opening of the Gallagher Typewriter Company at 
11163 Washington Blvd., Culver City. Jack Gallagher 
and his wife are proprietors. The store is in an attrac- 
tive new building, located adjacent to the post office 
and Auto Club. The dimensions are 16 x 60 feet, giving 
ample space both for display and for service work. 
There are good display windows on a generally good 
business street. 

Mr. Gallagher formerly was manager of Rush West- 
wood Service, a store at 1898 Westwood Blvd. He has 
had several years’ experience in this line of work. In 
the new store both typewriters and adding machines 
are handled. A stationery section has been initiated. 
October 1 was opening date. 

. e * 

Herman Klein, president of the Southern California 
Office Furniture Association, announced that election 
of officers of the association was to be held November 
3 at a meeting to be held at the Rodger Young Audi- 
torium in Los Angeles. 

On November 17 there will be a dinner-dance at the 
same place with Larry Caldwell, president of the Na- 
tional Association and buyer of office furniture for the 
John Wanamaker store in Philadelphia, as a guest. 
Mr. Caldwell is touring the West and will be in South- 
ern California at that time. 

. 7 - 

Walter Kinney has been appointed manager of the 
Los Angeles branch of the Wholesale Office Equipment 
Company, 851 E. 60th St., Los Angeles. Mr. Kinney 
formerly lived in San Francisco. He was among those 
who attended the big show in Chicago. 

Among others attending the Chicago show the fol- 
lowing may also be mentioned: Herman Klein of the 
Miller Desk & Safe Company, Ben Tufeld of the West- 
ern Office Furniture Company, and Louis Gold of the 
Gold Desk Company. 

. 7 7 

Friday, November 7, was the date set for the annual 
fall golf and dinner party to be staged by the Golden 
State Travelers Club at the Wilshire Country Club, 
Beverly Boulevard at Rossmore, Los Angeles. 


. . * 


National Office Furniture Week, October 19-25, ob- 
served for the first time in Los Angeles this year, 





Not Approved .. . Office workers who want to win raises 


and influence the boss cre cautioned not to do what Actress 
Coleen Gray is doing here—making long-winded personal calls 
during office hours. Miss Gray won tha title, “Miss National Office 
Furniture Week” in southern California. 
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For further information and literature, write to 
In American Walnut and-Oak Department A-12, Jasper Desk Co., Jasper, Ind. 
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Copy tle 
LIQUID DUPLICATORS 


“Copy-rite”’ liquid duplicating equipment is easier to sell and more profitable to you be- 
cause of its overwhelming acceptance everywhere—and because ‘“‘Copy-rite’”’ Duplicators 
are dependable, simple to operate and built to last, with no service problems. 


**Rite-Copy”’ supplies are popular, heavy selling 


items, too, since they insure the finest duplicat- 


ing work—‘‘Rite-Copy”’ Supplies and ‘‘Copy- Model L-45- 2. - $214.50 



























rite’’ Duplicators—including electric models 
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with the UL Seal of Approval—are now avail- 
able. Write for complete details today ! 





SEVEN IMPORTANT REASONS 
WHY Camy-nile AssuRES 
GREATER CUSTOMER SATISFAC. 
TION—BIGGER PROFITS FOR YOU 
1. LONGER RUNS OF MORE UNIFORM 


COPIES permitted by roller moisten 
ing principle. 


2. FASTER WORK — one copy for each 


turn of the handle — face up 


3. INSTANT STARTING without priming 
Fluid supply always visible 


4. NO STENCILS, GELATIN, RIBBONS 
TYPE, INK. 


5. ACCURATE ALIGNMENT — avtomatic 
paper feed —accurate registration. 


6. VERSATILITY—Copy-rites handle 
stock from postcards to 9” x14" sheets 


. Copy-rites are simple, and built to last 











WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street, Dept. OA, Chicago 14, Illinois 
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sponsored by the Southern California Office Furniture 
Association, Was pronounced a success by those in 
charge of the programs 

In a beauty contest with 300 competing for the title 
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Twenty Years of 
Progress Toward Greater 
Office Efficiency! 















National 


OFFICE FURNITURE 
CHECK-UP WEEK 
OCTOBER 19-25 


Now is the time for you to examine your office and ask 
yourself if your present equipment is actually costing 
you many unnecessory dollars. The modern office is a 





thing of beauty a manifestation of a great engin- 
eering feat against waste and inefficiency. The ovtdated 


office, like outdated methods, is costly! - 
- 


For Business, Bank, Industrial 
and Professional Offices, check- 
up your office today . . . see it 
as others see it. Members of the 
Southern California Office Furni- 
ture Association have a complete 
staff of competent persannel spe- 
cifically trained to help you plan 
te modernize your office in a 
single detail or over-all 


10S ANGELES 
DESK COMPANY 


944 South Main St 
Los Angeles 15, Colif 


ATLAS DESK & 

SAFE COMPANY 

260 South Los Angeles St 
os Angeles 12, Calif 


MILLER DESK & 
CALIPORNIA DESK SAFE COMPANY 
COMPANY 219 West 2nd St 
542 South Los Angeles St Los Angeles 12, Colif 
ot Angeles 13, Colif 





McMAHAN BROS. DESK 
COMPANY, INC 

2220 South Hoover & 
Los Angeles 7. Calif 


NAT! OFFice 
pumatuas COMPANY 
218 Sowth Spring St 
Los Angeles 12, Celi 


COMPTON OFFICE 
EQUIPMENT COMPANY 


416 East Compton 
Compte Col if 


GENERAL OFFICE 
FURNITURE COMPANY 
932 South Hill St 
Los Angeles 15, Colif 


SCH WABACHER-FREY 
COMPANY 














73% South Broodwoy 
GUMORE DESK & los Angeles 55, Colif 
SAFE COMPANY 
72? Sovth Spring & 
° hancten 44 tale SOUTHERN CALIFORNIA 
° STATIONERS 
648 Venice Bivd 
HOLLYWOOD OFFICE Los Angeles 15, Colif 
FURNITURE COMPANY 
engo Bivd 
28, Colif 


UNITED DESK COMPANY 

1200 South Olive S 

Los Angeles 15, Calif 

HOPPERS OFFICE 

FURNITURE COMPANY SAM YOCUM 

3905 Sen Fernonde Rood 925 South Hill Se 
endole 4, Calif Los Angeles 15, Calif 














Southern California Dealers Advertised Na- 
tional Office Furniture Week This Way 


f “Miss Mi rative Office Worker,” Marlene 
Supancich vy place. She is employed at the 
main office of Bank of America at 660 S. Spring St.., 
Los Angeles 

A luncheon iling the opening of the week-long 


t the Biltmore Hotel with Lawrence T. 
vice-president of the Pacific Tele- 


event was hel 
Cooper, assist 


phone and Telegraph Company, as the main speaker 
Coleen Gray, tress, won the title of “Miss National 
Office Furniture Week,” a fact which was published by 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


eS 


SB ¢ ania 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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YOU CAN DO AN 
ESPECIALLY GOOD JOB 
ON CHAIR SALES 
WORKING WITH 
CHAIR SPECIALISTS 


No. 900—ALUMINUM 
POSTURE CHAIR 


[F REST-ALL office and 
institutional aluminum 
chairs ever slip from 
their front-running posi- 
tion in the matter of 
structural and design 
improvements, it won't 
be because the manu- 
facturer was caught 
looking the other way. 
There is only one inter- 
est, one line of effort at Ohio Chair—and that 
is building constantly improved chairs. 

By the same token, Rest-All Dealers are 
finding, more and more, that it pays to work 
with chair specialists. Getting exactly what 
is needed, when it is needed, often means 
the difference between a closed order and a 
lost order. No, Ohio Chair can't promise the 
impossible. But, if complete cooperation and 
singleness of purpose 
can accomplish the pos- 
sible, in the shortest 
time, the Rest-All Dealer 
is at a real advantage. 
No request is too spe- 
cial for Ohio Chair, as 
long as it concerns 
chairs. 





No. 550—ALUMINUM 
STRAIGHT CHAIR 


WRITE FOR NEW LITERATURE, 
IN NATURAL COLORS, ON THE 
REST-ALL CHAIR LINE 


28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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more than 100 newspapers and other publications. 

The event had very complete radio and television 
coverage in addition to newspaper coverage. Art Willis, 
co-chairman of the big event, was given a chance on 
the Al Jarvis show and used nearly 15 minutes to tel] 
the story. 

Lawrence T. Cooper, mentioned above, recently ap- 
pointed to the Los Angeles area labor-management 
committee by Secretary of Labor Tobin, in his address 





Decorative .. . Marlene Supancich, “Miss Decorative Office 
Furniture Worker,” with D. E. O’Hern, member of committee for 
National Office Furniture Week observance in southern California. 


opening the event stated that unemployed clerks and 
secretaries can have their pick of jobs in this part of 
the country with three jobs open for every one 

“Employment in Los Angeles is at an all-time high,” 
he stated, “and unemployment is the lowest it has been 
since World War II.” Mr. Cooper, whose position is 
that of vice-president of the Pacific Telephone & Tele- 
graph Company, added that what makes the situation 
tougher is the fact that trained office personnel are 
quitting their jobs at an alarming rate. He added that 
better employees were secured usually through pros- 
pects recommended by current employees. 

D. E. O’Hern, vice-president of the sponsoring group, 
told in some detail of the improvements in office furni- 
ture in the last 20 years. All of this, he pointed out, 
adds to greater efficiency and to economies in opera- 
tion. 

A. L. Segal and Art Willis, co-chairmen, both put in a 
word of prophecy, stating that 50 years from now busi- 
ness office innovations will include, among various other 
things, electronic dictating units located throughout 
the office suite. They also told of the probable intro- 
duction of television-telephone units in the not distant 
future enabling businessmen engaged in telephone 
conversations to see each other while talking. 

* - . 

Al Foxcroft of the Guaranteed Typewriter Company, 
Los Angeles, and president of the Southern California 
Office Machine Dealers Association, reports a recent 
successful joint meeting of the three major associa- 
tions at the new Statler Hotel in Los Angeles. The 
three groups are the Northern California OMDA, the 
Southern California OMDA, and the San Diego OMDA. 

The event was a luncheon meeting, and, following 
the meal, there was a panel discussion of dealer prob- 
lems. About 100 were present. 

In the afternoon a number went down to Knott's 
Berry Farm where they had an evening dinner. 

The day following, Sunday, a number met at Santo 
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Presenting Distinctive Hyling 
and Individuality in 
Leather: Yurntline... 


Our furniture is designed with a thought 
for the dealer who is particularly interested in 
building customer goodwill and for the cus- 
tomer with discriminating taste for styling and 
good value. 


Each piece has been selected for its fine 
styling, dupanilehs construction and full value, 
to give our dealers and their customers a 
lasting satisfaction in performance. 


FRANK SCERBO & SONS 


Manufacturers of 
Distinctive Upholstered Furniture 


536 Pearl Street © New York 7, N. Y. 
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A FEW OF THE MANY BEAUTIFUL CUSTOM BUILT "STYLES SY SCERBO" 
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Ynez, near Santa Monica, for a business session. Gen- 
erally speaking the members reported gains in business 
yolume over last year. Two new members were signed 
up for the Southern group. 

The November meeting is scheduled for the 18th at 
which time there will be a conducted tour through 
the new Remington Rand Building. 

> > 7 

Paul Moyer, formerly employed by the Guaranteed 
Typewriter Company as store manager, died suddenly 
recently. At one time he also worked for the American 
Writing Machine Company when that firm was owned 
by Remington Rand. Mr. Moyer leaves one brother 
who lives at Salt Lake City. 





Pacific Northwest Notes 
C. M. LITTLEJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 
Carter Rice & Company of Yakima, Wash., has re- 
cently been duly organized as a corporation to do 


business in Seattle, Wash., with capitalization of 

$50,000. Incorporators are Leo P. Chapman, Neil D. 
Adams, and Donald I. Burke. 
> > . 

R. C. Hanks has joined the Underwood Corporation 

in Seattle as an adding machine sales representative. 
. > 


Seeking engineers and scientists for advanced re- 
search International Business Machines Corporation 
is projecting, M. E. Femmer, special representative 
of IBM’s engineering development, was in Seattle, 
Wash., late in October. He interviewed promising en- 
gineers and scientists at the Seattle branch of IBM 
at 1933 Fifth Ave 


Mr. Femmer showed opportunities in the field for 
greater electronic digital computers, along with sys- 
tems planning and storage techniques now underway 
in various “labs f IBM. He examined engineers and 
scientists who could be useful at the West Coast lab 


maintained by the business machines corporation at 

San Jose, Calif., although others are located in Endi- 

cott and Poughkeepsie, N. Y. 
= 


+ * 


The Lentz Typewriter Company of Roseburg, Ore., 
has secured a ibstantial contract from the federal 
government 


al > * 

A Friday evening autograph party for the first time 
in Spokane, Wash., was staged by John W. Graham 
Company, at 708-16 First Ave., Spokane, when Budd 
Bankson, author of the humorous new book, “I Should 
Live So Long,” was on hand to greet customers. 

* > * 

New Idea in the Graphic Arts field was the 
title of a most interesting exhibit of the Zellerbach 
Paper Company, shown at the Ben Franklin Hotel and 
later at the Washington Athletic Club. 

> * = 

The campaign of Thomas M. Pelly, president of 
Lowman & Hanford Company, Seattle, Republican 
candidate for U. S. Congressman, has been notably 
lean and clear. He has discussed numerous national 
issues of present perplexity, but has nevertheless gone 
on record in unmistakable terms. 





Nelson Heads Paper-Mate Sales in East 


Patrick J. Frawley, Jr., president of the Paper-Mate 
Pen Company, announced recently that with the build- 
ing of a third factory in the East, Glen Nelson has been 
elected vice-president in charge of sales of the Paper- 
Mate Eastern Company, Inc. 

During the past year, Mr. Nelson has devoted his 
time to the distribution and sales of Paper-Mate Pens 
in the eastern states. Prior to joining Paper-Mate, he 
was sales manager of the Robert H. Clark Company of 
Beverly Hills, Calif., and before that director of export 
sales for Abbott Laboratories of Chicago 
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RAISE THE OFFICE STANDARD 
OF LIVING BY SELLING 
BETTER OFFICE TOOLS 


FREE: To all stationery employees 
—Handy 4 oz. bottle of amaz- 
ing new paper cement. Just send 
this ad, your name, and business 
address, and 10c to cover post- 
age and handling to Sanford! 
REGULAR RETAIL $.50 





Sticks flat and forever 


Grippit Paper Cement is the permanent adhesive 
... It’s perfect for any office use: scrap books, 
Y portfolios, riders on contracts or policies. Fac- 
aA tories often find uses for great quantities. 


NEVER DISCOLORS 


Many of your customers have old records that 





have become discolored by use of improper ~ 
adhesives for the jobs. Grippit never stains pure ——?t 
white material. Even the most delicately tinted . 
papers or materials don’t discolor. Grippit a 
simplifies every kind of pasting and mounting “ 
problem. Wy 


. . 
Amazing results in permanence 
Yes, Grippit is permanent . . . yet, here’s the amaz- 
ing advantage about it! Though it is permanent, 
mounted items can be pulled up or shifted until 
they're permanently set. Excess rubs off clean— 
Yes, it’s the cleanest of all adhesives to work with. 


a 







ORDER GRIPPIT NOW 


Write for prices, sizes, and shipping 
weights. You do a real service to your cus- 
tomers when you replace the wrong adhe- 
sive with the right one—Grippit! 


Fits right in desk drawer 


Every one of these desk-size bottles of 
Sanford’s PENit Ink is a fresh, clean 
inkwell, and it writes 100,000 words! It 
is the simplest, cleanest way to supply 
desk workers with ink in a bottle that fits 
the center drawer. It contains all the ink 
the average person can keep fresh. Sug- 
gest refills from Sanford’s easy-to-handle 
“Fifth” bottle of PENit! 


9 


4. 


SANFORD INK COMPANY 
BELLWOOD, ILLINOIS 
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with a SCOTUE 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 100 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 
office into high gear fast. It takes a clean slice 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 


3133 Overlook Drive 
Minneapolis 20, Minn. 


only $195" F.0.8. FACTORY 


plus excise tax. Stacker optional at 
nominal price. (Prices subject to 


change without notice.) 












= 
SEND ME THE DOPE ON SCOTTIE 
ARNOLD MACKENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 





| am experienced in sales of specialty office equipment 
Send full information on Scottie Letter Opener. My 


territory is: —... 
Street Address . — 
a State 
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POTLATCHING it 
UREGON ERAILHRAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


We salute a very progressive stationer this month 
with what we believe is something new in the industry. 
Television finally arrived in Portland, Ore., and Horace 
Kilham, of Kilham’s Stationery & Printing Company 
has obtained a sales franchise from one of the best 
known manufacturers of TV sets. 

Mr. Kilham reasoned that a good market for sets 
existed among the many business houses his firm 
served and that his salesmen could sell TV sets along 
with office furniture and stationery supplies. 

Several large firms in Portland have purchased sets 
from Kilham’s for their employee dining rooms, loun- 
ges and their reception rooms. Service of the sets is 
handied by an agency of the manufacturer which re- 
lieves Kilhams of this problem. Horace reports that 
sales to date have been quite satisfactory and that his 
customers see nothing unusual in a stationery store 
handling this item. 

7 . + 

This column goes to the publisher before the results 
of the presidential election are known so at this writ- 
ing we do not know whether it will be Ike or Adlai. 
Regardless of this, it is a safe bet that Ike carried 
Salem, Ore. 

Maxine Needham of Needham’s in Salem has been 
a tireless worker in his behalf. When the Eisenhower 
private train passed through Oregon in October, Max- 
ine rode with Ike and Mamie from Salem to Eugene. 
She reports that they are wonderful people and that 
the trip will be a high spot in her memory. 

. . * 

Joe (Parker Pen) Ogden, Bud (Esterbrook) Dock- 
stader, and your reporter met recently while calling 
on Fred Shields of Shields Books & Stationery in Pasco, 
Wash. Shortly before lunch time we decided to match 
to see who would pick up the check. (This gives you 
more choice in ordering if you know in advance who’s 
going to pay) and Bud lost out all around. 

However, he was spared the fate of buying a lunch 
for a competitor when Ogden had to make a last min- 
ute call on a customer. This is to remind Joe that 
he still has a free lunch coming from Bud, provided 
he can catch him and collect. 

- * . 

Incidentally, speaking of Fred Shields reminds us 
that Fred has a most interesting hobby. He is the time- 
keeper for all the Pasco High School football and bas- 
ketball games. Come to think of it, this is an excellent 
way to see all the games for free. Fred, I’m going to 
ask you to teach me about this timekeeping job. Sounds 
interesting. 

. * - 

Bert Broad of Broad’s Books & Stationery stopped 
off recently to see old friend and employee Fred Shields 
and was very enthusiastic about the sales of the newest 
best seller in the book trade. No, fellows, it is not Tal- 
lula Bankhead’s autobiography, it is the new Revised 
Edition of the Holy Bible. Bert says he just cannot 
get enough from the publishers to supply the demand. 
It sounds as if the public will still buy when they get 
what they want. 

* * ” 

Charlie Helwig of Helwig’s in Portland made a last- 
minute decision to attend the NSOEA and took son Bob 
with him. Although they left without confirmed reser- 
vations, Charlie knew his traveler friends would take 
care of him, which they did. The Helwigs had a fine 
trip and enjoyed the convention although I have been 
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¢ FINDLAY. OHIO 

sh e been in the business machine business for 20 years, and 
was doing all! right until the Clary line came along. 

“Then I began noticing that I always lost out when I was 


selling in competition with Clary machines. 


th “I could see why, too. In the first place, the Clary, startlingly 
ry new in design, is the handsomest machine on the market—it 
ice ; 

ny isn’t bulky and heavy like so many others. 

est 


“And Clary had so many easily provable advantages over 
ets the other lines — rotary printing makes it the fastest adding 
machine in the world, it has the easiest-to-use keyboard I ever 





ing 
saw, it’s all-electric—and a prospect had no ‘systems’ to learn 
ets y 
n- to operate it. 
1s 
re- 


‘| “Competition by Clary was beating me 
‘| —so | got my own Clary dealership!” 





ed 

en 

jer 

X- “Result: I decided to try to get the Clary line so I 
1€ ; ; 

at would not have to compete against it. 

“Luckily I secured a Clary Dealership, and my 
~ increase in business tells the story. The first month after 
20, I took on the Clary line, adding machine business alone 
” went up 260%, and it increased to 800% last year! 
™" “These sales were a lot more profitable than you 
ch would think possible — because of Clary’s unique Profit 
n- ; : > : 
at | Sharing Plan, which, as far as I know, is the only one of 
ed its kind in the industry. 

“What happens is this: Besides the regular commis- 
us 
e- sions and bonuses that other outfits offer, Clary gives 
a the dealer a share of the profits the company takes in 
to on any over-quota sales the dealer makes. So my over- 

; d 
"7 quota sales have been very profitable to me, to say the 
least! 

ed 
ds “Also, because we have practically no service prob- 
St _ z 
1- lems on Clary, we get to keep the profits. 
ed | CLARY Multiplier Corporation, Dept. OA-6 | 
ot 7 Son Gabriel, California “Now that I’ve been on the Clary bandwagon for a 
id | Please send me immediately full information about | while myself, it’s hard for me to see why other fellows 
et | the many advantages of a Clary Dealership. | 6a , 

don’t investigate the personal advantages of a Clary 

Nar —EEEE ms 

t- | | Dealership. 
ob . se ' , ; ar > , 
re 1 Addr “, ; “I heartily advise anyone interested in improving his 
. 1 Cit ( ) Sete profit position to find out about a Clary Dealership by 
n licen envenemreeenrenineisalis a filling out the coupon. Maybe your territory is still open?” 
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High Pout Bending & Chait Company of Siler City N C 


) 7 Have Everything... 


Each one is a sales tested design that has earned cus- 


tomer satisfaction to a degree that brings repeat orders. 


Each one is styled for eye appeal as well as bodily 
comfort—and skilled craftsmanship assures the quality 


of endurance. 


To be sure that you have everything your customers 
want in chairs, stock Boling. Ask for your copy of our 


catalog, “Chairs for All Business.” 


HIGH POINT BENDING & CHAIR CO., SILER CITY, N. C. 
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ynable to learn who looked after who in the big city 


of Chicago 


> . * 


Notes on some traveling travelers: Seattleites Russ 
(Carter’s Ink) Stevens, Bob (Eagle Pencil) Anderson 
and Gerry (American Pencil) Whitcomb all seen 
around Portland and doing O.K.; Harry (Tom Moore) 
Gorline and wife, leaving Salem and heading for Har- 
per Jameison’s in McMinnville; Hank (McMillan) Lyles 
stopping off in Portland for a couple of days the last 
leg of his trip homeward from the NSOEA show; Bill 
(Mfrs. Repr.) Joost doing the same but running a few 
jays behind Hank; Herb (Eye-Ease) Morgan stopping 
off in Portland between trains and looking up friends 
and customers; and 49’er Traveler George (Esterbrook) 
Silman getting up into Oregon as far as Klamath Falls 
and Grants Pass and reporting that business was good; 
Dick and Bess Ziesler arriving home in Portland after 
their trip to the East Coast, tired but happy to be 
back in the west 

* ® * 

Pacific Printing & Stationery Company in Portland 
held an open house on Monday, October 27, to show 
ff the new store front and remodeling job. It was very 
well attended by its customers and a new idea of- 
fered was the invitation to the customers to meet 
factory representatives of many of its lines and 
ask these men questions about their products. 

On hand to tell their story and to show off their 
products were Bob (Oxford-Inv.) Davis, Ed (Webster 
Carbon) McCarthy, Earl (Speed) Howe, Wayne (MMM) 
Davis, Gerry (American Pencil) Whitcomb, Augie (San- 
ford Ink) Ericksen, Ross (Autopoint) Hildreth and your 
reporter. The demonstrations and sales talks up to 


t 
losing were very good. After that—don’t ask!!! 


» . . 


“OUT WHERE THE HANDCLASP IS 
A LITTLE STRONGER” 





Penn-Mar-Va Travelers News Notes 


JOE WARDMAN, CORRESPONDENT 
5713—25TH AVE., S.E., WASHINGTON 20, D. C. 

Something new was added to the annual Penn- 
Mar-Va breakfast at the NSOEA convention in Chicago 
this year. The club was quite proud to have as guests 
Paul Burbank, Grant Howard, Sam Rosendorff and 
Rose Cushman. This year the club started what will 
be an annual feature, presenting an engraved gavel 

the outgoing NSOEA president. 


. a . 
Governor Sam Rosendorf of the 3rd District was a 
most welcome ruest’ at the annual Penn-Mar-Va 


Washington & Baltimore Stationers outing at the 


> > = 
Fox Jones Company, Washington, D. C., held its 
formal opening the evening of October 24 at the new 


location, 1419 H Street N.W., Washington, D. C. Morris 
and Sis Fox, Frank Jones, and George Hennings, to 


name a few members of the organization, all worked 
very hard, but at the close of the evening felt it was 
well worth the effort. Here is to a successful future. 

. * . 

The Washington Stationers Association held its an- 
nual election of officers at the Kenmore Golf and 
Country Club October 16. As always when this group 
assembles, a fine time was had by all. This year the 
following were elected to guide the destinies of this 


fine association 


President—Marsh Marshall, M. S. Ginn Company. 


Vice-president—Steve Moriarty, Morrison Paper 
Company 

Secretary-Treasurer—Jim Bryan, E. M. Bryan Com- 
pany 

A fine panel of officers and one that will work hard 
to better the a iation. Here’s to a successful year 
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VALUE 

a U 























No. 6068-86-F 
(86" x 45”) 


(6000 SERIES) 


serpentine front and swell 
back design is functional, 
different, distinctive. 


genuine walnut drawer 
interiors in addition to full 
extension drawers, side 
pedestal locks, adjustable 
height, ball bearing file 
drawer, pull out writing slide 
above both top drawers, 
suspension file rails and 
adjustable foot rest. 


EL value that you can promote 


and sell with confidence. 


*In regular or frosted walnut 


BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 





HIGH POINT, NORTH CAROLINA 
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DESIGNED 
TO SELL 


NO. 710 
CANCELLED 
CHECK 
CABINET 


The most practical! 
cabinet yet designed 
for housing cancelled 
checks at a cost that 

will make less organized 
“check filing” unnecessary 
and ultimately more ex- 
pensive. Ask for descrip- 
tive information .. . it 
will put you in a 

position to create many 
new customers and 
completely satisfy 

old accounts. 
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METAL PRODUCTS INC. 


315 LEXINGTON AVE., B’KLYN 16, N. Y. 
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Texas Travelers News Notes 
ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

A Merry Christmas and a Happy New Year to every 
dealer in the Southwest and may the next year be ag 
satisfactory as the past. 

Greetings to all the travelers and may they not con- 
tinue their lack of interest in helping your corresponds 
ent write a column each month. The co-operation f 
have received from the members has been negligible 
In fact during the last two months, not one item hag 
been received from a member of the Texas Travelerg 
Club. 

So, all I can furnish at this time are the following 
notes: 

Tom McClure attended the convention in Chicagg 
and I understand that he has made several good cons 
nections as a manufacturers’ representative 

* ~ = 

Jack Nowlin is the new floor manager for Thomag 

Bros., at Lubbock, having moved from Tyler, Tex. 
. * * 

Marshall Spillyard has transferred from the Demo-e 
crat Printing & Lithograph Company to Arkansag 
Printing & Lithograph Company at Little Rock, Arg 

> - a 


Tom Cox is the new manager of the Odessa Branch 
of the West Texas Office Supply Company in Midlang@ 
Tex. 


+ * os 


Wiley Wood after many years with Story-Wright af 
Lufkin, started November 15 in charge of the furni 
department of Clarke & Courts at Houston. 

. * * 

Ernest “Shorty” Mann is now the store manager of 
the stationery division of the Howard Company if 
Midland, Tex. 

” +. - 

Gerry Hartman, from England, is in charge of the 
contract supply department of Abel Stationers af 
Austin. 

* . + 

Milton Ford, Jr., has just returned to his position 
with Twin City Printing Company at Monroe, La., after 
a two-year stretch with the Chemical Corporation at 
Fort Bragg. 

. o . 

Democrat Printing & Lithograph at Little Rock an- 
nounces the following changes: Dewey Kennedy is 
giving his full time to coverage of his city territory 
with Louie Gill appointed manager of the stationery 
division and Mrs. Audy Neal his assistant in charge of 
the buying 

. o > 

The Howard Company has opened a second location 
at Midland, Tex., to take care of their furniture and 
equipment expansion. Charles Clifton, formerly with 
Story-Wright at Tyler, has taken an outside sales 
position with The Howard Company. 

« > ns 

E. C. Clifton is now covering the Southeast for 

McMillan Book Company. 
. > - 

Mel Kirby is now connected with The Transcript 
Company at Norman, Okla., leaving Fenton’s at Still 
water for this position. 

- 7 . 

Whitsitt Printing Company, San Angelo, Tex., has 
purchased the building where it is now established 
in the new home at 109 W. Twohig St. The entire plant 
and equipment as well as stock was lost in a fire oD 
May 18. 

* - ” 

Herald Office Supply at Nacogdoches, Tex., is cele 
brating the second year in the new building. The firm 
has a complete stock of office supplies and serves @ 
Remington Rand dealers. 


* * * 


It is our pleasure to add to a recent article tha 
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A Kefreshing Business Note | 


J felele(o- MGT atl Mm Ci ach 2-1a Me: Citeldiohilels INSTALLATION BY: 
"Neal Branc » Ime. 


buys B. - MARBLE @alelias Orlando, Florida 


When the Plymouth Citrus Growers Assoc. of Orlando, 
Florida refurnished their executive offices, B. L. Marble 
Chairs were selected to provide comfortable, luxurious busi- 
ness seating for their conference room. Giving outstanding 
performance is a role B. L. Marble Chairs have been playing 
for over half a century. A complete line of B. L. Marble 
Chairs are available to satisfy every seating need of Ameri- 
can business . . . large and small. Write for literature or 
better still . . . may we have one of our sales representatives 
present our complete line. 


THE B. L. MARBLE CHAIR COMPANY 


Bodford. Ohio 
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Made/of STEEL 


When you stack them you lock 
them—automatically 





It will pay your customers well to 
substitute these modern, low-cost 
steel transfer files for the old wood 
or fibre variety. It will pay you well 
to promote them. 


Hall’s STEEL STORAGE FILES 


do away with frequent replacement of old- 
fashioned wood or fibre containers. They save 
space wasted by shelving. Drawers slide 
smoothly, for greatest convenience in use. When 
you stack them they automatically lock together, 
preventing tipping. No tools, keys or gadgets 
are needed. They keep records clean, safe from 
vermin and mold, reduce fire hazards. 


Available in 11 popular 
sizes. Catalogue and de- 
tailed price information 
on request. 


tue HALL 





811A—10th St., N. E. 
CANTON 4, OHIO 


Successor to The Hall's Safe Co., Cincinnati 
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“TIT make my 


best impressions 


wile). Te 





“So good looking!” 


“That's what the boss says now 
about all my work! No wonder 
he’s pleased — my letters look 
sharp and beautifully typed, my 
carbon copies clean, clear and leg- 
ible no matter how many I make, 
thanks to *OLD TOWN!” 


In offices everywhere this dis- 
covery is being made, every day— 
that for the “best impressions” 
there are simply no better carbons 
and ribbons than OLD TOWN— 
scientifically created and designed 
to meet the exact need! 


DEALERS with a profit-wise eye 
to the future are featuring Old 
Town ! Get the step-by-step facts 
now—and learn of the many ad- 
vantages in handling this great, 
world renowned line. Write for 
complete franchise information 
which can mean ever-increasing 
revenue for you throughout the 
years! 


OLD TOWN CARBONS 


New, non-curling, non-smearing, easy 
and clean to handie— 


OLD TOWN INKED RIBBONS 


Egyptian Cotton for all 
machines — nothing finer. 


750 Pacific Street, 
Brooklyn 17, N.Y. 


CORPORATION 
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Johnny Wright in addition to being the star salesman 
for Story-Wright, at Tyler, Tex., was also a half-owner 
for 17 years 
* > > 

Willie Belle Lamond is the manager of the Haltom 
City Office Supply at Haltom City, Tex. This is a cor- 
rection of our previous announcement. 

o . = 
New Faces Department 

The Steck Company at Austin, Tex., has moved the 
buying offices to the mezzanine floor and increased the 
stationery department by the move. ... The Pender 
Company at Abilene, Tex., is planning a new building 
with a five-story foundation at 5th & Cedar on a lot 
75 x 140 feet 

The following stores have been recently remodeled: 
West Texas Printing Company at Brownwood, Tex.; 
rR. A. (Dick) Wagner at San Angelo, Tex.; Office Equip- 
ment at Brownwood, and Texas Office Supply Company 
at San Angelo 





Taylor Sponsors Christmas Display Contest 
To help stimulate Christmas sales the Taylor Chair 
Company is conducting a Christmas window display 
offering as prizes three of its own leather 
upholstered chairs. Suggesting that a Taylor chair is 


contest 


























Suggested Christmas Display of Taylor Chairs 


the ideal gift for the “man who has everything,” the 
“ompany is offering the prizes to the dealers who sub- 
mit the photographs of the most attractive and in- 
featuring its products. 

There will also be a prize for the salesman from 
whose territory entries are submitted. 
simple. They require only that the 
least one Taylor chair, that the 
glossy print, measuring preferably eight inches by 10 
inches be sent to the company not later than December 
31. The winners will be chosen by qualified impartial 


io 
AUER ES 


. ] ] * 
genious display 


Contest rules are 


lisplay feature 





Royal Offers Youth Contest 
Royal Typewriter Company, Inc., is encouraging the 
ith « icross the nation to take a good look 
at and give a frank appraisal of their home towns. 


Through the me m of a contest among junior and 
enior high sch students, the company is asking 
them to tell frankly, “What I Think About My Home- 
town,” and, the mpany feels, the results should be 
evealing 

In addition to cash prizes, Royal portable gold type- 


irded to the first, second and third- 
the signature of the local Royal 
dealer appears on the entries. In the case of the other 
prizes, the cash amounts will be doubled when the 
dealer, who has mplete information on the contest, 
nas signed the entry 

There are 206 prizes being offered in all, and the 
November 17. 


writers will be 


piace winners whe! 


_ 4 Ali>s 
11LES aeadiine 
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‘I make 
best 


with O. T.’” 


LITip! CESslons 


“The sharpest looking 
you've ever seen !” 


“Since we've gotten the *Old 
Town Spirit Duplicator, paper 
work bottlenecks have just dis- 
appeared at our office!"’ For the 
“best impressions” there is 
nothing to equal efficient, easy- 
to-use Old Town spirit machines 
and supplies. 

Type, write, draw or print 
through Old Town Super-Kleen 
Spirit Carbon — you have a 
master that is sharp, clean, ready 
to go to work for you. 

With an Old Town Spirit 
Machine — rugged in construc- 
tion, the finest you can buy at 
any price—you will be amazed 
at the hundreds of quality cop- 
ies you can make in a matter of 
minutes from a single master. 





























DEALERS: Taking on the OLD TOWN 
Spirit DUPLICATOR franchise is like 
taking on on Annvity. The steady flow 
of repeat orders for duplicator sup- 
plies means substantial profits to you 
» . . today, tomorrow and for years to 
come. Write today for details. 

. 
Manufacturers of Duplicat- 
ing Machines & Supplies... 
Non-curling Carbon Papers 
«+» Finest Ribbons. 


750 Pacific Street, 
Brooklyn 17, N.Y. 
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profits for you! 
with 


DARNELL 


CASTERS 


Remember This: 

The longer your cus- 
tomers use cheap casters 
the MORE they pay for 
them ... Damaged floors 
and floor coverings due 
to poorly made casters 
can be quite costly. 


Write us 
today 4 


7m eS . . 2 vy .Rir ¢ = 
LD AVERY PENI ALA GOS IP, bd, 
DOWNEY, (LosAngeles County) CALIF. 
_———— a 
60 Walker Street, New York 13,N.Y. 
36 North Clinton, Chicago 6, Illinois 
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The Ad-Viser 


(Continued from page 35) 


Throughout the entire letter, you must stress the 
importance of the product to the reader. Avoid telling 
him your troubles. Do not say .. . “because of bad 
business, I am selling out.’ He is interested only in 
himself and his betterment .. . not in you and yours, 
Instead, play up self-interest by saying ... “you gain 
by these low prices.” If you can convince the reader 
that he will benefit, you’ve made yourself a good cus- 
tomer. 


Other “Tricks’’ Which Add Sales Appeal: 


STUNT LETTERS—If the idea is in good taste, q 
stunt letter may be used to advantage. For example, 
one office appliance dealer heads his letter with 
“HERE’S MY STORY IN A NUTSHELL.” He included 
with the letter ...an actual nut shell. Pins, feathers, 
nails, swatches, even money have been used on Sales 
letters .. . some successfully, some failures. A good 
rule to follow is this: 

If a stunt letter is really good, it 

1. Doesn’t cost too much. 
2. Can be tied in directly with the product. 
3. Does not detract from the sales message. 
4. Is practical in mailing. 

TRIAL OFFERS—A good method of convincing the 
reader of the quality of your product is to affer a free 
trial for a limited time. This always helps to display 
your sincerity. A certain amount of confidence is 
established even if the offer is rejected. The process, 
however, has been successful in opening up new ac- 
counts and increasing the sales with old ones. 

MAKE IT EASY FOR THE READER TO “ACT NOW" 

As stated previously, it is important to get the reader 
to act immediately. This ean be done by convincing 
the reader that he will benefit from the use of the 
product. AND by making it easy for him to make a 
favorable decision. For example, use return postcards, 
coupons, and so forth. Make the “filling out” procedure 
simple. Be sure that instructions are understandable 
by all. 





Royal Metal Enlarges Michigan City Plant 


More than 20,000 square feet of manufacturing space 
is being added to the Michigan City, Ind., plant of 
Royal Metal Manufacturing Company, H. A. Green, 
president, has announced. The new addition, which is 
expected to be completed in December, will be used by 
Royal’s woodworking division, thus releasing more 
space in the present plant for the growing metal fabri- 
cating department, which houses tube bending and 
plating machines and vats. 

The new addition is the latest step in Royal Metal's 
post-war expansion. Since 1948 the firm has purchased 
factories in Walden, N. Y., and Warren, Pa., and built 
new plants in Los Angeles, Calif., and Preston, Ont. 
During this period it added steel storage shelving and 
hospital and hotel room furniture to its complete line 
of metal seating equipment. 





Open New Stationery Store in Florida 


A new stationery store has been opened at Donnelly 
& Ninth Sts., Mt. Dora, Fla. The firm is under the direc- 
tion of Henry Link, a former government employee 
who served in various Washington bureaus and opened 
a similar place in Arlington, Va., for a time. He came 
to Mt. Dora last year to get established—JL 





Indianapolis Firm Appoints Karanza 


Paul E. Karanza has been appointed sales managef 
of the retail office equipment division of the William B. 
Burford Printing Company, Indianapolis, Ind. He 
started his career as an accountant and for the last 
five years has been selling office systems, equipment 
supplies and machines.—AK 
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iin change and we with them . . . but not so the age-old custom of 
extending Christmas Greetings to those whose good will and friendship 
we cherish and hope to maintain. 

This year as always, we are happy to send you the Greetings of the 
Season . . . with our sincere wishes for good health and joy at Christmas 


time and throughout the New Year! 













Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 





Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Ave. 

Dallas 5, Texas Chicago. Ill. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 91st St., 

St. Petersburg, Florida Oakland, Calif. Seattle 5, Wash. 
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Profit Depends Upon Sales Personnel 


Continued from page 23 
much he may feel like “opening up” and doing so, the 
salesman can politically, tell this type of buyer 


that he is a lame-brain or a thick-head—indeed, the 
salesman must not even betray such an opinion if he 
ean possibly conceal it. 

Convince the comparative dunder-head that he is 
really a clever fellow and a shrewd judge of values, and 


you will be more nearly sure of making the sales and 
probably winding up the transaction with a handshake. 
Every salesman who is honest with himself knows 


nly an order-writer up to the amount 
and the kind of goods that the buyer has pre-deter- 
mined upon purchasing. He is a salesman to the 
value of all the other merchandise that he sells in 
excess of those pre-determined items. 

It sometimes happens with even the best and the 
most-experienced salesmen that they find their en- 
thusiasm running out after an exceptionally difficult 
and disappointing canvass or demonstration—a poten- 
tial order or contract of big dollar-value. The moment 
any salesman recognizes the symptoms of this situa- 


that he is really 


tion developing he should pull himself together so as 
to get back into stride and tackle the next proposition 
vith renewed vigor and resourcefulness. 


Point Out Economics 


A skillful salesman is always positive, but he is 


polite, too. Having confidence in the bed-rock’ value 
and practical merits of the appliance he is selling, and 
fully aware that no competitor can provide the 


prospective purchaser with any better machine in the 
same price range, he directs the prospect’s attention 
to the time and labor-saving features of the appliance. 
He estimates the comparatively short time in which 
the machine will pay for itself because of the money- 
value of those economies. If he is selling some bulk 
commodity or other staple supplies, he will point out 
the advant buying an ample reserve stock for 
the future, ially when the current price is as low 
as it is likely to be for a long time 

He is always prepared to point out to the inquirer 
about a machine or sundry of this or that kind which 
one is the ideal selection for the buyer’s specific pur- 
pose. He can tell why it is the best choice from the 
long-range investment standpoint irrespective of the 
immediate cost involved. 

While engaged doing all these things, the skillful 


ab 
e ( 
lx 


salesman is especially adroit in frustrating the kind 
of sales resistance that results from some unusual 
objection or some sudden negative line of thought. 
These may never have occurred to him until the un- 
predictable prospect “pops up” with it. A salesman 
can sell a certain machine for 10 years, and then 


tomorrow—right off the bat—encounter a prospect who 
dreams up some negative sales-impeding argument 
that no salesman could ever anticipate 


Retain Friendly Attitude 

much trouble he has been subjected 
nstration, a good salesman will never 
betray his feelings. Even in the most thankless human 
the most discouraging situations, will 
facial expression, any reaction of 


No matter | 
to in a futile den 


contacts and 
he show by word or 


defeat. Nor will he reveal any criticism of the prospect 
who backed it what promised to be the “high 
spot” in the canvass 


To the contrary‘ 
man will conclude 


the experienced and expert sales- 
the aborted transaction in a friendly 


manner, advising the prospect that he should by all 
means take his time about buying anything like a 
technical offic« ~hine or other business office equip- 


ment that costs ynsiderable money. He will invite 
the vacillant prospect to come in again any time he 
is interested in similar appliances, and so on. In most 
mingly distrustful or super-cautious 

igain—especially, if the smile and 


instances, the ef 
buyer will coms 
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STEEL OFFICE FURNITURE 


Salesman, typist, secretary, top exec... there’s 
a Skyliner desk for every need. Sleek, dignified 
lines combined with rugged strength lend an 
air of distinction to any office. 


Write for Free Literature! 


Illustrated literature, catalog, and com- 
plete information available on request. 


Orna-Metal Products Co., 2412 So. Seventh St., St. Louis 4, Mo. 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
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parting handshake of the salesman causes the buyer 
who insists upon “looking further” to remember the 
patient salesman pleasantly. 

The lesson here is that, sale or no sale, the salesman 
should always be pleasant and optimistic. If, in addi- 
tion, he can operate an adding, calculating, or billing 
machine skilfully, or rattle off several lines of accurate 
typewriting as a deft touch-typist, so much the 
stronger will be the impression of his sales talk on 
the buyer. The greater will be the buyer’s confidence 
in the salesman’s mastery of what he is offering for 
sale. 

No salesman deserving the name wants to sell a 
person anything anyway unless he can plainly see that 
the buyer has, by his own judgment, arrived at the 
point of conviction of the value of the contemplated 
purchase. So much for sales pointers on the “heavy” 
equipment of the trade—furniture, fixtures, and ma- 
chines. 


Keep Record of Requirements 

With regard to the stationery supplies, sundries, and 
small wares, it has always been good policy to sell 
large orders. The idea is to keep the regular users 
amply supplied on their constant routine requirements 
so that they will not be likely to buy those items in 
other outlets. But the recommendation to buy larger 
units or quantities of this or that item of stationery 
supplies should be made only when there is reasonable 
evidence that the suggestion to stock up liberally is 
consistent with the purchaser’s interests. Other factors 
are the size of his business, the probable trend of 
prices, availability of their items, and other related 
considerations affecting the desirability of buying in 
advance. 

If the salesman has no dependable knowledge of 
the buyer’s actual requirements, he may properly in- 
quire (in a friendly co-operative manner) as to about 
how much or how many of this or that item the 
buyer generally uses in his store, office, or factory every 
three months or every six months, for example. 

Following the same idea, the salesman might also 
make friendly inquiry (and, of course, appropriate 
notes of record on any useful information obtained) 
as to when the prospect thinks he will be in the 
market for more new desks, filing cabinets, typewriters 
and similar office equipment. 

Above all things, the experienced salesman will not 
permit the sales situation to be interfered with by 
unwitting digressions in the nature of unrelated sub- 
jects of conversation even though those subjects may 
be of a nature that invest them with mutual interest. 

Those things, and any little pleasantries that may 
go along with them, should enter the picture only after 
the sale has been accomplished, or after the canvass 
or demonstration has been consummated whatever the 
result. 


Pay According to Ability 

The practice in the salesrooms of those representa- 
tive stationers who operate full-line commercial sta- 
tionery establishments is that any of the supply sales 
personnel who have not as yet been fully indoctrinated 
shall refer or escort prospective buyers of major ap- 
pliances to the senior salesmen in the showroom. 

These firms, as their policy has been explained to 
me, provide the fullest possible opportunity for every 
one of their inexperienced or “junior” salesmen to 
acquire full-range selling knowledge and experience. 
But of course, they must observe precautions against 
the prestige-damaging effects of an untrained and 
inadequately-informed clerk fumbling the potential 
sale of such relatively “big money” equipment as desks, 
office safes, addressing, multigraphing, and calculating 
machines. 

This merchandise requires a considerable period of 
intensive and specific study, these stationers pointed 
out, before any salesman can do a proper job of sales 
presentation even if he possesses the general founda- 
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Think of any perfect combination—peaches and cream, moonlight 
and roses, Romeo and Juliet . . . that's how WRITEMASTER 
Ribbons go with WRITEMASTER Carbons. decasede ... 


WRITEMASTER RIBBONS 


—are made of fine woven, exceptionally soft cloth .. . 
are specially inked by our own formula to give clean im- 
pressions of print-like beauty .. . give extra length—two 
full yards more—which means longer wear and greater 


economy 


WRITEMASTER CARBONS 


—are a Selected all-rag, perfectly-inked carbon paper .. . 
produce sharp, permanent copies and are popular with 
Typists who appreciate smudge-free, easy-to-handle carbon 

come in all weights and finishes for every office requirement. 


Sell WRITEMASTER and discover that QUALITY and PROFITS go hand in hand, too. 


Write today for samples and prices . . . as the first step in joining bundle of good American greenbacks waiting for the Dealer who 
the prosperous PEERLESS IMPERIAL Family of Dealers. There's a sells WRITEMASTER. 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





_ 99 
6¢é / e 
iad ( fecal JS Vein, in 7 ee Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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There’s big business in the sale of counter installations and from the 
complete line of Peerless counter-height cabinets you can provide 
any combination, arrangement or length demanded. 

Smart styling, sturdy construction plus many exclusive Peerless 
design features help you clinch sales. Long-lasting ‘““Peerolium” tops 
with attractive metal binding add eye appeal while affording a smooth 
writing surface. 

You can sell them with confidence, for they are backed by our 
quarter century of specialization in the manufacture of highest quality 
metal office equipment. Our representative will gladly explain how 
you can step up your sales volume with Peerless Counters. 


PEERLESS street EquipMeENT Co. 


6604 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 





Recommended for 


Service Counters 

Office Separators 
Forming Reception Space 
Clear View Offices 

Bank Cage Equipment 
Cashiers’ Cages 

Desk Space 

Clubs, Libraries, etc. 
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tion for salesmanship so far as aptitude is concerned. 

Very few of the retail distributors, whose operations 
are within the pe of my personal knowledge, are 
paying their sales personnel commissions—that is, in 
the usual sense specific sales. Salaries are, how- 
ever, influenced very definitely by the record of the 
over-all profitability of the salesman’s production ap- 
praised on an annual basis. In that way, an efficient 
furniture and appliance salesman is reasonably certain 
to be paid for his ability. 

Many of the representative full-line commercial sta- 
tionery firms do, however, pay their ace salesman an 
annual “incentive bonus” which is based upon the 
total net-profit value of the orders and contracts they 
have written throughout the year. 

Some companies (the number is relatively small ex- 
cept in the vary largest centers of commerce and 
industry) have outside as well as an “inside” or 
salesroom sellil rganization. 

According to the administrative policy of these 
companies, thos« ng them which do pay any stipu- 
lated “straight mmissions as such, pay it to all 
sales personnel ther words, they reason that the 


T 


salesman who sells an executive office suite or two 
or three typewriters in the showroom is fully as much 
entitled to that mmission as the heavy-hitting “go- 


getters” who 
from large comn 
chasing agents 
All these progres 
merchandisers 
the final analy 


PERSONNEL 


itside to bring in the big contracts 
ercial buyers and corporation pur- 


ve stationers and office equipment 
knowledge wholeheartedly that, in 
PROFITS DEPEND UPON SALES 





Honor Work of Burroughs Research Department 
The research activity center of the Burroughs Adding 
Machine Compa 511 N. Broad St., Philadelphia, Pa., 
was honored recently by becoming an established 
branch of the Scientific Research Society of America, 
the Phi Beta Kappa of the pure research world. 
Burroughs is the first branch to be established by 
RESA in the office equipment industry, and the 18th 
to be the Society was founded in 
riginal investigation in pure and 


established ince 
1947 to encou! 
applea scienct 


Branches of RESA are established after due consid- 


ion to the , of the staff and the encourage- 

é f true research. Membership in the 

oranches is by st n based on outstanding technical 
mpevce ce 

The Burrou Chapter installation was held in the 

B id H More than 40 guests, members of 

famed research projects in the area, and outstanding 

esearch worke i administrators from universities, 

ended, in a to Burroughs’ president, John S. 

é n; Ray R ert, executive vice-president, and 

Ray nd G. B vice-president in charge of en- 

nearinc 

I hope I m rgiven for a special fondness for 

he research tivity Mr. Coleman said in a brief 

eec] Aft t was born during the period of 
ie} 

It has been ¢ iraging and fascinating to watch 

row to it esent significance in the company’s 

é ns. That nificance is decisive for our future 


ir hai is the key to Burroughs advancement.” 
t former president of Rose Poly- 


hnic In rmally installed the chapter. Dr 
Irve Tra' B ighs vice-president in charge of 
esearcl yup of Burroughs scientists who 
became cl mbers of the new chapter, acted 
as host 

Speaker vening was Dr. Ralph E. Gibson, 
director of the lied physics laboratories of Johns 
Hopkins Unive! who spoke on “The Arts and The 
Sciences’ 


OFFICE APPLIANCES, December, 1952 


Exclusive ORTHOFORM 


HIGHER QUALITY 


at LOWER COST 
than any other chair... BAR NONE! 


the Shepherd “600” 


STENO CHAIR 





Back Support 


=, 


| 





FOAM RUBBER 
on back and seat 


/— ——\ 





ALL STEEL lifetime 
construction 


Easiest to sell because it is so obviously your 
customer’s best buy. In no other chair does his 
dollar buy so much comfort, so much beauty, so 
much long-lasting quality. 









No other chair can match 


these features...AT ANY PRICE! 
Shepherd Model 1023 


@ Foam rubber seat and back—removable covers. 


@ RELAXING 
SLIDING SEAT 


@ Easily adjustable ORTHOFORM back 
@ Base of 1%,” electro-welded steel tubing 


@ Ball bearing casters with 


Vihed 


CHAIR JCOM PANY 


Factory and Office: 1914 Main St., Melrose Park, Illinois 
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THE SPEED OF 
THE ARROW TO THE TARGET 


FILING suc 





SPEED of the EYE to the TAB 


Pressboard File Folders 
with BARKLEY Plastic TAB 


— is the a / 





U.S. REG. PAT. NO. 2,248,355 D128118 


Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders 
are made of durable high quality 25 point gray press- 
board with a one inch strong cloth gusset "W'"' shaped 
at the bottom to permit ready expansion. The Crystal 
Clear BARKLEY PLASTIC TAB in *colors—distinguish- 
ed by its smooth contour surfaces and angled for perfect 
reading, provides the utmost efficiency in the file. 
Letter Size—No. F955-8—2" Wide Tab 5 position 

No. F953-8—3" Wide Tab 3 position 
10" Guide Height—Made in legal size also 


*Amber color furnished unless otherwise specified 


Write for Illustrated Literature 





Established 1921 


[. L. BARRLEY ACO. f 


Murntufacturers of Filing Supply § 


1220 W. Van Buren St. Chicago 7, Ill 
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GF Completes Half Century in Business 


(Continued from page 108) 


duction methods developed for the manufacture of a 
stock steel desk. ... 

“A review of the record at this point shows one out- 
standing fact. GF was a pioneer in originating new 
lines of office equipment and had become the pace 
maker in the office equipment field. 

“GF made the first line of stock metal filing equip- 
ment. It produced the first vertical filing cabinets by 
production line methods. It was one of the first to 
put onto the market a line of steel shelving consisting 
of standard parts, and pioneered the production line 
steel desk. This spirit has never ceased to motivate 
the company as it had progressed through the years.... 

“In 1925 the building products division of GF’s busi- 
ness was purchased by the Truscon Steel Co., Youngs- 
town.... 


Elect Foster Chairman 

“Mr. Foster was elected chairman of the board of 
directors in 1928 and Mr. Brainard became president 
of the company. In the same year A. C. Adams, for- 
merly with the Republic Iron and Steel Co., was 
appointed assistant to the president and shortly after- 
wards became vice-president in charge of sales. 

“The metal furniture business of the company in- 
creased from four and a half million dollars in 1924 
to ten million dollars in 1929. At this point GF was 
manufacturing a complete line of filing equipment, 
safes, shelving, steel desks, and other miscellaneous 
items. 

“The one major item that was still missing if a 
salesman wished to standardize an office completely 
in metal was a chair. The management had known 
for some time that the absence of chairs from the 
GF line was a void that should be filled. However, it 
was felt that steel chairs would be impractical because 
of their weight. ... 

“Fortunately, at just about this time, the Aluminum 
Company of America was experimenting in Buffalo, 
New York, with the manufacture of aluminum chairs, 
This work was strictly exploratory so far as the Alumi- 
num Company was concerned and they were interested 
in getting a regular manufacturer of metal furniture 
to go into the aluminum chair business. GF ap- 
proached them, and after much consideration decided 
to undertake the manufacture of aluminum chairs. ... 


Chairs Made in 1930 

“The first chairs were made and shipped in 1930. 
They were expensive to make and were sold at a price 
50% higher than that of good grade commercial wood 
chairs. The first aluminum chairs were largely copies 
of wood designs and therefore offered the customer 
little more than he had been getting in wood except 
for the fact that the chairs were metal. As a result, 
when the big depression hit in the early 1930’s, the 
marketing problem was of major importance. 

“But the die was cast, and just as in the case of 
steel desks, the company set out to make purchasers 
of office furniture conscious of the superiority of metal 
chairs. How weil this succeeded is now a matter of 
record. Again GF had been a pioneer in the office 
equipment field. It was the first company to sell and 
market nationally an aluminum chair, and this move 
established a completely new industry in Youngstown. 
The success of this venture is established by the fact 
that total sales of the company’s aluminum chair 
division today exceed the total sales for the entire 
company prior to World War II.... 

“One other event of note that took place during 
the depression years was the development and intro- 
duction in 1934 of Super-Filer. Super-Filer, the me- 
chanized file, differed in two major respects from the 
conventional files of that period. Because it did 
mechanically many of the things that it was neces- 
sary to do manually with conventional files, Super- 
1952 
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Model 3060 
Plastite Top Desk antes 
Swivel Chair 
Model 21 
Posture Swivel Chair 
e 


mu You make larger unit Sales 
mE by Selling the complete 





Model 3570 
Plastite Top Desk 








a 
ly . 
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a8 NeW Browne-Morse |ine 
se 
n 
* Mode 10 
i- Secretarial Desk 
d | 
e Equipment for Every Need in Model 3545-10FL 
: | 4 aa oes, 
Every Size and Type of Business 
0. Lat Model a 
e Stenographic 
4 Posture Chair 





»S 

‘ Practically imperishable — that’s the story on the 
. new Browne-Morse Plastite Top desk. It opens the 
. door to new prospects. It gives you competitive 
. advantages that result in new customers. Your unit 
. | sales to these customers will be larger when you 
; handle the complete new Browne-Morse line. Your 


e desk sale will include the chairs or even the files Two, Three, Four and 
1 Five Drawer Files 

‘ when you show how they combine with the Plastite ated nee 
r . ° 

‘ Desk to make the day’s work easier. 

8 Architects of Efficiency for America’s Offices 

e 

rowne- orse 





- MUSKEGON MICHIGAN 
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to step up your profits \ 
here's the key— 


put MeminK “B” in his 
plans for ’53! 


Your customers are now preparing budgets, planning their purchases of office equipment for 
1953. It’s time to sell them modern Meilink ‘“‘B”’ (and ‘‘A’’) label safes to protect irreplaceable 
business records! 


There are four good reasons to push Meilink! It’s the 
complete line, offering units to meet every business need. 
Meilink offers exc/usive engineering and construction 
features. Best of all, there’s real money with Meilink 
because you make a full 40% mark-up with no factory- 
branch competition! Meilink is easy to sell because it’s 
backed up with hard-hitting advertising and sales promo- 
tion that brings in Jive prospects! 


Meilink “B”’ line is available now! If you want volume 
and profit to keep winter sales from taking a winter 
sleigh-ride, write, wire or ’phone today. 


All Meilink ““B” label safes carry these two labels: 


Underwriters’ Laboratories, Safe Manufacturers’ National 
Inc. label Association label 

















Meilink Model 233, 2-hour, B" label 


These two labels ar? proof of 
quality and construction 
fealures your customers will 
appreciate. 











STEEL SAFE COMPANY Toledo 6, Ohio 


Warehouses and distributors in: New York-Export Dept. « Philadelphia * Boston * Chicago 
SINCE i899 Washington, D.C. « Detroit « Fort Worth * Houston + Seattie « Los Angeles * San Francisco 


A, B, C LABEL SAFES, HOME VAULTS, INSULATED FILES, BUSINESS MACHINE, TYPEWRITER STANDS 
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Filer saved a great deal of time and effort in the 
operations of a file. Since its swing front added the 
working space necessary for proper operation of a 
file, it had a much greater capacity or payload than 
conventional files 

“W. D. Skinner succeeded R. M. Bell as secretary 
and treasurer in 1943, and D. K. Phillips joined the 
company as comptroller. In 1945, Mr. Brainard re- 
signed to become president of the Addressograph- 
Multigraph Corp., Cleveland, Ohio, and Walter Bender 
was elected president of The General Fireproofing 
Co 


introduced Mode-Maker Line 

‘In 1948, the Mode-Maker line of desks and tables 
was announced. This deluxe line of desks incorporates 
many features never before offered in a commercial 
metal desk, and it had been enthusiastically re- 
ceived 

‘W. D. Skinner retired in 1950 and was succeeded 
as secretary and treasurer by D. K. Phillips. In Octo- 
ber of 1950, the company lost through death George 
R. Farrell, vice-president in charge of purchases. In 
October of the following year, W. H. Foster, the last 
living founder of the company, died at the age of 85.... 

‘GF now employs over 4,000 people and is rated by 
the financial journals as a $30,000,000 corporation. 
There is no funded debt or bank loans of any kind, 
and the company is in a very sound financial condi- 
tion with ample resources to undertake any future 
project the management thinks advisable. 


Have Contract Division 

“In addition to the manufacture of stock equipment, 
GF has continued to maintain a division devoted to 
supplying special built-to-order equipment for court- 
houses, city halls, capitals, libraries, banks and public 
buildings. Many of the nation’s outstanding libraries, 


laboratories, and schools have been equipped over the 
years with GF equipment of this kind... . 
In addition to branches, GF sells its products 


through over 400 exclusive dealers with whom it main- 
tains contact through 16 district managers, whose 
function it is to assist dealers by instructing them in 
the sale of GF products, attempting to increase their 
selling efficiency, and assisting them in closing sales. 
There are also a number of men who travel out of 
the Youngstown Sales Department as specialists on 
individual products. Their job is to assist the district 
managers, dealers, and branches in any sales problems 
that may arise pertaining to their products.... 


There are about 150 GF dealers operating in the 
export field, and GF equipment is used in probably 
every civilized country in the world 


Largest in Firm’s History 
Last year’s total sales of $40,000,000 were the largest 


in the company’s history and there is every indication 
that the growth experienced over GF’s first 50 years 
will continue in the future. This growth has been 
based on a policy of pioneering new products to bring 
greater efficiency and comfort to office workers, and 
to the office, which is the control center of all business. 


This policy is firmly established, and with the increas- 
ing number of clerical workers required every year by 


business, it seems almost a foregone conclusion that a 
company such as GF, making good products and with 
a selling organization capable of bringing an accept- 


ance of these products to potential customers, cannot 
help but grow and prosper... . 

“Within this story of the growth of The General 
Fireproofing Company are the elements of industrial 
enterprise that have made America what it is today. 
It is a story of ingenuity, perseverance and willingness 
on the part of a farsighted management to gamble 
large amounts of money to pioneer new products in an 
effort to always provide better tools for the offices of 
business and industry.” 
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IDentiFication 
that buyers trust 


and that YOU can cash in on! 


The “ID” symbol on a desk . . . pridemark of honest 
craftsmanship . . . has come to have wide acceptance 
among value-minded buyers. A steady flow of inquiries 
from interested prospects is fed back to Indiana Desk 
dealers. Are you getting your share? If not—inquiry 
will bring you full information about the profit oppor- 
tunities of an Indiana dealer franchise. 


In addition to national advertising in leading busi- 
ness executive publications*, Indiana Desk dealers get 
the benefit of (1) attractive full-color display cards, 
(2) beautiful catalog reproductions of color photographs 
and (3) useful envelope enclosures in variety to match 
the completeness of the Indiana Desk line . . . desks 
to meet every desire, every utility, every budget. 


Indiana Desks have been long and favorably known 
by keen buyers . . . are backed by effective sales helps 
can give you faster, more 
Naor BUSINESS profit-making turnover. Ask us for 
the facts! Get them TODAY! 





*total circulation 


1,218,568 


indiana desk CO. 


JASPER, INDIANA *+ U.S.A 
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THE PERFECT CHRISTMAS GIFT 








ore A refresher chair 
by “Taylor 


It’s a well-liked executive posture 
chair for it gives a comfort-lift to 
work-a-day routine and tension. 
Style-wise, it’s in the excellent tra- 
dition of Taylor Chairs that have 
reflected the nation’s trends for 
one-hundred and thirty-six years. 
It’s a chair of success... Taylor 
crafted for service 
extraordinary. 


y 





Write today 
for catalogue 


and dealer 


proposition 


4815% 





fee eeior Chair Company | f2r% 32s 


Bedford, Ohio, U.S. A. 
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National Business Show 


Continued from page 55) 
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2 zt at ect k 25 
b . were R Vew York 


Denominator Co., Inc., The, New York 7, N. Y jisplay wer irrent 


stor s grouc } 3 tac a7 } chine 
j siley ) ale terature Visitors w Jiv : pport ty to 
f ste several mode R. C. Morse, sale nanager, wa } 
Diebold, Inc., Canton, Ohio.—The first put wing of ¢ portable 
fiir smera and sder were seen her clevator 
> R File V Dex Tiling 
, arge was W. Ha New anch 
” the booth we A WM ' the 
We K. W resident and s 5 Norman 
3 manage New M - nd 


Diners’ Club, The, New York, N. Y. teratur and apr sf blank 


an were dist 


Ditto, Inc., Chicago 12, Ill.—The latest styl DITT jug tors were 


oh plete = at astelinn ead a + proces 
ng ma ¢ rder billing, product f hasing 1 payr 
were er trated Frank req " harae wi? the New 
rk fTice M ne na easterr a 
aTTE JSaNce 
Dudiey Office Equip. Co., New York 6, N. Y.—Visit st ft t 2 


nstrat 


Duplomat Co. of America, 


eatured 


New York 4. N. Y 
nact iad ob this. hoot eauipment both oral 

A Jise was * yDid ne 
Thomas A. Edison, Inc., West Orange, N. J 
Vv. P. Ed , ewriter, and the Te t f tating 


twork Arr 3 thos harge were n Downe Bot } Harvey 


Elliott Addressing Machine’ Co., New York 13, N. Y.—About ferent 
ty machines we view. Robert Def “ 
Encyclopedia Americana—Jamaica 2, N. Y nat ng the 


A 


Encyclopaedia Brittanica, New York 18 N. Y ist “ t E 


y paedia Britta » and Brittanica, Jr } “ rge. 
Eurasian Commerce, iInc., New York, N. Y.—Featured here w damilton 
es Pruf jesk set Visitors saw a den tra w pin 
vertur > the k-filled desk sets wit t sr 5 vA brand 
on harge 


Executone, Inc., New York 17, N. Y.—Dis¢ jer strat f time 


} ‘ rr 3 yste wer t re . NOwr 


j-A P stor with 


Facit, Inc., New York 18 N. Y.—Facit ting J of 


> & 


> 


y automat t nd Add 


; 


Federal Security Agency—Social Security Administration, Washington, D. C. 
hand to pe ' erature ' . , ‘ efits end 

’ « . Ww si Murt hy ¢ 6 j M 
Ferris Business Equipment, Inc., Stratford, Conn.—The new Mast Rotary 
‘ : nacit ‘ 73.000 iter . ‘ ES $4 exhibit 
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/ FOUN0 VOT WAYS 70 MAKE MORE 
MONEY (WN THIS CATALOG OF 





@ FAST-MOVING 
SURE-FIRE 
REPEATING 


Cilopoint 


PRODUCTS! 









, X 
\ 
—_ Get Your FREE COPY Now! 


In this “Autopoint” Catalog, you will find the key to 
PROFITABLE SELLING .. . because between its 


ee oe? : pages, you literally will find 101 fast-moving, tried and 
New Autopoint Companion proved An sees that repeat... “in demand” 


Matching Ball Point Pen and Pencil Set products that pay off for you across the counter. 
For many, many years, the “Autopoint’’ Catalog has 
ee been the “buying source’ of thousands of dealers. They 
refer to it, and buy from it, with confidence and enthusi- 
asm. Because they know durable, reliable and attractive 
“Autopoint” products offer maximum profit to them, and 
maximum satisfaction to users. 

So we urge you to send for this catalog. It shows many 
new items that will add to your volume and help you beat 
last year’s figures .. . plus the favorite “Autopoint” stand- 
bys you and every dealer knows are as good as “money in 
the bank’’. Mail coupon for your free copy. 





EW FAST SELLERS =F 


6 








New “Autopoint”’ 
‘*VINYLITE’’ PLASTIC BILLFOLDS 





TRADE mann 


BETTER PENCILS 
“Autopoint” is « trademark of Avtopoint Company, Chicage 





Street Address 


poe ee ee Oe 4 
AUTOPOINT COMPANY, Dep. OA-!2. 
| 1801 Foster Ave., Chicago 40, Ill. | 
| Please send me free, your Catalog of PROFITABLE | 
| SELLING “Autopoint” Products. If additional copies | 

Simulated | desired indicate number here , | 
Pin Seal O Check here to have representative call. ; 
’ 

° Nam 

Lizard and maa ; 
. Company 

Alligator | am | 
No. 6 | No. 8 2 Position 
Pencil Pencil grains | i 
| | 
t. ! 
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CU, 
ly 
...behind a GARLTON-SHELDON DESK— é COm MAND POST 


executed in the modified traditional manner 









from the finest American fioured walnut; this dramatic 
. semi-circular flat-top d sk is also available in 
Honduras mahogany in both traditional and 


modern decor to blend with the finest 


e “dr. Sou Shaleld Srestdent 
She Sheldon-Clathe Ce mprany 
¢ hicago, Sllinots 


interiors. Top in any colored top-grain 


leather with 24-karat gold tooling. 


. .. top executive of a leading Chicago publish- 

ing firm specializing in employee education serv- 

ices, shown here in his recently redecorated of- 

fice. Besides his Carlton-Sheldon desk, the chairs 

‘ and all other appointments in this impressive 
Pe a Me suite are the originations of Carlton-Surrey. 

An inquiry to our Contract Division about 

the many services rendered by us will receive 


prompt attention and immediate reply. 


a 
arlton-SQurrey In 


Makers of Fine Furniture 


Eleven Commerce Avenue, S. W_, Grand Rapids 2, Michigan 
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it 


F atone Co., Brooklyn !7, N. Y.—Advantage 
' Ericsson 
equipment. |. Sny 


Friden Calculating Machine Co., Inc., 








by C. T 


San Leandro, 


sufoma?t Sauare Lf 
nber by the 
“ t he mplete Fr 
.] ger wa 
Gelle J. R C New York 10, N. Y¥.—Mr 
; Marx were r stter 
sneit 5 Vv 3 e 
5 storag 


tary file far etter 


tary files for custom 


Bruen, Edw 


ommunication equip 
Dial Telephone Sys 


Jer, M. Snyder and E 


Calif.—On exhibit 
t Calculator, which 
f a single key: the 
ne of calculating 
ae 
Mrs. J R Geller 
at the display 
rter; Storafile stee 


Jance 


tee index boxe 


General Photo Prod Inc., Chatham, N. J.—R rt J. Paulus was 
? ? Py J equipment tizeG paper and 
w dry pr py machine, and 
were 6 ay Joseph Harrisor 
were als prese oth 
Geyer Publication New York 10, N. Y.— 
Globe-Wernicke C New York 17, N.Y Presenta f the new G/W 
; ng 6 uipment Ce oc! p map and 
e yr the sfeguard filing method 
a were M Madge Davidson, Mrs. Dora 
5 Maur r., assisted by the 
G dJyear Prig. & Co., New York 12, N. Y exhibit here was 
Jock es Literat wa Jistributed to 
Graphic M fil rr New York 6, N. Y.—M amera equipment 
t th t th nac the opportu 
eade 
Graphic Systems. New k 26 N.Y w Boardmaster 
3 t system provide 
$ heduies with the 
w was ted by Jack 
M } ey W ‘ 
Gray Manufact New York, N. ¥.—The sy Audograph electron 
athe botinl system Ph 
4 “ harge, assisted 
Ha t Mtg mbus, Ind ex tive. a 
splay teres? was the 
; w ‘ back. Kirk 
“ } assistea €C 
we " 
Philip Han Mass j ed snap-a-part 
f register y 
aeeie ste Kovacs, Michae 
‘ ‘ 2 artonant 
Harris-Seyboid snd 5, Ohio yht-sta 
electro-mecha aging machine. ¢ 
M. Br iD. Erdr 
Jaupt & M Funds Dept.. New York 6 N. Y format 
i H Mfg. ¢ 4 Minn “ Mart sc 
t f ards ar 3g 
A jren wa 
He g hia C Yew York, N. Y was gisplaying it 
sTiNng yuppies 
: w 3 favorat 
wr ? x the vitat 
“oe i sttendance 
> Heiner New k N. Y.—T ye 3 janiza 
+) ¥ A + ’ & Pe 
' w t fc s wid 
: < 
He supply eth N. J.—Vis were g 
x MV splayve 
ey Keath 
w 4@ y ege, New York, N. Y was availat 
' . re ; H 
Hunter Electr pyist Agency, Inc., New York 7, N. Y.—Exhibited her: 
ss we - plete ne of « 
new re ¢ c 
' ed tc 60 se is + 
R _ ant 
' Hush-A ne C - k tl, N.Y was exhibit 
ncer w e ph e pr 
bit wa 
: 
Hygier Phone c r New York 17, N. Y 
Maga *] 6 til— 

M ta At sage Corp., New York, N. Y ar t 
ad , H r New 
vw 

k a h ~ k oo FS were Stow & 
A tee! E 
«+ i Ar » Boo 2 
. e Pa he Harter 
hi " mbina 
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SERVEL 


onderbar 


PORTABLE, SILENT REFRIGERETTE STYLED AS SMART FURNITURE 








Hen use it in his office, to entertain business friends 
and impress important customers! 


He’ll put it by his television set at home — and help 
himself to cold drinks and snacks right from his 
easy chair! 

He’ll love the silent way it freezes ice cubes — chills 
drinks and snacks — rolls wherever he wants it! 


5-year warranty on freezing system. AC or DC, 32 to 
230 volts. Mahogany, blond, white — or paint it any 
color. Legs or casters optional. $149.50 — wherever 
fine appliances are sold. 


The name to watch for great advances in 


REFRIGERATION and AIR CONDITIONING 


GAS + ELECTRIC 


Servel Inc., Evansville 20, Ind 


In Conado, Serve! (Conade! lid., 548 King Street W., Toronto, Ontario 
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\ 
=z P 
MUSCATINE, OWA 





Medel 308 —113%4 D x 30H x 341W sliding glass doors $3 95° 











The ready acceptance of this 
neat Home-O-Nize Bookcase 
delights dealers 


+ 


So now 4 models are available in two 
sizes to meet demand « low price and 


good design sell * you can profit, too. 
+ 


It's easier to sell people what they want. And ac- 
cording to dealers orders since the introduction of 
this Home-O-Nize Bookcase, this compact attractive 
unit is just what many customers want. 


You can prove the demand among your own cus- 
tomers by having these units displayed on your floor. 
Home-O-Nize products, made on modern machinery 
by satisfied workmen, are guaranteed to please you 
and your customers. 


Why not place an order with us, today? The 
Home-O-Nize Company, Muscatine, lowa. 








> 


Order yours to get sales in season 


MODEL 30A—Same as illustrated above, without 
glass doors 
MODEL 30B—illustrated above, with sliding glass 
doors.......... .. 39.50 
MODEL 30E—Same as illustrated but 16D, with 
out glass doors 29.50 
MODEL 30F—Same as illustrated but 16’'D, with 
glass doors 44.50 
MODEL 30D—Duplicator cabinet, same as illus 
trated above with addition of drop 
leaf tray, opaque doors, 16’’D 44.50 


$24.50 


All available in grey or green. Prices shown are list. 
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‘ y Steel Equ nt desks and Alma desk The display was under 
the supervision of Abe Itkin, Ben Itkin and Sa tkin 

J. G. Furniture Co., Inc., Brooklyn 2, N. Y hairs, table snd upho 
stered furniture for institutional and office use were displayed at t exhibit 


Frances Alessi and Maurice Goldman greeted v 
J. & G. Lamp Mfg. Co., New York, N. Y. jisplay at this booth was 


new desk and wa amp line featuring molded Fiberglass Als 
jisplay was an aluminum floor lame ex tive 
use. RMiaroid Shandier wa n charge 

Junior Achievement Inc., New York 17, N. Y.—Der trated various 
functios {J literature. 

Korda on ra ‘New York, N. ¥.—On exhibit w the proved KORDA 
r Tunctiona e rfrabie unit ff ces E K nc Ct L Jarr on 
were pre ent ? ee? vis ? ors 

Barrett aihiien “Machine Div., Lanston Monotype Machine Co., Philadel- 
pus 3, Pa.—Barrett electr adding machine wit elect btraction 
hs Sie automatic multiplication was display A Reneeeil sttractios 

visi? wa ) pped-down me ne fr } ? « f tor srety 

servation. Ir srge was Wallace A. Brenna ; ; ted by 
Allan J. Hender Walter Dailey, and Fred Yomist ' enera 
8 ess Machine New York City dist t f Barret 

Linguaphone Institute, New York 20, N. Y.—Visitors at this booth received 
nformation ‘ 3 the Linguaphone met £ fareia snquaae . 

r n. The ich publicized Dormiph “ 

Lundstrom Laboratories, Herkimer, N. Y.—Visit t this booth witnessed 

nterest 3 demonstration of the effectiveness f Densiw Samples 

Densiwood and rdinary desk wood wer sbmitted ¢ jerable 

ng from a special machine. The mparative effects were readily 
apparent to a r indstrom superv i this por 

magne Dex Sales, New York 17, N. Y¥.—Magne-Dex visit f } systems 

equipment were how af this booth Mark snaqge 
was in charge 

Magne-Dex Sales of New York division of Elof Hansson, Inc., New York 17 

Magnetic Merchandising, Inc., New York 16 N. Y.—Demor sted here 
were Magnet y ia Aid tor product nventory na € ntro 

t $s visual ? } ai0s and executive Duliet r sras ri N Bu was 

harge 

Magnetic hago. Industries, New — 4, N. Y.—Shown here were the 
Voice Mast magne jisc dictation/tra t } strument eries 500 
nagnetic memory Jers and automat telept ” snd the 
¥VM58 dua! Synchrotone tape recorder p t t the t t were P. E 


jy and P. J. Reute 
Management Magazines, Inc., New York, N. Y.— 
Manhattan Storage & Warehouse Co., New York, N. Y terature rela- 


the 1g ' valuabie business re j the nNpany j3enera 
vate m storage and safe der r sult was be 3 aistributed 
nf st planned moving and layouts f ffices was also given 
Answering } was Herbert F. Rodney 
Mannheimer, Hareld, Organization, New York, N. Y xhibit were 
} device c kkeeping machine sna ft } € prr t ta fice 
hairs. visible ndex systerr whe tye sorte sted files 
ks ycle ¢t 3 desk safes, and t built stee j lated 
T wa 31SO p Fet Sava 
and the V Safe & Equir I i Ma r was if 
3¢ 
Marchant Calculators, Oakland 8, Calif.—! xhibit featured two new 
ylator Y je the F guremaster snd ti Figuremat wit th, Dush- 
nultic a+ yster n addit —_ emi-aut , z stor, 
rae were W T Lriswe and J z sract 
Marr Duphestor Co., Inc., New York 7, N. Y.—Electr } erated 
srar na were of thaw. is Jina the new 20% tury modal 
Ww Mira Mara Als snowr was ) f T ? € yraph 
st s | s e and photograr k a ind other 
oplie H M. He n was in attendar 
Marsh Stencil Machine Co., Belleville, !!!—Marsh ¢ t ding 
te machines and supplies: electr »i-4 J felt.434 kers wen 
st fr t tr Ir harge was W t Marst pres ? ; ted 
Marst ecretary c J Krause ) jineer wv Hemoel 
. W T Y Jame Faz 
Master perv Moctee Co. Minneapolis 16, Minn Master A idress 
j ) Lat Master and the new Mast f tat t duf stor 
were jisolay A W right i oe . i Harry 
were present at the t 


Gregg Publishing Div., sera. Hill Book Co., Inc., New York 36, N. Y, 


ypes of books and manuals conce } ef edur jeneral 
ess practices we Wisplayea af fh exhibit nang ft jreet visitor 
were Frederick B. N Jr.. and Frank D 
J Cuny Mendes + Corp New York 16, N. Y.—T firm exhibited its JCM 
3 and } achine to gathe ; t f time 
int ec ‘ me Re 3 or 
xed s 3 and 
te a ae aa A wi 
. “ “ ating ang f ter 
W Prince, Richar M Ruth 
r e were n atte 
Michael Lith Co, ‘New York 36, N. Y W ng 
1 f t macr 3 uppiies Jur sf | er ? equip 
h with va 3n 
A w Ww juct fo TT M c 
naker with paper film negat v) ol 
Byer we J to meet visitor 
Mimeo Mfg. Co awe York 3, N. Y.—1 nplet f Mimee 
. 5+ ks and othe ‘ a P ol than 
A shown w th w Duplicopy spirit dur tor Vir t A na and 
Mike Gragian we n hand to der weer’ 
Minnesota Mining & Mfg. Co., St. Paul, Minn.—Featured tw j ne 
e type and e pedestal cabinet ie f ‘'Therr Fax jut ato 
; rface of 8!/2''xI4" wit plete op 
5 se j attendance were Joseph B man 
ted by Magna-Crest Corp., distribut 
Magnet Sales, New York, N. Y.—A den trat f Scat » water 
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World's Finest Duplicator 
LIBERATOR MODEL 200 
$9 GAL 5O ii cucise ton 


FRONT PAPER STOPS 


Guarantees Hairline Registration 
AUTOMATIC ROLLER RELEASE 


Prevents Inking of Impression Roller 


OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 
























The ideal duplicator for system forms etc., as 


SPEED-O-PRINT CABINET $57.50 reproductions are always in the same position on 


Ideal base for your duplicator of heavy gauge steel! that every copy. Half ream feed table capacity. he 
is dust and vermin proof. Two 12 inch pull out leaves te 


accommodate machine and paper. Adequate storage space commodates stock from 3x5to9x 14 inches. 
for stencils, inks and other duplicating and office supplies Modern Design, Sturdy, Precision Construction. 
Available in Futuramic Grey or Ebony Black finishes Quickly reproduces anything that can be typed, 


drawn, traced or photographed on a stencil. 
Available in Futuramic Grey or Ebony Black 
finish with trim in Chrome. 


A WIDE RANGE OF DUPLICATORS 
TO MEET ALL REQUIREMENTS CLOSED CYLINDER A®TO MATIC DUAL BRUSH 
INKING at $20 Extra. 












Ocker SPEED-O-PRINT Daptccators 


LIBERATOR ‘Wedel 50 295° 
‘Uodel L-P $5950 
‘Wodel"L" 695° 

LIBERATOR ‘Wedel 100 S1Q95° 


Plus Excise Tax) 


POSTCARD 1 « 9¥ SIZE **POSTCARD TO LEGAL SIZE 
Write FOR OUR DEALERS CATALOG 


—— —— 










orporalion 


1801 W. LARCHMONT AVE. * CHICAGO 13, ILL. | 
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rreom NATIONAL LOCK... 


FOR BOTH WOOD AND METAL FURNITURE 


NATIONAL LOCK manufactures an extensive line lubricating, high impact material for use on car- 
of ruggedly constructed, ball bearing casters for pets, and molded Rubber wheels, having hard 
both wood and metal chairs and other office core and soft tread, fitted with oil impregnated 


furniture. Wheels are of molded Phenolic self- bearings, are designed for use on hard floors. 


If you are an original equipment manufacturer or jobber, write us. 
if you are a dealer, see your jobber. 


CASTERS FOR WOOD CHAIRS 


PLATE TYPE GRIP NECK TYPE 


% 
Zz 


a 


Plate type casters offer threaded axle with nut (stand- service. Grip neck type provides same double race 
ard) or riveted type. Have full double ball race con- ball bearings. Selection of sockets, depending on speci- 
struction for free swiveling action and troublefree fic application. National Lock has whatever you need. 


FURNITURE GLIDE CASTERS FOR METAL CHAIRS 
LEG EQUALIZERS 


: 


<3 


| 
‘la 


» ga 


vocennnnuunngnnitl | 


\ 


melmtri-MelsMil-ticlMmaslelliamelaleMul-ticlMe)ii.e-Mitlalitla-pm ltt 
NATIONAL LOCK double race ball bearing casters 
have top bearing point, which centers caster in grip 


Here are leg glides and leg equalizers designed for 
most any piece of office furniture. Let us figure on your 


requirements. Take advantage of 1-Source buying. 
q g wal adel socket for easy swiveling. Standard bolt and nut re- 


movable axle or riveted type... whichever you prefer. 


DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, HINGES, LIFT 
HANDLES...EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY 
ies 2. | ROCKFORD e ILLINOIS 
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v e feet x e pia 
T Petroino wa 
Mohawk Business Machine Corp., New York 6 WN. Y Displayed here 
A . ‘ ‘e f f-sale prom 
M e Calculating Machine Co Inc., Orange, N. J.—This company 
f M ens . + ng ; x 
} automat AA 
“ 5? balance 
ting mact 
M “3 ted by W 
MM e safe C w k WN. Y A ir 5) 
a Dut 
a first show 
ea } er Spy k oe 
wa t New York sale 
Nat 4 ffice fF ture Assn New York 10, N. Y.—This exhibit 
terve tt, 4 ice f today 
ook £ IpAc tage which wa dic 
+4 M 
tall we . ‘ sreet quest 
New York £ ment Service, New York, N. Y stributed 
New York Teleph e New York 7, N. Y x € 
P talenibnean pad » ephon 
w w “ th Classif 
B J New York |, N. Y “ 
fice Arc " ew York 17. N. Y F A ANCES 
t OA 8B 
“ splaye ) 
Ww manage .] 
st 
Office Publicat New York 16 N. Y.— 
Olivetti Corporat f America, New York 36, N. Y This firm featured 
‘ with separat t-cut multic st 
s div Jiving 
A - M “ar y r of 
Roger Cava r 
K R Jon ar a 
Oza D Gene A ne & Film Corp., Johnson City, N. Y 
o the “ae eee ls enter of 
A Travis snd WwW 
] ax e “ k I, N.Y w 
r c LS 
3 e; a 
A ask w 
Pres-to-Line Cort t f America, Los Angeles, Calif.—Demonstrat 
5+ 
Queen Ribbon & : S0., Inc., Brooklyn Il, N. ¥.—The firm 
ked ribt wea w i jing 
ffy se 
e § 
, ry 1d A“ ha 7 
Rand McNally & ew York Il N Y “ wa r “ 
" . Vis 
A Market 
" Benw R 
Remington Rand New York 10, N. Y.—Feat t this exhibit wa 
? a 
“ 
w 
ting . 
A be 
a 


Re duction P Detroit 23, Mich ‘ 
Rex aph Milwaukee 14. Wis 
A ’ 
MA CA 
" 
Rex y C New York |. N. Y n 
<4 . 
E mode! M 
' na machir 
i é n e N.C “ he Dista 
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FLUORESCENT 


DESK LAMP 


With ELECTRIC CcLoc kK 





518 95 Without Clock, $13.95 Retail. 
Models for 2 Tubes Also 
available — $17.95, $22.95. 

RETAIL Lustrous Brown or Modern Grey. 


less tube Top Dealer Discounts. 











CVpntle 2 tubes $14.95 
447 —s on DER DIRECT 


THE ILC DIRECTOR is America's first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 


this to your own satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 
A.C. current; uses standard 15-watt fluorescent tube. 
Telechron electric clock movements. Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord. Height 10 inches; width 20 inches. 


Weight, 9 pounds, packed in individual cartons. 


THE 4900 

Standard model is a 

high quality desk lamp, 
Underwriters’ 

approved. Finished in 

grey or brown. Uses 

15-watt fluorescent §995 
tube. Weight 8 ibs., RETAIL 
individually packed. tess tube 
Model 4902 for 


FROM THE FACTORY 


INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 


197 











3 reasons why 
GRAND FILING SUPPLY CO. 


is a Leader in Service! 


3 Whatever 
your Filing 
Card problem 
we can work it 
out for you. 


1 We give 
special atten- 
tion to all or- 
ders on “Made 
to Order.” 


2 Price quota- 
tions are given 
same day as 
requests are 
received. 


G 
Prand 





Manufacturers of 
@ Kraft and Manila Folders, Letter, Legal and Special sizes 
@ Alphabet and Blank Guides, Plain and Metal Tabbed 
@ Form Cards and Guides, Ruled, Printed and Tabbed 
@ Pressboard Expansion Folders, Letter, Legal and Special Sizes 


@ Transfer Cases, Black Tarboard, 3 x 5—4 x 6—5 x 8 


ALSO 


FILING SYSTEM SUPPLIES 


A Quality Name in the Paper Conversion Industry for 
over 68 years 


We Speciclize in “MADE TO ORDER” Guides and Folders 


Quotations given same day request received 





FILING SUPPLY CO 


Grand Haven, Michigan Phone 499 


Royal Typewriter Co., New York 16, N. Y.—New Royal standard and 
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x Doa w > the ew c 5) um 

) ectro ” f any standard pewrit “ ne 
re |!0-key adding machine J. F. Stewart sles promotion manager 

wa harge. In attendance were D. C. Griff president; S. A. E m 


rai saies manager snd Ed Gannon, New York branch manager 


| typewriters snd . ytype supplies were featured at + ¢ exhibit n 
harge were: John fF hay, New York sales manager; Charlies Roy, New 
York g p manage hn Schultz, New York group manager R. Risbe 
Roytype manage and T. Kayser, assistant Roytyr manage 
Safeguard Corp.., , Lonsdale, Pa.—Shown here was the fu e of Safeguar 
kwriter with The spe 3 ecurity ock and 4 the new Tear e the 
953 40th A versary Mode A on display were Safeguard Air Window 
tor Lawston DRT type ean keeper snd Ritchie 
¢ Jabsorbing cust for business machine sttendance were Ewald 
Ma J. Strauss, W Arnstein, and M. F. Rode k 
Sanford Electronics Corp., New York 7, N. ¥.—Webster-Chicag rpora 
mplete tf magnetic dictation ma nes and re Jers was on 
sy this ft tr The new Web M 228 y 
nachine was featured, together with the Wet r Tape R je 
idition the Webcor Fouograf line of portable record players wa 
w attenda were J. Fields, and Noe! MacKa f Webste hicago 
New York P Arthur Olistein and Fe ford Elec 
? s 
Schedule- A-Date Calendar Co., Ithaca, N. Y.—! firm presented the 
ie Jesk slendar with the exclusive tuture jate feature thar ft 
cate Dy Gay w K na onths for a year svar ? dance 
were: Daniel R. Laux, Virginia Laux, Margaret sux, John [ Laux and 


Robert R. Irwir 


Scribe Corp., Chicago 28, IIl.—SCRIBE tape dictat ystem f fice 


recording was shown and demonstrated. V J es 
and heard them f i back. C. P. Harders, sa nanager, was in charge 
“niga M. "6 Wheeler Co., Inc., Gesamtich, Conn.—C jisplay here 
“ mplete Sig jht line ‘of office jhting. Desk lamps for executive 
sk erical desks and reception rooms were shown as we as floor 
f e ste offices and for institut s| apr at M. G 
Wheeler wa harge of this exhibit 
Simplex enates Products, Inc., New York, N. Y.—Featured here were a 
mber of items for shipping rooms and shor otee ne 3, work tables 
tee! parts bins 1 shor tools were displayed harge was Jack 
Friedland with Natt } Eisenstein in attendar 
Simplex Time Recorder Co., Career, Mass.—The latest type of time re 
3 syster togetne with payroll recorder t re Jers, tin tamps 
watchmer ks srg racks and time cards were nm exnibdit narge 
were Ff Paul Ha k and John Smith 
SoundScriber Corp., New Haven 4, Conn.—Featured here were the ele 
jictating system, the Tycoon rder and the LAD ON 
rider nd tres } the economy 3S we ) nve their 
utilizea the we known Scotch sense tt with 5] ) back 
| ind which were nounted animated Diack tty dog MacS >| 
na Ma Scriber e using & microphone and the tne 3 typewriter 
harge of exhibit was N. J Calieter assiste by R. M. Fowler and 
Rosemary Wallace of ¢ ster Corpor n, New York dist t 
Statistical Veuetemng Co., New York 4 N. Y.—V h 
a? the siculating, typing, and resear fabulating ' 


tr firry E. Vignet, Marion Larkin and Joseph T. Scarry were present to 


swer question: 
Sunroc Co., Gien Riddle, Pa.—Electr wat er snd 
tactory mice and sfeteria use were n now Di sua terest was 
€ fie § “ 7 how much t t ] ] be 
t ) wate Joe T Wa w rg 3 Dy 
Ea Vandivier and ». Crost 
_Switt Business Machines Corp., Great Barrington, Mass.—A f Jisplay 
wilt adding ma es was the feature xhi bit Tt f wa 
? operate the Swift portadle adding chine wit? e mr 
ty, visible adding aiails, tw olor ribt rig a? key and 4 
tes ¥S¢ Norma Karasich wa r harage assist by Milt Aar 
; svid Shaw A & B Typewriter C New York ty 
Synchromatic Products Co., Bayonne, N. J.—Shown here were the . 
je, which synct es slide changing and jf k elect sily, the 
tape re je and the Soundview f strip pr tor J 
ne Mendelwager was in charge assisted Robert E. Rosenberg 
‘Telephone Sales & Service Corp., New York 7, N. Y.—Highlight of th 
1 was the Ke 1g Select-O-Phone for +4 i plant +e mmunica 
attendance were Hugh A. Tulane. Edgar Zimont and Harry F 
5radie 
Thomas Mechanical Collator Corp., New York 7, N. Y.—At this booth tw 
w ‘ 7e's Jj the TI mas ne wa } Ww é e 
lent was irge 
J. H. Thorp & Ce, tne., New York, N. Y.—The wa f ti bit were 
ed with r smple f draper {4 on 
Tiffany Stand ‘Co Poplar Bluff, Mo. This fien played a plete line 
e machine stands for typewriters, adding ychines } stors and 
kkeeping machine Present were W ary A A Mar 


Moldow and Robert | omb 
Times Facsimile Corp., New York 18 N. Y.—J feature of xhibit 


4 e Stentax ) machine whict 5] 
} rat te 
} Exact pie fa be 
3 r a without f r te 
Ka t ly jist t manager, wa harg 
Tru-Rite, Inc., New York, N. Y.—Shown at ¢ xhibit were ft new 
y rese ‘ fiset plates manufact 3 VM esota Mir } 4 
Ma tact ring ( oe JISC avea were SU ‘ kif | Tani IGE c sfes 
Brand ffset ink and ‘'Tri-Brand ffset | 1 paper 
The Upholstery Leather Group Tanners Council of America, New York 38, 
N. Y.—Leathe ame were on display and rer ts f rr sumer 


1V ng was avaiiabie to the public 

Gen, Inc., New York, N. Y¥.—On display was VISire 1 visible 

ertical recordkeeping equipment, the VISIrite 3 duplicating device 
TR r te tiple hand t y9kKkKeeping na Feat | ; stra 
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Riteform Beats'Em AllHollow =, 


When it Comes VALUE 






Nation's Best 
and Lowest 
Priced Typist 
Chairs 


No. 125 





... and Riteform Has Value Packed, 
Modestly Priced Aluminum Chairs,Too! 


The 1345 “Manager” illus- 
trated at left combines the 
ultimate in comfort and 
styling. Adjustable tilt ten- 
sion and seat height make 
it a truly “personal” chair. 
Spring back gives constant 
support for paper work. 
Shift to rigid back makes 
it a perfect conference 
chair. Back slope and deep 
foam rubber cushioning 
provide perfect comfort. No. 1435 Price: $88.00 
Square aluminum frame 
and aluminum base _har- 
monize with any suite. 
Roomy seat 1914” x 
174"; back 18”; between 
arms 204" 





Illustrated at right are 
aluminum spring tension 
models. Modified styling 
bring these chairs into the 
budget price class 





No. 1425 Price: $48.00 


No 945 - 
Welded arms, ad 
justable 20x 17 


HERE'S no need to cut your profit or “sell down” when your customers want 
seat $74.50 


unusual values in office seating. The Riteform line is built for critical shoppers 
who want a lot for their money. Despite their attractive prices, Riteform chairs offer 
outstanding posture features and styling to your customer, and give you full profit. 
The Riteform line also offers you one source buying, lowest transportation cost, fast 


® delivery, low inventory investment. Write for complete catalog and price list. 





No. 920 — 
17 x 15” spring 


seat $36.00 j 
Rileform RITEFORM CHAIR CO., INC. 





No oo - 
20x17! spring OFFICE SEATING 2300 Ellis Ave., St. Pawl, Mian. 
seat $50.00 IX 





‘ 7 
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rateful thanks and best wishes 


of the season from Sengbusch 


As we pause and look back over our 50th anniversary 
year, we realize that we owe a real debt of gratitude 
to you, our friends in the stationery and office-supply 
fields. Your support and cooperation are constantly 
our incentive to continue developing the very 
best in time-.and money-saving office aids. 
We want to take this opportunity to say “Many 
thanks” and to hope that happiness and 


prosperity follow you through the coming year. 








A COMPLETE SOURCE OF ENVELOPE SUPPLY 
"he SAstrits Lline 








ENVELOPE Look / ' ng list of SF t o- for the Stationery Store field se are only 


NEEDS 
@ WATERPROOF ENVELOPES—for Packing Lists, Shipping Papers—protect from moisture, acids and grease. 
@ BANKERS FLAP ENVELOPES—A complete line of Bank Envelopes for mailing, filing, handling currency 
and coupons 
@ CURRENCY GIFT ENVELOPES—Erigraved money holders for Card Counter sale and for Bank Holiday use. 
@ 100 PACK ENVELOPES—A Fast Moving over the Counter Package. 
SAF-KEEP ENVELOPES—Claim Check enveiopes with numbered tabs widely used by Hotels and Public 
Gathering places. 
@ FILING ENVELOPES—availoble Open End, Open Side, Flat and Expanding. 
@ TAMPERPROOF or Safety Express ENVELOPES—for sending Registered Mail and currency 
@ ZEPHYR WEIGHT AIRMAIL ENVELOPES—oa modern design, light weight, rag content envelope. 








We invite your difficult 


envelope problems. No 


job to small—send us @ LIBRARY BOOK POCKETS—Six styles for every library need. 
. : @ TRANSPARENT POLICY JACKETS—also other styles of regul d windo ty! ket ilabl 
enue Gnaniien Sam. y egular and window style jackets available. 
your next inquiry. Sar @ PAYROLL ENVELOPES—an Industrial need used by all factories. 


@ REPORT CARD POCKETS — PASS BOOK COVERS — BARONIAL ENVELOPES. 


ples will be submitted 
@ CLASP ENVELOPES — CATALOG ENVELOPES — COIN ENVELOPES. 


for your inspection. 





NORTHERN STATES ENVELOPE COMPANY :::.:::.'. <<: 
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BUSINESS SHOW GUEST BOOK 1952 
Following names of visitors who stopped in at 
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the OFFICE APPLIANCES booth and signed their names 
in the guest book 
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This year, sell 
STEEL storage files 


wim RIGID°STAK 


a ee en ek ek ek ee 





H. H. M. Rigid-Stek tabu- 
lating files prove ideal for 
this user—a division of a 


ee ee ee ek en ee ee ee 


state government. Pic- 
tured is one half of the 


installation. 


Filing room of this same 
state division before in- 
stallation of H. H. M. 
Rigid-Staks. 


Steel storage files will actually save money for 
your customers by doing away with frequent re- 
placement of old-fashioned wood or fibre contain- 
ers. They save space wasted by shelving. And they 
save lots of time. 





STEEL STORAGE FILES 


lock together, stack safely. They have smooth 
sliding drawers (follower block optional). They 
keep records clean, safe from vermin and mold, re- 
duce fire hazards. They are available in 16 sizes. 







Inquiries are invited from dealers in 
unassigned territories who may be in- 
terested in securing an exclusive fran- 
chise for sale of H. H. M. equipment. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


TORAGE VA 


UILDERS OF THE U. S. SILVER LTS AT we 
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for offices, restaurants, and hotels 


Y & — 

















No. 60-S 
Smoking Stand 


No. 260 
Smoking Stand 


7 











No. 17-C 


Costumer 


No. 56-S 
Sand Urn 


An outstanding group of modern 
accessories in satin-spun aluminum 
. combining beauty, smart styling, 
and durability. Enhances either modern 
or traditional interiors. The VALCO 
line is meeting with proven customer 
preference wherever shown. 


Write or wine for prices and detadls 


He WALCO combiny 


1311 Ann Ave * St. Lovis 4. Mo 





* 
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Sponsor Business Show in Scranton 


The Wilkes-Barre-Scranton Chapter of National 
Office Management Association will sponsor a business 
show of office machines and equipment at the Hotel 
Jermyn, Scranton, Pa., on January 13, 14 and 15. This 
announcement was made by Joseph P. Crynes, Jr., 
president. 

The following companies will exhibit their equipment 
at the show: Addressograph-Multigraph Corporation, 
Barwin Company, Clary Adding Machine Company, 
Dictaphone Corporation, Dictating & Sound Equip- 
ment Company, International Business Machines 
Corporation, Keelox Carbon Paper Company, Moore 
Business Forms, Remington Rand Inc., and Hugh 
Ridall Business Machines.—GET 
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OX 
FILES 


LETTER 
and 
LEGAL 
SIZES 








An Amfile adaptation of an old timer. Stands upright or lays flat. 
Has dozens of uses on desk or work table. Each file equipped 
with index. Strong suitcase latch keeps out dirt. Pull tab at 
back. Finished with marble paper, orange back. 














Stock Size Index Carton Pack Ship. Wt. 
No. Dozen 
890 Letter A-Z, 16 div. 12 25 Ibs. 
891 Letter 1-31, 31 div. 12 28 Ibs. 
895 Letter Months, 12 div. 12 25 Ibs. 
892 Cap A-Z, 16 div. 6 32 Ibs. 
893 Letter-Jumbo (Double thick A-Z, 24 div. 6 40 Ibs. 
896 Letter-Jumbo (Double thick Months, 12 div. 6 40 Ibs. 
894 Cap-Jumbo (Double thick) A-Z, 24 div. 4 45 Ibs. 
Gross lots 
Each Per Dozen Per dozen 
PRICES no. 890 $2.25 $22.50 $20.50 
No. 895 2.25 22.50 20.50 
No. 891 2.70 27.30 24.80 
No. 892 2.75 27.60 25.10 
No. 893 3.55 35.50 32.30 
No. 896 3.55 35.50 32.30 
No. 894 4.15 41.40 37.60 LEATHERETTE FILE 
No. 95—Letter size. For home, 
DEALER On orders for gross or more of a number, dealer's name and executive and professional uses. 
address can be imprinted without charge on the orange front Covered with attractive leather- 
IMPRINTS and the index fly leaf of each file. ette material, decorated in silver. 
A-Z index, 16 division. Choice of 
red, green or tan. 
Write for Catalog of complete Amfile line $2.80 a Sa per one. 
Gross lots $25.50 per dozen. 
AMBERG FILE & INDEX co. Packed 12 of a color to carton. 
Filing Specialists since 1868 Shipping weight 25 lbs. per car- 
1608 DUANE BLVD., KANKAKEE, ILL. ton. 


OFFICE APPLIANCES, December, 1952 203 





Me 

if Cor 

Mt i : 
7 | 





O 
tive 
Giv 
of « 
T 
Geo. K. Desmond \ Top 
Mid-West It 
Representative rep! 
par 
Arthur Gordon “> enté 

Company 3 
‘a New ves Pi 

od tot 

R. R. Bentson P. H. Adair Dorothy Albrecht E. L. Patelski Representative _ of t 
President Secy.-Treasurer Office Manager Purchasing Agent 2 Wee 


























Cc. W. Kuse Ross Wilson M. D. Parish F. C. Charles 
Texas Representative Mid-West Mid-East Western 
Representative Representative Representative 
WESTERN MFG co — 
i a pte 
‘ Alexc 
TURING C€ = 
_— e AURORA, ILLINOIS burg! 
AURORA, ILL — 
ene! 
Hawt 
S. Re 
Pomr‘ 
Rosek 
Keyst 
Trehe 
Printi: 
scher’ 
Inc., 
New 
ING: 
for School, Office 
and Institution _— 
Tr 
e e No. ST2148—48" long, 20’ deep, 24” high 20 a’ 
on dis la in Two big drawers one side. Inside drawer : 
p y dimensions, 1458” wide, direc 
22" high, 1334" deep. five 
Room 799 Palmer House FINISHES "Natural, Light 
Tep Sizes Oak, Blonde Oak, Schoo! com] 
‘ Brown. tion 
TOPS—%" thi k. 
at the NSSI Convention 20" x ag TOPS—70" thick solid ot Slate 
18 different heights avail mem 
able. Standard K.D. con 
December Ist thru Ath 30” x 60" struction with heavy steel Th 
corner braces. rese¢ 
Tables ore shipped knocked 
30” x 72” down. of D 
on one | 
cont: 
inter 
24 different heights available. Or 
Finishes—Natural Ook—Light Oak—Blonde ve 
TOP SIZES Oak and Schoo! Brown. Lewi 
Tables available with or without book 
24” x 48" racks. Suitable for Kindergarten thru 
High School and College. Also ideal for COA 
30” x 60” libraries and cafeterias. Tables furnished 
with one inch thick five ply tops veneered Th 
30” x 72" with plain sliced white oak. hi 
Bases constructed of plain Oak through chine 
36" x 72" out. Tables are ‘‘tops’’ in Design, Ma Nigh 
terials, Strength, Durability and Finish Fund 
dahl 
Write for Complete Literature -— 
s briefi 
ASPER TABLE CO., INC. | [cx 
No. $T3160P—60” long, 30’ deep, 29” high. Two bookracks os . of M 
on each side, six compartments. motic 
JASPER, INDIANA COM: 
unan 
Furtt 
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Meetings, Dinners, Conventions 


yy ; ; 4 


Co ea from page 74 
frowned upon and he asserted that it is better to make 
the value of the product a selling argument instead of 
I know your b 

Other advice i ided “Be a customer’s representa- 
tive, look out for | interests as well as your own... 
Give honest market information. Watch promises 
if delivery carefully 

The speaker was introduced by John Smythe, Geyer’s 
Topics, activitie nNairman 

It was announced that Hal Johnson, manufacturers’ 
representative, would be chairman of the Christmas 
party Monday evening, December 1. Special musical 
entertainment h been arranged for 


President Henry Otto, Furniture Clearing House, told 
of the club’s observance of National Office Furniture 
Week, and the s« tion of “Miss Decorative Furniture.” 








Victor Training School 
V Training } ven at the Hotel Sheraton, Pittsburgh, Pa., 


Visible 
September | 3. Shov FRONT ROW: Ronald Mahila, George H. 
Alexander Pitt I Irving C. Stanley, Lincoln Business 
Service, Allentown, | F. Kehr, Penn Office Supply Co., Pitts- 
burgh, Pa.; Bertr vA James A. Croke Co., Harrisburg, Pa.; 
Harry G. Riemensc! ray Bros., McKeesport, Pa.; Peter Vos, 
Gener ffice Equir rp., Pittsburgh, Pa. SECOND ROW: Frank 
Hawthorne, Acme | tationery Co., Pittsburgh, Pa.; Charles 
S. Red: i, Acme | . Stationery Co., Pittsburgh, Pa.; Henry G. 
Pomrer Acme | » Stationery Co., Pittsburgh, Pa.; James A. 
R pply Co., Erie, Pa.; Richard J. Higgins, 





tionery ien, New Jersey; Fred M. Funk, A. Fred 
rehe Eastor iIRD ROW: Howard G. Diethorn, Acme 
Printing & Stationer tsburgh, Pa.; Raymond F. Detzel, Hoel- 
cher Ir Buf N York; Thomas F. McCraith, Hoelscher’s 
nc., Buffa New Y vid V. Gurney, Hoelscher’s Inc., Buffalo, 
New York; Robert B. M E. W. Curry Co., Pittsburgh, Pa. STAND- 
NG: H. W. Barns fe & Equipment Co., New York, N. Y. 





Boston Stationers Hear Report on NSOEA 


The Boston Stationers Association met on October 
20 at the Hotel Shelton in the first meeting under the 
lirection of the 1 president, Bob Slate. Seventy- 
five members an iests heard President Slate give a 
‘complete and interesting report of the NSOEA conven- 
tion which he |] ttended in Chicago. President 
Slate highly re ended that more dealers become 
members of NSOEA and also attend these conventions. 

The guest speaker was Dr. Ralph DeArmond Cies, 
research expert of NSOEA, whose subject was “Cost 

Doing Busine Main Street U.S.A.” This was 
me of the talks n at the national convention and 
contained much able information for everyone 
interested in thx ionery business 

OFFICE APPLIANCI indebted to Secretary Harley J. 
Lewis for this re f the Boston meeting. 





COMDA Members Celebrate “’R. C. Allen Night’’ 


The Octobe! of the Chicago Office Ma- 
hine Dealers A ion, designated as “R. C. Allen 
Night Was opens th the showing of a Community 
Fund motion pi Following the movie, Hal Berg- 
lah! ules mal f the Crane Corporation, spoke 
briefly about the t need for generous donations to 
the Fund. The f the picture and the eloquence 
f Mr. Bergdahl ndicated by the fact that the 
motion of Bruce | n to give 10 per cent of the 

| COMDA treasury e Community Fund was passed 
Inanimously. Ths on amounted to nearly $150.00. 
Furt the sec f COMDA was instructed to 
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b Melt me iaele(-Ba-t-lel- 


ADVERTISING 
every month in 


_— THE OFFICE” 


P 
- . 
Botch-testeg for » 


Nifor, ; 
ond Perfo mity Of quai; 
* Available in 5 ef 


Be ready with ample stocks 
for BULLETINS, INTER-OFFICE FORMS, 
PRICE LISTS, MEMOS, ANNOUNCEMENTS, 
MAILING PIECES, efc. 


Standard since 1936 
now also available to you for 


PRIVATE LABEL PACKAGING 





WRITE TODAY FOR DETAILS 


on packaging with your own trade name and 
label for prestige 


US es ee 
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For every medical 
check-up there’s 
an X-RAY to 
HANG-UP ... 


Every Hospital, 
Clinic & X-Ray Lab. 
needs HANG-A-FILE X-RAY FOLDERS 


Size 1742" wide x 14” high 





MOST POPULAR HI-WAY" 
OF FILING IN AMERICA 


HANG-AFILE 
FOLDERS 








Obtainable in floor or 
desk units with 25 Red 
Rope or Pressboard ex- 
pansion folders com- 
plete with metal tabs, 
windows, A-Z and 
blank inserts. 


Hang-A-File folders sup- 
plied with steel tabs 
plated in Unicrome and 
angled at 45 degrees 

. adjustable to any 
position. Hangers are 
made rust resisting 
aluminum. 


Hang-A-File folders are 
available in letter, le- 
gal, invoice sizes with 
metal frames to accom- 
modate each type of 
folder. 





Write today © 
HANG-A-FILER FLOOR CABINET 
for information 


HANG-A-FILE 


Louis H. Farber Co. 
31 E. CONGRESS PARKWAY, CHICAGO S, ILL. 
TELEPHONE WEbster 9-3217 
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write to all dealers in the Chicago area urging con- 
tributions to the Fund. 

President Jack Teeter introduced L. G. Langille 
R. C. Allen, Chicago manager, who gave a brief history 
of the R. C. Allen organization and described the 
various types of machines his company is now pro- 
ducing. He said that the new R. C. Allen electric type- 
writer would be ready for distribution late this year 
or early next year. Like all other R. C. Allen machines 
it will be available to dealers for resale. 

Mr. Langille closed his comments with a descriptive 
reference to the new R. C. Allen Visomatic adding 
machine. Just before the meeting was formally ad- 
journed, Len Olson demonstrated the R. C. Allen type- 
writer. After adjournment the Visomatic was demon- 
strated informally to those interested 





Sengbusch Holds Anniversary Dinner 


The Sengbusch Inkstand Company of Milwaukee 
climaxed its 50th anniversary celebration with a sales 
meeting in Milwaukee, Wis., following the NSOEA 
convention. A dinner was held at the Wisconsin Club 
with the following in attendance 

Mrs. G. J. Sengbusch, Mr. & Mrs. Fred Sengbusch, 
Mr. & Mrs. W. Keen, Mr. & Mrs. Arthur Schaefer, all 
of Milwaukee; Mr. and Mrs. Henry Riegel, Upper Darby, 
Pa., Mr. & Mrs. Arnold Sengbusch, Kansas City, Mo.: 
Mr. & Mrs. Ward Silliman, Dallas, Tex.; Mr. & Mrs. 
William F. Vogel, Drexel Hill, Pa.; William R. Luke, 
Chicago; Mike H. Holberg, Dallas, Tex.; J. Kip Edwards, 
Washington, D. C.; James Wilson, Charlotte, N. C.; 
William Joost, San Francisco, Calif.; Mr. & Mrs. Tom 
Adams, Milwaukee, and Merrill Hasty, Wayzata, Minn. 

A gift of appreciation was presented each man who 
had represented the Sengbusch Company for 15 years 
or longer. 





Rochester Book Firm Honors Veteran Employee 

Scranton’s, Rochester, N. Y., stationery and book 
store, designated October as “Bessie White Month” in 
honor of Miss White, who has been an employee of 
the book department for 50 years. 

“T’d go into the book business all over again, if I had 
the chance,” said Miss White in commenting upon her 
satisfaction with bookselling as a career. The store 
gave a party in her honor and a trip to New York 
City —RCS 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND CIR- 
CULATION REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 1933, AND JULY 2, 1946 (Title 39, United States Code, See- 
tion 233) 


Appliar publishe 10n rR Illinois, for 
t L, JO2. 
rhe names I 1ddresses o t! inaging 
nd business managers are Publis e Office Appliance 
y 600 W kson Bivd ( z iil kK W alter 
L nartson, 116358 S. Oakley Ave Ch ‘ Ii] Managing Editor 
Walter 35S Lent tsor 11628 S. Oakle ve Chicag 1} Busi- 
ess Manager Charles W. Gilbert Box Warrenv J nois 
rt whe! If owned by a « ts I nd ad 
ss is b nd aiso mmediate thereunder names 
1 addr s iders whning pre nt ¢ 
‘ st } If not L , the 
imes r i - tl nd jual s must n If 
wned by a ] ther unir firm and 
idress, as f ich individ ber, I given 
I on 4 pany, 600 We i son I ] ( igo ¢ 
J n A, ¢ l st Av jlen Il J te J 
D€ 31 I LV Glen Ellyr Ill Walter 8S. Lennartson 
8 S. Oakley A Chicago, Ill ieorge C. Wheeler ‘6 Locust 
v Scarsdale, N. Y Benjamin C. Wallister i641 North Keating 
\ Chicag I ferbert L. Sime, 10 > Ss takley Av Chicagt 
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per cent or more total amount bonds 
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‘ fide owner 
{ARLES W. GILBERT, Business ager. 
Ss n t and it ed before me this rd a Se} 195 
Sea E. M. F tUH, Nota é 
es May 19, 1! 
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STEEL FILING CABINETS 


STEEL DESKS AND TABLES 








Fashioned to the most 
discriminating taste. 


WRITE FOR CATALOG RS Bee 






— She BENTSON MANUFACTURING COMPANY 
_ AURORA, ILLINOIS 











New Year to all 
our friends 


in the Trade 


(4 


a 
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A MACHINE OF 






















COMFORTABLE 
BOUNCE" ACTION 


WEIGHS ONLY 
20 OUNCES 




















ST010 WHEEL 
CAPACITY 








The Pioneer of Numbering 


ROBERTS NUMBERING MACHINE CO. | 700 JAMAICA AVE., BROOKLYN 8, N.Y: 








Again we repeat... [ Saal 
We Sincerely Wish You 
A Glorious Holiday Season 
And A Joyous New Year 














DUPLICATOR 


$3250 


(complete with supplies) 


























Master Addresser products will help 
you build up a profitable REPEAT 


business during 1958. 





MODEL 40 


Ai fldder rece CO 


6500-D West Lake Street, Minneapolis 16, Minnesota 








208 OFFICE APPLIANCES, December, 1952 


virtu 
of th 
as in 
It ap 
mark 
make 
of m: 

Ag: 
don ; 
in sa 
a see 
bet we 
hot t 

Col 
more 


OFF 

















in Other Lands 
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in the first seven months of 1951 to £1,986,380 in the 
same period last year 
> - 
A recent article in the Financial Times in respect 
of the expansion of the typewriter industry is of par- 
ticular interest 


ewriters continues to rise and the 
tput during the first three months 
15,000 machines, as compared 
with 13,978 for ame period in 1951, which was it- 
self a new reco! Imports of typewriters, however, 
have fallen drastically during the same period, a 
monthly average of imports to the value of £102,000 in 
1951 being reduc to one of £59,000 this year. 

In contrast, exports of home-produced machines 
have gone up sli in 1951, when the record annual 
figure of £2.25 m earned. Since machines exported 
ip to the end of May of this year have already earned 

reason to suppose that last year’s 


flm., there 
figure will be reached, if not surpassed 


The output of 
average monthly 
f this year wa 


is ever 


Reflect Industry Growth 
These figures reflect the extraordinary growth of 
an industry whose output of 170,000 machines last year 
was rather greater than four times that of the average 
pre-war year. Sin the end of the war it has grown 
yearly. The openil up of factories in the U. K. by 
two American firms, Remington and Underwood, and 
one Italian company, Olivetti, and the planning of a 
by International Business Machines, 
expansion. 
problems confronting the industry 
are those of raw materials and manpower. Various raw 
materials in short supply such as strip steel, zinc and 
nickel are employed in the manufacture of typewriters. 
The manufacturers have largely overcome this prob- 
lem by the use gh-grade non-ferrous alloys, but 
nevertheless occasional shortages of materials for 
which there is lequate substitute have recently 
held up producti some extent in one or two of 
the larger firms 
In the manp 
example 
workers. All the 


new large factory 
indicates its continued 


The two majo! 


field the typewriting industry is a 
light industry taking work to the 
post-war factory sites have been 


? 
1assl 


‘hosen in areas where there is an element of seasonal 
r chronic unemployment. Underwoods have gone 
into productior Brighton, Remington and Olivetti in 
Glasgow, where International Business Machines also 
plan ctory, and Imperial Typewriters at Hull, where 
heir new fact hould be ready in the early part 
yf 1953 


Start Training Schemes 

Since the lab nvolved in manufacturing type- 
writers is very skilled, most manufacturers 
have now start raining schemes. Remington, for 


example, has recently put into operation an extensive 
apprentice traini heme at the factory. 

As is show: tatistical analysis, post-war im- 
ports and exports were more or less equal until 1949, 
when imports we! ice as large as exports, a position 
virtually reversed in 1951. Since in the first five months 
if this year, exports have been over three times as big 
as imports, whole itput has increased only slightly. 
It appears tha machines will come on the home 
market. This wil ravate the shortage of the best 
make for whi pite of the general availability 


ff machines, the: 


Against thi 


waiting list of up to three years 
the largest suppliers in Lon- 


don and othe! report a fairly severe recession 
in sales since th inning of June. Before the war, 
@ seasonal rece typewriter sales was normal 
between June tember but since 1945 this was 
hot the case until t year 

Conveniently, therefore, except for certain of the 
more popular make a fall in demand has occurred 
OFFICE APPLIANCES, December, 1952 








YOU SELL 
THE FUVEST 


ON }9 


RONEO 500 ELECTRIC 
Ouly $69020 Compare! 


Features full ream capacity, pre- 
selection copy counter, automatic 
shut-off, 20 second color change, 
completely sealed automatic ink 
distribution. 








RONEO DOUBLE-WIDTH 
POLICY DUPLICATOR 


Only #99000 Compare! 
Has all of the unique features of 
the famous RONEO 500 includ- 
ing fully automatic ink control . . . 
takes full ream of 14”x18” paper. 


RONEO 150 PORTABLE 
DUPLICATOR 


Only #18752 Compare! 
Packed with plus fea- 
tures found only in 
machines selling at 
far greater prices. Fully automatic inking — entirely 
self-contained — easily carried. Weighs only 27 Ibs. 







AMAZINGLY NEW 


Mimeographing with- 
out stencil cutting. Ex- 
clusive electronic pro- 
cess produces halftone 
reproductions. Write for complete details. 


DEALERS NOTE: a few choice franchises still available. 


ADDO MACHINE COMPANY, INC. 


145 W. 57th St.. New York 19, N. Y. Phone: Circle 5-6940 


Exclusive U. S. Distributors for Addo-X Adding Machines 
Multo Calculators 


Roneo Mimeo Machines 
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f 
you let 
1952 go 
by without 
selling a 
Aane Form 
you'll miss 
a sure bet! 


Afano Forms are: 


@ Tops in 
appearance 


e Competitively 
priced 


@ Shipped under 
your label 


@ Imprinted with 
your name 


@ Billed to you 


Sell these 


“ane \tems 
in 1953: 


Snap-a-part Sets 


Continuous 
Carbon 


Interleaved Sets 
Continuous Forms 


Autographic 
Registers 





HOLYOKE, MASSACHUSETTS 


Established Dealers wanted in the 
South, Southwest and Mid-West. 
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concurrently with decreased supplies. At the same 
time the steady decline in second-hand prices, with 
the exception of those paid for makes for which there 
is a waiting list, has gained momentum and they are 
now noticeably lower than those prevailing last year, 

There is a considerably greater demand from foreign 
importers for standard office machines than for port- 
ables. This would account for the decreasing number 
of portable machines produced in ratio to the total, 
Whereas 38% of the total output in 1950 was in port- 
ables, this figure has declined to just over 30% in the 
first quarter of this year. 

Stealing of typewriters is still prevalent in Britain, 
and the City of London police have recently started a 
campaign in an endeavor to reduce the amount of 
crime within the city. Last year in that small, one- 
square-mile area no fewer than 15 typewriters were 
stolen and have not been recovered. (It should be 
noted that the “City of London” is actually a small 
area in the center of London proper, and comprises 
the main business quarter). 

The co-operation of typewriter dealers has been 
invited by the Chief Constable of London 

A well-designed pamphlet has been published by the 
City of London police and circulated to officers, ware- 
houses, and shops. 

“There is no doubt that if all members of the Federa- 
tion were to take greater precautions, there would be 
less loss of typewriters,” comments S. E. Wood-Higgs, 
General Secretary, London Branch, Typewriter (and 
Allied) Trades Federation, in appealing for the co- 
operation of the trade to help stop the current crime 
trend in Britain of typewriter stealing. 

om * + 

I understand there is to be another big exhibition 
of its products by the trade at the 1953 B. I. F.—“Coro- 
nation Year.’ Thanks to representations by N. W. R. 
Mawle, advice has been received from the Board of 
Trade stating that for the 1953 Fair the public will be 
admitted every afternoon from 2 P.M. onwards 





News Notes from Australia 
W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 

“With the present crippling import restrictions, 
Australia is receiving less supplies of office equipment 
than during the war,” says Clive Hogben of Hog- 
ben’s Pty. Ltd., Sydney, who represents a number of 
office appliance firms in Australia. “If the restrictions 
do not improve soon, the country will be short of quite 
a lot of essential appliances,” he adds 

- * > 

It is interesting to note, however, that in September 
Australia had its most favorable overseas trade balance 
since May, 195l1—making four consecutive months in 
which exports exceeded imports. This is the result of 
the government’s import restrictions which are having 
an increasingly greater effect as import licenses 
granted before the introduction of the restrictions 
gradually run out. Exports in September were worth 
£53,900,000, while imports amounted to only £42,600,000 

an export surplus of £11,300,000. 

* . * 

The value of imports from the United States jumped 
from £13,135,000 in the financial year ended June 30, 
1951, to £17,488,000 in the year ended June 30, 1952, 
largely because U.S. imports are being sustained by 
the International Bank dollar loan 

* * 

It is expected that the federal government will be 
able to ease import restrictions early in 1953, but early 
abandonment of all the controls is expected to be 
right out of the question. 

« * * 

At the recent Perth Royal Show, which was attended 
by record crowds, the Victor Furnishing Company of 
Perth made a very attractive display of office furni- 
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eee The Most Complete Line 


PAPER CLIPS 


rarer rastencrs | Of High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
PAPER CLIP many years of successful performance in the world of business. In these difficult days 
MANUFACTURERS demand exceeds productive capacity but the trade we have consistently served in 
IN THE WORLD the past is assured that the unequalled facilities of the great, modern Vail plant 





pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 





900 EAST 9STH STREET CHICAGO 19, ILLINOTS 




















LONGER LIFE FOR FILE FOLDERS 
with Dennison Reinforced File Folder Tab Labels 








Be sure your customers know about 
the three big money-saving fea- 
tures of Dennison Reinforced File 
Folder Tab Labels. 


1. Reinforce new folder tabs as you 
label them. 


2. Make worn folder tabs as good 
as new. 


3. Give any tab long-lasting triple- 
strength for extra wear and tear. 


gaye TO USE! 


Fit all % cut rs... Available in 8 colors 
for subject « fication ... Ready to use in 


easy-to pe perforated wea ... No ridges to 


catch on pape 


Dennison MANUFACTURING COMPANY, rraminonam, mass. 


TAGS + LABELS + SEALS + REINFORCEMENTS «© INDEX TABS + PHOTO CORNERS + STAMP HING 























GIFT WRAPPING 5% 


Sturdy gummed backing strip gives folder tabs triple-ply strength for extra wear. 


ORDER YOUR SUPPLY NOW. Display Dennison 
Reinforced File Folder Tab Labels for extra sales. 


Advertisements featuring these labels are now appearing in Office 
Management & Equipment, The Office and Today's Secretary 
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DOME Avmptifica 
m \ — 
WgeE 


Cas 
w tO 
Ho us 


BE ON THE LOOKOUT for your Dome Wholesale Representa- 
tive, he has big profit making news for you about Dome’s extra- 
ordinary plans designed to move Dome Simplified Bookkeeping 
records right off your shelves. All you have to do is “have ’em” 
they'll sell by themselves. Prepare to tie-in...FOR FULL 
PARTICULARS SEE YOUR DOME WHOLESALER. 


© SAME BIG PROFITS ON ALL SALES... 
REPEAT AS WELL AS ORIGINAL! 


© NO REFILLS! 
® NO INVENTORY PROBLEMS! 
© ONE BOOK FITS ALL KINDS OF BUSINESSES! 


FREE MATS! 
Available For Your Indi- 
vidual Use. Ask Your 
Wholesaler. 





BOOKKEEPING RECORD 










SMALL SPACE 
DISPLAY KIT FREE! 
Ask Your Dome 
Wholesaler 
































NEWSPAPER 
TIE-IN FREE! 
Newspaper Ads To 
Be Run in Your City 
. . . Ask Your Dome 
Wholesaler About 
FREE TIE-IN LISTING 





STATEMENT 














CHARGES 


BALANCES 
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ture. This attracted a deal of attention and we under- 
stand that good business resulted. 
a7 > - 

Turvey Bros., furniture manufacturers of Perth, will 
shortly re-enter the field of office furniture manufac- 
ture. This firm has been showing a tendency to 
introduce new and modern designs in household fur- 
niture, and promises are made that the office furniture 
to be made will be something “different” from that now 
generally seen 

> * - 

Australia is, at the moment, dropping behind some- 
what in modern office methods, mainly because of the 
lack of new devices from the United States. True, 
some most efficient machinery and appliances are O 
manufactured within Australia, but it is to the United h h 
States that the up-to-date Australian business execu- t e S arp 
tive looks for new devices to speed up work and do it : 
more efficiently. Time was when American appliances AER UIER shopper buys 
sold freely on the Australian market. Today they , >. 
would sell better than ever if only they could be 
landed 

What a strange position it is, Australians needing 
the appliances; Americans no doubt needing (or at 
least willing to welcome) the business. Australians 
willing and ready to pay good prices; Americans willing ; t Seana i 


of 


and ready to grant credit. But it can’t be done. The iN monaeme 
government says so—and that’s just all there is to it. ' } 

Not many years ago, if a man here wanted some 
small device made and advertised in the United States 
he could go to his bank, get a few dollar bills, enclose 
them in an envelope with an order—and in due course 
that device would arrive. He might have to pay some 
customs duty—usually well worth while—but he’d get 
what he needed. But as a bank official said to this 
writer only a few hours before this column was writ- 
ten: “That method is too simple today. It doesn’t 
employ enough government servants.” 

If he was right maybe we shouldn’t grumble—for 
government servants should be good buyers of office 
appliances and so the affair goes on. Seriously, 
in Australia there is American trade for the asking— 
but whether America can get that trade within the 
next few years is another matter. The odds are that 
next year Australia will again have a labor govern- 
ment. Whether such a government will favor the 
dropping of restrictions or whether it will impose even 
more is a question which cannot now be answered. 





Home of New Cash Reg- 
ister The pictures show 
Jorgen S. Lien, and the factory 
in Bergen, Norway, of which he 
is president. Mr. Lien was in this 
country during O sr and No- 
vember to establish an agency 
for the Regna 19 1sh register 
which is manufactured, together 
with the Joeli cabinet safe, at 
his factory 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 

L. S. Beattie, director of vocational education, Prov- 
ince of Ontario, told delegates to Area 5 conference, 
National Office Management Association, in session in 
Toronto during mid-October, that the business office 
supervisor and the educator have a common objective 

making individual performance as efficient as pos- 
sible. Both must assume the task of directing the 
activities and development of youth for a considerable 
portion of their daily lives. 

Attending the conference were some 500 members 
from Area 5 of NOMA, which includes Buffalo, Ham- 
ilton, Niagara Falls, Ottawa, Rochester, Montreal, Lon- 
don and Syracuse. Toronto Chapter was host 

Said Mr. Beattie: “The chief concern of both the 
educator and the business supervisor is to provide the 
kinds of motivation which will result in sustained effort 
and work habits which will enable the individual to 
translate potential promise into concrete performance. 
... There is a commonly held belief that in our social 
and economic order competition is the strongest mo- 
tive to achievement. This appears to be true within 




















| 
cieaqn | 
| | Toronto Visitors .. . Internationally-known trade personalities 
f, Hn in the writing equipment field were recent visitors to Toronto. Left 
to right are R. Walker, Esterbrook Hazel Pens, Ltd., London, Eng.; 
ast PLUS EXCISE TAX S. E. Longmaid, president of Esterbrook Pen Co. and vice-president 
of the firm's Canadian company; R. Edward Fugler, general mana- 3 


ger of Esterbrook Pen Co. of Canada, Ltd., Toronto, and A. G. 
Frost, chairman of the board of the U.S. firm and president of the 


accura te Canadian firm, as they inspected plant operations in Toronto. 


narrowly defined areas of activity but is it not possible 
there are deeper and stronger incentives at work long 


Mechanical Features. a before competition sets in? . 

“The most desirable type of competition seems to 
lie within ourselves. Those whose achievements are 
1. Front Paper Stop assures accurate registration. the greatest are those who are constantly striving to 
2. Automatic Roller Release eliminates smudged sheets. make performance measure up to their powers to 
? achieve. Competition against what we are able to 
3. Automatic Counter counts only printed sheets. achieve is not only the fairest kind of competition 
4. Open Drum—self-contained, internal brush inking. but, for most of us, is likely to produce the greatest 

5. Automatic Feed — positive action. motivation. . 
He saw need for a guidance program in business, 
6. Selective inking by means of our ink dispenser. just as in school; if either school or business fails to 
7. Paper Pusher is automatically lifted and carried back assume responsibility for assisting pupils or employees 


to solve their personal problems, then we are failing 
to bring into action one of the strongest incentives 
toward achievement. 

Another speaker, F. Russel Manuel, vice-president, 
Stevenson & Kellogg, described an office as a business 
because it has the same objectives. It strives for a wise 
return on investment, effective utilization of equip- 
ment, development of personnel through well-planned 
selection, training and direction, economical use of 
supplies and services and maintenance of supplies and 
services. 

Peter A. York, Amalgamated Electric Corp., Toronto, 
outlined the methods followed by members of the 
association in their efforts to eliminate unnecessary 
routine and simplify administration, thereby cutting 
costs. Through the preparation and study of flow 
process charts which follow a job through, breaking 
down each step, office work can be simplified and 


to feeding position. Eliminates lint on the stencil. 











BGshace: 


ECHNY, ILLINOIS bottlenecks eliminated, he said. 
The conference theme was “Trained Supervisor and 
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THESE BRANDS CAN 
BUILD YOUR 


SALES AND PROFITS! 






‘Invincible priced right ONLY 


Good quality The ‘’Precise’’ TRIMMING BOARD 
Character leader priced Has All These Wanted Selling Features 
* P i d f th . aten 1 r a u 
Everlasting volume user ® Finest Stel Bladen, Carefully Ground 


und 
e Only Finest Seasoned Hardwood Used 
e Every Board Completely Guaranteed 


A complete balanced line of carbon 
You offer the finest in the New “Precise” Trimming Board. 





paper and inked ribbons for every It has everything your customer should have for ae 

use... every user... every budget cutting paper, paper board, etc. The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 

Ask your local Remington Rand Dealer scales on _—< background — 

Sales Representative for complete details! Models 5, 6 47 have. special 5 pean sue 
safety spring. The “Precise” is 


| 

A No. 3-101" | 

; steady seller wherever displayed. Be Fie: | 
A femung for. Mtand Delivery Still Fairly Prompt: ~ 


DEALER SALES DIVISION AMERICAN PHOTO LABORATORIES 


315 Fourth Avenue, New York 10, N.Y Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 




















vo. 25 STEEL TRANSFER CASES wo. 2se 


[ 


Merry Christmas 


Send for 

from everyone at bo Siew 
SHIPMAN-WARD > te 

{ ; Catalog 952 
: the Dealer's Quality Supply House Truly the world’s most wanted steel transfer case. . . . The 


attractive brass hardware. . . . The 4-roller bearings. . . . The 
soft office green or beautiful gray hammerloid baked on finish. 
. . .« The simple, positive vertical and horizontal stacking ar- 


rangement. ... The heavy furniture steel. . . . All these features 
make the famous No. 25R, the most widely used steel transfer 
case in the world today. 


Mail all orders and inquiries 
on Steel Transfer Cases and Filing Cabinets to 


TOP FLIGHT PRODUCTS CO., INC. 


6224 S. OAKLEY AVE. CHICAGO 36, ILLINOIS 











325 N. WELLS ST. + CHICAGO 10. TLL 
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ARM FLUORESCENT 
DESK LAMP 


Lovely two tone effect with brass plating in 
base, it has an amazing amount of eye 
appeal and a surprising low price. Hand- 
some, non-tarnishing fused on finishes. 










RETAIL PRICE 











FOR TWO TUBES TWO TUBE MODEL wy, 
No. 622 Statuary Bronze with Brass $14.95 Ret. 
No. 623 Gray with Brass $14.95 Ret. 
FOR ONE TUBE 
No. 620 Statuary Bronze with Brass $10.95 Ret. 
No. 621 Gray with Brass $10.95 Ret. COMPLETELY 
ADJUSTABLE 


OVER 50 YEARS OF LIGHTING SINCE 1896 


EXCLUSIVELY Yours... gz 


“Craftsman” chairs are easy to sell, 
because their outstanding value re- 
flects exclusive attention to the fine 
art of producing wood chairs for 


business use. 


Write for catalog data. 


JASPER SEATING CO. 


JASPER, INDIANA Me. 908 


Bank of England 





MEMBER WOOD OFFICE FURN. INSTITUTE 


mee 
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Improved Methods are Management Tools for Effi- 
ciency.” Special guests included NOMA national presi- 
dent, J. B. Andrew, Seattle; national vice-president, 
J. C. Hodges, Montreal. General chairman was H. J. 
Stowe, Toronto 
7 > > 

“To improve your profit picture, try sharpening the 
point of sale—because only at that point can you pay 
for salaries, sales promotion, advertising, accounting, 
pricks and mortar 

So declared Robert G. Fitzpatrick, account executive, 
R. C. Smith & Sons Ltd., Toronto, speaking to a busi- 
ness luncheon meeting of the Commercial Stationers’ 
Association of Toronto. Mr. Fitzpatrick was formerly 
director of sales co-ordination for Underwood, Ltd., in 
Canada, before joining the advertising agency where 
he continues to have a specialized interest in the 
office equipment industry. 

He defined point of sale as the moment when the 





Robert G. Fitzpatrick Makes Toronto Address 


customer parts with money for goods or services, add- 
ing that “actually there are many points of sale and 
if we want our share of this highly competitive market, 
we cannot afford to have a dull point anywhere along 
the way.” 

Mr. Fitzpatrick said that, broadly, the manufacturer 
or supplier, the store owner or retailer, and the ad- 
vertising and sales department were responsible for 
the point of sale—not just the salesman or clerk with 
the order book or cash register. 

“The supplier is responsible because he determines 
the quality of the goods, sometimes its servicing and 
often its price. The retailer, because his attention to 
arrangement and display is so important; whose use 
of suppliers’ materials is so vital and whose satisfac- 
tion of the customer is so essential. The advertising 
and sales department, because they must know the 
product thoroughly, present it clearly, forcefully, truth- 
fully, and must assess the use of the tools and ma- 
terials available 

There is evidence showing need for some soul- 
searching by salespeople, suppliers and retailers, Mr. 
Fitzpatrick believes. He told of a recent survey which 


had revealed eight deadly selling sins in common 
practice today 

1. Salespeople play a negative role; seem to have 
taken self-service to heart; appear to have a conscious 


attitude that they 
customer 

2. Salespeople do not uptrade purchases; do not 
suggest a highe! ed brand or an economy size or 
a two-for-one special 

3. Salespeople d not suggest 
rarely anticipate the needs of a customer: do not at- 
tempt a matching or associated item. 

4. Salespeople overemphasize price; rarely sell qual- 
ity or service 

5. Salespeople do not 
desires do not translate 
Customer benefits 

6. Salespeople hav: 


should not attempt to influence the 


comparison sales 
to recommend 
play up to the customer’s 
product information into 


little product knowledge; they 
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of Cash Control 
and Recording 
Over-The-Counter 
Sales! 


vozrzam: 





7 , 


CASH REGISTER 


e Here is the ideal Autographic CASH REGISTER 
for any business that does cash or over-the- 


counter merchandising. 


e Every sale or payment on account recorded 

quickly and accurately. Sales figures by com- 
modities or departments kept easily. Paper roll 
on which entries are recorded moves automati- 
cally upon pulling the hand lever, the Cash 
Drawer glides open and a warning gong sounds. 
All records and figures available at end of the 


day for checking. 


e DEALERS: Add the INDIANA to your line— 


You'll find it profitable. Write 


VLAN 


CASH 


DRAWER CO. 
SHELBYVILLE, INDIANA 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS am FANCIES 


By McGillicudy 


There are always experts ready to calculate 
and predict, make charts and forecast. And 
the experts now predict that there will be 
53,363,000 motor vehicles registered in the 
United States by the end of this year. (I think 
there are that many already and they all get 
to my parking lot ahead of me.) 


About 30 years ago, experts would have 
eyed the young Quality Park Envelope 
Co. and on the basis of company policy 
readily predict a bright and successful 
future. When a business starts out with 
@ good idea and a determination to stick 
to a policy of QUALITY, it doesn’t take 
an expert to predict success. 


Quality Park started back in 1919 with a three- 
way policy of Quality (1) Quality Pro- 
ducts that would win public approval and build 
repeat business; (2) Quality Packaging that 
would preserve the product, give more “eye- 
appeal;” and (3) Quality Service on a fair and 
equitable basis to all dealers. Those are the 
things that, along with Quality Park’s nearly 
400 styles, sizes, stocks and weights of en- 
velopes, have added up to success. 


Well, this is the last month of 1952... 
and by now, | hope, you are all stocked 
up with Quality Park filing supplies that 
your customers will want for the New 
Year. it’s a good idea to anticipate these 
heavy demand seasons in advance—but, 
of course, in a pinch you can always 
depend on that item No. 3 (Quality 
Service) to get you out of a tight spot. 


And now to all you dealers, all of us 


here at Quality Park join in saying 


MERRY CHRISTMAS 


Quality Pa 
Products 











CZ 
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% General Office and Factory, Quality Park, St. Pav! 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicage 6, Ill. 


are unfamiliar with manufacturers’ advertising; are 
not familiar with the product; what’s in it, and what 
it will do for the customer. 

7. Salespeople have not been sold by manufacturers; 
they not only have a serious lack of knowledge but 
seem to automatically assume that the product wasn’t 
much good anyway; they slander nationally advertised 
products; they try to switch customers to low-priced 
products with negative reasons and without the store’s 
or customer’s interest in view. 

8. Salespeople today don’t know how to close a sale; 
they are not acquainted with any ‘clinchers’; they do 
not know even simple devices in asking for the order. 

- * - 

“Competition is back! Manufacturers are once again 
scrambling for good dealer representation. The well- 
trained, high-quality distributor or dealer of office 
machines and supplies is in the best position since 
the war to develop and expand his business. He need 
only be wary of the manufacturer who wishes to ex- 
pand local markets and build up volume through the 
independent dealer for an eventual take-over by the 
manufacturer’s branch store. Unfortunately there ap- 
parently is still that type of firm in the industry.” 

So declared Edward J. Brisbois, president, Carbon 
Paper Service Bureau, Toronto, in commenting on the 
recent National Stationery & Office Equipment Asso- 
ciation convention, held during October at the Conrad 
Hilton hotel in Chicago. 

He said Canadian delegates had found new pleasure 
in the fact that “almost everyone at the convention 
seemed to be talking about the progress which Canada 





Esterbrook Group ... Genial Charles W. Applegate (left) 
export manager of Esterbrook Pen Co., was a late October visitor 
to several Ontario cities. With Mr. Applegate here are R. Edward 
Figler (center), general manager of Esterbrook Pen Co. of Canada, 
Ltd., Toronto, and W. Irwin Cullahan, Esterbrook salesman in 
Ontario area. 


has made, and its new place among the important and 
leading nations of the world. 

“Americans, in general,” he found, “are apparently 
amazed at the rapid growth and expansion of their 
neighbor to the north.” He described the NSOEA ex- 
hibition as without doubt the best ever held; it should 
set a pattern for a similar affair in Canada. 

It was obvious that many important manufacturers 
of machines and supplies today realized the growing 
importance of the local dealer; that they appreciated 
that he is and can be an important tax-paying member 
of his community, with a larger share of the profit 
dollar left in the dealer’s home town. 

“Where a manufacturer has a reputation for con- 
stant policy, no dealer needs to fear an exclusive 
franchise on branded supplies or machines, provided 
he gives the company honest and fair coverage,” Mr. 
Brisbois stated. 

The dealer, however, must be prepared to spend a 
great deal of time and money to develop a trained 
sales force. He must be ready to offer price and service 
equal to that of the factory branch. He is in a position 
to offer more friendly service because he is an actual 
part of the community. 

Mr. Brisbois urged that independent office equipment 
and supply dealers in Canada form a national associa- 
1952 
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EYE APPEAL 





No. 6032 G 


write for literature 
on our complete 

Line of Desks, Tables 
and Costumers 





a NEw LOW-COST pepenpaste pesk 


For TOP VALUE in Office Desks—Gear Your Sales to this Volume 







PRICE APPEAL $1439° LIST PRICE 


Line for Increased Profits! 


No. 6032 G Flat Top Double Pedestal 
(illustrated) $113.90 List Price 


No. 6032 TG Matching Secretarial Desk with 
standard Seng Typewriter Attachment. 
FINISHES: Walnut and Mahogany. 
List Price $133.90 


@ GENUINE WALNUT 5 ply @ GUMWOOD BASE 


1% inch top bonded edges 
@ COMPLETE AUTOMATIC 


@ OAK INTERIORS LOCKING DEVICE 


less Usual 
Dealer Discount 


manufacturing 


company 
220 Institute Place 
Chicago 10, Illinois 











PAPER PUNC 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 





Order from your Wholesaler 


MODEL 3 Punches 3 holes 
4" dia., spaced 44" on centers, 
4" from back binding edge — 
standard spacing 11" x8'4" sheets ae 






NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


| PAPER PUNCH 








WESTERN REP.—HARRY HENKEL ASSOC. 439 EUS ST. SAN FRANCISCO 2 
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LAFAYETTE + INDIANA | ciny are 


... because SCHWAB SAFES are 
the finest available for protection 
from fire and theft. See the complete 
line of SCHWAB — Underwriter 
Labeled Class A. B. C. — T-20 Safes. 


Finest materials and 




























workmanship have always 
made SCHWAB SAFES 


better safes. MO. 11 CHEST 





MAIL COUPON quo <=» diinietiashainidiinaae --4 


FOR COMPLETE INFORMATION | Gentlemen: Please send me information | 
| on the complete line of SCHWAB SAFES. | 


the SCHWAB SAFE | "=f 
cOMPANY!*™ ae 


ec a ee oe ee ee 








LASTING fec 
LOVELY | | & 
bi, “LYNO™ | | wi 


A PLASTIC DESK PAD dif 


FOX 














“THE most complete LINE 


OF SIMPLIFIED BOOKKEEPING 
SYSTEMS AND TAX RECORDS Witten gs: J 





Ma 
ele: 

The more complete the line the more sales for 
FOR EVERY you. For over a quarter of a century Ideal Sys- _ 
Business, tems, by reason of their many exclusive fea- a , 
ssiON, tures, have been the largest sellers on the el 
market. Today, with its enlarged up-to-date . 


HOME, FA M line, its self-selling displays and attractive 
ANCH packaging, Ideal is certain to boost your sales 


OR RAN =the year round Beautiful Materials and Workmanship 
“A-KIN-TO” LEATHER PANELS 
f MAROON e BROWN e GREEN e GRAY 
Write today for catalog and select the books best suited to your trade. 
RETAIL PRICE 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 236" $3.30 2136" $4.00 
Liberal Discounts + Free Delivery LIST PRICES EACH 
Immediate delivery from LOS ANGELES or NEW YORK Reguler Dealer Discount 
and wholesale stationers in many cities. . 
= wea GEO. E. FOX & CO. 


The IDE AL SYSTEM (ompany SYSTEM | SAMPLE ROOM, OFFICES AND FACTORY 


ver 25 veers of Main 1051 N. Throop St., Chicago 22, Illinois 
12 


) FLOWER ST., LOS ANGELES 17, CALIF 6 CHURCH ST. NEW YORK 6.N Y 





























_— The “Dealer imprint’ Line gives you REAL Support pol 
23 hea 
od. YEAR COMING! Jama 
a A nec 
| 








6 i) T 
\\ GET SET WITH S “% ie 














= A | 
« ° eas! 
FaymunDATERS * ar 
oY: Zz | Da 
Cash in on the changing calendar by Ma! 
selling Faymus daters—the quality line . 
that brings customers back for other SESS 
DEALERS! F h E e items, because each stamp carries your Mo! 
advertising. 
+ or t e B ST In Faymus daters rank FIRST in the H 
industry because they are expertly made the: 
wa e of only the finest materials. Beautifully 
z Metal Edge Drawing Boards = yee kaged with colorful, sales-making the 
— ~< aymus styling. Also available in at- ord: 
> on tractive counter assorted dozens. And ope 
a z the features shown here are unequalled ' 
= ° : — by any other line. F 
See Mayline— Mayline offers a superior board and 
— “ © BANDS OF RED RUBBER—for more durable, resist 
at surprisingly low prices. rough treatment. sho’ 
¢ © 6-YEAR LIFE— year band is not quickly outmoded, ‘ 
ae © years of dates. . per: 
. - . BANDS TURN EASILY— ick, fi 
Board is of solid basswood construction with ” ence set. ices mgood’ son. 
° , ; © RUGGED FRAME—for long, hard service. Heavily A 
mechanically attached metal edges. The special chrome plated. 
les; ; M. , ¢ HARDWOOD HANDLES—select wood, beautifully the 
2S AV » “ft: “ices ner its ful] se finished. 
esign OF 4 ay ine me¢ tal . lee permit full use . EXTRA— year band carries useful wordings: Rec'd, “To 
> ¢ ¢ ‘ . cones nal cian . Ans'd, Ent'd, Paid, A.M., P.M. . 
of the board and assures rut ‘ dg S for . iuopietinn Ay charge en quantities of one effe 
Squares. This is truly an improved board » Eas erates ethan tna. ing 
Also write for New Cetelog No. 153 ORDER sem 
Today! a 
ENGINEERING MANUFACTURING CO. Ho of 
ant effic 
Mi 7, time 
625 No. Commerce Street, Sheboygan, Wisconsin) |! AYLINE GYM DIV. Bankers & Merchants, Inc. G 
3229 North Sheffield Avenue + Chicago 13, Illinois Rict 
MAYLINE > 
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tion aimed at developing better selling and better 
service techniques; an organization which could ef- 
fectively deal with common problems. “The independ- 
ent dealer in Canada is on the threshold of the 
greatest prosperity of modern times. He can, by or- 
ganizing, emerge an important factor in the office 
equipment industry. The alternative will be to find 
himself overshadowed and impotent in the years 
ahead,” he warned 

The independent dealer’s position, said Mr. Brisbois, 
differed little from that of “the late corner grocery 
store whose business has been taken over by the super- 
markets, the chains. Many a small food retailer would 
still like to be participating in the booming expansion 
of Canada. We of the stationery and office equipment 
supply field still have that opportunity—and will con- 
tinue to have it if action is taken now to protect our 
position in the industry.” 

7 . . 

J. Y. Murdock, formerly president of Office Specialty 
Manufacturing Company, Ltd., Newmarket, Ont., was 
elected chairman of the board at a recent meeting of 
the company’s directors. G. L. Manning, formerly vice- 
president and managing director, was elected presi- 


dent. He will continue as managing director of the firm. 
> - « 

Norman F. Stinton has been appointed sales repre- 

sentative for Ontario Province for Esterbrook Pen 

Company of Canada, Ltd., Toronto, it was announced 


Norman F. Stinton 





recently by Edward Fugler, general manager. Ap- 
pointment followed completion of a training and 
indoctrination program at the firm’s Camden, N. J., 
headquarters. Mr. Stinton was formerly associated 


with the cosmetic sales field with Max Factor & Com- 
pany, later with Audio Pictures, Ltd., Toronto, in con- 
nection with motion picture advertising. 
> * * 
Too often regarded merely as an overhead expense 
because the results of its work are not as obvious and 


easily measured, the modern business office has become 
an indispensable part of production and sales, H. S. 
Dawson, president, Montreal Chapter, National Office 
Management Association, told the opening luncheon 
session of the 1952 NOMA Business Show, held in 
Montreal, mid-October 


He said neither plant nor sales department could do 
their job without alert office management. “It is in 
the office that men, materials and machines are co- 
ordinated in the creation of products and that business 
operations become effective and efficient.” 


Featuring the exhibits of some fifty manufacturers 
and distributors of office machines and equipment, the 


show attracted a record attendance of some 20,000 
persons, most of them interested business office per- 
sonnel 


Amazing advances in office equipment on exhibit at 
the show were stimulating contrasts to what office 
equipment was 20 years ago, President Dawson said. 


“Today, careful consideration is being given to the 
effect of paint colors on employee morale, sound proof- 
ing and the choice of private offices as compared to 
semi-partitions. Even the lowly chair is subject to 
constant criticism. Both executive and typist can now 
sit in posture chairs which are both restful and 
efficient Thess hanges would surprise the old- 


timers, he declared 
Guest speaker at the opening luncheon was Stuart 
Richardson, Montreal, president of the Canadian Pub- 
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» No More lorn, 
W. Pulled Out 
ose Leaf Sheets 


HANDY NEW OFFICE MACHINE 


Reinforces and Punches 


N ONE STROKE! 


T’s the big new hit of the office appliance 
field! And no wonder! This amazing new 
machine is just what every office needs. It re- 
inforces loose leaf sheets automatically — 
applies tough acetate tape reinforcement as 
it punches holes, all in one stroke. Or it ap- 
plies tape to holes already punched. Just 
press lever and the tape is on, firmly affixed, 
protecting holes from tearing, preventing 
sheets from pulling out. Loose leaf books and 
ledgers are kept neat and tidy; valuable 
records are safeguarded against loss. 
Business firms large and small are equipping 
their offices with this indispensable new 
TARGET PUNCH-REINFORCER. Inquiries 
by hundreds are being converted into sales 
and profits for stationers everywhere. Stock 
the Target Punch-Reinforcer and watch it 
sell on sight! Information and liberal trade 


discounts on request. 
TARGET 


Reinforcing-Punch 


















3 Hole Model PR 3 
DELUXE 
for 3 Ring Binders 
8," outside centers 
2 Hole Model PR 2 
DELUXE 
for 2-post 


a 244," center to center 


“TARGET REINFORCING TAPE 


Made of extra strong, adhesive-backed 
cellophane, pressure sensitive. Comes 
in easy-to-insert rolls, 6 rolls in airtight 
container — a steady repeat item for 
stationers. 


Stationers Supply Corporation, N.Y., U.S.A. 
National Distribetors : 


Aigner Index Company 


97 Reade Street, New York 13, WN. Y. 


Canadian Distributor: Brown Bros. Ltd. 











25 Waterman Avenue, Toronto, Ont. 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H WwW D 


12" x 35%" x 11" 
15" x 353%" x 1," 
18" x 35%" x 11" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Stee! . . . Electrically welded 
construction and completely reinforced throughout . . . 
Baked-on enamel finish in Green or Grey. 





Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET ~* BROOKLYN 2, NEW YORK 
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lic Relations Society. He declared that Canada “is 
exerting an influence on world affairs out of all pro- 
portion to its size.” He stressed that certain people 
mistakenly believed that the threat of war and defense 
planning was responsible for the nation’s prosperity 
and that elimination of international stress would 
result in depression. 

“This is a myth .. . we must realize that it is just 
as profitable to make things to prolong life as it is to 
kill human beings. If we consider Canada’s unfinished 
business, highways, seaways, homes, hospitals, schools 
and bridges, to name only a few, we soon realize the 
potentialities which a peaceful world has to offer. 
War, or the threat of war, will deprive us of these 
important developments, while peace will enable us to 
complete them and improve our way of life.” 

Another speaker ‘at the opening day’s function was 
R. M. Kent, president of the Canadian Business Equip- 
ment Manufacturers’ Association. He said that new 
machines and new office routines have made office 
work an easy job. He noted that now, more than ever 
before, there are greater opportunities for young girls 
to step into better-quality jobs, and that with the 
rapid improvement in office equipment, there is an 
ever-increasing need for intelligent girls to operate the 
machinery. “Office specialization has resulted in better 
working conditions and higher paying jobs for women,” 
Mr. Kent pointed out. 

Chairman of the 1952 Business Show was J. J. Rus- 
sell, Montreal, NOMA vice-president. Sub-chairman in 
charge of publicity and promotion was D. B. Larke. 
Show committee included W. H. Allen, L. R. Boys, 
M. Brain, E. A. Gunning, A. G. Hall, A. A. Higgs, W. A. 
Noble, and Yves St. Jacques. 


* ~ * 


J. J. Evans has been appointed sales manager of 
Automatic Pencil Sharpener Company of Canada, Ltd., 
Toronto, it was announced recently by Ralph Roger, 
vice-president of the Canadian company. Mr. Evans 
has had wide experience in the stationery and office 
supply trade, including many years in the Far East. 
He is well known in Eastern Canada where he repre- 
sented S. J. R. Saunders & Company Ltd., Toronto, 
for the past six years. 

* « s 

Harry V. McMurray is now sales manager of the 
Pillofoam division of Dunlop Tire & Rubber Goods 
Company Ltd., Toronto, H. S. Pritchard, general sales 
manager, has announced. Mr. McMurray has been 
with Dunlop eight years, seven of them with the ad- 
vertising department. 

. * * 

A. Warren Osborn has been appointed sales repre- 

sentative for Montreal-Ottawa territory by The Brown 


A. Warren Osborn 





Brothers, Ltd., Toronto. Native of Quebec Province, he 
has had broad experience in various fields of selling, 
coupled with a thorough knowledge of the stationery 
and office equipment market in Canada. He succeeds 
R. A. Gauthier, who has joined another company. 


” * * 


Members of Toronto Commercial Stationers’ Associa- 
tion in mid-October meeting heard Hugh L. Kennedy, 
director and sales manager, L. E. Waterman Company 
Ltd., Montreal, suggest ways of increasing the sale of 
writing equipment. He urged stationery retailers to 
study the traffic flow in their stores, locate pen display 
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Pa Sctle “ra 
Smokers-Ash Trays 
and Costumers 























EE 
Ne. 155 
All steel ces- 
tumer. Sturdily 
constructed Un 
breakable hooks, 
ball turned ends 
21” spread. 68 
height. Finishes 
satin chrome 
Gray. olive green 
& golden bronze 
In Units of six, 
weight 60 Ibe 








No. 140-X.—New 
modern design. 
Extra heavy ii” 
base. 8” finer. 
134” post. Ship- 
ping weight as- 
sembled ready to 
use about 19 Ibs. 
Golden bronze, 
bright or satin 
chrome. 


No. 320. Snuffer type smoker. By 
removing top ring, the oversize 
inner ash receptacle can be emptied, 
cleaned and replaced in a few 
seconds. Finishes: bright or satin 
chrome statuary bronze, golden 
bronze Shipping weight 12 Ibs. 





Both bases heavily weighted. 
Individually boxed 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 



















bearing the | 
UNDERWRITERS es) 
LABEL 


Send for details 
on many other styles and sizes available 


e VAULT DOORS e MONEY CHESTS 
e DRIVERS “after hours” DEPOSITORY 


EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 17 


UARDSMAN SAFE COMPANY 


Jolin Robertson 
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a complete line for Dealers... 


e SAFES e SAFETY DEPOSIT BOXES 








La Porte, Indiana 











¥ ear after year, for the 
past 33 years, it has been 
our privilege to be consid- 
ered No. 1 on the Dealer’s List 
Parade for rough and rebuilt 
office machines. 

Only because of you could this 
gratifying record have been estab- 
lished. It’s a position that we strive 
to maintain through our recognized 
policy of offering the finest rough and 
rebuilt office machines . . . at down-to-earth 
_Prices. 


Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
Addressograph machines . . . you're sure to find 
the model you need from our stock of thousands 
of office machines, in our modern, spacious 
building. 


Write for Dealer Price List No. 10 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


326 Broadway, New York 7, N.Y. + HA 2-6700 





Pon Sere 
LUGGAGE STAND 


Practical @ Sturdy @ Attractive 





No. 36 No. 35 


Featuring: Saran Plastic Webbing, Highly Polished, 
round %” aluminum tubing, sturdy rubber crutch tips. 


. Ask for our illustrated catalog e 


describing a distinctive line of quality aluminum 
furniture of outstanding beauty. 


= 


US, Lycra 


MANUFACTURING nal 
225 BELLEVILLE AVENUE - BLOOMFIELO. NW. J. 








DIGBY . $%- ee ¥ 
s rk as 
Comp, S8OOMFIELD oa 
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elles 


result from 
sparkling type... 
and the best known 
means to that end is 
the incomparable 





Here is the simplest, fastest, most economical 
type cleaning fluid, and your customers KNOW 
it well. Sturdy dauber does away with spatter- 
ing and drudgery is no more. Non-inflammable. 
Banishes lint and solid “goo.” Makes letters a 
credit to the boss and his stenographer! 
Through jobbers, or order direct. Liberal dis- 
counts and plenty of dealer “helps.” 


BEFORE 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
* $1.25 FOR 
10°x10" PLATE 










1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (I) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 


4. Release pressure, extract 


¢ PLATENS 11x13” all from Eva-Press and 
¢ INSIDE CHASE 10”x12” have finished Rubber Plate 


More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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Rich 
Hammerloid 


GRAY or 
GREEN 


oven-baked 
finish 





LETTER 
& LEGAL 
SIZES 


VANGUARD 
Steel STORAGE FILES 


serve as ACTIVE files with 
positive, simple stacking 
provisions, plus 








A Sturdy Recessed 
Base with Toe 


Clearance at Front 


e Brass finish cardholder and handle 
e Four rollers for ease of operation 
@ Index guide rod with brass knob 
e Self-locking follower available 


baja 


’ . EF + / 9) / y 
Engivce ring & THavilifece Ts ting Company 


¥ 


IMMEDIATE 
DELIVERY 






SPEEDS UP OFFICE WORK 
CARBON PAPER 


NEV-R-KURL Carbon Paper is 
used for all machines in cost- 
conscious offices. Office manag- 
ers ever alert to ways of saving 
on overhead costs know its fea- 
tures: 
1 Plastic back speeds in- 
serting, 
Won’t smudge under any 
conditions, 


ond removal, 


2. 
3 Corner-cut for split-sec- 
4. 


Exceptionally-long wear, 


features that mean happier, more efficient business 
operation. 
NEV-R-KURL is the all-purpose carbon paper for use in 
typewriters, billing and other office machines. Dealers, 
make repeat sales, bigger profits, and, at the same time 
save money for your customers. 


PHILLIPS 


PROCESS CO INC. 
abe me sree ~oo® graer 
ROCHESTER 14 vans 
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equipment accordingly, if they wanted to increase their 
pen sales 

Manufacturers’ national advertising did three-quar- 
ters of the sales job for the dealer before the customer 
entered the store, he said. Dealers should study such 
advertising, make use of the actual sales phrases 


Hugh L. Kennedy Addresses Toronto Stationers 


stressed in such promotion material. “Two sentences 
will sell a pen but you must use enthusiastic sales 
sentences. Adaptation of selling sentences to behind- 
the-counter work will cut your selling time in half,” 


he stated, pointing out that pen sales today were 75% 
gift sales; 57% impulse sales. 
> > > 

A. Harriman, general manager and owner of General 


Office Machines, Winnipeg, was recently appointed ex- 
clusive distributor in that territory for L. C. Smith- 


Corona office machines. His company also represents 
Sonograph, Ltd Toronto) in that area. 
7 . . 

Distribution in the Canadian market of the range of 
castors and wheels manufactured by two English com- 
panies, Flexello Castors & Wheels, Ltd., of Slough, and 
Geo. H. Hughes, Ltd., Birmingham, has been announced 
by the sales division of Slough Estates (Canada) Ltd., 
Toronto. Flexello is the largest manufacturer of cas- 
tors in Europe and produce all types including furni- 
ture, institutional and industrial. W. J. M. Mackenzie, 
manager of the Canadian company, said arrangements 
are being made f tocks of most popular items to be 
held in Toront 

Owner of C. W. Mack Company, Ltd., Toronto, manu- 
facturers of marking devices, J. J. Cairns died sud- 
denly October 10. He was prominent in the business 


field and in fraternal organizations. 





Friendly Competitors and a Retailer . . . Snapped dur- 
ing an informal moment at a Toronto trade show recently are 
Hugh L. Kennedy (left), L. E. Waterman Co., Ltd., Montreal, with 


Ted Fugler (right), general manager, Esterbrook Pen Co. of Can- 
ada, Ltd., Toront ventered is Ralph Cunningham, Vancouver, 
operator of a chai { west coast retail outlets. Conversational 
subject: The current upswing in writing equipment sales. 
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ROWLES is the 
dependable source for all your 


SCHOOL EQUIPMENT 


*% Classroom Seating *& Chatkboards 

* Primary Furniture *® Bulletin Boards 

*% Tabies & Chairs *& Aluminum Chalkboard Trim 
* Library Equipment %& Framed Blackboards 

*% Playground Equipment % Blackboard Erasers 

* Vocational Furniture * Window Shades 

*% Teacher's Desks *& Darkening Shades 


* Misc. Classroom Equipment *& Darkening Channeis 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


While for the latest Rowles School Equipment 


catalog and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 
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When Greek writes Greek, there’s no mistake from Alpha to 
Omega that can’t be swiftly smoothed away the best way—the 
story’s the same the world over: Weldon Roberts Erasers 
Correct Mistakes In Any Language. People everywhere praise 
them—buy them—like your customers do. Biggest demand 
spells best sales for these world’s-best erasers. Be sure to 
feature them prominently—continually! 





' ARTEX 400 
*} PRACTICAL DRAWING 
O°” Weldon Roberts Eraser 


MADE IN NEWARK, USA 













400 ARTEX—Soft, smooth, white 
rubber eraser for pencil work, draw- 
ing, drafting. Handy bias-beveled 
shape. Sharp edges and ends for 
erasing fine line work; broad sides 
for cleaning. 


121 ELLIPTIC—Immensely popular 
gray rubber eraser in handy ellipti- 
cal shape for pencil and ink 
erasures on all types of work. A 
universal favorite among office 
workers, typists, artists and drafts- 
men. 
WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 


World's Foremost Eraser Specialists 


Eranorus 


Correct Mistakes in Any Language 










News Notes from Maritime Provinces 
W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

The R. C. Allen Business Machines, Inc., of Grand 
Rapids, Mich., has recently named the Dominion Ma- 
chinery & Equipment Company, Ltd., of St. John’s, 
Nfid., as representative for Newfoundland island prov- 
ince. Included are representations from R. C. Allen 
standard typewriters, adding machines, cash registers, 
bookkeeping machines, calculators. 

Prior to starting sales of Allen products, the Domin- 
ion Machinery & Equipment Company announced 
plans to dispose of remaining stocks of Imperial type- 
writers and Sonagraph tapewriters at 20% discount. 
Representatives for the Allen appliances are being 
named in the largest centers of Newfoundland. 

* * . 

Ace Office Equipment Company, Montreal, Que., is 
offering to deliver immediately a new Royal portable 
typewriter, without a down payment and at $1.50 
weekly. The terms are coupled with a free demonstra- 
tion in any prospective customer’s home from 9 A.M. 
to 9 p.m. This firm is also providing a bilingual typing 
course without cost. There are two Ace locations in 
Montreal, including the headquarters on Craig St 

aa * ~ 

Beaucraft & Pickwick, Montreal, Que., featuring new 
Royal portable typewriters, has been stressing “Home 
Shopping.” The firm uses a bonded representative, who 
calls at individual homes in Montreal and suburbs with 
information and a Royal for demonstration. 

* o * 

R. R. Colpitts & Son, Ltd., Moncton, N. B., has pur- 
chased a three-story brick building on Main St. in 
Moncton. The firm has sold two buildings it had 
owned and used, one on Main St., two blocks from the 
recently-acquired building and the other on Robinson 
St. The new building is about a decade old with base- 
ment as well as the three stories. It is 100 feet deep 
and 33 feet wide. The first floor has a modern front 
with three show windows and two entrance doors. 
The street-floor showroom is offering double the space 
of the preceding showroom, and allows for the dis- 
play of office appliances and furniture, as well as 
everything useful in an office. The second story is 
being used for housing the repair department and the 
firm’s offices. The third floor is for storage, generally, 
and the basement is utilized for printing. 

The firm of R. R. Colpitts & Son was founded 49 
years ago by the late R. R. Colpitts. A move to larger 
quarters was made in 1904, and again in 1912 into a 
new building. Established under the title of the 
founder, R. R. Colpitts, it became R. R. Colpitts & Son 
in 1914, with A. Lorne Colpitts as his father’s partner. 

The founder died in 1916. In 1937, the firm expanded 
its operations to include office furniture and with sam- 
ple and shipping rooms opened. In that year the firm 
was incorporated. In 1947, additional quarters were 
found necessary and a two-story steel and concrete 
building was built on Robinson St. and provided a new 
base for the office furniture. In addition to the large 
Main St. building now taken over, the firm continues 
to rent storage space. A. L. Colpitts heads the business 
as president. A. G. Ingram is vice-president, Helena 
C. Colpitts is secretary and M. R. MacGregor is treasurer. 


. . . 

Walter E. Logan, agent for McCaskey Systems, Ltd., 
has established a showroom in St. John, N. B., for sale 
of adding machines, charge account systems, cash 
registers and safes. 

= > 7 

Craig Office & Store Equipment, Montreal, is empha- 
sizing rebuilt posture chairs, and including those 
matching desks, chairs, and other furniture. 

. * > 

Wright Supplies Company, Ltd., Montreal, has been 
accenting steel shelving, fabricated, erected and in- 
stalled, in addition to steel bins, cabinets and lockers. 
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Send for Catalog. 


LEHIGH DESK CO., INC. 


| 106 Duane St., New York © Factory: Bethlehem, Pa. 




















OFFICE APPLIANCES, December, 1952 


+ 


+ A+ 

> Merry + 
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+ New Year + 


We take this opportunity of thanking our Finds 


for making 1952 an outstanding year in service 











to the office equipment industry. 
We assure you that every effort will be made to meet 


the ever growing demand for HEDGES FILING SUPPLIES. 
h ed g @S MANUFACTURING COMPANY 


2931 WENTWORTH AVE. °* CHICAGO 16, ILLINOIS 
Ss £ (mats 




















the NEW tine that 
delivers EXTRA profit ! 
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Posting Equipment Corp 
777 Hertel Avenve, 


wiielslek Mime muulele Buffalo 7, N.Y 


Gentiemen: 


Please rush your descriptive brochure and 
price list on the complete line of P. E. C. 
Posting Trays and Stands. 


POSTING EQUIPMENT 
CORPORATION NAME... 


777 HERTEL AVENUE 
BUFFALO 7, N.Y 


TITLE. sceercoecceveses 


Clipe res ote to company letterhead. 
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No. 242ST — 42” x 32” 
Patent No. 2133807 


“IT’S NO SECRET”... 


 “ Worden 


SECRA.-TY PE 
Desk 





No. 252 ST—52” x 32” 
Patent No. 2133807 








QUALITY 








ECONOMY 





EFFICIENCY 


lee] “THE PRODUCTS OF CRAFTSMEN” 


For particulars or literature, 
“ie 


Worden Company 


200 East 17th Street © Holland, Michigan 


229 








gives 

you sales 
advantages 
that boost 
volume 
and profits 








time 
to 
sell 


JOSLIN 


with these 4 star 


features 
%& 40 Hour Precision Clock Movement 
% Jeweled Clock Movement 
%& Patented Universal Joint Absorbs 
shock 
x One year guarantee 


Write for information today! 


A. D. JOSLIN 


‘ MFG. COMPANY 


MANISTEE, MICHIGAN 











——TY PEWRITERS 





ALL MAKES—MODELS 


INCLUDING WIDE CARRIAGE 





ADDING 


MACHINES 


SUNSTRAND—BURROUGHS— VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT—BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 





White for Prices 





Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$12.95 and pays you Extraordinary Profit. 


RELIABLE TYPEWRITER & ADDING MACHINE CO. 


305 W. Monroe St., Chicago 6, III. 
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Allen, at home; his mother, Mrs. C. H. McMurphy, 
Laconia, N. H.; two sisters, Mrs. Henry Dowd, Malden, 
Mass., and Mrs. Henry Ames, Laconia, N. H.; and a 
brother, Luther McMurphy, Laconia, N. H—EVH 


+t + + 
John C. Wahl, 


developer of the Eversharp mechanical pencil and a 
former vice-president of Eversharp, Inc., died October 
22 in Cleveland, Ohio. He and his wife, Charlotte, 
former Chicagoans, moved to Cleveland when he re- 
tired several years ago. 

Mr. Wahl founded the Wahl Adding Machine Com- 
pany of Chicago in 1910 and later perfected the Ever- 
Sharp pen and pencil. He also developed and built 
several engine turning and chasing machines—a device 
similar to an engraving machine. 

In 1920 he sold his adding machine business to 
Remington Rand Inc. and continued to produce pens 
and pencils. 

Mr. Wahl later retired from the business but in the 
1940’s returned to the company, which then had be- 
come Eversharp, Inc., as a vice-president in charge of 
engineering. 

Funeral services were held in Morrisonville, Ill., his 
home town. 

+ - + 


Mrs. Clarice Dunstan Pillsbury, 

wife of Sydney C. Pillsbury, manager of the Seattle 
Office Supply, 717 First Ave., Seattle, Wash., died in a 
Seattle hospital in mid-October, after being in ill 
health for a year. She was a brilliant business woman, 
although engaged in a separate field from the station- 
ery and office supply store of her husband, long a 
factor in the industry in Seattle. 

She early went into the insurance business and had 
a long career with that industry up to the time of her 
recent death. 

Besides her husband, she leaves two brothers, Rev. 
John F. Dunstan of Paradise, Calif., former pastor in 
Seattle of the Prospect Congregational Church; and 
Clifford Dunstan, a New York actor; two sisters on the 
West Coast; ten nieces, and two nephews.—CML 


rt + 


Thomas N. Pinkerton, 
61, district manager of the Monroe Calculating Ma- 
chine Company, Rochester, N. Y., died October 4 in 
Strong Memorial Hospital after an illness of several 
weeks. He was a member of the National Association 
of Credit Men, National Association of Cost Account- 
ants, Rochester Chamber of Commerce, University 
Club, Monroe Golf Club, and was a vestryman and 
treasurer of Christ Episcopal Church. For several 
months in 1943 he was administrator of the Monroe 
County Price and Rationing Board. 

Surviving are his widow, Marjorie; three daughters, 
Miss Aileen Pinkerton, Mrs. Lewis R. Guzzetta and 
Mrs. Charles A. Rowe, and six grandchildren.—RCS 


+ + -& 
Fred B. White, 
79, founder and owner of the White Typewriter Com- 
pany, El Paso, Tex., died on Friday, September 12, fol- 
lowing a short illness. He was proprietor of the oldest 
typewriter firm in the Southwest. 

A native of Boston, Mass., Mr. White founded his 
typewriter business in 1908 and was a pioneer in selling 
the machines all over the area. His firm had been 
located at 327 Qregon St. for 32 years—JHR 


+t &F + 
Plato Hunter Taylor, 


district manager of the Seattle, Wash., branch of the 
Elliott Address Machine Company, died early in Octo- 
ber as the result of injuries suffered in an auto 
accident. 

Born in Chicago, the decedent had been with the 
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LONG-LIFE LINE 
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‘ A QUALITY 
Utility Typewriter Table 
for schools and institutions 


ellent workmanship and finish are fea- 
f this golden oak or imitation walnut 
But the main feature is the deep, 
binding, non-sticking drawer. Table is 
x 32 x 27 H. Packed knocked down, two 
Also available one to carton at 

t additional cost 


Send for catalog and price list today! 


e Stempco line includes chair mats, arch 
s, clip boards, arm rests, blackboards, 
tumers, desk trays and check racks. 









2830 ROBERTA ST DALLAS, TEXAS 


THREE-QUARTERS OF A CENTURY’S SERVICE 


FORCE 


METAL 
DATER 


automatic 
date change 


MODEL 450 


Self-inking * Deeply 
engraved wheels. 
Also, Model 400 
METAL DATER for 

small spaces. 
Model 400 
JAN 23°54 


} e Impression 


NOV 26 1970 


Send for Catalog E 


WM. A. FORCE 


& COMPANY, INCORPORATEL 
i tele) (4. mn. lef 


216 NICHOLS AVE., , 
Sales Offices: New York, Chicago, San Francisco, Montrea 
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NEVER BEFORE! 
A TYPEWRITER AS LIGHTWEIGHT AND COMPACT 
AS A PORTABLE—YET BUILT WITH 

ALL THE FEATURES OF A STANDARD! 


Voss 


You've waited for a typewriter 

like this—and it took the combined skills of Continental 
precision design and unerring master craftsmanship 

to make it possible. 

The VOSS “Twin” is actually two typewriters in ONE, 

the same weight as a portable—but with the same keyboard, 
frame, features as the best standard you've ever used! 





There's a tremendously exciting story 
awaiting you on the VOSS—the typewriter of tomorrow 
for the home and office of today! 


For details write Dept. RO-126 
o 
Odthuner alea inc. 
ae 210 Fifth Avenue 


MAKE CALLS THAT 
MAKE PROFITS... 


New York 10, New York 





ERROR-NO Copyholder 


Speeds up copying and 
increases accuracy of 
reports, forms, briefs. 


SPEEDRITE Checkwriter 


Protects checks— 
prevents forgeries. 









The sales qualities of 
these “first choice” of- 
fice devices are some- 
thing dealers dream 
about. Exclusive fea- 
tures, design and effici- 
ency appeal to any and 
all customers. No serv- 
ice problem. Rank high 
as profit makers for 
dealers everywhere. 


CHEXSIGNO Check Signer 


Relieves time-pressed 
executives from signing 
checks. 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 
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On behalf 


of Ourselves end 


Our representat; ves 


for PINCERE THANKS 


PHOTO MATERIALS 


stops improving PREMIER 
Cards so 


never 
cut. 


- With Premio, Cutters 





334 N. Bell Ave. 


Representatives 
Henry Deutsch, Cox Lane, Route Milton Stone, 320 Broadway, Room 


. 625, New York City, covering N. Y. 
Ne. S, Box 747, Dallas 9, Texas. "li entenstein, 223 South 10th St., 
Harry Henkel, Assoc., 


Philadeiphia, Pa. 
439 Ellis St., San Francisco. Jack Luke, 5240 Sheridan Rd., 
E. J. Mitchell, 


Chicago, tii. 
329 Beit Ave., St. Louis, Mo. 








PROMPT SHIPMENT 
ELBE) PRONG FASTENER 


BINDERS 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 





construction. Punched for all 


standard spaced fasteners. 


= PRONG FASTENERS 


Attachable prongs or 





continuous-base prong 
styles. Light-weight 
steel. Non-corrosive 
finish. All popular 


capacities and c. to c. 
Continuous-base style 
illustrated 


Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 
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TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


— 


a 


t m. 


—THE LOWEST IN PRICES 
REGALRITE BRAND 


RIBBONS AND CARBONS 
PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. . NEW YORK 13, N. Y 
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Elliott organization for more than a quarter century. 

Mr. Hunter had resided in Seattle for the past six 
years. Surviving are his widow, Alice; two sons, Ed- 
ward, a member of the U. S. Coast Guard Service, and 
James, a high school student; and two brothers, Brooks 
Taylor of Chicago and Lee Taylor of Minneapolis, 


Minn .—CML 
+ + - 


Clinton J. Koehler, 


46, a partner in the Fred H. Koehler Sons Rubber 
Stamp Company, Buffalo, N. Y., died suddenly on Oc- 
tober 18 

Mr. Koehler had been associated with the company 
for 28 years. He and his brother, Richard E., became 
partners in the firm in 1937 following the death of 
their father—GET 

+t + + 


Sidney Kurlan, 
owner of the Rest-A-While Couch Company of Ellen- 
ville, N. Y., died suddenly on October 19. Burial was at 
Mount Lebanon Cemetery, Iselin, N. J. 

He is survived by his widow, Lee; a son, Miles Jay; a 
daughter, Harriet Vaisman, and his father, Samuel 
Kurlan 


Mrs. Kurlan will continue the business 





Suggest Office Machines for the New Year 

Suggesting that the new year be started with new, 
modern adding machines and typewriters, Stockwell & 
Binney, stationers and office outfitters of San Berna- 
dino, Calif., features two nationally-advertised makes 
in an eye-catching manner. 

Whenever a clock is seen, most people automatically 
stop to note the time. Accordingly, the firm installed 
two big clocks in the window. At the base of the 





Stockwell & Binney Uses Clocks in Display 


first was a card, “The time to modernize your office 
methods is NOW,” and at the base of the second, 
“Time is money. Save it, with new, faster office ma- 
chines On a long bench were a number of comp- 
tometers and on the floor five typewriters and the 
card, “Are you spending unnecessary dollars due to 
time lost on old office machines? Get these efficient 
new ones.” 

Red cords at each end of the display added a dash 
of color and a big panel gave eight points of improve- 
ment on the new adding machines.—_WBS 





Carlson Takes Maso Line 

Lynn Carlson, Cincinnati, Ohio, has just been ap- 
pointed Maso Steel Products representative in Ohio, 
Michigan, Indiana and Kentucky. Mr. Carlson also 
carries the lines of Blackbourne Systems, Inc., Rest-A- 
Phone Company, Hall’s Safe Company, and Huff 
Company 
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’ @ Blueprint Cabinets @ Drawing Tables 
A @ Taborets @ Easels 
i +, @ X-Ray Filing Cabinets 
1a) Finest steel construction 
‘29 Most efficient modern designs 
’ 


-- NEW LIBERAL DISCOUNTS! 


Write today for illustrated catalog 
sheets and prices. 


STACOR EQUIPMENT CO. 
770 East New York Avenue, Brooklyn 3, N. Y. 


e 








HANDY “GLIDEX” tcirat 
TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 


-_ >= 








Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


AAA 
yY oY | 8, 
| GLIDEX CORP. ov om 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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SIGNALS 
AND MAPTACKS 


are in Greater Demand than ever 


CELLUGRAF 






NU-VISE 







NU-VIZ 
MAPTACKS 


in MILITARY SERVICES 
DEFENSE INDUSTRIES 


for use 


CIVIL PROTECTION 
FIRE, POLICE, HEALTH DEPARTMENTS 


George B. Graff Co., Cambridge 40, Mass. 





SPLED-MO 





SPONGE RUBBER STAMP PADS 


SECENOUR STAMP 
PAD NEEDS IN 


ONE 
ALL-PURPOSE 
LINE! 


Supply your customers with all their 
stamp pad needs from the profitable 
Speed-Mo line — the only complete 
stamp pad line on the market. There 
is a Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 
common over-the-counter pads. We 
furnish prompt shipment on special 
pads (up to 20” x 36”). 


“Speed-Mo peds are of a specially treated sponge 
- rubber, Clear guaranteed. Re-inking is 
neat and simple — you just brush the ink on Speed- 




































“LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


» Canada 


B ence & Co 


for complete information write: 


429 Main St., West, Hamilton, Ontario 
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ACME BULLETIN & DIRECTORY BOARD CORPORA. 
TION, 37 E. 12TH ST., NEW YORK 3, N. Y.—A new cata- 
log, brightly printed in red and black has been issued by this 
company. It is designated SW-53. It shows and describes all 
styles of changeable letter type bulletin boards and signs, cork 
bulletin boards and sign boards. It also shows an embossing 
machine for use in the office. 


THE BLACKBOURN SYSTEMS, INC., 230 S. CEDAR 
LAKE ROAD, MINNEAPOLIS 5, MINN.—An attractive new 
catalog with spiral binding and a heavy cover has been issued 
to describe and illustrate the line of simplified bookkeeping 
systems and records. An important feature of the new brochure 
is the inclusion of dealer helps and suggestions for selling the 
Blackbourn systems. Displays, mail inserts, letters and counter 
cards are included. 


CARLTON-SURREY, INC., 11 COMMERCE ST., S.W., 
GRAND RAPIDS, MICH.—One of the largest and most 
complete catalogs in the industry has been published. It is 


handsomely produced, consisting of a series of loose plates, 
enclosed in a pocket, illustrating the company’s line of desks, 
chairs, davenports and incidental furniture. The inside of the 
front cover is devoted to an explanation of the specifications 
used by the manufacturer. The catalog is being mailed free 
to the firm’s regular customers. Extra copies are being supplied 
at a cost of $3.00, one half of the cost of production. This 
amount is deductible from each order placed. The catalog is 
also being sold to schools and institutions allied with the office 
furniture industry, as an educational feature. 


I. D. COTTERMAN, 4535 N. RAVENSWOOD AVE., 
CHICAGO 40, ILL.—A new illustrated brochure has been 
issued by this firm to provide complete specifications for steel 
saftey ladders, rolling store ladders, library and office ladders. 


DIEBOLD, INC., CANTON 2, OHIO—A new folder re- 
leased by Diebold, Inc., tells the story of the company’s 
Cardineer rotary files in use for almost a decade for housing 
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oy B Diebold 


Canton 2. he 


membership records at the Detroit office of the new Automobile 
Club of Michigan. The literature tells how the equipment for 
325,000 records has kept pace easily with an increase of 
100,000 members since the auto club installed the Cardineer 
files in 1943. Developed especially for clubs, lodges and other 
organizations with problems in maintaining membership rec- 
ords this folder is available free from Diebold, Inc. 


CHARLES DOPPELT & COMPANY, INC., 2024 S. WA- 
BASH AVE., CHICAGO 16, ILL.—A handsomely styled new 
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REVOLUTIONARY 
5 ouisuall - NEW 


injector stamp kit 














Imagine! an sell . . . Swirling scripts instead of 
your customers an entire stamp- mere block letters. 

ing DEPARTMENT ne neat _ The basic set includes the case, 
atiractive package. This hand- injector handle, customers choice 
some molded plast ase in of 6 stamps from 16 standards, a 
two-tone grey is the modern an- one ounce bottle of stamp pad 
swer to the unsightly rubber ink, and a large No. | stamp 
stamp stands of a by-gone age pad. (Blank stamps are available 

and only 4x 6 inches of for customers’ special needs.) 


desk space s required Your 


ustomers will thrill to the unique RETAILS 9§ 
and appropriate lettering de- COMPLETE FOR RY 

signs Parcel Post Stamp 
that is suggestive of Pony Express 


USUAL DEALER DISCOUNT @ WRITE TODAY FOR INFORMATION 


FD} Of aapagie ape 
309 So. Farwell St., Eau Claire, Wis. 











® 
Buckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 











Vow Available 


ANOTHER FULTON FIRST 


1953 
SERVICE and FULTON 


DATERS and NUMBERERS 


with Gear Controlled Bands 
no slipping—positive action 


Carry a full line of these deluxe items 


Prompt Shipment of 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 
Nu-type Foam Rubber Stamp Pad 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Qulton — 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, 
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SAFEGUARD 


for 


Increased 
Office f 
Efficiency / 







JF MODEL 
: “4 
- CHECK 









HUMIDIFIER 





winoow 
VENTILATOR 








TWO NEW 
SAFEGUARDS 


1. Ory rubber tool keeps typewriter 
type clean. No liquids — no 
soiled fingers 


2. Ritchie sponge rubber cushion 
anchors office machines. Elimi- 
notes vibration and noise. 


For information write, wire 


Safeguard Corp. 


Lansdale, Pa. 
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FOAM RUBBER 
CHAIR CUSHIONS 
. _ IN 


De Lune 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


WV Perfect” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather. 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move. 


Colors: Brown, Green. 
Sizes: 17" x 18"°—i5" x 17"°— 
14! i," x 15'7,"" 


“Safiseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New IHustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
5 ieee 
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Dear to the heart of the dealer . . . the carbon 
paper that sells and resells! Different because of 
its “Color-Theme” appeal. 


See for yourself . . . send for free samples. 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. - PHILADELPHIA 6, PENNA. 
I stablished 1895 








/amedlate Delivery on 


STEEL STORAGE CABINETS 


(ADJUSTABLE SHELVES) 


e COMBINATION CABINETS 
For Wardrobe and 
Shelved Storage. 


e WARDROBES 
For Clothing Only. 
Sizes on Storage, Combination 
and Wardrobe Cabinets: 18” 
to 24” Deep. 302" to 78” 
—_ Single or Double Doors 
Yale 3-Way locking Device. 
e UTILITY RACKS 
No Doors. Adjustable 
Shelves. 12” to 24” Deep. 
3012" to 78” High. 


COLORS 
DuPont Gray or Green Baked 
Lacquer Enameled Finish. 














STEEL PRODUCTS CORP. 








1112 East Cary St. ¢ Richmond, Va. 


PHONE - 7-6650 
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24 page dealer catalog has been issued by this firm. The cover, 
using a “store window,” motif is printed in four colors, while 
the inside pages are produced in French blue and tan. The 


s 





catalog carries a complete listing of Dopp-Kit travel kits, travel 
accessories, brief bags, portfolios, secretary cases, insurance 
cases, ring binders, envelopes, catalog cases, doctors’ bags, sam- 
ple cases, wallets and so forth. Doppelt national advertising is 
also summarized. 


GLARO MACHINE PRODUCTS COMPANY, INC., FAR 
ROCKAWAY, L. L., N. Y.—A fully illustrated catalog of this 
company’s line of smokers, coat trees, wall racks, umbrella 
stands and wardrobe racks, has just been published. It con- 
sists of 12 pages. A price list is included on a separate sheet. 


GLOBE-WERNICKE CO., CINCINNATI, OHIO—Cur- 
rently being distributed is the mew Steel Techniplan Catalog 
T-352 which shows G/W’s “custom built” steel office equip- 
ment. This modular office furniture is designed to achieve 
maximum efficiency at any work station. The 32 page catalog 
contains a number of illustrations of Steel Techniplan com- 
ponents locked into hundreds of different combination; of 
“production line’ offices; semi-private groupings; an _ inter- 
view office and an executive office. Some 13 pages are devoted 
to the individual components which range from linoleum cov- 
ered desk tops to partition panels and bookshelves. 


THE GRAND FILING SUPPLY COMPANY, GRAND 
HAVEN, MICH.—These manufacturers of the Macey filing 
system supplies have issued a large new catalog which provides 
complete information regarding cards, guides, folders, special 
form cards, transfer equipment and miscellaneous items of the 
Macey line. A feature of the brochure is the detailed treatment 
of how to order and install the Perpetual index. 


HECTOGRAPHIA CORPORATION, 110 W. 17TH ST., 
NEW YORK 11, N. Y.—A new catalog describes the Hecto- 
graphia family of duplicators and duplicating supplies. At- 
tractively printed in color this brochure gives specifications 
and describes each item carried by the firm which for 25 years 


has specialized in liquid process and gelatine process duplicators. 


THE LUCKETT LOOSE LEAF, LTD., 11-17 CHARLOTTE 
ST., TORONTO 2-B, ONT., CANADA—A comprehensive 
catalog of loose leaf devices and supplies, containing five main 
sections, has been published by this Canadian firm. Each sec- 
tion deals with a specific part of the company’s line. Included 
in the catalog are the latest price lists, one, the No. 850 con- 
taining list prices, the other, No. 852-S for pricing specials. 
This list is arranged in numerical order and so acts as an index 
for the catalog, which also contains an alphabetical index. The 
96 page publication is illustrated. 


THE MAYFAIR COMPANY, 315 N. DESPLAINES ST., 
CHICAGO 6, ILL.—An attractive new brochure has been 
issued, illustrating and describing new items manufactured by 
this firm. Included are transfer cases, personal file chest, sta- 
tionery holders, desk lamps, steel card files, index boxes and 
sorting trays. 


THE MILWAUKEE CHAIR COMPANY, 3022 W. CEN- 
TER ST., MILWAUKEE 45, WIS.—Recently issued is a library 
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“SAFE-TEE”’ 
FOLDING CHAIRS 








he 


CAN’T TIP, COLLAPSE, UPSET or SLIDE 


Rounded Seat Corners! Metal Rubber-Covired Leg Caps! 


Here’s a safety all steel, indestructible folding chair 
that adds lounge chair comfort to sturdy depend- 
ability. Welded tubular frame .. . special safety 
construction . . . baked enamel finish . . . choice of 
colors. Cushion rubber feet . . . noiseless action. A 
nationally recognized value! 








IONIA MFG. CO. « IONIA, MICH. 











| Super-Quality ‘BRIEF CASES | 
_ Brief Bags + Portfolios - Catalog Cases 


ZIPPER 
PORTFOLIO 


Made of 4/ & 5-orz. 
top grain cowhide. 16, 


17 & 18 in. tengths. 
Colors; suntan, ginger, 
British brown and tan. 
Six interior utility 
kets of various 
inds and shapes, in- 
cluding tipper-closing 
hidden pocket. Disap- 
pearing handles. 
LIST 
PRICE , $57 
| COMBINATION 
BRIEF and 
OVER-NIGHT 
BAG 
‘ 6 oz. top grain cow- 
hide. Colors: suntan, 
ginger, British brown. 
18 and 20-in. lengths. 
Has outside flap pocket 
carrying a removable 
under-arm tipper port- 


folio. 
(complete) 


price... 966 


Write for Catalog 
of Complete Line 


| Bristol MANUFACTURING Co. 


385 Herrison Avenue — BOSTON, MASS. 
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rge Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


YESTING PIN TICKET CO., INC. 
136th Street, New York, N. Y. 
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and school seating brochure coupled with a price list that 
applies and copies of testimonial letters. Complete information 
and illustrations are given together with listing of special de. 
signs made up to order. Other seating items are regular stock 
numbers. The brochure tells of libraries in the nation equipped 
with Milwaukee chairs. 


PELOUZE MANUFACTURING COMPANY, 1218 CHI. 
CAGO AVE., EVANSTON, ILL.—A new eye-catching win. 
dow display in Saturne yellow Da-Glo, black and white, is 








currently being offered to dealers by the Pelouze company, 
The display features three favorite Pelouze postal scales—the 
A-5, N-2 and the new Palma-Knapp designed Z-5. The display, 
three feet wide and two feet high, will be sent free to every 
dealer requesting it when ordering six or more scales. A self- 
standing double easel back is provided with the sturdy display. 


PRIOR STATIONERY CORPORATION, 374 BROAD. 
WAY, NEW YORK 13, N. Y.—The first of a monthly series 
of bulletins was offered in September by this firm. Consisting 






SE. 
ne 


a\i\ 
Ss \ LD 


of 16 pages of descriptive, understandable information, the 
bulletins are designed to keep the dealer posted with new and 
timely stationery items. Illustrations, prices, and descriptive 
copy are included for each product named. 


THE RECORDPLATE CO., 16 E. HOLLY ST., PASA- 
DENA 1, CALIF.—A comprehensive new catalog, just pub- 
lished by this firm, lists all types of loose leaf record books. 
These range from a visible business card filer and a pastoral 
record set, to loose leaf ledgers and binders. Full specifications 
for each item are given, including price and styles available. 
The 10-page catalog is indexed and punched to fit a three-ring 
binder. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A colorful brochure describing Chaindex, 
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J. R. GELLER: 


(Direct Factory Agents) 


OFFERS Best Values... 


STEEL INDEX BOXES (Lift-Up hinge style) 

FLEXISHELF” (Steel Assorting Racks) 

STORAFILES” (Drawer Style Transfer Cases) 

QUIK-LOK” (One Piece Storage Case, Collapsible) 

STEEL FILES (Non-Suspension) 

STEELINE”’ FOLDERS (A Lifetime folder—reinforced tab with steel) 
TRANSFER BINDERS (Made of Masonite & Steel) 


For complete catalogue sheets and information 
PHONE CHelsea 3-3600 or WRITE TO 


J » R. G E L L E 4 (Direct Factory Agent) I 


1133 BROADWAY NEW YORK 10, N. Y. f 
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HANSON Postal Scales 


Model 1509 (ittustrated) 





for average 


office use. 5 Ib. by oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 Ibs 

Model 1546 desk scale, with Lustron 
plastic body—z2 Ibs. by 1 o2 

Model 1530, Parcel Post Scale. 
25 Ibs. by 1 oz 

Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs 





Model 158, Hanson, Jr. 8 oz. by % oz. 
HANSON SCALE CO. 


525 NORTH ADA STREET * CHICAGO 22, ILLINOIS 


MEDIATE 
D 








FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 





TABLET ARM CHAIRS 
METAL CHAIRS 
AUDITORIUM UNITS 








Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 
















STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. !-22, 1140 Broadway (Nr. 27th St.) N.Y. 1, N.Y. 





DAYTON STENCIL 
WORKS CO. °%h'5" 
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THE Barrow ee 











YOUR BEST BET 

FOR ALL AROUND 

STAPLING -- 
PERFORMANCE 


a ARROW FASTENER COMPANY 
_ 
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5 Movements 
5 Wheels 
e * 
Consecutive 318 
Duplicate 
Triplicate LST 
Quadruplicate . 
Repeat Liberal 
Trade 
ONE * 
MACHINE Write fer 








AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES. BROOKLYN 8, N.Y 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILI 
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THE HANDY NEW wn 


WMemo-Roll | \ « 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by tra 


. 9," tone. 
™. ses reguiar Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 


nient Pencil 
Holder cen- 





LIST PRICE cared te 
$1.50 Complete Rol! 
Extra Rolls 35¢ each 
Send for Literature and Dealer's Prices 
GRAN- ADELL MFG. CO. 
1846 W. BELMONT AVE. CHICAGO 13, ILLINOIS 
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to | 
CELLULOI0 PRODUCTS ~ 
§ 
Loose-leaf envelopes, punched; card-cases, any size; CH 
: ra PROTRACTORS © OTHER DEVICE menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of i by | 
acetate (flame resistant) transparent cellulose. We bus: 
Bh bn build to fit your particular need. Write us for details. con 
SHAE CLA, Yl} ty UY Markilo Company, Mfrs. | of: 
 * 3633 S. Racine Ave. Chieage 9, U. S. A. 
T 
OA 
late: 
blac 
FOR ALL TRAVELERS jj | ‘: 
nets 
by train, bus, plane or automobile, ff vari 
whether for pleasure, on private busi- 
ness or government service, S 





7 BEACH’S AB, 
LOCKERETTE “Common Sense” Bin 


















































tit 
| Expense Books and Sheets mal 
-!Combines the best a‘ are best for keeping track of expense. ing 
features of both ¢ There is a Personal Expense Book, too, ) and 
lockers and coat for records at home. ) year 
prof 
racks 
F ae 4 Beach Publishing Co. . 
raps are expose d 4 
and light. Employees do not : 7338 Woodward Ave., Detroit 2, Mich. CAI 
face the weather in damp D 
wraps that have been crum- en 
pled in dark lockers—do <iot 
eat soggy lunches, soaked 
by wet hats or gloves. Each 
person has his own spaced 
coat hanger, ventilated hat 
shelf and 12" x 12" x 15" 
deep lock box for lunches, 
More salable because they keep wraps fools and personal effects. 
"in press.’ Lockerettes save space too 
— _. . the No. 612 (2-col- 
Improves health and morale—lower ab- umn) accommodates |2 peo- 
santeeism ple in 6 feet: the No. 9-18 
: (illustrated) accommodates 
WRITE FOR BULLETIN NO. OL-13 18 in 9 feet 
VOGEL - PETERSON CO. 
624 So. Michigan Ave., Chicago 5, — 
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Remington Rand’s visible reference records has been made 
available. Its many uses are depicted in photograph and color- 
ful drawing, and specifications for the various styles of cards 
are given, together with appropriate usage. The booklet is 
KD 574. 


RITE-O, INC., MARTINSBURG, W. VA.—An attractive 


traffic-drawing display card has been introduced to hold a 
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dozen of the new Rite-O mechanical pencils. The theme of the 
display is Pogo, the clown, shown bouncing across the display 
to illustrate the bounce action feature of the new unbreakable 
lead pencils, 


STEIN BROS. MFG. CO., 1401-17 W. JACKSON BLVD., 
CHICAGO 7, ILL.—A new catalog, No. 28, has been issued 
by this firm to promote “America’s fastest selling line of quality 
business and school cases.” Illustrations ‘of the products and 
complete descriptions accompany the sales information. One 
of the pages tells of “Stebco Firsts That Have Made History.” 


rOP FLIGHT PRODUCTS COMPANY, INC., 6224 S. 
OAKLEY AVE., CHICAGO 36, ILL.—Catalog 952 is the 
latest to be published by this company. Printed in green and 
black, the catalog describes and illustrates the firm’s line of 
filing cabinets, transfer cases, clothing lockers, telephone cabi- 
nets and parts cabinets. Also included are photographs of 
various phases of production in the factory. 


S. E. & M. VERNON, INC., 65 DUANE ST., NEW YORK 
7, N. Y.—This firm is supplying the trade with Catalog No. 
252 covering “Loose Leaf Devices, Blank Books and Easyrite 
Binding.” A companion piece of trade literature is the quan- 
tity price list No. 52. Included in this catalog are the im- 
provements and the additions made to the line. One outstand- 
ing addition is the metal hinge ring binders listed on Pages 13 
and 17, these to be available for delivery by the first of the 
year. The catalog completely indexed for ready reference, is 
profusely illustrated and is replete with specifications. 


VOCALINE COMPANY OF AMERICA, INC., 88 VO.- 
CALINE BLDG., OLD SAYBROOK, CONN.—"“Ask For A 
Demonstration” is the theme of a new VOCATRON portable 


CATRON 





intercom counter display being made available to dealers by 
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Old users tell new users that 

Higgins American Waterproof Drawing 
Inks flow smoothly, dry evenly, give 
uniform results— always. 


First bottle or hundredth bottle, 
your customers come back to buy more 
of the ink that’s always right. 


HIGGINS 4 comeany, inc. 


BROOKLYN. NEW YORK 








SELL 


lx 
STA 7 K pitts 


time 
year after year 


A quality line of stands and pads featuring all 
popular styles and sizes. 

Calendar pads are lithographed—on high-grade 
bond paper with the date in red and the monthly 
calendar in blue. complete 

Fast, 2-color lithograph printing enables us to details 
give you the best in quality and prompt service. 


“In Calendars the Quality Mark is Stark” 


GTARK CALENDARS «xcorporated 


write or 
phone for 


100-112 BISSELL ST. - PHONE /55/ + JOLIET, ILL 
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"Hi, Qualhty Line” 









FEATURING 
High Grade Pencils 
made by ROUND 
EBERHARD and HEXAGON 
FABER PENCILS PRINTED IN 
ONE or TWO COLOR INKS 
also 


HEXAGON PENCILS IMPRINT- 
ED ANY COLOR FOIL 
Write for Price List, Samples and 

Stationers Discounts 


BALLARD PENCIL COMPANY 


— Over 40 years Specialists in Pencil Printing — 


P. O. Box B Glenwood, New Jersey 








WANTED 


AGENTS 


Who Call on Financial Institutions 


To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 





AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 











Spring 
Cushion 


MASTER 
SPEED KEYS 


SPRING keys for true 
finger comfort 


/\\Wwwiiilf 


SPRING keys for 
increased production 


SELL THEM TODAY! 





WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


268 R CHAUNCEY STREET BROOKLYN 33, N. Y. 











see WELCH 


FOR QUICKER PROFITS 
Zuality Gacll... 


Correct Posture Chairs 


Stools Type 


writer Stands and Costumers oat easy 


rofukelitt@meiniael isis | up to 50. 


Write today for full information 


Welch INDUSTRIES 


2911 Empire Ave., Burbank, Calif 


242 





this company. In the form of an eye-catching arrow, the dis- 
play “points” to a VOCATRON intercom on which it stands, 
Thus the display takes no more space on a counter or shelf 
than the compact machine itself. The spotlighted message on 
the display, “Ask A Salesperson For A Demonstration . . . 
No Obligation,” is expected to stimulate sales wherever the 
display is used. 





Toronto Pen Firm Tells of Expansion 

The pen, which in its primitive form was one of 
man’s earliest inventions, is in little danger of being 
discarded despite the modern array of gadgets for 
recording man’s ideas and activities. 

In witness thereof is a rapidly-growing Toronto fac- 
tory where one of America’s oldest manufacturers of 
writing tools is developing autonomous Canadian 
operations. 

“There’s nothing so characteristic of a person as 
hand-writing,” A. G. Frost, president of Esterbrook 
Pen Company of Canada, indicated. “It would be ter- 
rible if everybody wrote in the same way. Because 
each person needs the exactly right tool to express 
that personality, our business is thriving.” 

Esterbrook got into the business of making pens 
nearly 100 years ago, in the U. S. In those days the 
instrument was comparatively simple—a handle into 
which was fitted a steel nib. All the innovations since 
then have not changed the essential task, which is to 
turn out a nib to do what the user wants. Fountain 
pens, ball points—which are really pencils—and desk 
combinations merely cater to convenience. So Ester- 
brook continues to put the stress on the part that 
does the writing, while keeping up with the times 
otherwise. 

There still is a market for the old-fashioned pen nib, 
because it is made with more than 150 different points, 
each of which is useful or chosen for a particular pur- 
pose, Mr. Frost stressed. But this business is declining 
rapidly. Schools, where penmanship is stressed, have 
been slow to permit use of more modern styles, and 
many still bar fountain pens. Some office jobs also 
continue to call for a good steel nib and interchang- 
ability. 

Esterbrook got into the fountain pen business back 
in 1930, and it now accounts for about 95% of the 
firm’s business. Its specialty in that field continues to 
be nibs—33 different styles, any of which can be fitted 
to the six different barrels. Esterbrook also jumped 
into the automatic pencil business, in order to meet 
the public demand for matched pen and pencil sets. 

Esterbrook has been selling pens everywhere people 
write since 1858. It has a factory in Britain, another 
in Denmark. The Canadian factory was started last 
year, because it appeared local manufacture would be 
more economical for the consumer. At present, opera- 
tions are carried on in rented quarters, although the 
goal is to put up its own factory, where everything but 
the raw materials will be made. 

Since getting started just about a year ago, with 
seven people, the staff has grown to 27 and it is 
expected expansion will require about 100. If export 
trade develops largely, still more workers will be 
needed. Production is a trade secret, but with auto- 
matic machinery cutting, shaping, boring and squeez- 
ing parts out as fast as the eye can follow, it runs into 
many thousands of units a month. 

The operations here are completely autonomous, Mr. 
Frost indicated and the company maintains its own 
staff of salesmen calling on retailers as well as a dis- 
tributor system. Most of the machine operators are 
women, trained in the plant to follow the rigid pre- 
cision standards required in both points and barrels. 

The girls make from $35 a week up, with incentive 
pay. In addition, the company provides sickness and 
accident benefits, neither of which appears to be vital, 
since only three cases of enforced absence have been 
reported in the last year, a safety and health record 
of which the management is proud.—GNS 
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(CLIP THIS ENTIRE AD AND MAIL IT) 


NEW “OPEN-RING” ROUND RUBBER BANDS - 


EASIER TO PICK UP, FASTER TO USE, STRONGER ALL AROUND, PURE CRUDE RUBBER! 

So easy to sell with this story to tell . . . and a steady, repeat profit maker. 

NO INCREASE IN PRICES WHATEVER 

SEND ae ORDER NOW, THIS HANDY WAY: 

ARCO: ( ) RUSH - LBS. NEW OPEN RING BANDS 
( ) RUSH SAMPLES, PRICES 






FIRM NAME 





YOUR NAME 





CITY STATE 


ALLIANCE 


RUBBER, CO. 





fe oe en ee ee ee ee 6 ee eo a ae 6 a» a 


ALLIANCE / or / ,_stiDEtt 
OHIO / / LOUISIANA \ 3 








1k Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


an 
%: A Receipt Books 
CX. for the trade 


LOWER PRICES 








pte earn you a Leads are pointed in . jae he of the one 
Lat skX> bett fit required by messy, old-fashioned methods; 
“St iti and, the TRU-POINT is fool proof — 


will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 
557 Paw Paw Avenve, Benton Herber, Michigan 


500 Receipts and 
500 Duplicates 





write for catalog 


Duplicate Receipt Book Co. 


Box 842, Birmingham 1, Alabama 
Rated deal 
Jobbers, Brokers Wanted ym ge oy 


























= Styles of RING and POST 









Ink Eradicator 


@ INK-OUT contains no free 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one a 





A complete line of Binders for the 
Commercial Stationer 


@ INK-OUT removes ink, iodine, fruit Write today for Free Catalog 
and medicine stains from paper, 
hands end clothing. NEIMAN LOOSE LEAF & BINDERY CO. 
NOT INC 


CARDINELL CORPORATION MONTCLAIR. NEW JERSE 1717-19 $. HALSTED ST. © _ CHICAGO 8, ILLINOIS 















y 7 pm . . » Raise the headpiece to any desired 
orrices automatically 
/ © Camanenes position .. . it will stay at 
a e HOTELS that position . . . To release the “Magic- 
Sa — Hold,” raise the headpiece all the way. 
NIGHT CLUBS 
pnenndll ee SE cauiecee ee 
@ pocTors . Available in the finest plastic mate- 
e GYMS 


© INSTITUTIONS wre in a wide variety of colors. Show 
Leisurest for extra salesi!! 
WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 


5p IMPER ML <he Fivien 
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PRICE CARD HOLDERS 


Price Ticket Hooks, Holders, Stands 
Under Counter Cash Alarm Tills, Roll 
Wrapping Paper Stands and Cutters 
Cone Twine Holders, Window Trimmer: 
Hammer Tool and Self Threading Snap- 
In Tag Needles, etc 


Write for Illustrated e 
Price List and Dealer Discounts Y S}f 





——— 


RUDOLF ORTHWINE CORP. 


4l6 West 33d St., New York 1, N. Y. 


SNAp IN 


/ 
/ TAG NEEDLES 


©  Tgubra a . 










LAUNDRY 
MARKING 
P EN ee 
$15 


Fed. Tox Incl. 


Refills 50¢ 


* ENOUGH BLACK INDELIBLE INK 
FOR 3000 MARKINGS 


* WON'T EVAPORATE 
* WON'T RUN 
* WON’T WASH OuT 


Attractive 3-color counter display holds !2 pens. 
Nationally promoted via radio, tv, newspapers. 


Order through your wholesaler or write direct 
for literature and prices. 














HORIZONTAL 


FILE--5H 


Letter and Legal Sizes 


An all-purpose file with a size 
for every . Rubber pads 
protect the desk. No stacking 
posts required. Holes provided 
to hang it on wall. Made of 
heavy gauge steel, finished in 
grey or green. 





Mod 4 w Le] 
24 Lett a i2 9 
3H 6 i2 9 
aH 101 12 9 
SH i2 i2 9 
2HL Lega a is 3 
3HL 6 is 9 
4HL 1012 is 9 
SHL i2 is 9 


LIT-NING PRODUCTS CO. 


2694 ELM AVE., FRESNO, CALIF. 











cVBAUE, ; 


NAY STEEL SHELVING 
“TWIN-POST” FEATURE HELPS YOU SELL 


corners, Neubauer 





Stronger, more rigid at the 
Shelving fits tightly everything stays 
line. It’s adaptable to most shelving needs 


Write 


. . . we'll quote through you 
Ask about our Gym Basket Racks 











Py EUBAVER MFG. CO. 


2017 Central Ave. 


















= FREE DESCRIPTIVE 





———& CIRCULAR . 
CANVAS PRODUCTS co. 
Corner Marquette 
———\ FOND DU LAC, WIS. 
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and 20 gauge shelves in 25 sizes 16 ga 
posts from 6’ to 10’. Smooth, beautiful Airline 
Grey or Olive Green baked-on enamel finish is 
standard. Built to last, priced to sell 

wonderful repeat order builder. Free Estimates 


today 





Minneapolis 18, Minn. 





SAMUEL TAUBMAN & CO. 





1 WEST 34th ST., DEPT. 0 NEW YORK 1, N. Y. 








SELLS ON SIGHT! 
WORLD WIDE MARKET! 
BIG PROFITS FOR YOU! 


Be first to offer THE NEW COATER 
combination Hat and Coat Rack. Potent 
Constructed of all welded heavy 2,614,702 
gauge steel—equipped with 7 High- 

ly Polished Cast Aluminum Hooks 

and two adjustable wall brackets. Length 

30” Width 10”. High Gloss Smooth Lacquer 

Finishes: Buff, Gray, Green, Blue, Red or 

Black. Suggested List Price $16.50. Order 

sample today at Dealer’s Price. 


DISTRIBUTORS WANTED 


Immediate Delivery 
Liberal Dealer Discount 


CRAWFORD METAL CRAFTSMEN INC. 
GALION, OHIO. 














“4 


Announcing the new .. . 


JUNIOR EXECUTIVE 


Another KING sales leader . . . 
here's a chair that combines 
every desirable feature de- 
monded by your customers. 
Business-wise executives will be 
everlastingly sold on the luxuri- 
ous comfort it provides, the 
beauty it adds and the quality 
it reflects . . . and KING chairs 
are realistically priced to fit 
every office budget. 
Write Today for New King 
Literature and Prices 


POSTURE CHAIR COMPANY 


953 So. Raymond Ave. 
Pasadena 2, Calif. 





Custom Junior Executive 
Model 322-AK 













PRINT-O-MATICS “PERFECT PAIR’ 


WORLD'S FINEST 
FULL-SIZED 


DUPLICATOR 
under 960.00 


» 





FINO AT 


Fast—Accurate—ffficient 
Handles Post-Card to Legal Size 


IMPRESS 
“Twin-Poakt”’ 
STENCILS 


Write for Complete Catalog of 
Duplicating Equipment and Supplies 


PRINT-O-MATIC CO., INC. 


MERCHANDISE MART * CHICAGO 4 LLINOIS 
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Bu ghs Adding Machine Company, Detroit, Mich the first ie al SN 
Machine mpany and its $s J ve 
: coon ete BETTER STAPLERS “AQ 
wy ¢ 9 285 r ™6 
include. dividends __FOR MORE PEOPLE... AT LOWER COST at 
T 7 — oS INCE 1919 ° eee hd 
of 195! wher y: PN Ay Dy yi artes 
ale ‘ he oA PEAS 6 % aS — 
i was some IN MANY LOCALITIES 2 OUT OF EVERY 3 
the sale STAPLERS IN USE ARE MARKWELLS 
me jefense work w 
this year and into 1953. The 
teat an MARKWELL CO. 
rofit on defer ylelemitl-ft-1,m im, |. anes Se, eee 
“ 3 sts 8 
i Ae ~ 
3 aS \ | MODERN 
fo mainte | BAIL 
. | ee = —— A$ SOLDER UNDER- 
Clary Multiplier rt at San abriel, f ali aii-t me high Replaces old pe fingers and rod. 
| 2A, Se eee old paper fingers wooD 
terim statement to stockholders cov ALL SIZES UP TO 18” TYPEWRITERS 
lg efile ees = oe COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 
mber 30, 1952 were $11,016,025.39 | ff occa aanenesenen SG0m dcunnnatlilieeeeee 
® previout ; smounts 
pe Riera eatin ~ ony: ace MADDOX = Neéver-stick ~=—s BAIL ROLLS 
e neoferte ae iia. # another fast selling item for all typewriters. The 
+ $252,000 higher than a , =) stick or bunch paper. They come assembled. Le 
= pels ol (@ install. Don't come apart. Core and rubber self ony, te 
Tage as oF 2 Saves mechanic's time. Cuts repair bills. Order or get 
$30!,022 f the year 195! information on these profit making items. 
p eerouimnstely 
t a high lev WESTERN PATENT ACCESSORIES CO. 
-_* oer eeaeeees: me par 6611 SUNSET BLVD. LOS ANGELES 28, CALIF. 
hel on Saptenher 3. wes. lee Also distributed by Ames Supply Co. 
$ é 0 f the ‘a e-1 pe j 
T 
Eversharp. Ir 800 W. Roscoe St., Chicago, Ill.—Net sales in the six 
wed a ga t 14 ver The orre 
‘ } me wa p § Net ir me 
. wou -adternsy with the amazing 
t ? ; with ne 3 a 
A e f c 
Augu 31 ") if 
a A tiona n e 
Si? 5S? and $54! 484 
vor Typists and business Use pwe® Pf CLEANS 
$67! 250 yer Cwieend machine operators want Mi * Typewriters 
907,923 shares ovtetend ng. *Norta Plastic Type Cleaner ez Pig me be 
$0.88 ace — it's easy to use—no mess & e Addressing Plates 
—no liquids to spill © Marking Devices, ete. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 
A joward. president of Free sample sent upon request...write to 


The Globe-Wernicke nnati, Ohio 


tes. forth NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N.Y. 























Plastic * Walnut * 6Bronz * Brass * Aluminum 
CUSTOM “an 
Royal Typewriter C r 2 Park Ave New York 16, N. Y , . 
, a2 1 the second hial 
$é “ $63,790,945 
Ryan. pres 
tvoewriter L - — 
neiithen Roy A beautifully grained walnut plate. Only one of many series 
f tror from which to choose. Distinctive furnishings require distinctive 
ne name plates that match or blend. We cater to rated dealers who 
- ar demand the very best available desk name plates, door plates, 
os 4 ‘ , vith ey office identification signs, directional signs, plaques, recognition 
. : agp aia ae a awards, war memorials, honor rolls, ete. Kutch “Kwality” prod- 
: , ne i , : Rteee ie ucts speak for themselves and must be seen to be appreciated. 
4 elite. ifs iah _ ate 5 period “Plaques & Plates for all Purposes & Purses” 
; Royal stock KUTCH 18229 W. MeNichels Rd. 
104 to 4,871, 2 Walter E. Co. Detroit 19, Mich. 
end payment (Name Plate Specialists Since 1942) 
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ft m F paper clips 


. ++ here’s a complete staples 
line of quality wire prod- 

ucts for your every need. clamps 
Remember for your next ° 
order, specify The Quality tag wire 


Line...the ARMA Line! “the quality line” 


Pittsburgh cut wire co. 


1120 Galveston Avenue °* Pittsburgh 33, Pa. 





Net only for a high- 
quality line... but also 
Jor those little extras and 


that mean extra 


. stock WRITE. 


“breaks” 


projit.. 


CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 





incorporated 420 Lexington Avenue, New York 17, N. Y. 


Factory: Bridgeport, Conn. atime 








PAPER CEMENT 


A Real Adhesive 


AND ACCESSORIES 
Nationally advertised. Nationally used 
for every pasting and mounting pur- 
pose —clean — speedy — will not curl, 
shrink or wrinkle paper. Stocked by | 
leading distributors everywhere. 


UNION RUBBER & ASBESTOS CO. 
TRENTON, W. J. 









cur 
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PLEASURE 





BEST-TEST MAKES PASTING A 


| ROLLING STORE LADDERS 


LADDERS LIBRARY LADDERS 


"a" TvPe 
WELDED STEEL SAFETY LADDERS 





For use with Filing Cabi- 
nets and Shelving, in Of 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 


and Automatic Safety 
Brakes. 





Send for Folder and 

prices on both these and 

our Welded Steel Safety 
Ladders. 








Library Style 


| 

| 

| 

| Straight Side style Manufactured by 

| 4535 N. Ravenswood Ave. 
| 


I. D. COTTERMA CHICAGO 40 
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preferred stockh Jers a unted to $255,429 while } Jer f the $ per 
value common stock received $2,155,753 or $2 per share. Mr. Ryan stated 
that deliveries to the Government during the year under Royal's defense 
were approximately $1,773,000. At year-end the 
plete ala p Jefen e contracts awarded Royal exceeded $22 
000,000. Current assets at July 31 yy amounted to $24 509 280 and current 
abilities were $8,139,558 owing current rat more than three to 
Working capital w $16 369 2 as compared with $16 929,95) at the 
f previous fiscal year. Although Roya ewriter reign sub 
s eric sre not nsolidated in this annual report, all of ther erated 
st a f They are: The Visible Writing Machine Company, Ltd 1 snd 
C f e Francaise des Machines a Ecrire Royal S.A., France; Roya 
Typewr Cor Canada; and Royal Schreibmaschinen G.m.b.H 
J A.C 
Busi Gg tuniti 
Sata! 
uUsiness Pper UNLELES #8 
Trade Literature Wanted by New Firm in Kheovitie, Vena. Opening for 
about Decembe | Knoxville, Tenn e Elmore Office Supply 
pany, 1815 Cumberland Ave., S.W., P.O. Box 1806, desires the latest 
js, pr i dealers’ discount sheets from supplier Sales aids 
ng efy Nn promoting manufacturer aes 
we 
Trade Catalogs Wanted By Texas Firm—The Railey Paper Company, 310 
E. Fourth St., Austin, Tex., has announced the opening of its wholesale 
f supply department. Catalogs and sources f supply th field 
ested. Replie uld be addressed to P. L. Lowre 





Victor Adding Establishes Birmingham Offices 

Another regional sales area, with headquarters in 
Birmingham, Ala., has been established by the Victor 
Adding Machine Company in the expanded program 
of sales supervision and distribution. 

Appointed as southern sales manager was Fred S. 
Himebauch, who has been with the company since 
1935. He served as branch manager in both Kansas 
City and Chicago sales offices before being named 
assistant sales manager in 1947. 

A. F. Bakewell, vice-president and general sales 
manager, in making the announcement said, “Victor 
sales in the South have been climbing steadily.” 





Sturgis Opens Chicago Sales Offices 


To handle increased demand for its chairs and give 
better service to its dealers, the Sturgis Posture Chair 
Company has opened general sales offices in Chicago, 
it was just announced by J. L. (Lou) Mann, president. 
Commodious sales and display offices have been 
established on the second floor of the St. Clair Build- 
ing, 154 E. Erie St., 

Recent developments by Sturgis engineers, such as 
the fiber glass base and a new finish for metal parts, 
known as Sturlon, which caused a stir at the NSOEA 
convention in Chicago last October, are cited as pri- 
mary reasons for the moving of all sales and order 
handling facilities from Sturgis, Mich., to the Chicago 
location. 

It is pointed out that the time involved in process- 
ing orders and inquiries, which have piled up since 
the October convention, will be lowered substantially. 


Lou Mann 





In charge of the office will be Mr. Mann, assisted by 
Robert M. Matthews, assistant sales manager, and 
Howard L. Pfau, all of whom will move to Chicago 
with their families in the near future. 

Expansion of production facilities at both the 
Sturgis, Mich., and Charleston, S. C., plants, in order 
to keep pace with the rising tide of orders, was also 
announced by Mr. Mann. 

1952 
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Would YOU like to be 


the most TALKED-ABOUT 
OFFICE EQUIPMENT DEALER 


in the country? 


a 





RETAILING’S MOST COVETED AWARD! ~ 
WILL ONE OF THEM BE YOURS? 





STH ANNUAL RETAIL AWARHS 


orves TO 


Youn STORE 


Hea ves eae 
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Baand NAME RETAILER oF THE YEAR 

Fon 52 






BuAND NAMES DAY 


AT ew YoRe OOTY 
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H... is a sure-fire way to cash in on the out- 
standing job youre doing in promoting manu- 
facturers’ brands to the public. A way that can 
PRESTIGE WITH YOUR 
CUSTOMERS; 2) A REPUTATION WITH 
SUPPLIERS AS ONE OF THE BEST DEAL- 
ERS ON THEIR BOOKS; and 3) NATIONAL 


VE 


mean: 1) 














PUBLICITY. 





Enter your firm now for one of Brand Names 
Foundation’s 5th annual “Brand Name 
Retailer-of-the- Year” awards to be presented in 
the presence of more than 2,000 civic and busi- 
ness leaders at the Waldorf-Astoria on BRAND 
NAMES DAY—1953. 

A “Brand Name Retailer-of-the- Year” plaque 
and up to 4 “Certificates of Distinction” will 
go to 5 top winners in your field and in each of 
21 other categories. 110 AWARDS IN ALL! 

Big city, small town... size of your firm 
makes no difference. It’s what you do in ’52 to 


tell the brand story to your customers and 


employees that counts . . . not what you spend ! 


1952 


AMONG LAST YEAR’S TOP WINNERS 


“Brand Name Retailer-of-the-Year”’ 


STEWART OFFICE SUPPLY COMPANY 
Dallas, Texas 


. “Certificates of Distinction” 
THE HOWARD CO. 
Midland, Texas 
IVAN ALLEN-MARSHALL CO. 
Atlanta, Georgia 
THE DIEHL OFFICE EQUIPMENT CO. 
Columbus, Ohio 


BELCHER & SCHACHT 
Long Beach, California 











There’s no cost or obligation. Just mail the 
coupon below for a kit containing full details, 
an official entry blank and samples from the 


presentations of last year’s winners. 





eee err ee Est EN PEG ena =“ 
' 

BRAND NAMES FOUNDATION, INCORPORATED 

37 West 57th Street 

| New York 19, N. Y. 

‘ Our firm would like to enter the competition for the 

‘ “Brand Name Retailer-of-the-Year” awards. Please send 

: akit containing complete details and entry blank to: 
ee ee ee} = eS wkeiilonaal 

' 

_ | a Ts a 
Firm Name__—_ ae = 
po nee tae Tinie aes 

' 

' =~ - 

} - 

' _ i. 

: 

‘ Type of Retail Firm ciple ae 
H 2P ; 
: easel 
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in matchless hand-finished satin chrome 


Here, in clean smooth symmetry, you see three new 
reasons for Royal popularity. Strikingly new is the 
beauty of hand-finished, heavy plate satin chrome 
... lustrous as a fine silver satin fabric. Amazingly 
strong and durable is the smartly designed square 
steel tubing. Comfort, always a Royal specialty, is 
further enhanced by the luxury of finest U. S. 
Koylon molded foam rubber. Upholstered only in 
Royalpoint cloth fabric—7 smart office colors. 


<=> 


metal furniture since '97 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenue, Dept. 512 « Chicago 1 


Wew York + Los Angeles + Michigan City, Ind. » Warren, Pa. + Preston and Galt, Ontario 
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Shelving Folding Chairs 


No. 1200 Executive Chair 
Seat and new floating back 
both U. S. Koylon molded 
foam rubber. 


No. 1210—Same but with 
Plastelle finish. 


No. 730 Arm Chair 
U. S. Koylon molded foam 
rubber seat and padded, 
custom-fit back. 





No. 930—Same but with Plastelle finish. 


No. 731 Side Chair— U.S. Koylon molded foam rubber 


seat and padded, custom-fit back. 


No. 931—Same but with Plastelle finish 


Royal . . . your only single source 
for over 150 metal furniture items. 
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Conqueror Spirit Duplicator... 


Men who know duplicating agree that it’s the biggest value ever 
offered . . . because HEYER’S new Conqueror Spirit Duplicator 
has every desirable feature of other machines plus new, exclusive. 


HEYER-engineered developments . . . and it’s priced far lower 


-_. than any comparable machine! Engineered by HEYER, styled by 

\ 3. ' famous Jean Reinecke! 
—-_ ) The Conqueror really conquers time-consuming operations with 
ay ease! Even inexperienced operators can produce up to 150 copies 
4. a minute—perfect copies, every one! Everything about it is so 


} \ 


simple, so basically sound, so well engineered! There are no trick 
adjustments to make, no careful hand-centering is required— 
: there's no pump to get out of order, no need to run out of fluid 
while operating. Here’s the first really foolproof Spirit Duplicator 


—here’s everything you want in spirit duplicating! 
Ask your HEYER man, or write for literature and prices. 


Buy Heyer — famous in duplicating for 50 years 


T M E 4 EY is af Cc ©] R PO RATI °o tha 1852 South Kostner Avenue, Chicago 23, Illinois 


Eastern Office Western Office Canadian Distributors 
17 East 17th Street 2610 Sunset Bivd. The Brown Bros. Ltd., 
New York 3, N. Y. Los Angeles 26, Calif. Montreal—TORONTO 





Vancouver 








Here’s a distinctive ribbon that makes a 
good impression on any letterhead . . . and 
on every customer. This Underwood 
Corporation Gold Box Ribbon is pure 
silk for extra-long service and uniform 
ink distribution. 


,, On Carbon Paper 


Typists get clean, strong carbon copies with 
Underwood Corporation Distinctive ‘‘Non-Curling” 
Carbon Papers . . . no wonder they always come 
back for more. Treated with a special plastic, 

they transfer type impact faithfully, and give up to 





50% longer wear. 


offer Distinctive Service 


You can’t beat this Distinctive pair when it comes to making 
a hit with the girls. And you can’t beat them for making profits 
. for you! Phone your nearest Underwood Corporation 


office for prices and data... today! 


ATION 


One Park Avenue 


9d Corporation 25 


. 
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